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Miner 
Quality 

Rubbers 

Experience  has  taught  us  how  to 
make  good  rubbers  and  also  where 
to  buy  the  best  raw  materials. 
Miner  Rubber  footwear  is  a  nation- 
ally famous  line  and  should  be  on 
the  shelves  of  every  dealer.  A  big 
variety  of  styles  and  shapes. 

Ask  the  Miner  man  to  call 

The  Miner  Rubber 

Company,  Limited 


Granby 
Quebec 


Montreal 
Toronto 


SELLING  AGENCIES 

Jackson  &  Savage,  Limited,  Montreal  R.  B.  Griffith  &  Co,  Hamilton 
.T.  M.  Humphrey  &  Co.,  St.  John,  N.B.  The  Miner  Rubber  Co.,  Quebec 
W.  A.  Marsh  Co.,  Western,  Limited,  Winnipeg,  Calgary,  Edmonton 
Coates,  Burns  &  Wanless,  London  Dowling  &  Creelman,  Brandon 

Blacliford,  Davis  &Co.,  Limited,  Toronto 
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Are  They 
Ames  Holden 
McCready? 


Then  They 
Are 

All  Right. 


/^UR    Goods   satisfy  the  Dealer, 
who  is  looking  for  something 
different,  in  style  and  wear. 


Our  goods  are  specialized  pro- 
ducts, that  bring  trade  in  every 
quarter. 

There  is  a  world  of  comfort  in 
buying  where  you  get  value  and 
protection.  If  you  have  not  pur- 
chased your  full  requirements  for 
Spring,  it  would  pay  you  to  look  at 
our  samples  which  embody  all  the 
details  and  finish  of  Fine  Bench 
Made  Shoes,  at  popular  prices. 
Our  Salesmen  are  now  on  the  road. 
Drop  us  a  card  and  we  will  have 
them  call  on  you.  Seasonable  re- 
quirements for  immediate  delivery, 
which  include  the  celebrated  Granby 
and  Maple  Leaf  Rubbers,  are  kept 
in  stock  at  all  our  Branches.  Send 
in  your  rush  orders  to  the 

Big  In-Stock  House 


AMES  HOLDEN  McCREADY,  LIMITED 

Montreal         St.  John         Toronto  Winnipeg         Edmonton        Calgary  Vancouver 
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RICE^HUTCHINS 


^  WORLD  SHOEMAKERS  ^ 
.TO  FOR  THE  "WHOLE  FAMILY  ffl 


BOSTON.  U.S.A. 


A  Result  of  Forty-Seven 
Years'  Experience 


As  you  are  already  well-acquainted  with  our 
EDUCATOR  SHOE,  we  are  showing  you 
this  month  another  result  of  our  forty-seven 
years  of  shoe-manufacturing  experience, — the 
ALL  AMERICA  SHOE  for  gentlemen. 
The  ALL  AMERICA  SHOE  is  made  up 
in  modish  lasts  for  those  gentlemen  who  de- 
mand fashionable  footgear.  It  will  prove  a 
profitable  seller  for  you. 


This  particular  ALL  AMERICA  SHOE  is  made  on  a  flat  last  that 
we  call  the  "  Sum  Klas."  It  has  a  low,  recede,  medium-wide  toe, 
that  delights  the  seeker  after  dignified  style.  Made  in  dull  or  in 
Russia  calf. 

Kindly  note  the  invisible  eyelets. 

We  are  represented  in  Canada  by  the  following:- 


Western  Shoe  Distributing  Co. 

719  Main  Street,  Winnipeg,  Canada 


J.  K.  Rose 

Lumsden  Bldg.,  Toronto,  Canada 

1  RICE^HUTCHINS 

WORLD  SHOEMAKERS  ^ 
{Sp)  FOR  THE  WHOLE  FAMILY 


BOSTON.  U.S.A. 
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Tebbutt 


for 


Satisfactory  Shoe  Sales 


npO  sell  your  customers  shoes  that  will  give 
■■•     perfect  satisfaction  from  start  to  finish  is 
a  practice  that  will  build  a  big  business. 

Such  is  the  performance  of  Tebbutt  Shoes 
— stock  them  for  your  particular  customers 
and  increased  business  will  be  the  inevitable 
result. 

Your  jobber  can  supply  you 


Tebbutt  Shoe  &  Leather 

Company,  Limited 

Three  Rivers,  Quebec. 


ANTI-SEPT/C 
^^_5H0E__^  N0^^ 


PAT.  UP  ■  I 


19409 

GOLD  CROSS 
SHOE 
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Style 
Leadership 


For  forty  years  the  name  "Slater" 
has  stood  for  the  latest  and  best  in 
footwear.  A  customer  cannot  get 
better  style  or  greater  comfort  and 
flexibility  than  you  can  offer  him  in 
Slater  Quality  Shoes. 

Care  in  finish  and  attention  to  other 
small  details  makes  Slater  an  easy 
line  to  sell. 

We  want  a  Slater  representative  in 
every  city  and  town— write  us. 


Slater  Shoe  Co. 

Limited 

Montreal 
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JAMES  ROBINSON 


Bostonians 
are  Best 


The  Bostonian  is  a  shoe  of  exceptional  quality 
made  in  all  styles  and  sizes  for  men  and  women. 

Bostonians  are  well  known  to  the  public  and  are 
proven  sellers.  My  spring  samples  of  this  high  grade 
shoe  include  the  newest  lasts  in  Velours,  Tan,  Calf, 
Gunmetal  and  Patent. 


filled 


Your  orders  will  be  promptly  and  satisfactorily 


James  Robinson 


Montreal 
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Reliable 
Rubbers 

My  Rubbers  are  the  four  famous  brands  manufac- 
tured by  the  Independant  Rubber  Company — the  Royal, 
Bull  Dog,  Dainty  Mode  and  Kant  Krack. 

These  brands  have  long  enjoyed  a  reputation  for 
reliability  and  all  round  excellence  and  are  consequently 
quick  sellers. 

You  cannot  invest  in  a  more  profitable  rubber  stock. 
Have  one  of  my  travellers  call. 

James  Robinson 

Montreal 
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Rubbers  of  Repute 


SELL  THE 
POPULAR  BRANDS 


We  are  justified  in  asserting  that  no  rubbers  enjoy  such  a  wide  spread  reputation  for 
general  excellence  and  reliability  as  these  four  brands. 

The  KANT  KRACK  duck  lines,  being  intended  for  camp,  farm  and  factory  are 
extra  strong  and  are  reinforced  at  every  point  requiring  additional  resistance.  They  are 
known  from  coast  to  coast. 

DAINTY  MODE  have  never  been  touched  for  quality  and  style,  and  represent 
the  highest  grade  of  light  rubbers. 

The  ROYAL  BRAND  have  always  lived  up  to  their 
name,  and  are  indeed  king  of  all  heavy  gum  lines.  The  Tiger 
Head  means  quality  above  the  ordinary. 

BULL  DOG  styles  are  tough  and  strong,  and  are  easily 
first  in  the  field  of  second  grade  rubber  footwear  in  America. 

STOCKS  CARRIED  BY 

The  Amherst  Boot  &  Shoe  Co.  Ltd..  Amherst,  N.S. 
A.  W.  Ault  Co.,  Limited,  Ottawa,  Ont. 
Kilgour,  Rimer  Co.  Limited,  Winnipeg,  Man. 
The  London  Shoe  Co.  Limited,  London.  Ont. 
The  Amherst  Central  Shoe  Co.  Ltd.,  Regina,  Sask. 
Garside  &  White,  Toronto,  Ont. 
The  J.  Leckie  Co.  Limited,  Vancouver,  B.C. 
McLaren  &  Dallas.  Toronto,  Ont. 
James  Robinson,  Esq.,  Montreal,  Que. 

Write  for  catalogue 


The  Inaependent  Rubber  Co.,  Umited 

Merritton,  Ontario 


FOOTWEAR    IN  CANADA 


9 


RIDEAU 

A  Well   Balanced  Line 

The  many  new  lasts— the  tasteful 
designing  of  each  model— the  high- 
class  atmosphere  of  the  entire  line 
cannot  help  but  impress  every  retailer 
favorably. 

Rideau  Shoes  are  made  for  men 
and  women  in  all  leathers— they  are  a 
well-balanced  and  good-fitting  shoe. 

Write  us  to  insure  a  call 
from  our  traveller, 

Rideau  Shoe  Co.,  Limited 

Montreal 


lO 


FOOTWEAR    IN  CANADA 


Best 

English 

Felt 

Slippers 


Best 

German 

Felt 

Slippers 


1914  Fall  and  Winter  1915 

Our  salesmen  are  now  out  with  samples  of  our  lines  for  Fall  and  Winter  1914-1915.  In  or- 
der to  obtain  the  best  in  footwear,  means  that  the  manufacturer  should  have,  reasonable  time  (o 
secure  the  proper  material,  and  to  make  use  of  his  experienced  operators  to  manufacture  a  reliable 
line  of  footwear.     We  would  advise  early  buying,  which  will  aid  the  manufacturer  to  do  justice  to 

your  order.  ^^^^^  Mocassins,  Oil  Tans,  Lumberman's  Knit  Socks,  Wool 

Lined  Sheepskin  Socks  and  Wanigans. 

Agents  for  Ontario  for  the  famous  Witch-Elk  Sporting 
and  Hunting  Boots. 

A  Real  Sorting  Service 

Your  present  "  In  a  Hurry"  orders  for  Felts,  Hockeys  and  Rubbers  will  be  carefully  filled 
and  at  the  same  time  rushed  to  you  by  the  first  train  out.  Because  of  our  large  and  complete 
stock  in  all  lines  and  our  facilities  for  shipping  quickly,  we  are  able  to  give  you  the  nearest  thing 
(humanly  speaking)  to  "lightning  dispatch." 

We  will  also  have  some  "Strictly  Advance  Styles"  in  Spring  and  Summer  Shoes  to  show  you, 
an  assortment  of  which  will  go  a  long  way  toward  increasing  your  sales. 

Look  them  over  thoroughly.  You'll  find  you  will  like  them — and  so  will  )our  customers 
when  they  see  them. 


THE  IMPERIAL  SHOE 
Made  in  all  fine  leathers  Goodyear 
Welts  and  McKay  Sewn. 

LITTLE  CANADIAN 
An  extra  fine  line  of  Misses'  and 
Children's  Shoes. 


BEAU  BRUMMEL  MAPLE  LEAF  BRAND 

Superior  quality  Goodyear  Welts.  Solid  Leather  working  Shoes,  every 

All  with  last  minute  touch.  pair  guaranteed. 

VARSITY  BRAND  BEAVER  BRAND 

Men's,  Boys',  Youths',  Medium  fine  An  extra  fine  line  Men's  Goodyear 

shoes  McKay  Sewn.  Welts. 


"  Kant  Krack  "    r%j  TOD17  D  O     "  ^oyal " 
"Dainty  Mode"    KUDDHiKO  "Bulldog" 
Full  line  of  these  trade  builders  always  on  hand. 

McLaren  &  Dallas 


BOOTS 
30  Front  Street  West 


Wholesale  Distributors 

SHOES 


RUBBERS 

Toronto,  Canada 
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Aylmer  High  Grade  Shoes 


THE  increasing  popularity  of  But- 
toned   Shoes    for    men  justifies 
every  retailer  in  stocking  a  wide 
variety  of  this  line  of  footwear. 

The  illustration  shows  our  new 
model  for  Spring.  In  style,  fit  and 
general  excellence  this  shoe  has  no 
superior,  and  the  large  orders  we  are 
being  called  on  to  fill  lead  us  to  assert 
that  the  Alymer  Buttoned  Shoe  will 
prove  one  of  the  best  sellers  on  ihe 
market. 

The  Aylmer  Shoe  Co, 

Limited 
AYLMER,  ONTARIO 


The  Shoes        Wt)     That  Fit 
Fraserville  Footwear 

The  Spring  models  of  this  popular  line  of  high  grade  footwear  for  men,  women  and  children  are  genuine  sellers. 
They  combine  perfect  fit  and  smart  appearance  with  unusual  strength  and  durability  and  will  prove  a  good  investment  for 
any  retailer.    Another  of  our  specialties  which  it  will  pay  you  to  stock  is  the  famous  "Tiger"  Brand  heavy  shoe,  particularly 
adapted  for  railroad  and  mining  work.    Catalogue  on  request. 

FRASERVILLE  SHOE  CO.,  Limited,  alwtSs 

Fraserville  -  Quebec 

W.  DAVIS,  124  Wellington  St.  W.,  Toronto,  Special  Ontario  Representative 
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A  A 
SPRINGLESS  WHICH?  SPRINGY 
BUCKBOARD  AUTOMOBILE 


^  For  real  comfort  would  you  choose  a  springless  buckboard  or  a  springy 
automobile  ?  Thousands  of  people,  for  the  same  reason  as  you  w  ould  choose 
the  auto,  are  choosing  Thompson's  Kushion  Sole  Shoes — the  going  is  easier. 
When  we  know  Cushion  Shoes  are  being  offered  the  trade  as  "just  as  good  as 
Thompson's"  we  know  we've  got  the  right  one  at  the  right  price  to  you.  Be 
the  first  to  offer  Thompson's  Kushion  Sole  Shoe  in  your  district.  Ask  for  par- 
ticulars at  once.  We  have  something  special  to  say  to  you.  Thompson's 
Kushion  Sole  Shoes  offer  the  same  amount  of  comfort  over  ordinary  shoes  as 
the  auto  does  over  the  buckboard. 


388 

Women's  Fine  Kid  Button  Turn,  Thomp- 
son Kushion  Sole,    Price  $2.75. 
387    Blucher,  as  cut. 


391 

Women's  Kid  Blucher  Oxford,  Turn, 
Thompson  Kushion  Sole,  Rubber 
Heel.    Price  $2.10. 


390 

Women's  Kid  Laced  Boot  Turn,  Thomp- 
son Kushion  Sole,  Rubber  Heel. 
Price  $2.45 
389— Button,  as  cut.    Price,  $2.45. 


Thompson  Shoe  Company,  Limited 


36  St.  Genevieve  St. 


MONTREAL 
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Your  Felts  For  1914 

Make  them 

GROSCH 


As  a  wide-awake  shoe  retailer  you  need  a  live  looking 
line  of  felt  footwear  for  1914  trade. 

In  Grosch  Felts  you  will  find  particularly  attractive 
models  that  will  invite  custom.  This  line  is  our  specialty, 
we  make  nothing  else,  and  are  able  to  offer  you  some- 
thing a  little  better  and  a  little  lower  in  price  than  you 
can  obtain  elsewhere. 


Grosch  Felt  Shoe  Co.,  Limited 


Milverton, 
Ontario 
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Shoe  Department  Fitted  Throughout  by  Walker  Bin  &  Store  Fixture  Co.,  Berlin,  Ont. 


An  Ideal  Shoe  Store 

Ideal  from  every  standpoint. 

Ideal  for  the  customer  because  it  displays  the  styles,  it  affords  comfort 
and  privacy  and  makes  possible  a  quick  service. 

Ideal  for  the  salesman  because  every  shoe  in  the  store  is  instantly  accessi- 
ble and  easily  found. 

Ideal  for  the  proprietor  because  it  enables  him  to  quickly  estimate  his 
stock  and  learn  what  lines  are  needed.  Such  a  store  as  the  illustration  shows 
is  a  standing-  advertisement ;  always  inviting  the  customer. 

If  you  are  interested  in  a  more  economical  sale  of  your  shoes  send  us  your 
floor  plan  and  an  idea  of  your  requirements  and  we  will  be  pleased  to  send  you 
plans  and  prices  on  Shelving,  Show  Cases,  Chairs  and  Setees. 

We  also  Manufacture  Modern  Fixtures  for  : 

Grocery  Stores,  Confectionary  Stores,  Drug  Stores,  Cigar  Stores. 
Gent's  Furnishing  Stores,  Clothing  Stores,  Dry  Goods  Stores,  Hardware  Stores. 

Display  and  Show  Cases. 

We  will  be  pleased  to  submit  sketches  with  detail  estimates  of  cost  covering 
complete  furnishing  of  all  departments  of  the  general  or  departmental  store. 


Walker  Bin  &  Store  Fixture  Co.,  Limited 

BERLIN,  ONTARIO 
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"Cold  Proof " 


Felt 

Footwear 


No.  212.  Women's  Felt  Bal.,  Dongola  Vamp, 
Leather  Facing  and  Back  Strap, 
Felt  Sole  and  Heel. 


No.  243.  Women's  Felt  Romeo,  Plush  Bound, 
Bow  and  Buckle,  Flexible  Leather  Sole 
and  Heel.  Colors:  Green  Brown, 
Red,  Grey  and  Black. 


No.  205.  Women's  Felt  Buskin,  Plush  Bound. 
Leather  Facing.    Flexible  Leather 
Sole  and  Heel. 


H  E  famous 
Great  West 
Felt  Co.,  Ltd., 
"Gold  Proof" 
felts  include 
every  style  and 
shape  for  men, 
women  and  chil- 
dren —  for  wear 
indoors  or  out- 
doors  —  fur 
trimmed  or  plain. 

The  felt  used  in 
"Gold  Proof  "felt 
footwear  is  the 
product  of  our 
own  factory;  it  is 
felt  specially 
made  for  the  pur- 
pose. 

Here  is  a  trade- 
winning  line. 

Illustrated  Gat- 
alogue  sent  upon 
request. 


The 

Great  West 
Felt  Co. 

Limited 

J  Elmira^Ont. 


No.  200.  Women's  Felt  Bal.,  Circular  Vamp, 
Vamp  Lined,  Leather  Facing  and  Back 
Strap,  Felt  Sole  and  Heel. 


No,  114.    Men's  Felt   Bal.,   Pebble  Vamp, 
Leather  Facing  and  Back  Strap, 
Felt  Sole  and  Heel. 


No.  128.  Men's  All  Dongola  Blucher,  Toe 
Cap,  Heavy  Felt  Lined,  Felt  Sole  and  Heel. 
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Two  Handsome  Essex  Calendars 


r 


Every  Woman  is  Entitled  to  the  Comfort  of  Foi* 

Essex  Rubber  Soles  shoe 


Add  grace  to  your  walk 
and  wearing  quality 
to  your  shoe 


TRADE 


Them 


t 


Essex  Rubber  Co.,  Inc. 

TRENTON.  N.J. 


Manufac" 
turers, 


vou         m\m  Shoe 

Fry 


Jobbers 
and 
Retail 
Shoe 
Stores 

^     who  make, 
job  or 
retail- 


Shoes  with 

Essex  Rubber  Soles 
and  Heels 
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Two  Handsome  Essex  Calendars 


Lithographed 
in  six  colors. 


Hang  them 
in  your  store 
or  office. 


You  can 
get  your 
calendars 
by  writing 
at  once  to 


Essex  Rubber  Company 

Principal  Offices  and  Factory        ^        .        TRENTON,  N.  J. 

Important— There  are  other  Selling  Helps 
Get  on  the  Essex  Mailing  List 


iS 
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ANNOUNCEMENT 


We  announce  a  change  m  our  sales  organiza- 
tion, takmg  eBect  January  first. 

During  the  coming  year  we  shall  send  our 
own  representatives  direct  to  you  and  they  will  care 
for  your  needs  in 


All  sales  matters  will  be  handled  from  our 
Sales  Department  at  207  Essex  Street,  Boston, 
Mass.,  Room  309.  A  full  line  of  samples  can  al- 
ways be  found  there,  for  your  inspection. 


WORCESTER  SLIPPER  COMPANY 

Factory  :  Worcester,  Mass.  Boston  Office  :  207  Essex  Street 
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The  Brand  of  Guaranteed  Quality  and 
Excellence  of  Workmanship  in 

Felt  Footwear 


You  no  doubt  have  come  to  recognize  the  growing  importance  of  Felt  Footwear 
as  a  factor  in  building  your  business.    Having  come  to  this  conclusion  you  are 
naturally  anxious  to  stock    only  such    a   line  as  will  create    the  strongest 
sentiment  of  public  goodwill  in  your  favor. 

We  would  ask  you  to  examine  our 
New  Season's  Styles  in 

Elmira  Felt  Footwear 

Note  the  superior  quality  of  the  felt,  the  smartness  and  variety  of  the  styles  and 
the  unusually  careful  attention  that  has  been  given  to  detail  and  finish. 


A  good  suggestion  at  this  time  is  that  you  get  your 
orders  in  early  for  "  Elmiras."  All  genuine  "  Elmiras  " 
have    above  trade    mark  stamped    on   every  pair. 


Jobbers  Are  Now  Showing  This  High-Grade  Line 
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A  RESOLUTION 


Best  Wishes 

to 

You  and  Yours 

for 

1914 

E.  T.  Wright  &  Co.,  Inc. 

ROCKLAND,  MASS.         ST.  THOMAS,  ONT. 
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A  Peer  in  Shoes 
For  1914 


Beresford 


We  extend  to  our  many 
customers  the  sincere 
wish  that  the  New  Year 
may  be  one  of  Happiness 
and  Prosperity 


Minister  Myles  Shoe 

Company,  Limited 

Toronto,    -  Ontario 
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'footwear    i'H  CANADA 


SHOES 


ARE 


GOOD  SHOES 


Canadian  Consolidated  Rubber  Co. 

Limited 

Selling  Agents 

Montreal,  P.Q. 

28  Branches  Throughout  Canada 
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A  Journal  of  its  Findings,  Making  and  Sale. 
Published    for    the    Good    ot  the 
Trade  by 

HUGH  G.  Maclean,  limited 

HUGH.   C.   MacLEAN,   Winnipeg,  President. 
THOMAS   S.    YOUNG,   General  Manager. 

HEAD   OFFICE  -  -  220  King  Street  West,  TORONTO 
Telephone  A.  929 


MONTREAL  -  Tel.  Main  2399  -  Room  119,  Board  of  Trade 
WINNIPEG  -  Telephone  Garry  856  -  302  Travellers'  Bldg. 
VANCOUVER  -  Tel.  Seymour  2013  -  Hutchison  Block 
NEW  YORK  -  Telephone  3108  Beekman  -  931  Tribune  Bldg. 
CHICAGO  -  Tel.  Randolph  6018  -  659  Peoples  Gas  Bldg. 
LONDON,  ENG.    ------    3  Regent  St.,  S.W. 

SUBSCRIPTION  RATES 
Canada  and  Great  Britain,  $1.00.    U.  S.  and  Foreign,  $1.50. 
Single  copies  15  cents 

Vol.  4  January,  1914  No.  I 


The  prices  of  hides  and  leather 
Quality  and  Price     are    going    up    still  higher. 

There  has  been  considerable 
discussion  in  both  the  trade  and  daily  press  in  regard 
to  the  increased  cost  of  leather  and  the  consequent 
rise,  not  only  in  the  price  of  that  commodity,  but  of 
footwear  and  every  other  article  into  the  manufacture 
of  which  it  enters.  Many  were  the  reasons  attributed 
for  the  rise,  but  after  a  careful  investigation  it  was 
found  that  there  was  a  genuine  scarcity  of  cattle, 
which  accounted  for  the  shortage  in  hides  and  the 
consequent  high  price  of  leather.  The  famine  price 
of  beef  can  also  be  attributed  to  the  same  cause. 

The  shoe  manufacturer  has  not  been  getting  any 
too  much  profit,  in  many  cases  very  little  indeed ;  how 
then  is  the  increased  price  of  leather  going  to  effect 
him?  If  he  got  a  certain  profit  on  shoes  that  he  sold 
to  the  retail  trade  at  $2.50  and  the  price  of  leather 
soars  this  year,  as  it  shows  indications  of  doing,  that 
small  profit  will  be  cut  down  or  entirely  eliminated, 
unless  the  price  is  increased  or  less  value  given  for  the 
money.  The  shoe  manufacturer  must  make  the 
choice  of  one  of  these  two  alternatives.  If  he  is  wise 
he  will  keep  up  the  standard  of  his  goods.  He  has 
spent  years  in  working  up  a  trade  and  in  getting  the 
quality  of  his  products  recognized  by  the  public.  If 
this  now  deteriorates  the  demand  for  them  will  suf- 
fer. The  consumer  can  always  be  induced  to  pay  a 
little  more  money  if  a  good  and  sufficient  reason  is 


given  for  same.  He  wants  good  material,  even  if  he 
has  to  pay  for  it,  knowing  it  is  cheaper  in  the  long  run 
than  inferior  stufif  at  less  money. 

The  retailer  will  also  have  to  face  this  problem 
and  either  explain  to  his  customer  why  the  shoe  that 
cost  him  $5  last  year  is  50c  more  in  price  now,  or  else 
endeavor  to  pass  ofif  an  inferior  shoe  as  the  same  as 
they  sold  for  that  figure  last  year.  As  the  inferior  shoe 
will  not  give  the  service  expected,  the  customer  will 
naturally  think  he  has  been  "done"  and  take  his  trade 
elsewhere  in  future. 

The  manufacturer  of  the  branded  shoe  and  the  re- 
tailer who  caters  to  the  family  trade  must  increase 
their  prices.  A  certain  class  of  manufacturer,  and  the 
retailer  of  the  "special  sale"  variety,  who  caters  only 
to  the  "transient  trade"  may  lower  the  quality  instead 
of  raising  the  price.  The  latter  is  not  endeavoring  to 
work  up  a  steady  business  and  seldom  expects  to  see 
a  customer  return  to  his  store  again.  The  methods  of 
this  class  of  manufacturer  and  retailer  approach  very 
nearly  to  a  swindle  on  the  public  and  besides,  the 
"dear  public"  are  getting  wiser  and  harder  to  "catch." 
The  shoe  manufacturer  or  retailer,  therefore,  who  in- 
tends to  remain  in  business  should  think  twice  before 
putting  price  before  quality. 

*     *  * 

The  merchant  who  issues  a 
Fake  Advertising  lying  advertisement,  or  one 
that  is  calculated  to  deceive,  is 
a  thief  and  should  be  punished  as  such.  There  is  no 
one  that  gives  better  value  for  the  money  than  the  shoe- 
man  and  his  advertisements  are  usually  genuine.  There 
is  a  certain  class  of  shoe  retailer,  however,  that  springs 
up  suddenly  mushroom-like  and  usually  disappears 
just  as  suddenly.  These,  being  out  only  to  catch  the 
transient  trade  and  bargain  hunter  and  not  desiring  to 
build  up  a  steady  business,  use  all  kinds  of  fake 
schemes  and  lying  advertisements  to  entice  the  public 
into  their  stores.  This  class  of  shoe  retailer,  besides 
being  a  source  of  annoyance  to  the  legitimate  shoemen, 
are  perpetrating  a  swindle  upon  the  public  and  it  is 
time  that  some  steps  were  taken  to  protect  both  the 
public  and  the  honest  merchant. 

The  initiative  in  this  matter  has  been  taken,  in  To- 
ronto, by  the  Toronto  Ad  Club,  in  a  way  that  promises 
to  be  as  effective  as  it  is  striking.  They  have  opened 
a  bureau  to  which  any  purchaser  of  an  article  through 
an  advertisement,  who  finds  his  purchase  does  not 
come  up  to  the  standard  claimed  for  it  in  the  adver- 
tisement, may  leave  the  article  there  and  obtain  re- 
dress. Either  the  money  will  be  returned  or  an  article 
of  the  advertised  full  value  will  be  given  instead. 

Speaking  on  this  subject  a  prominent  member  of  tlie 
Ad  Club  said  recently :  "There  is  a  great  deal  of  false 
advertising  going  on  at  the  present  time.  For  instance, 
a  dealer  will  advertise  a  six-dollar  shoe  for  $1.98.  We 
are  going  to  get  after  these  men  and  prosecutions  are 
to  follow.  In  a  case  such  as  this  a  six-dollar  shoe  will 
either  have  to  be  produced  by  the  dealer  or  he  will  face 
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a  prosecution.  'J'lie  bureau  for  the  return  of  falsely  ad- 
vertised articles  has  now  been  opened  and  any  citizen 
who  considers  he  has  been  induced  to  buy  an  article 
falsely  advertised  has  only  to  bring  it  to  us  and  he  will 
receive  redress." 

*      *  * 
;  )iic  (if  tlie  greatest  needs  of 
"Cost  of  Doing        ^\^^.  ^i„,e  retailer,    or    of  any 
Business"  ,  ,  .,  t      .   c  +1,..+ 

:)ther  retail  merchant  for  that 

matter,  is  a  lower  "cost  of  doing  business."  In  order 
to  reduce  this,  hcnvcver,  the  merchant  must  thorough- 
ly understand  what  it  consists  of.  There  is  much  talk 
to-day  of  the  high  cost  of  living,  and  how  the  prices 
of  everything,  footwear  included,  have  gone  up.  Sup- 
])ose  then,  for  some  reason,  you  sliould  contemplate 
reducing  the  price  of  your  merchandise,  u])<in  what 
basis  would  you  make  the  cut? 

The  retail  price  of  merchandise  is  made  up  of  three 
things;  the  wholesale  cost,  cost  of  doing  business  and 
profit.  The  first  is  pretty  much  a  fixed  ])roposition, 
careful  buying  and  cash  discounts  will  reduce  it,  but 
one  merchant  lias  to  pay  the  same  price  as  another 
for  the  same  quantity  of  the  same  goods.  The  profit 
end  is  always  small  enough,  in  some  cases  very  close 
to  the  vanishing  point.  There  remains  then  the  cost 
of  doing  business  as  the  only  \  ulnerable  one  of  the 
trio. 

As  we  have  just  stated,  the  first  thing  to  do  is  to 
find  out  exactly  what  is  your  cost  of  doing  business. 
When  you  have  found  it,  dissect  it,  break  it  up  into 
component  parts  and  find  out  liow,  where  and  when 
the  money  goes.  A  study  of  cost  accounting  will  re- 
pay all  the  time  any  retailer  spends  on  it.  It  will  re- 
veal the  leaks  and  show  where  economies  can  be  in- 
stituted;  in  other  words,  it  ^vill  put  "net  money"  in 
your  pocket. 

:h  *  * 

The  clerk  is  such  an  im])ortant 
Developing  the  Clerk  factor  in  business  that  he  is  a 

never  ending  topic  for  discus- 
sion, second  only  to  trade  bringing.  The  solution 
of  the  problem  of  how  to  secure  good  clerks  might  be 
arrived  at  provided  we  could  introduce  the  old  country 
system  of  apprenticeship  into  tiie  shoe  store,  though 
tliis  nnght  be  difficult  to  accomplish.  A  leading  shoe 
retailer  recently  expressed  it  as  his  opinion  that  many 
clerks  did  not  know  their  business,  in  so  far  as  they 
knew  little  about  the  goods  they  were  handling,  not 
knowing  where  or  how  they  were  produced  and  as 
little  about  the  comparative  qualities. 

]f  the  clerks  knew  more  about  their  stock  they 
would  be  able  to  present  their  wares  in  a  more  attrac- 
tive manner  and  also  to  push  such  goods  as  would 
yield  good  profits.  Staples  generally  sell  themselves, 
and  it  is  goods  on  which  there  is  a  good  margin  of 
profit  which  the  clerk  can  push,  if  he  knows  sometliing 
about  them.  Every  clerk  should  realize  the  import- 
ance of  qualifying  himself  as  an  expert  in  the  matter 
of  judging  goods.    This  is  valuable  knowledge  and  he 
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will  be  amply  rewarded  for  the  time  and  trouble  ex- 
pended. When  a  clerk  knows  all  the  details  of  the 
business  he  is  in  a  position  not  only  to  maintain  the 
prestige  of  the  house,  but  also  to  advance  his  individu- 
al interests,  for  "knowledge  is  power"  and  in  no  place 
is  it  of  more  advantage  than  in  the  retail  shoe  busi- 
ness,   ft  is  a  time  saver  and  a  salesman. 

*  *  * 
We  have  heard  so  much  from 
No  Competition  the  siioe  trade,  manufacturers 
and  retailers,  in  regard  to  their 
being  too  mucii  ccjnipetition,  that  the  following  ex- 
tract from  tiie  speech  of  a  prominent  United  States 
retail  shoe  merchant  at  a  dinner  given  by  the  Phila- 
delphia Retail  Shoe  Dealers'  Association  will  be  of  in- 
terest, on  account  of  its  novelty,  if  for  no  other  rea- 
son :  "Gentlemen,"  he  said,  "you  have  no  competi- 
tion !  Each  man  has  his  own  individual  problem  to 
work  out.  Let  him  do  so  without  Ijothering  about 
what  liis  neighbor  is  doing.  His  neighbor's  problem 
is  (lifferciit.  To  ape  another  man's  method  invites 
faihne.  h'ind  what  it  costs  you  to  do  business  and 
base  profits  accordingly,  regardless  of  what  the  other 
fellow  is  charging.  If  he  is  cheaper,  probably  the 
difiference  in  price  means  lack  of  service.  Most  deal- 
ers are  selling  too  close,  anyway.  People  do  not  want 
cheap  shoes — they  want  good  service  and  reasonable 
])rices.  Develop  your  backbone,  get  out  of  the  rut  and 
you  will  succeed." 

A  retail  merchant  should  re- 
Be  Public  Spirited  memljer  that  he  is  just  as  essen- 
tial a  part  of  the  community,  of 
the  pro\  ince  and  of  the  nation  as  any  farmer,  banker, 
lawyer  or  manufacturer.  But  unless  he  gives  value 
received,  not  only  in  merchandise,  but  in  service  as 
well,  he  cannot  expect  to  prosper.  He  must  not  only 
l)c  a  good  merchant,  but  a  good  citizen  as  well.  He 
must  justify  his  existence  by  what  he  gives  to  the 
community  in  return  for  what  it  gives  him. 

One  thing  is  certain.  If  merchants  are  alive  to 
tlieir  opportunities  for  service  to  those  around  them 
and  to  the  communities  in  which  tiiey  live,  the  prob- 
lem of  getting  the  people  into  their  stores  will  be 
rol)])cd  of  much  of  its  difficulty.  But  more  important 
than  these  is  the  interest  the  merchants  take  in  the 
affairs  of  their  customers,  without  reierence  to  any 
trade  they  may  do. 


A  man  can  be  coldly  faithful    that  is  Fidelity. 

To  serve  with  all  one's  heart,  to  warm  to  one's  work 
and  one's  business — that  is  Loyally. 

Summed  up,  the  difference  between  fidelity  and  loyalty 
is  the  same  as  between  freezing  and  fusing. 

Which  kind  of  faithfulness  do  you  give  to  your  work  ? 

Do  you  freeze  or  fuse  to  it } 
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Splendidly  Equipped  Gents*  Furnishing  and  Shoe  Store^ — Un- 
excelled in  Finish,  Elegance  and  Quality — Economy  of  Space 


DIGNITY  and  refinement  must  have  been  the 
watchwords  of  J.  P.  Horsman,  vice-president 
and  general  manager  of  Clinkskill's,  Limit- 
ed, when  he  set  about  the  work  of  creating 
a  fitting-  place  of  business  for  the  activities  of  the  lead- 
ing men's  furnishings  and  fine  shoe  store  in  Saskatoon. 

Mr.  Horsman  is  a  young"  man  but  he  is  old  in  store 
experience,  and  a  more  attractively  laid-out  place  of 
business,  or  a  more  up-to-the-minute  organization  for 
pleasing-  the  discriminating  buyer,  cannot  be  found  in 
the  city.  In  point  of  size,  Clinkskill's,  Limited,  may 
be  eclipsed,  but  in  finish,  elegance  and  quality  they 
are  unexcelled. 

To  be  exact,  there  are  two  distinct  stores ;  at  least 
this  is  the  impression  gathered  from  the  sidewalk, 
■where  the  bystander  is  faced  by  two  pairs  of  attractive- 
ly dressed  windows.  Those  to  the  left  are  devoted  to 
the  men's  furnishings  department,  and  on  the  right  to 
displaying  shoes.  Between  the  two  sets  of  Avindows 
is  the  entrance  to  the  upper  floors  of  the  two-storey 
brick  block  which  was  built  for  the  firm.  The  ground 
floor  is  entirely  occupied  by  the  two  stores,  which  a 
little  way  back  from  the  entrance,  after  the  space  oc- 
cupied by  the  stairway  leading  to  the  upper  floor  has 
been  passed,  merge  into  one. 

The  ef¥ect  of  two  stores  has,  however,  been  accen- 
tuated by  a  space-saving  design.  Each  is  26  x  90  feet, 
but  the  centre  space,  after  the  section  containing  the 
stairway  has  been  passed,  is  occupied  by  two  pairs  of 
stock  rooms,  each  30  x  9  feet,  each  pair  being  separ- 


ated by  a  large  recess  in  which  is  located  the  general 
office.  A  wide  passage  runs  from  one  store  to  the 
other,  and  passes  the  office,  permitting  the  cashier  to 
attend  to  both -departments  with  equal  freedom.  The 
office  is  just  where  it  should  be,  in  the  heart  of  the 


Entrance  to  Footwear  Department  of  Clinkskill's,  Limited 

store,  and  at  the  same  time  out  of  the  way  of  the 
customers  and  salesmen  who  throng  the  selling  de- 
partments. 

There  is  nothing  ornate  about  the  office,  or,  in  fact, 
any  part  of  the  store.  All  the  interior  woodwork  is 
of  quarter-cut  oak  in  a  dull  rub  finish,  with  the  excep- 
tion of  the  ])anels  enclosing  the  windows,  which  are  of 


Interior  of  Shoe  Department,  Clinkskill's,  Limited,  Saskatoon. 
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oak  with  a  natural  iinisli.  The  wall  fixtures,  show 
cases,  chairs,  desks  and  fittino-  stools  are  all  in  har- 
mony with  the  general  hnishing-  scheme,  being  of  dull 
rubbed  oak  and  offering  just  enough  ccMitrast  to  the 
lighter  woodwork  of  tlie  window  panels  to  bring  out 
the  quality  of  both. 

The  impression  conveyed  by  an  inspection  of  the  in- 
terior of  the  store  is  that  much  money  has  been  spent 
to  have  ever}^  detail  perfect  without  unnecessary  dis- 
play.   'J'here  is  not  an  extravagant  or  unnecessary  hx- 
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ture  on  the  premises,  in  a  store  that  has  many  thous- 
and dollars  invested  in  the  most  ])erfect  interior  ecpiip- 
ment  procurable. 

The  Shoe  Department 

In  the  shoe  dei)artmeut  tiic  same  care  lias  been 
taken  to  insure  convenience  and  maintain  the  impres- 
sion that  the  customer  is  in  a  store  where  c|ualit\ 
comes  before  every  other  consideration.  The  front 
portion  is  devoted  to  men's  shoes  and  the  rear  tn 
ladies'  and  children's  footwear.   Along  bcjth  walls  runs 


a  specially  designed  cabinet  constructed  so  that  two 
l)oxes  end  to  end  can  be  slid  in,  thus  rendering  every 
pair  of  shoes  in  the  store  easily  accessal)le.  The  fit- 
ting stools  are  equipped  with  a  unique  device  perniil- 
ing  a  sliding  mirror  to  be  raised  when  desired  and  of- 
I'ering  the  customer  whose  foot  rests  on  the  stool  a 
clear  view  for  his  approval. 

Three  show  cases  complete  the  equipment.  At  the 
rear,  back  of  an  oak  partition,  is  a  rei)air  room. 

The  store  is  brilliantly  lighted,  but  the  absence  of 
glare  is  accounted  for  by  the  system  of  indirect  light- 
ing installed.  The  floor  is  finished  in  natural  color 
and  varnished,  and  in  appearance  harmonizes  well  with 
the  darker  oak  fittings.  Throughout  the  entire  store 
there  is  not  a  discordant  note,  and  the  design  and  ap- 
])earance  do  credit  to  Mr.  Ilorsman,  who  is  responsible 
for  the  selection  and  placing  of  every  piece  of  equip- 
ment on  the  premises,  besides  the  designing  of  the 
floor  plan. 

Clinkskill's,  Limited,  is  the  outcome  of  the  growth 
of  the  business  of  James  Clinkskill,  who  came  to  Bat- 
tleford  in  1882  from  Glasgow,  Scotland,  and  started 
a  store  there.  So  well  did  his  business  progress  that 
in  1900  he  opened  a  branch  in  Saskatoon,  where  busi- 
ness increased  at  a  pace  which  soon  rendered  larger 
quarters  necessary.  In  1906  he  left  his  first  Saskatoon 
stand  adjoining  the  Queen's  Hotel  and  moved  into  the 
Clinkskill  block,  which  he  built  on  Twenty-first  Street. 
In  1911  the  business  was  incorporated  as  Clinkskill's, 
Limited,  with  James  Clinkskill  as  president  and  J.  P. 
Horsman  as  vice-president.    All  the  stock  is  ownc<i 

these  two  men.  Mr.  Horsman  for  three  years  pre- 
vious to  the  incorporation  was  store  manager,  and 
since  1911  has  been  the  active  head  of  the  business. 

Steady  growth  was  still  the  lot  of  the  rejuvenated 
enterprise,  and  a  further  increase  in  store  accommoda- 
tion became  necessary.  The  former  store  is  still  con- 
ducted as  of  yore,  although  the  headquarters  are  in 
the  new  premises  located  on  Second  Avenue  close  to 
the  Bank  of  Montreal  and  the  Canadian  Pacific  Rail- 
wav  Company's  office  block. 

The  entire  fittings  and  fixtures  of  the '  Clinkskill 
store  in  Saskatoon  were  manufactured  and  installed 
by  The  Walker  Bin  x  Store  Fixture  Co.,  Ltd.,  manu- 
facturers and  designers  of  modern  store  fixtures,  Ber- 
lin, Ont. 


Couldn't  Fool  Him 

The  farmer  had  bought  a  pair  of  shoes  in  the  city 
store.  "Now  can't  I  sell  you  a  pair  of  shoe  trees?"  sug- 
gested the  clerk. 

"Don't  get  fresh  with  me,  sonny,"  replied  the  farm- 
er, bristling  up.  "T  don't  believe  shoes  kin  be  raised 
on  trees  an}'  more  than  I  believe  that  rubbers  grow 
f)n  rubber  trees,  or  oysters  on  oyster  plants,  b'gosh  !" 


Manager  of  Shoe  Store — "Pve  tried  my  best  to  at- 
tract the  women  to  this  place  and  they  simply  won't 
come." 

Salesman — "No  wonder!  Your  sign  queers  tlie 
trade." 

Manager  fheatedlv) — "What's  wrong  with  the 
sign  "  ^ 

Salesman — "It  reads:  'The  Big  Shoe  Store.'  " — Lip- 
])incott's. 

'fhe  successful  clerk  is  he  who  can  adapt  himself 
ti»  his  customer  and  show  a  human  interest  in  all 
human  needs. 
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roMimdls  for  Februiarj  Wiimdlows 

Two  Easily  Made  Window  Settings  that  are  Inexpensive 
and  Attractive  —  Details  of  Construction — Use  Show  Cards 


February  is  the  month  of  the  valen- 
tine and  nearly  every  merchant  takes 
advantage  of  this  occasion  to  make  a 
special  window  display  of  his  goods. 
The  shoe  dealer  should  make  a  dis- 
play of  "evening  footwear"  at  this 
time,  for  it  is  certain  that  many  of 
the  dainty  slippers,  which  have  been 
adorning  the  feet  of  the  feminine  half 
of  Society,  are  now  becoming  soiled 
and  worn.  Many  merchants  and 
window-trimmers  have  already  plan- 
ned their  windows  for  this  season, 
but  for  the  benefit  of  those  who  have 
not  yet  decided,  we  will  describe  an 
inexpensive,  yet  striking,  background 
for  a  St.  V alentine's  window. 

At  the  very  back  of  the  vvindow 
stretch  some  pale  green  window- 
trimmer's  crepe,  which  you  can  buy 
from  your  "findings"  house.  Begin- 
ning at  the  top  of  the  permanent  back- 
ground, fasten  the  crepe  securely  with 
tacks,  and  stretching  it  smoothly, 
continue  it  down  the  back,  until  you 
have  reached  a  point  some  distance 
below  the  centre  of  the  back,  where 
the  ends  will  be  out  of  sight.  Then 
the  lower  portion  of  the  background 
is  in  place.  This  lower  part  of  the 
background  is  cu^:  from  wall-board  and  the  design  is 
painted  on,  as  shown  in  Fig.  1.  The  parts  of  the  de- 
sign, which  show  black  in  the  illustration,  are  red  in 
the  original  window,  the  rest  being  painted  white.  At 
each  corner  of  the  background  are  pedestals  support- 


Fig.  1.— Setting  for  a  St.  Valentine's  window. 


Fig.  2.— A  good  semi-permanent  background. 

ing  vases  of  forget-me-nots.  These  pedestals  are 
made  of  light  wood,  and  are  covered  with  white  crepe, 
and  tied  with  red  ribbon,  which  is  stretched  smoothly 
around  as  shown  in  the  illustration. 

Fig.  2  represents  a  semi-permanent  background, 
which  may  be  used  at  any  season  of 
the  year.  During  the  winter  months 
the  lattice  may  be  used  to  train  green 
vines  such  as  smilax  or  holly,  while 
during  the  spring  and  summer  many 
pretty  flowering  vines,  such  as  climb- 
ing roses  or  morning-glories,  may  be 
trained  over  it. 

To  make  this  background  is  not  a 
difficult  matter,  if  the  trimmer  is  not 
afraid  of  a  little  work  and  has  plenty  of 
time  at  his  disposal.  It  is  first  neces- 
sary to  construct  a  frame-work  of  light 
lumber  to  support  the  wall-board  from 
which  most  of  the  background  is  made. 
The  chief  care  in  making  this  frame  is 
to  see  that  one  of  the  horizontal  braces 
comes  at  the  proper  height  to  act  as  a 
support  to  the  shelf.  After  you  have 
your  frame  in  place  you  should  lay  out 
the  design  of  the  background  on  a 
sheet  of  wall-board  and  cut  it  out.  The 
panels  shown  below  the  shelf  are  made 
by  cutting  openings  in  the  wall-board 
and  covering  them  at  the  back  with 
pieces    of    wall-board    cut  slightly 
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larger  than  llie  openings.  The  shelf  is  made  from  a 
length  of  plate-rail,  and  should  be  securely  fastened 
to  the  frame  by  screws  and  moulding-nails.  The  con- 
struction of  the  lattice  is  so  simple  that  there  is  no 
necessity  for  us  to  go  into  details.  Before  putting  it 
into  place  hang  a  heavy  plush  drapery  at  the  back  of 
the  window,  this  should  be  dark  in  color  so  as  to 
show  up  the  lattice-work. 

The  painting  of  this  background  must  be  left  to  the 
personal  taste  of  the  trimmer,  as  much  depends  on 
the  merchandise  to  be  displayed.  Some  would  cover 
the  whole  with  Onyx  or  marble  paper,  while  others 
would  use  wood-grained  paper,  but  no  matter  what 
style  of  decoration  you  decide  on,  you  will  have  a 
striking  background  if  you  use  a  little  care  in  con- 
structing the  frame  and  are  also  careful  to  make  the 
joints  in  the  corner  of  the  window  as  neat  as  possible. 
If  you  have  any  trouble  in  making  neat  joints  you  can 
cover  them  up  with  quarter-round  moulding. 

We  would  suggest  that  showcards  to  be  used  with 
this  style  of  background  be  made  of  light  colored  card- 
Ijoard  mounted  on  a  darker  card  of  the  same  color,  as 
a  tan  colored  card  mounted  on  one  of  dark  brown,  us- 
ing dark  brown  or  black  paint  for  the  lettering.  Some- 
times the  order  of  tilings  is  reversed  and  the  dark 
card  is  mounted  on  the  lighter  one,  when  this  is  done 
it  is  jjest  to  make  the  lettering  with  white  ink  or 
paint. 


Scotland's  Leather  Imports 

Scotland's  leather  imports  in  the  past  have  been 
mainly  derived  from  the  United  States  and  Canada, 
the  former  country  making  a  specialty  of  catering  to 
Scotch  requirements.  There  can  be  no  doubt  that  the 
market  is  an  extensive  one  and  worthy  of  the  con- 
tinued attention  of  Canadian  tanners.  Very  few  manu- 
facturers of  boots  and  shoes  appear  to  buy  direct,  pre- 
ference being  given  to  purchasing  through  the  fac- 
tors or  merchants,  as  this  procedure  enaiiles  them  to 
regulate  their  selections  and  quantities  required. 

The  Board  of  Trade  returns  do  not  state  specifi- 
cally either  the  kinds  of  leather  or  the  countries  of  ori- 
gin, in  their  statistics  relating  to  imports  at  the  port 
of  Glasgow.  The  imports  of  raw  hides  in  1912  were 
valued  at  $189,600,  and  of  leather  $1,059,900.  These 
figures,  however,  by  no  means  embrace  the  whole  of 
Scotland's  imports  of  these  articles,  as  large  consign- 
ments pass  through  other  ports  as  well  as  by  rail  via 
England. 


The  English  Shoe  and  Leather  Fair 

The  nineteenth  annual  shoe  and  leather  fair  was 
recently  held  in  London,  Eng-.,  with  950  individual  ex- 
hibits. About  95  per  cent,  of  the  exhibitors  were 
British,  while  the  attendance  of  foreign  visitors  was 
unusually  large.  British  methods  of  manufacture  have 
been  so  modernized  in  recent  years,  owing  it  is  said  to 
American  competition,  that  while  the  imports  of 
American-made  boots  and  shoes  are  not  diminishing 
the  exports  of  British  boots  and  shoes  to  the  United 
States  and  to  other  countries  are  increasing.  Repre- 
sentatives of  American  factories  inspected  the  ma- 
chinery exhibits  with  care  and  with  the  view,  it  is 
stated,  of  introducing  some  of  the  machines  into  their 
own  factories. 

The  rise  in  price  of  English  leather,  amounting  to 
60  per  cent,  in  the  past  four  years,  is  due  to  the  ad- 
vance in  iiides,  rates  of  wages,  and  cost  of  tanning- 
materials.   .Shoe  retailers  attending  the  exhibition  were 


asked  to  express  ^heir  preference  for  the  maintenance 
of  the  old  qualities  with  increased  prices  or  the  old 
prices  with  cheaper  qualities. 


Australia's  Footwear  Imports 

The  values  of  footwear  imported  into  the  Common- 
wealth of  Australia  under  tlie  several  classifications 
for  1911  and  1912  may  be  tabulated  thus:  — 

Austtralian  Imports  1911  1912  Increase 

Boots,  shoes,  slippers,  etc.,  n.e.i   $1,4.57,800    $l,fn2,.S.oO  .$654,900 

Goloshes  (rubbers)  sand  shoes  and  boots  ;i91,79o  ."(L'l  .."i.'jO  129,.')(;0 

Gum  and  wading  boots   42,2.;o  iri,T:;(i  IJ.OOO 

Slipper  forms  and  goods  for  slippers,  etc.  Jl,.j'.)M  :':.>,iC,i)  27,400 

Uppers  and  tops,  soles,  etc   lO.uou  Hi,liiO  3,130 

Hoots  and  shoes,   minor  articles  for    ...  324,000  341,510  17,460 

$2,237,470    $2,500,770  $836,100 

The  imports  of  1912  show  the  very  substantial  in- 
crease of  $836,100.  Of  the  total  trade,  the  United 
Kingdom  contributed  $2,005,760,  the  United  States 
$694,220,  and  Canada  $44,400.  The  Canadian  exports 
were  almost  entirely  composed  of  rubber  sand  shoes, 
ruljbers,  (goloshes)  and  wading  boots. 


An  English  Shoemen's  Guide 

We  have  just  recei\-cd  a  copy  cjf  tlie  "Shoemen's 
Guide"  for  1913,  published  by  the  Halford  Publish- 
ing Company,  Limited,  26  Corridor  Chambers,  Mar- 
ket Place,  Leicester,  England.  It  is  a  directory  of 
the  wholesale  boot  and  shoe,  shoe  machinery  and 
findings  trades  in  Great  Britain  and  Ireland.  First 
is  given  a  list  of  shoe  manufacturers  under  the  head- 
ing of  the  various  counties  in  which  they  are  located, 
in  England,  Ireland,  Scotland  and  Wales.  Following 
this  is  a  list  of  findings  and  leather  houses.  Then  ap- 
pear in  alphabetical  order  the  various  houses  that 
supply  machinery.  A  dictionary  oi  commercial  and 
technical  terms  and  also  an  index  to  the  contents  ap- 
pears at  the  back. 


Speed  in  Shoemaking 

The  record  time  in  which  a  pair  of  shoes  were  made 
in  St.  Louis  recently,  29  minutes,  was  remarkable,  but 
a  broker  of  Vienna  did  some  stunt  when  he  had  a  pair 
of  shoes  made  completely,  leather  and  all,  in  48  hours. 
He  had  an  ox  slaughtered  at  a  public  abattoir  and  had 
the  hide  made  into  leather  in  a  nearby  tannery.  Then 
he  had  the  leather  made  into  shoes,  and  he  wore  the 
shoes  to  dinner  at  a  cafe  the  night  after  the  ox  was 
slaughtered. 

It  was  considered  fairly  good  time  when  a  pair  of 
shoes  were  turned  out  at  a  North  Shore  (Mass.)  fac- 
tory in  four  hours  recently.  These  were  made  in  the 
regular  factory  routine,  while  the  St.  Louis  factory  was 
a  small  model  shop. 


Shoe  Prices  Will  Go  Up 

U'ith  the  price  of  hides,  leather  and  nearly  every- 
thing that  goes  to  make  up  a  shoe,  showing  a  decided- 
ly upward  tendency,  we  may  expect  dearer  shoes  next 
season.  The  shoe  repairer  willl  again  have  to  face  the 
alternative  of  either  raising  his  prices  and  explaining 
to  his  customers  the  reason  for  such  a  j^rocedure  or 
see  his  profits  dwindle  almost  to  the  vanishing  point. 

Only  the  man  who  has  built  up  a  well  balanced, 
thoroughly  systematized  business  organization  can 
ever  hope  to  have  his  business  at  his  finger  tips.  It  is 
system  that  keeps  a  man  in  touch  with  every  depart- 
ment and  every  detail  of  his  business. 
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iwspaper  Campaign  Agaiost  Low  Heel 

Is  a  "Good  Seller"  in  Men's — Sudden  Extreme  Change 
Hurts   Woman's   Foot — Low  Heel  Approaches  Ideal 


The  advent  of  the  low  heel  was  hailed  by  the  ma- 
jority of  shoemen,  whether  manufacturers  or  retailers, 
as  a  return  to  the  common  sense  in  footwear  style. 
The  Chiropodist  and  the  trade  journal  welcomed  it 
as  the  solution  of  all  foot  troubles,  and  the  daily  press, 
hearing  of  the  stir  the  low  heel  was  making  in  the 
trade,  accepted  the  most  extravagant  claims  made  and 
burst  forth  in  paeans  of  admiration  for  the  innovation. 

Manufacturers  who  were  turning  out  low  heeled 
footwear  now  began  to  reap  their  profits  as  the  public, 
in  their  search  for  "some  new  thing"  were  naturally  in- 
fluenced by  the  newspaper  talk  and  advertising  that 
the  low  heel  was  receiving. 

In  men's  footwear  the  low  heel  has  proved  a  suc- 
cess. The  majority  of  men  wore  medium  low  heels, 
anyhow,  before  the  low  heel  craze  came  into  efl:'ect  and 


even  the  student  or  the  "young  sport"  who  used  to 
sport  the  stilt  like  heel  and  rhinoceros  toe  could  wear 
the  low  heel  with  comfort  as  he  had  only  taken  to  the 
high  heel  freaks  during  that  short  transitory  period 
of"  budding  adolescence  when  the  youth  becomes  the 
hobble-de-hoy  and  is  hardly  responsible  for  his  actions. 

With  the  women,  however,  it  was  different,  they 
had  been  accustomed  to  the  high  heel  shoe  from  their 
girlhood  days  and  the  bones  of  their  feet  had  adjusted 
themselves  to  the  fit  of  footwear  so  constructed,  there- 
fore, when  women  adopted  the  low  hee!ed  shoe  the 
muscles  and  tendons  of  their  feet  felt  the  different 
strain  put  upon  them  and  as  a  consequence  the  woman 
wearing  low  heeled  shoes  became  more  easily  tired 
when  walking  than  formerly  and  began  to  voice  her 
objections  to  the  change  in  style.    The  shoe  dealer 


was,  of  course,  the  first  to  hear  of  this  complaint  in 
regard  to  the  low  heel  so  far  as  women's  shoes  were 
concerned  and  it  was  not  long  before  article  sappeared 
in  footwear  trade  journals  pointing  out  the  danger  there 
was  to  the  arch  of  a  woman's  foot  in  the  low  heel  shoe. 
It  did  not  take  the  daily  press  long  to  get  wind  of  the 
fact  that  the  low  heel  was  not  proving  an  unmitigated 
blessing  and  with  its  love  for  the  sensational  soon  be- 
gan to  publish  scare  headlines  pointing  out  the  danger 
for  the  feminine  foot  in  the  low  heel. 

The  Newspaper  Scare 

We  illustrate  in  connection  with  this  article  a  cut 
that  has  appeared  widely  in  the  daily  press  of  this 
country,  accompanied  by  an  article  scoring  the  low 
heel  in  something  like  the  following  terms : 

"Somehow  or  other,  last  spring  the  very  low-heeled 
buttoned  boot  obtained  a  passing  favor  with  women 
on  the  lookout  for  extreme  effects  in  dress.  The  fad 
was  taken  up,  and  bootmakers  began  to  turn  out  these 
fiat-heeled  boots  by  the  score;  and  under  the  names 
"Baby  Doll"  footwear  and  "Mary  Jane"  boots,  they 
obtained  favor  with  young  women  valuing  sensation- 
alism more  than  good  taste.  And  in  the  meantime  the 
initial  wearers  of  the  Baby  Doll  style,  finding  that  their 
insteps  were  beings  ruined,  abandoned  the  flat-heeled 
1)Oot  and  now  will  have  none  of  it.  They  also  found 
that  this  new  boot  makes  the  foot  look  about  two  sizes 
larger,  and  is  undeniably  clumsy  and  ungainly  with 
the  draped,  narrow  skirts  of  the  moment. 

"It  is  a  physiological  fact,  known  to  intelligent  mak- 
ers of  footwear  that  the  feminine  foot  requires  a  higher 
and  more  curved  arch  than  that  of  man.  So  the  woman 
who  adopts  a  flat-heeled  boot  for  walking,  day  in  and 
day  out,  not  only  makes  a  mistake  from  a  style  stand- 
point and  a  beauty  standpoint,  but  also  runs  the  risk 
uf  losing  here  instep  and  the  pains  in  her  feet  which 
invariably  follow  prolonged  walking  in  such  a  shoe 
will  tell  the  story  of  the  injury  that  is  being  done." 

The  picture  shows  the  "dangerous"  flat-heeled  boot 
and  also  a  "conventional  afternoon  boot  of  the  mo- 
ment, correct  for  wear  with  street  or  indoor  costumes." 

The  Ideal  Footwear 

The  statement  that  it  is  a  physiological  fact  that  the 
feminine  foot  requires  a  higher  and  more  curved  arch 
than  that  of  a  man  is,  of  course,  untrue,  although  fem- 
inine fad  may.  The  ideal  footwear  would  have^  we  be- 
lieve, no  heel  at  all.  If  nature  had  intended  us  to 
have  these  stilt-like  projections  under  our  feet  she 
would  have  placed  them  there  and  the  fact  that  she  has 
not  done  so  proves  conclusively  tliat  they  are  unneces- 
sary, to  say  the  least.  i 

One  of  the  finest  races  in  the  world  in  regard  io 
phvsique  is  the  Zulu,  who  seldom  wears  footwear  at 
all  unless  he  is  going  on  a  journey  or  travelling  over 
\ery  rocky  ground,  when  he  may  fasten  sandals  to 
his  feet.  The  average  Zulu  is  perfectly  proportioned, 
straight  as  an  arrow  and  his  huge  muscles  rippling 
under  his  black  skin  give  him  the  appearance  of  an 
ebony  Hercules.  He  walks  with  a  free  and  springing 
step,  the  ball  of  his  foot  always  comes  to  the  ground 


30  FOOTWEAR 

first,  tlic  lieel  seldom  or  never  toucliing  it.  It  is  tliis 
method  of  walking  that  gives  the  Zulu's  stride  its 
springiness ;  to  his  foot  that  perfection  of  arch  and 
shape  and  to  his  calf  those  bulging  muscles. 

The  East  Indian  of  the  lower  class,  on  the  other 
hand,  is  probably  as  inferior  a  physical  specimen  of 
humanity  as  you  would  come  across.  His  legs  are 
about  tlie  same  size  and  shape  from  ankle  to  thigh,  ex- 
cept vvliere  the  knee  joints  bulge  out  and  he  walks  flat- 
footed.  In  place  of  the  arch  of  the  foot  receiving  the 
jar  occasioned  by  walking  the  concussion  is  to  a  cer- 
tain extent  relieved  by  the  sagging  of  the  knee,  whicli 
imparts  an  unlovely  aspect  to  the  gait. 

Now,  if  tlic  finest  physical  type  of  humanity  walks 
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on  tlie  ball  of  his  foot,  with  the  heel  seldcHii  or  never 
touching  the  ground  this  might  seem  at  first  sight  to 
be  an  argument  in  favor  of  the  heel,  which  would  give 
the  foot  the  natural  slant,  but  a  moments  reflection 
will  convince  us  that  the  hard  unyielding  heel  prevents 
the  free  action  of  the  muscles  of  the  instep.  Through 
wearing  the  heel  the  muscles  of  the  foot  are  denied 
their  full  play  and  the  knees  sag  to  relieve  the  jar  to  the 
spine.  Hence  the  waddling  walk  of  modern  civilized 
men  and  women.  The  iiigher  the  heels  the  worse  the 
walk.  If  we  all  wore  moccasins  this  state  of  afTairs 
would  soon  be  remedied  and  we  would  not  pound  our 
heels  down  so  hard  on  the  cement  sidewalks,  thereby 
causing  deformity  and  in  manv  cases  disease. 


How  Do  You  Stand  at  the  Bank  ? 

By  J.  R.  Woods,  Burroughs  Adding  Machine  Company. 


THE  other  day  the  proprietor  ut  a  small  retail 
store  in  a  large  city  walked  into  his  bank  and 
wanted  to  make  a  loan.    Considering  the  size 
of  his  account,  the  amount  wanted  was  large. 
But  he  explained  that  his  business  had  been  growing 
rapidly  and  to  take  care  of  it  he  needed  more  capital — 
wanted  to  expand. 

The  cashier  questioned  him — and  told  him  he  would 
let  him  know  in  a  day  or  so  what  they  could  do,  and, 
though  knowing  him  slightly,  looked  up  his  record — 
his  past  history  and  his  habits.  And  the  cashier  had 
to  acknowledge  that  the  retailer's  record  certainly 
looked  good.  He  seemed  to  have  been  always  a 
steady,  industrious,  strictly  honest  young  chap,  who 
had  put  business  ahead  of  everything  else,  and  was 
winning  out  on  merit.  When  satisfied  on  this  ])oint 
the  bank  sent  for  him. 

"Mr.  Jones,"  said  the  cashier,  "I  am  perfectly  satis- 
fied with  you  and  your  good  intentions.  But  you  un- 
derstand, of  course,  that  before  making  the  loan — as 
a  protection  to  the  bank  as  well  as  to  you — we  must 
first  have  from  you  a  statement  of  your  business. 


"'^'t)U  must  bring  a  statement  that  will  give  a  com- 
plete picture  of  the  activities  of  your  business.  We 
want  to  see  what  you  have  done  in  the  past  so  that 
we  can  intelligently  judge  the  future  and  decide 
whctiier  or  not  we  would  be  iTelping  or  working  you 
harm  by  making  the  loan." 

"lUit"  said  Jones,  "we  have  made  money — and  we 
liave  more  business  than  we  can  take  care  of." 

"I  will  grant  you  have  the  business,"  replied  the 
cashier,  "but  I  must  insist  on  the  statement — and  on  its 
being  complete  to  the  last  detail." 

Jones  left  promising  to  fix  it  up  right  away.  But, 
he  didn't  come  back — the  next  day — nor  the  next,  nor 
the  next  week,  and  now  the  bank  began  to  get  curious. 
So  the  cashier  dropped  him  a  line  and  called  on  Jones. 

"r  expected  you'd  be  in  before  this,"  he  remarked. 

Jones  flushed  up — and  then  out  it  came. 

"Honestly,"  he  said,  "when  you  told  me  you  would 
require  a  statement  before  you  could  make  the  loan,  I 
didn't  realize  what  I  was  up  against.  I've  never  paid 
much  attention  to  the  office  end  of  this  business — 
have  kept  after  the  buying  and  selling.    But  when  I 
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left  yoni-  bank  the  other  day,  I  did  some  thinking.  I 
couldn't  get  the  loan  Avithout  a  complete  statement  and 
I  began  to  wonder  just  what  kind  of  a  statement  I 
could  get  of  my  business. 

"Well,  I  tried  my  hand  at  it  and  fell  down.  I 
thought  I  know  just  how  the  business  stood,  but  to 
save  me  I  couldn't  produce  figures  that  would  prove 
what  I  was  positive  was  the  true  condition.  So,  I 
concluded  that  the  only  thing  to  do  was  to  get  an  ex- 
pert accountant  to  dig  out  the  information.  He's  here 
on  the  job  now  and  he  doesn't  sound  encouraging,  but 
I  don't  really  know  yet  what  he's  going  to  find  out." 

A  few  days  later  Jones  came  in  to  the  bank  and 
said,  "I  don't  want  that  loan." 

"Well,"  said  the  cashier,  "how's  that — what  did 
you  find  out?" 

"Just  this,"  replied  Jones,  "that  I've  been  so  busy 
looking  after  the  selling — that  dollars  have  been  get- 
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ting  away  in  bad  accounts,  and  other  leaks  that  I  didn't 
know  existed. 

"That  accountant  showed  me  where  I've  made  a 
nice  profit  in  one  department — but  another  depart- 
ment, where  I  thought  I  was  making  money,  had  run 
away  behind.  Instead  of  having  cleared  two  or  three 
thousand  dollars  last  year,  I  barely  made  wages  and 
worked  like  a  horse. 

"I  know  you  wouldn't  make  me  the  loan  on  the 
showing",  but  I  don't  want  it.  From  now  on,  I'm  going 
to  pay  some  attention  to  the  office — I  am  going  to 
have  figures  that  will  tell  me  every  day  just  where  I 
am  at.  "Next  year  if  I  can  come  in  here  with  a 
statement  showing  that  I've  made  money — that  I  know 
just  where  I'm  heading — and  that  I  could  increase  my 
business  and  my  profits  if  I  could  get  a  loan — will 
you  let  me  have  it?" 

"You  bet  I  will  Jones/'  replied  the  cashier,  "you're 
now  on  the  right  track." 


The  Custom  Shoe-maker  of  Ceylon 

Written  Specially  for  Footwear  in  Canada 


THE  day  has  been  excessively  hot,  and,  grateful 
for  what  refreshment  is  afi:orded  by  a  tepid 
bath,  you  are  lounging  in  your  "long-sleeve" 
chair,  intending  to  have  half  an  hour  with  the 
"Ceylon  Observer"  before  getting  ready  for  dinner. 
You  are  just  in  the  middle  of  an  interesting  editorial 
by  old  John  Ferguson,  when  you  suddenly  remember 
that  you  have  given  orders  to  the  "appu"  to  send  the 
"podian"  to  Rengasamy  the  shoe-maker  in  order  that 
that  worthy  may  take  your  measure  for  a  pair  of 
shoes.  You  have  not  been  in  the  Island  long,  and, 
being  somewhat  inexperienced,  you  begin  to  wonder 
what  sort  of  a  business  the  measuring  will  be,  and 
what  the  result.  Suddenly  you  become  conscious  of  a 
white-robed  figure  salaaming  in  the  entrance  to  the 
veranda,  and,  in  response  to  a  nod  and  a  muttered 
"inge  va,"  there  enters  Rengasamy,  the  custom-shoe- 
maker of  Ceylon. 

He  is  a  Tamil,  and  the  marks  on  his  forehead  pro- 
claim him  to  be  a  Hindu  worshipper  of  Siva.  He  is 
swathed  in  a  long  white  yellow-edged  robe,  which, 
with  his  sandals  (now  deposited  at  the  entrance  to  the 
veranda)  constitute  his  raiment.  He  is  a  dark  copper- 
color,  with  small  regular  features ;  his  head  is  shaven, 
except  at  the  back  where  the  hair  is  twisted  into  a 
knot  or  queue. 

You  look  in  vain  for  his  measuring  outfit,  but,  no, 
not  even  a  tape  measure  gives  a  clue  to  his  calling. 
Under  these  circumstances  you  decide  to  let  him  take 
a  pair  of  your  old  shoes  as  a  pattern ;  but  with  a  smile, 
denoting  pity  rather  than  contempt,  he  explains  that 
he  has  come  for  the  purpose  of  making  shoes  for  mas- 
ter's feet,  not  for  master's  boots.  With  a  sigh  of  re- 
signation and  a  feeling  of  curiosity,  you  sign  for  him 
to  start.  Asking  permission  in  his  quaint  but  polite 
way,  he  takes  your  newspaper  and  carefully  tears  from 
the  margin  a  strip  about  a  yard  long  and  an  inch  wide  ; 
then,  squatting;  on  his  haunches,  he  takes  the  length 
of  your  feet  from  toe  to  heel,  and  marks  it  by  a  little 
tear  in  the  paper ;  then  round  that  part  where  the  toes 
join  the  foot ;  then  the  instep  and  ankle ;  all  these  mea- 
surements being  made  by  a  little  tear.  The  other  foot 
having  been  made  the  object  of  similar  attention, _ he 
folds  up  his  strip  of  paper,  hides  it  away  in  his  clothing 
and  with  more  salaams  vanishes  as  quietly  as  he  came. 


In  a  few  days  he  appears  Avith  the  finished  articles, 
and,  though  in  appearance  they  may  not  be  so  smart 
as  the  pair  you  purchased  in  London,  you  soon  realize 
that  your  fears  regarding  the  fit  were  unnecessary. 
They  are  made  of  native-tanned  Indian  leather  of  a 
reddish  brown  color,  and  you  will  have  to  give  them 
hard  and  regular  usage  to  wear  them  out  in  three 
years. 

Our  friend  Rengasamy  then  "pockets"  the  price  Rs. 
8.50  (about  $2.85)  and,  although  he  has  not  taken  a 
course  of  salesmanship,  he  manages  to  book  an  order 
for  another  pair  or  two,  and  goes  on  his  way  rejoicing. 

Advertising  Advice 

The  display  columns  of  the  newspapers  should  pre- 
sent an  entire  change  of  scene  every  day,  with  the  dif- 
ferent advertisements  shifted  around  in  new  positions. 
The  audience  gets  tired  of  the  same  pictures ;  a  change 
of  setting  relieves  the  monotony  and  is  good  for  the 
eye. 

Public  confidence  must  go  hand  in  hand  with  the 
advertising  appropriation.  It  is  one  of  the  greatest 
elements  of  business  success.  Before  you  can  get  the 
confidence  of  the  people,  the  people  must  know  about 
you  and  have  reason  to  trust  you.  Advertising  is  the 
short  road  to  confidence.  You  tell  millions  of  people 
what  you  have  to  say.  You  endeavor  to  live  up  to  your 
statements  in  the  goods  that  you  sell.  You  earn  the 
people's  confidence,  having  invested  your  capital  in  a 
short  cut  to  the  public  notice.  And  you  keep  that  con- 
fidence by  good  service. 

Do  not  spoil  your  advertising  conviction  by  "failing 
down"  in  the  goods  you  deliver.  Better  make  the  con- 
viction a  permanent  thing  by  giving  even  more  than 
is  expected  in  the  way  of  value  and  personal  benefit. 


A  satisfied  customer,  who  gets  his  money's  worth 
when  he  buys  advertised  goods,  is  sure  to  become  a 
regular  customer.  A  customer  who  is  buncoed  by  an 
advertisement  becomes  an  enemy  to  all  advertisers. 


Do  not  sink  into  the  general  slump  of  business 
with  the  rest  when  it  comes.  Persevere  and  keep  away 
from  the  edge  by  working  while  other  men  sleep. 
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iimiitable  SIb©w  Cards  for  February 

Special  Sales  Clearing  Sales — St.  Valentine's  Day  Dec- 
orations   and   Other  Hints   to  Help  During  the  Month 


I'^ehruary  brings  us  to  anuther  of  tliuse  betvveeii- 
seasuu  periods  when  trade  is  inclined  to  lag,  the  time 
when  people  buy  mainly  from  necessity.  To  counter- 
act such  conditions  a  few  inticing,  price  inviting  spe- 
cials will  work  wonders.  It  will  be  near  the  end  of 
the  skating  season.  You  may  liave  a  few  pairs  of  skat- 
ing shoes  tliat  should  be  cleared.  Make  a  two  or  three 
days  clearing  of  these  and  price  them  so  they  will  sell 
out  ra]Mdly.  Put  them  at  a  price  that  i)eople  will  lit- 
erally juni])  at  them.  In  all  special  sales  it  should  l^e 
remem])ered  that  the  selling  of  the  specials  is  second- 
ary. Bringing  customers  to  your  store  is  tlie  main 
consideration.  It  should  tlierefore  be  ap- 
parent that  the  display  of  your  regular 
lines  is  an  im])ortant  consideration.  Do 
this  as  attractively  as  possil^le.  Where 
room  will  permit, 
show  cases  and  si- 
lent salesmen  should 
be  used  witliout 
stint. 

Another  special 
sale  tiiat  can  be  ar- 
ranged is  an  "Odds 
and  Ends  Sale."  This 
sale  is  just  what  its 
name  implies,  a  sale 
to  clear  out  the  odds 
and    ends    of  your 
winter  stocks  to 
make  room  for  dis- 
plays of  your  spring 
lines,  which  should 
be  on  your  shelves  ready  to  adver- 
tise by  the  first  of  March.    This  sale 
will  Ije  a  gathering  of  odd  sizes  and 
grades  of  shoes  for  men,  women  and 
children,  all  priced  surficiently  low 
to  make  them    sure    to    clear  out 
quickly.    Such  sales  as  these  keep 
your   stock  fresh,  clean,   new  and 
l)right  and  at  the  same  time  furnish 
splendid  advertising. 

We  have  frequently  intimated  concerning  the  ad- 
visability of  taking  advantage  of  special  days  and 
holidays  for  advertising.  February  offers  one  day 
that  may  not  be  a  regular  holiday,  nor  may  it  be  good 
for  direct  advertising,  still  it  will  serve  well  for  some 
indirect  publicity.  We  refer  to  St.  Valentine's  Day. 
With  the  present  picture  post  card  craze  there  is  suf- 
ficient interest  taken  in  the  day  to  furnish  an  incentive 
for  decorating  your  store.  Cupids,,  hearts  and  arrows 
will  be  the  main  features  to  use  in  conjunction  with 
red  ribbons,  red  tissue  and  red  crepe  papers.  Make 
all  your  price  tickets  of  little  red  hearts.  In  vour 
window  decorations  you  may  use  valentine  i)ost  cards 
very  effectively.  These  should  be  chosen  witii  great 
care  to  get  attractive  designs.  If  vou  can  scctnc  a 
plaster-of-Paris  or  papier  mache  Cupid  to  hang  in  tlic 
centre  of  your  window  it  will  hiakc  an  imusually  at- 
tractive decoration.  Of  course  it  will  need  some  rib- 
l)on  to  complete  its  effectiveness.    Do  not  be  afraid 


AfSpeeial  ClcapincT 
lo  make  POOH?  Fop  new  lints 

to    decorate    your    store,    it    is    splendid  advertising. 
Treatment  of  Cards 

The  cards  offered  this  month  may  suggest  some- 
thing further  in  the  way  of  trade  bringing  ideas  and 
attractions  to  meet  the  usual  depression  of  trade  dur- 
ing February.  The  $4  card  should  remind  you  that 
regular  lines  are  not  to  be  forgotten.  No  matter  what 
special  events  or  sales  you  may  put  on  each  month, 
your  regular  lines  must  always  be  kept  well  to  the 
front.  i'his  card  may  be  made  11  x  17  inches,  or  a 
similar  ])ro])ortionate  size,  according  to  the  space  in 
your  window.  The  bevelled  panel  effect  is  made  by 
cutting  the  scpiare  out  of  a  piece  of  card 
or  heavy  paper  and  laying  the  inside  and 
outside  ])ieces  on  the  card  and  air  brush- 
ing in  between.  The  corners  are  made 
by  laying  a  piece  of 
card  over  each  one 
at  the  ])roper  angle 
!  and  darkening  the 
part  not  covered. 
Any  dark  color  may 
be  used  and  the  fig- 
ure ma_\-  be  in  red 
a  n  d  shaded  w  i  I  li 
green. 

The  $2  skating- 
shoe  card  is  a  good 
suggestion  for  your 
sale.  The  price  mav 
be  changed  to  suit 
'  your  own  idea.  Tiie 

torch  pattern  is  cut 
ot   hea\y  paper  separate  from 
s(iuare.    The  square  is  cut  from 
same  weight  paper  and  laid  on 
■  the  torch.    .After  air  brushin!j. 


5 


(  lUt 

the 
the 
( i\ei 


edge 


reino\e  the  torch 
lightly  at 
the  torch, 
the  torch  bem 
Use  a  dark 
work.  The 


and    air  brush 
of  the  square  on 
This  gives  the  effect  of 
g  behind  the  square, 
color  for  the  air  brush 
ma\'  be  in  some 


bright  effects  and  shaded  in  a  subdued 
small  letters  are  in  black. 


figure 


color 


The 


The  heart  card  is  ai)priipriate  for  Aour  St.  Valentine 
decorations.  The  torches  are  the  same  ])attern  as 
used  on  the  last  card  only  you  will  need  two  instead 
of  one.  Tile  heart  may  be  cut  from  hea\  v  paper  and 
laid  over  the  torch  patterns.  .After  air  brushing,  re- 
move the  torches  as  in  the  other  card  and  air  brush 
lightly  where  the  torches  come  up  behind  the  heart, 
l^he  air  brush  work  should  be  done  in  red  on  this 
card  and  the  figure  in  the  same  color.  The  small  let- 
ters arc  in  black. 

The  "Odds  and 
and  is  easily  made, 
simply  cuttin< 
laviuL;-  it  on 


luids- 
The 


card  is  unusually  strong 
border  effect  is  obtained  by 
a  square  cardboard  or  heavy  i)aper  and 
to  the  card  and  air  brushing  around  the 
edges.  Tlie  narrow  line  l)order  is  then  ruled  in  side. 
The  c(jlor  ma}-  be  in  dark  brown.    The  large  line  of 
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lettering  may  be  in  red  and  sliaded  in  green.  The 
small  letters  are  in  black.  The  card  may  be  any  size 
up  to  14  X  22  inches.  You  will  observe  there  is  no 
price  on  this  card.  It  is  intended  for  a  window  card 
of  mixed  prices.  This  will  necessitate  the  pricing"  of 
each  pair  of  shoes  in  the  window.  The  card  calls  at- 
tention to  the  prices. 

The  $2  card  is  a  suggestion  for  some  special  lines 
you  may  be  clearing.    The  price  is  brought  out  prom- 


inently. The  card  is  white  with  a  ruled  border.  The 
small  letters  are  in  black  and  the  figures  may  be  in  any 
strong  color,  red,  brown  or  black.  The  shading 
should  be  in  a  subdued  color.  The  shape  is  odd,  be- 
ing much  longer  than  usual.  The  card  should  be  set 
on  a  small  easel  in  the  window,  on  account  of  its  long 
narrow  shape. 

We  think  these  suggestions,  if  carried  out,  should 
help  your  business  during  the  quietness  of  February. 


Toronto's  New  High-Class  Shoe  Store 


One  of  the  most  unique  as  well  as  up-to-date 
stores  in  Canada  is  "Ye  Craftsman  Shoppe,"  310 
Yonge  Street,  Toronto,  which  is  owned  by  Booteries 
Limited.  We  show  in  this  connection  a  view  of  the 
interior  of  the  store  as  seen  from  the  entrance,  look- 
ing through  the  unique  show  cases  at  that  end  of  the 
store.  The  show  windows  are  of  the  V-shaped  vari- 
et}^  and  are  always  dressed  in  the  most  attractive  man- 
ner. Passing  between  these  you  enter  the  vestibule. 
To  the  left  is  a  staircase  leading  down-stairs  to  the 
stock  room,  the  banister  post  of  the  stairway  showing 
in  the  left  photograph.  There  is  a  passage  leading  to 
the  right  which  takes  you  to  the  elevator  and  the 
flats  above. 

If  you  walk  straight  in  from  the  street  you  will 
enter  the  store  by  passing  between  two  enormous 
show  cases  reaching  from  the  floor  to  the  ceiling  with 
a  glass  door  swung  between  them,  giving  the  appear- 
ance of  another  store  front.  In  these  show  cases  are 
displayed  the  daintiest  of  slippers  and  other  foot- 
wear, as  well  as  accessories.    A  double  line  of  chairs 


Interior  of  "Ye  Craftsman  Shoppe" 

run  the  length  of  the  store.  These  are  of  quartered 
oak,  upholstered  with  leather.  A  strip  of  velvet  pile 
carpet  stretches  in  front  of  the  chairs  on  either  side. 
Large  mirrors  are  placed  on  the  floor  for  use  of  the 
customers  in  fitting.  A  feature  of  the  fitting  stool  is 
that  the  foot  rest  can  be  drawn  up  like  the  tongue  and 
groove  slide  cover  of  a  box  and  underneath  is  found 
a  chart  for  foot  measuring. 

Show  cases  divide  the  children's  department  in  the 
rear  from  the  men's  and  women's  in  the  front  of  the 
store.  The  shelving  is  all  on  the  one  carton  system. 
In  the  rear  is  a  small  stock  room  with  a  stairway  lead- 
ing to  the  main  stock  room  in  the  basement.  Over  the 
small  stockroom  in  the  rear  of  the  store  is  the  office, 
which  is  fitted  up  in  the  most  up-to-date  manner,  a 
cash  and  parcel  carrier  system  communicating  from 
,there  to  the  difi'erent  parts  of  the  store. 


The  decorations  of  the  store  are  most  tasteful,  the 
walls  over  the  carton  shelves  being  hand  painted,  re- 
presenting old  English  coaching  scenes,  etc.,  and  har- 
monizing with  the  name  of  the  shop. 

The  interior  lighting  is  done  with  Alexilite  lamps 
which  difi^use  the  light  equally  throughout  the  store 
by  what  is  known  as  the  indirect  system.  The  show 
cases  and  show  windows  are  also  brilliantly  lighted 
in  the  most  modern  manner,  the  lights  being  shaded 
from  the  eyes  of  the  gazers. 

Mr.  W.  J.  Jones,  the  manager  of  the  store,  has 
had  much  experience  in  the  shoe  business  and,  with 
the  able  sales  staff  imder  his  control,  the  new  store 
should  prove  a  great  success. 


Old  Words  Set  to  New  Uses 

That  "word  to  the  wise"  is  advertise. 
It's  an  ill  ad  that  blows  nobody  in  to  buy. 
A  little  advertising  is  a  dangerous  thing ;  but  in 
the  multitude  of  ads  there  is  safety. 
One  ad  to  the  wise  is  sufficient. 

A  fake  is  not  without  advertising  save  in  its  own 
city. 

The  early  ad  catches  the  eye. 

The  course  of  true  advertising  never  yet  ran 
smooth. 

One  touch  of  nature  make  the  whole  ad  jump. 
Advertising  is  what  is  keeping  the  buzz  in  business. 
A  standing  ad  gathers  no  trade. 
A  rolling  stone  has  nothing  on  the  non-advertiser. 
The  jack-of-all-trades  is  the  man  who  doesn't  ad- 
vertise. 

There  are  always  as  good  fish  in  the  sea  as  your 
uthev  ad  caught. 

Where  ignorance  is  bliss,  'tis  folly  to  advertise — 
and  nowhere  else. 

The  slogan's  the  thing  whereby  to  catch  the  fancy 
of  the  king. 

When  dull  times  come  in  at  the  door,  advertising 
throws  them  out  of  the  window. 


A  Stitch  Separator  for  a  McKay  Shoe 

Considering  the  high  leather  market,  there  is  a  de- 
mand, as  has  always  been  the  case  to  a  certain  degree, 
for  McKay  shoes  with  an  imitation  welt.  These  can 
be  manufactured  and  sold  for  a  considerably  less  price 
than  genuine  welts  and  look  much  the  same.  A  con- 
siderable number  of  stitch  separators  for  McKay  shoes 
have  recently  been  installed  in  numerous  factories, 
manv  being  foreign  made  machines. 
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Expert    Discusses    Footwear    and    Care  of 

the  Feet 


Miss  Gertrude  E.  Molton,  of  the  University  of  Ill- 
inois, writing  in  the  American  Physical  Education  Re- 
view, commends  "pidgeon  toes."  She  claims  that  the 
"pidgeon  toed"  person  in  walking  rests  the  weight  on 
the  outer  edge  of  the  foot,  thus  preventing  the  break- 
ing down  of  the  arch.  She  also  tells  us  how  to  avoid 
corns  and  bunions  and  how  to  select  shoes  of  a  natural 
shape.    We  quote  the  following  from  her  address: 

"Probably  there  is  no  member  of  the  body  from 
which  we  sufifer  so  long  without  complaint,  nor  whicli 
we  treat  with  so  little  regard  for  its  health  as  the  foot. 
Few  of  us  know  the  shape  of  our  own  feet,  and  fewer 
yet  knew  the  shape  of  a  well-formed  one,  as  found  in 
certain  statues  or  in  very  young  children.  There  are 
feet  of  dififerent  shapes,  long  and  short,  broad  and  nar- 
row. Rut  no  foot  was  originally  pointed  at  tiie  centre 
line,  as  our  shoes  are. 

"Long  ago  a  man  named  Meyer  discovered  that 
in  every  well-formed  baby's  foot  a  straight  line  from 
the  centre  of  the  end  of  the  big  toe  through  the  centre 
of  the  base  of  the  big  toe  would  pass  through  the  cen- 
tre of  the  heel  of  the  foot.  This  imaginary  line  has 
since  been  called  'Meyer's  line,'  and  upon  the  preser- 
vation of  that  line  depends  a  woman's  freedom  from 
bunions.  A  bunion  never  comes  immediately  after 
this  line  is  broken,  however.  It  usually  takes  years  of 
poor-shaped  shoes  to  produce  the  first  feeling  of  pain. 
After  that  the  development  may  be  comparatively 
rapid. 

"Wliile  exercise  and  heels  have  some  little  influ- 
ence upon  the  shape  of  the  foot  at  the  big-toe  joint, 
the  main  cause  of  bunions  is  the  shape  of  the  toe  of  the 
shoe.  Shoe  men  will  tell  you  that  a  bunion  is  made  by 
a  shoe  that  is  too  short,  but  this  is  only  a  half  truth. 
More  depends  upon  the  shape  of  the  shoe.  A  single 
foot  is  not  symmetrical.  It  is  one-half  of  the  base  on 
which  we  stand  and  the  other  foot  forms  the  other 
half.  The  two  feet  placed  together  and  considered  as 
a  base  are  symmetrical.  The  greatest  variation  in  the 
outline  of  the  two  sides  of  a  single  foot  is  at  the  toes, 
yet  the  toe  of  the  average  shoe  is  made  symmetrical. 
Men's  shoes  are  almost  always  made  better  shaped  in 
this  respect  than  women's.  Shoe  manufacturers  have 
told  me  they  do  not  make  women's  shoes  good  shape 
because  women  will  not  buy  a  good-shaped  shoe. 

"Bunion  protectors  relieve  pressure  on  an  inflamed 
joint,  but  do  nothing  to  correct  the  deformity  there. 
In  some  cases  they  even  make  the  bunion  more  pro- 
nounced. In  curing  a  bunion  two  things  are  of  im- 
portance— first,  to  absolutely  relieve  all  pressure  on 
the  inflamed  joint;  and  second,  to  induce  the  big  toe 
to  resume  its  natural  position.  This  can  sometimes  be 
done  by  operating,  but  under  any  circumstances  it  will 
take  great  patience  and  effort,  and  must  not  be  forced 
so  that  it  will  be  painful  at  any  time. 

"Certain  other  things  are  true  of  every  foot  regard- 
less of  its  individual  shape.  The  inside  outline  should 
always  be  concave  instead  of  showing  the  bulging  mus- 
cles. This  condition  of  the  muscles  is  found  in  feet 
where  the  weight  has  been  carried  on  the  inside,  and 
is  associated  with,  and  is  partly  the  cause  of,  low 
arches.  Perhaps  the  fallen  arch  is  fully  as  painful  as 
the  bunion. 

"Muscles  of  the  foot  are  small  compared  to  the  rest 


of  the  body,  and  it  is  not  surprising  that  if  we  h(jld  a 
heavy  body  on  them  those  muscles  which  hold  the  arch 
of  the  foot  much  as  a  bow-string  holds  a  bow  will 
gradually  weaken  and  allow  the  arch  to  flatten  out. 
The  remedy  is  to  give  these  muscles  active,  vigorous 
work  under  good  conditions  (without  tight,  ill-fitting 
shoes,  etc.),  and  to  avoid  all  long  standing.  Dancing 
is  ideal  if  done  in  loose  ballet  slippers  or,  better  yet, 
with  bare  feet.  But  if  done  in  what  we  get  if  we  call 
for  dancing  shoes  at  the  shoe  store  it  would  be  better 
for  us  not  to  attempt  to  dance.  Rapid  walking  with 
tlic  weight  on  the  outside  of  the  foot  is  a  good  thing. 
It  is  easier  to  do  this  if  we  are  'pigeon-toed'  than  if  we 
toe  out.  The  average  child  turns  his  toes  in 
tmtil  trained  out  of  it.  A  worried  mother  took  her 
child  to  a  famous  orthopedic  physician  of  Boston  and 
said:  'Doctor,  my  boy  has  a  tendency  to  turn  his  toes 
in.  What  can  I  do  about  it?'  'Madam,'  replied  the 
doctor,  'thank  the  Lord.'  " 

Girls  who  have  housework  to  do,  says  the  writer, 
are  usually  heavy  on  their  feet.  They  find  dancing  dif- 
ficult, and  cannot  walk  with  grace  and  ease.  As  they 
go  about  their  household  duties  they  give  the  muscles 
of  their  feet  little  exercise,  but  stand  for  long  periods 
at  a  time,  washing,  ironing,  baking,  etc.  Often  they 
are  on  their  feet  all  day  without  one  bit  of  active  work 
for  the  foot  muscles.  Moreover,  as  they  stand,  their 
weight  gradually  settles  to  the  weakest  place,  the  in- 
side of  the  arch.    We  read  further: 

"Not  as  serious,  and  ordinarily  not  as  painful  as,  but 
even  more  common  than,  the  broken  arch  is  the  corn. 
Many  of  us  suffer  this  as  a  necessary  evil.    Yet  there 


Foot  with     Foot  with       A  well-shaped       A  wrong-shaped 
point  at  side  point  in  centre   pair  of  shoes  pair  of  shoes 

is  no  need  of  any  woman  having  a  corn.  Nine-tenths 
of  the  women  cannot  wear  a  new  shoe  with  absolute 
comfort.  It  must  be  'broken  in'  first.  If  our  shoes 
were  nearer  the  shape  of  our  feet  we  would  be  more 
willing  to  wear  the  right  size,  but  a  shoe  the  shape  we 
wear  must  necessarily  be  so  much  larger  than  the  foot 
to  give  the  required  amount  of  room  that  we  all  pre- 
fer to  deform  the  feet  a  little  rather  than  to  protect 
them.  To  wear  the  average  shoe  is  literally  the  same 
as  to  force  the  proverbial  square  peg  into  the  round 
hole.  A  good  many  girls  I  have  known  have  been 
very  proud  of  the  size  and  shape  of  their  shoes  and 
very  much  ashamed  of  the  shape  of  the  foot  they  have 
deformed  until  they  would  fit  in  the  shoes.  Some 
girls  indignantly  deny  that  their  shoes  hurt  them,  but 
they  will  admit  that  their  feet  do.  Many  of  them  go 
to  great  pains  to  explain  that  they  have  inherited  these 
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various  deformities  from  their  parents.  However,  I 
have  never  seen  one  of  these  inherited  deformtiies 
where  the  foot  was  not  incased  in  a  shoe  of  svich  shape 
that  it  would  have  produced  the  same  deformity  if  'in- 
heritance' had  not  saved  the  shoe  the  trouble.  One 
of  the  commonest  statements  made  by  a  girl  who  is 
sufferino-  from  her  feet  is,  'My  shoes  are  perfectly  com- 
fortable,' or  'This  is  the  most  comfortable  pair  of  shoes 
that  I  ever  had  on.'  But  all  the  time,  gradually,  almost 
imperceptibly,  that  Same  pair  of  shoes  may  be  causing 
ingrowing'  toe-nails,  bunions,  corns,  callouses  and 
broken  arches.  The  young  girl  will  not  notice  many 
of  the  bad  effects  unless  forced  to  walk  long-  distances 
or  to  use  the  foot  in  some  other  way  for  some  of  its 
legitimate  uses.  How  often  have  I  heard  a  girl  at  a 
dance  say,  'Oh^  my  feet  are  so  tried,'  never  realizing 
that  she  has  weakened  her  muscles  by  shoes  with  high 
heels  and  pointed  toes  and  stifT  supports  for  the  arch 
to  the  extent  that  they  are  no  longer  able  to  do  a 
legitimate  amount  of  work  without  giving  trouble.  It 
is  possible  to  have  a  pair  of  shoes  with  high  heels  and 
good-shaped  toes,  but  I  have  never  seen  such  a  pair. 
Generally  even  the  low  heels  have  poor-shaped  toes. 
One  of  the  best  tests  is  the  inside  line  of  the  shoe. 
When  the  two  pairs  are  put  together  this  line  should 
be  practically  the  same  from  the  heel  to  the  toe  for 
both  shoes. 

"A  girl  often  thinks  she  needs  the  arch  supports 
usually  found  in  high-heeled  shoes.  The  arch  support 
is  harmful  in  two  ways.  If  we  hold  the  arch  up  by 
artificial  means  the  muscles  holding  it  in  place  will 
soon  waste  through  lack  of  use.  If  we  have  our  shoes 
hold  up  our  muscles  because  we  do  not  want  the  work 
ourselves,  we  are  only  inviting  trouble  and  pain  to  our 
feet.  The  second  reason  why  this  support  of  the  arch 
artificially  is  not  good  is  because  of  the  constant  pres- 
sure it  exerts  on  the  blood  vessels  of  the  under  side  of 
the  feet." 


Amherst  Shoe  Company  to  Readjust  Prices 

We  paid  a  morning  visit  at  the  Halifax  branch  of 
the  Amherst  Boot  &  Shoe  Company,  one  day  last  week. 
Mr.  Mumford,  the  manager,  was  just  finishing  the  per- 
usal of  a  letter  from  the  general  manager  of  the  com- 
pany, Mr.  Sutherland,  and  he  gave  us  an  extract  or 
two  which  we  pass  along  to  our  readers,  says  The 
Maritime  Merchant. 

One  thing  he  said  was  that  leather  is  now  worth 
2c  a  pound  more  than  when  the  "Amherst"  company 
made  their  last  contract,  and  as  soon  as  that  is  com- 
pleted it  will  be  necessary  to  make  a  readjustment 
of  the  selling  price  of  "Amherst"  shoes.  Another 
thing  he  said  was  that  his  company  have  decided  to 
reduce  the  number  of  lines  of  fishermen's  boots  made 
by  them.  Where  they  formerly  had  6  or  8  they  will  now 
produce  only  2  or  3.  "There  used  to  be  a  time,'"  said 
Mr.  Mumford,  "when  it  was  necessary  to  carry  an 
assortment  ranging  from  very  good  to  very  cheap. 
Today,  however,  things  are  dififerent.  The  fisherman 
wants  nothing  poor  and  he  is  willing  to  pay  a  price 
that  will  assure  his  having  a  boot  that  will  keep  his 
feet  dry." 

Apropos  of  the  demand  for  more  expensive  boots, 
Mr.  Mumford  said  that  in  the  new  provinces  the  prices 
people  pay  for  boots  is  astonishing  to  an  eastern  man. 
The  laborer  out  there  seems  to  think  it  no  extrava- 
gance to  spend  $7  or  thereabouts  on  a  pair  of  farm 
shoes. 

We  asked  Mr.  Mumford  if  he  wasn't  tired  telling 


his  customers  about  the  continuous  advances  in  lea- 
ther. He  said,  "Yes,  sick  to  death,  but  they  are  as  a 
general  thing,  much  more  willing  to  believe  me  now 
than  when  values  were  ever  so  much  lower.  When 
the  advance  first  started,  people  got  quite  indignant 
at  one  daring  to  say  they  would  have  to  pay  more 
for  shoes ;  they  said  that  the  higher  priced  leather 
story  was  one  they  had  often  heard  before  but  that 
it  had  never  affected  shoe  values  worth  noticing.  To- 
day none  of  these  friends  dispute  the  fact  that  leather 
values  are  where  they  are,  nor  do  they  dare  to  predict 
that  shoes  will  not  be  higher.  Personally,  I  am  of  the 
opinion  that  in  less  than  two  years  time  people  will  be 
falling  over  themselves  to  get  our  goods  at  today's 
prices.  The  difference  is  likely  to  be  as  great  as  the 
difference  between  present  values  and  those  of  1911." 


How  the  Shoe  Repairs  Pay 

"I  fail  to  see  why  anyone  should  have  the  slightest 
doubt  about  the  repairing  department  not  being  both 
beneficial  and  profitable,  and  certainly  a  well-equipped 
repair  department  which  can  turn  out  first-class  work 
will  prove  a  drawing  card  and  increase  business,"  says 
a  western  shoe  retailer. 

"By  increased  business,  I  mean  this :  Fifteen  years 
ago  I  started  an  exclusive  shoe  repair  business,  and  a 
very  large  percentage  of  the  public  would  not  patronize 
me,  giving  this  reason,  'We  always  take  our  repairs 
where  we  buy  our  shoes.'  This,  in  itself,  was  convinc- 
ing proof  that  it  is  for  the  retailer's  benefit  and  profit  to 
run  a  repair  department.  A  few  years  later  I  started 
a  retail  shoe  store,  and  my  repair  business  commenced 
to  grow  right  away.  Furthermore,  I  found  that  the 
shoeman  can  command  a  much  better  price  for  his 
work  than  the  ordinary  repairer.  This  may  seem 
strange,  but  it's  true,  and  the  public  will  pay  a  shoe 
store  more  for  repairs  than  the  repairer  receives.  Very 
often  a  store  keeper  will  carry  a  much  better  grade  of 
leather,  and  have  a  better  class  of  workmen,  and  gener- 
ally he  will  pay  more  attention  to  his  customers'  needs 
— these,  then,  are  the  reasons  why  it  is  that  the  repair 
department  is  a  splendid  paying  proposition  for  the 
retailer. 

"As  to  the  increased  cost  of  material,  I  do  not  be- 
lieve that  shoe  men  need  take  fright  as  yet.  There  is 
still  a  splendid  margin  of  profit  to  be  made  from  repair 
work.  Very  often  in  this  respect  the  users  of  sole 
leather  stand  in  their  own  light  by  buying  too  cheap  a 
grade  of  leather.  Either  they  will  not,  or  do  not,  un- 
derstand that  the  old  rule  of  the  best  is  the  cheapest 
here  applies  with  double  force,  for  the  better  the 
leather,  the  lighter  the  weight,  thus  lessening  the  actual 
cost. 

"Now  for  the  machinery  side  of  the  question :  By  all 
means  get  in  modern  repair  machinery  if  you  possibly 
can,  but  if  you  cannot,  continue  your  repair  department 
anyway.  There  is  still  a  good  margin  to  be  made,  even 
by  the  old-fashioned  hand  method.  Referring  again  to 
increased  cost,  I  am  trying  to  interest  repairers  here 
to  form  an  association  to  establish  a  staple  price  list, 
and  it  can  be  done  if  they  show  any  amount  of  spirit 
and  determination  and  lay  aside  the  petty  jealousies 
that  sometimes  exist  amongst  business  men." 


Show  your  goods.  How  would  you  like  it  to  go 
home  to  dinner  every  day  to  find  the  table  empty  even 
though  you  knew  you  could  have  dishes  and  food  for 
the  asking? 
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D  a  Suburbaini  Shoe  Trade 


Their  Special  Conditions  and  How  to  Meet  them  Success- 
fully —  How   to   Compete   with   the   Department  Store 


Is  your  store  in  the  suburbs? 

Are  you  doing  all  that  you  are  capable  of  doiny  io 
build  up  your  trade,  and  hold  it? 

You  probably  think  you  are  doing  at  least  99  per 
cent,  of  what  you  arc  capable.  In  reality  you  are  not 
doing  75  per  cent,  of  what  you  actually  can  do. 

.Some  of  the  conditions  may  be  against  you,  but  you 
have  a  whole  lot  of  things  in  your  favor. 

It's  the  same  on  I'^ifth  Avenue  or  Broadway  as  it 
is  in  the  small  town.  If  you  want  to  get  ahead,  if 
you  want  to  do  more  business,  you've  got  to  make 
tlic  necessary  ef¥ort.  Your  rewards  will  be  in  propor- 
tion to  that  efYort. 

The  president  of  a  company  which  operates  a  string 
of  suburban  stores  was  talking  the  other  day  about  this 
question  of  the  small  store. 

The  speaker  was  well  qualilied  to  talk  on  the  prob- 
lem which  the  suburban  merchant  must  meet,  having 
been  for  more  than  a  quarter  of  a  century  associated 
with  the  management  of  certain  live  stores  in  New 
York. 

"No  matter  where  you  do  business,"  he  said  "you 
nuist  know  exactly  what  it  costs  you  to  do  business ; 
and  you  must  procure  your  stock  and  price  it  to  in- 
clude that  cost,  together  with  a  profit.  As  a  matter 
of  fact,  it  is  possible  for  the  suburban  merchant  to 
purchase  staple  goods  quite  as  cheaply  as  can  his  city 
brother,  and  he  can  sell  them  at  a  considerably  lower 
figure  and  make  the  same  profit. 

"Where  the  city  store  is  handicapped  today  is  in 
the  tremendous  expenses  it  must  meet;  and  right  in 
this  fact  is  found  the  opportunity  which  the  suburban 
man  has. 

"The  overhead  expense  of  a  large  department  store 
is  infinitely  greater  than  it  was,  say  twenty-five  years 
ago,  or  even  twenty  years.  Look  how  much  bigger  the 
store  of  today  is  than  that  of  two  decades  ago,  and 
with  such  expansion  their  expenses  have  been  multi- 
plied many  times. 

"I  don't  face  here  anything  like  the  percentage  of 
expense  which  the  metropolitan  stores  have  to  meet. 
It  is  true  that  they  can  buy  and  sell  hundreds  of  rugs 
or  hundreds  of  yards  of  goods  to  my  single  rug  or 
yard,  but  my  force  and  equipment,  while  sufficient,  are 
very  much  less  expensive,  and  my  margin  of  profit  is 
correspondingly  enhanced.  The  whole  problem  lies  in 
getting  and  holding  the  attention  of  the  people  you 
cater  to. 

"We  carry  a  sufficient  stock  of  goods  and  have  a 
good  variety.  We  sell  them  no  higher  than — and, 
sometimes  under — the  prices  asked  in  the  city.  We 
also  appeal  to  the  local  pride  of  our  people  to  support 
home  stores  when  in  need  of  this  or  that  article.  Our 
ads  run  regularly  in  our  local  papers,  and  are  prepared 
quite  as  carefully  as  those  of  the  big  stores. 

"I  have  proved  by  my  own  experience  that  it  is 
possible  for  a  live  merchant  in  a  suburban  town  to 
build  tip  a  good  trade  and  hold  it — but  he  who  would 
get  ahead  must  be  on  the  job  every  minute.  He  must 
anticipate  the  wants  of  his  customers  and,  while  pro- 
viding needed  goods,  must  not  tie  uj)  a  lot  of  capital 
in  other  goods  which  arc  liable  to  remain  unsold  for 


a  considerable  period.  That  is  the  worst  stunibling- 
b!(jck  a  man  in  my  position  can  encounter,  and  if  he 
can  avoid  it  he  stands  a  good  chance  of  making  steady 
progress,  whether  he  be  selling  floor  coverings  or  any 
other  goods." — Footwear-Fashion  Illustrated. 


Shoe  Sizes 


The  Frenchman  permanently  fixed  the  numbers  of 
shoes  for  all  Europe  and  America.  He  arbitrarily  de- 
cided that  no  human  foot  could  possibly  be  smaller 
than  three  and  seven-eighths  inches,  so  calling  this 
point  zero  he  allowed  one-third  of  an  inch  to  a  size 
and  so  built  up  his  scale.  Consequently  a  man  cannot 
find  out  the  number  of  his  own  shoe  unless  he  is  an 
expert  at  exact  arithmetic.  And  even  then  he  is  likely 
to  go  wrong,  because  all  shoe  experts  allow  for  the 
weight  of  the  individual  and  the  build  of  his  foot  before 
they  try  to  determine  what  size  shoe  he  ought  to  wear. 

As  far  as  women's  shoes  are  concerned,  the  prob- 
lem is  still  more  difficult  because  many  of  the  manufac- 
turers instead  of  keeping  to  the  regular  scale  have 
marked  down  their  numbers  one  or  two  sizes  in  order 
to  capture  easily  flattered  customers. 


Repairing  Cheap  Counters 

Repairers  are  often  requested  to  fix  a  counter  that 
hurts  the  wearer's  foot.  If  the  counter  is  made  of  solid 
leather  it  is  comparatively  easy,  but  when  made  of  lea- 
ther l)oard  it  is  another  story.  The  leather  board 
counter  will  break  if  repaired  to  the  extent  necessary 
to  relieve  pain  and  the  better  way  is  to  refuse  to  repair 
such  counters.  The  writer  has  seen  only  very  cheap 
McKay  shoes  made  with  such  a  counter  and  the  pain 
experienced  by  the  wearer  is  unbearable.  The  leather 
counter  can  be  hammered  down,  bent,  and  even  wet 
and  placed  on  a  form  for  a  few  hours,  but  nothing  of 
tile  kind  can  be  done  with  even  a  combination  counter 
— half  leather  and  half  paper.  Hot  water  only  will 
make  an  efifect  on  counters  that  are  not  made  out  of 
solid  leather  and  hot  water  will  damage  the  shoe.  The 
best  way  to  spread  a  counter  and  reshape  same  to  the 
wearer's  foot  is  to  first  wet  and  then  hammer  gentlv 
all  over,  leaving  the  form  in  the  shoe  until  the  counter 
is  thoroughly  dry.  The  inside  of  the  shoe  next  to  the 
counter  should  also  be  well  sprinkled  with  chalk  to 
give  the  foot  more  ease  and  freedom. 


Australian  skins  have  proved  to  be  very  satisfactory 
in  every  point  for  the  French  market,  and  large  sales 
of  same  are  expected,  should  prices  compete  favor- 
ablv  with  skins  from  other  sources. 


The  use  of  a  "Sulvyh"  cloth  is  indispensable  around 
tlie  window  and  no  trimmer's  outfit  is  complete  with- 
out two  of  them,  one  for  blacks,  one  for  tans,  and,  if 
possil)le.  an  extra  one  for  emergency. 


If  you  never  buy  outside  of  town  anything  you 
could  buy  inside,  you  are  well  justified  in  complaining 
about  t)tlier  people  sending  away.    Otherwise  not. 
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Ideas  F©r  aimdl  From  the  Shoe  Tradu 

Seasonable  Ideas  for  Catching  Trade  —  Useful  Hints  for  Retailer, 
Wholesaler  and  Manufacturer — Plans  for  Saving  Time  and  Money 


To  Clean  Steel  Ornaments 

With  the  popularity  of  cut  steel  ornaments  for 
pumps  ever  on  the  increase,  retailers  may  be  glad  to 
learn  of  a  simple  and  efficient  method  of  restoring 
their  lustre  when  traces  of  rust  appear,  or  they  become 
slightly  shopworn. 

Mix  a  paste  of  unslacked  powdered  lime,  taking- 
care  that  there  are  no  hunps  in  the  lime,  with  the 
necessary  amount  of  olive  oil  and  apply  freely  to  the 
tarnished  ornament.  When  dry,  rub  off  with  a  rough 
cloth  and  polish  with  a  nice  chamois  skin. 

One  bright  little  lady  in  charge  of  a  large  findings 
department  swears  by  this  method,  as  she  has  used 
it  for  some  time  with  excellent  results. 

*  *  * 

Choosing  a  Stock  Numbering  System 

In  choosing  a  system  for  stock  numbering  the  shoe 
retailer  must  consider  what  will  suit  his  requirements, 
as  a  system  that  is  suitable  to  one  class  of  shoe  store 
would  not  suit  another.  For  instance,  those  stores 
that  do  a  transient  trade  take  a  shoe  out  of  stock  im- 
mediately it  has  gone  out  of  style,  as  they  depend  up- 
on this  feature  to  catch  the  fancy  of  their  customers 
and  sell  their  shoes.  They  have  means  of  disposing 
of  these  shoes  after  they  are  removed  from  stock  and 
new  styles  are  then  entered  under  the  same  stock  num- 
bers. This  could  not  be  the  case  with  the  store  that 
does  a  family  trade.  They  have  not  such  avenues  for 
stock  disposal  after  it  has  become  out  of  date  and  it 
must  be  carried  until  a  sale  is  made,  consequently  they 
are  adding  new  numbers  all  the  time. 

Another  source  of  confusion  in  ordering  is  the  fact 
that  many  retailers  order  from  the  manufacturer  using 
their  own  stock  numbers,  thus  1026  might  be  a  ladies 
calfskin  pump,  then  perhaps  the  retailer  will  be  in- 
duced to  buy  this  same  style  and  last  but  with  some 
slight  alteration  in  each  case  such  as  a  patent  toe  cap, 
a  fancy  perforated  toe  cap,  etc.  In  ordering  by  the 
stock  number  it  will  be  easily  seen  that  the  manufac- 
turer is  at  a  loss  to  know  if  the  style  wanted  is  the 
original  pattern  or  one  of  the  later  variations.  Some 
system  of  numbering  must  be  devised  that  will  obviate 
this,  such  as  calling  the  first  pattern  1026A,  second 
1026B  and  so  forth.  ^ 

^     ^  ^ 

Sample  Show  Card 

Have  You  Noticed  How  Many  Young  Men  Are 
Wearing  Tan  Shoes?  They  like  the  spirit  of  them — 
and  there  does  seem  a  little  more  life  about  a  tan  shoe 
than  a  black  one.  In  our  collection  of  men's  tan  shoes 
there  are  some  exceedingl)''  smart  lasts  in  both  straight 
lace  and  Blucher  styles,  though  the  former  is  the  more 
fashionable.  Some  splendid  heavv  shoes  for  men  who 
want  them.    $4  to  $8. 

*  *  .  * 

Revolving  Tables  for  Handling  Shoes 

Two  kinds  of  revolving  tables  are  seen  in  shoe 
shops.  One  revolves  over  and  over,  like  a  cart  wheel. 
The  other  turns  in  a  horizontal  circle,  like  a  wheel  of 
fortune,  says  American  Shoemaking. 


The  first  kind  of  a  table  has  six  or  more  shelves, 
which  are  attached  to  it  by  swivels,  just  as  the  baskets 
were  attached  to  the  Ferris  wheel.  If  the  table  has 
six  shelves,  then  each  one-sixth  of  a  revolution  of  the 
table  brings  to  the  operator  a  new  shelf.  Hence  an 
operator  may  have  six  shelves  of  shoes  right  ready  for 
immediate  use,  without  leaving  his  seat. 

A  familiar  illustration  of  the  second  style  revolving 
table  may  be  seen  in  the  Miller  treeing  machine,  whose 
six  arms  turn  round  and  round,  and  with  each  turn 
present  a  new  piece  of  work  to  the  operator. 

In  one  large  factory,  which  the  writer  recently 
visited,  both  styles  of  these  tables  are  used.  Apparent- 
ly, they  save  workers  a  great  deal  of  time. 

*      *  * 

The  "Frosted"  Window  Problem 

The  keeping  of  frost  off  the  store  windows  is  usu- 
ally a  very  difficult  problem  for  storekeepers  in  the 
smaller  country  towns  and  villages,  where  they  have 
not  the  same  facilities  as  the  city  fraternity  for  prevent- 
ing the  annoyance.  The  plan  that  seems  to  have  met 
with  the  greatest  success  is  to  have  the  department  be- 
tween the  inner  and  outer  windows  of  the  same  tem- 
peratru^e  as  the  outside  atmosphere.  Where  this  does 
not  prove  successful,  the  warm  air  of  the  interior  of 
the  store  must  be  leaking  through  somewhere. 


Directory  of  Shoe  Manufacturers 

The  Rogers  &  Atwood  Publishing  Compan3^  683 
Atlantic  Ave.,  Boston,  Mass.,  have  the  1914  Directory 
of  Shoe  Manufacturers  now  ready.  Over  1,000  impor- 
tant changes  have  occurred  during  the  last  year;  135 
new  firms  and  100  important  changes  of  location  ;  many 
changes  in  buyers,  superintendents,  etc.  This  useful 
booklet  is  leather  Ix^und  and  its  price  is  $2.00. 


Men's  all  Dongola  blucher,  toe  cap,  heavy  felt  lined, 
felt  sole  and  heel.    Made  by  the  Great  West 
Felt  Company,  Limited. 
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Talks  on  Trade  Topics 

Interviews  of  Interest  to  Retailer,  Jobber   and  Manufacturer.  The 
Opinions  of  Experts  on  Bettering  Business  Conditions 


Early  Closing 

"Shoemen  work  harder  and  put  in  longer  hours 
than  any  other  branch  of  the  retail  trade,"  remarked 
a  Toronto  shoeman  recently.  "There  is  no  reason  why 
this  should  be  so  as  people  could  be  taught  to  do  their 
shopping  within  reasonable  hours.  Suppose  the  shoe 
retailers  of  a  town  agree  to  close  at  a  certain  hour; 
if  an  old  customer  comes  to  your  shop  after  this  time 
to  make  a  purchase  and  finds  it  closed  he  might  go 
to  your  competitor  across  the  street,  if  the  latter  were 
open,  but  all  shoe  stores  are  closed  according  to  the 
agreement,  therefore  the  customer  goes  home  and  re- 
turns during  the  open  period  and  gets  what  he 
requires. 

"He  will  not  go  to  your  competitor  while  your 
store  is  open,  so  it  can  be  easily  seen  that  the  shoe 
merchant  would  not  lose  his  old  customer  by  early 
closing.  But,  someone  will  say,  early  closing  would 
lose  me  some  customers.  My  store  is  in  the  east  end 
of  the  town  and  some  of  the  residents  in  this  section 
are  employed  in  the  west  end,  they  always  purchase 
their  footwear  from  me  when  they  return  in  the  even- 
ing, but,  if  my  store  were  closed,  they  would  be  com- 
pelled to  buy  elsewhere  in  the  day  time  as  they  could 
not  reach  here  during  working  hours. 

"The  same  rule  works  two  ways,  however,  and  it  is 
equally  true  that  those  who  live  in  the  west  and  are 
employed  in  the  east  end  of  the  town  would  be  com- 
pelled to  make  their  purchases  on  the  same  principle. 
Looking  at  the  question  from  all  standpoints  it  would 
seem  that  early  closing  could  not  fail  to  be  profitable. 
People  must  buy  footwear  and  if  they  cannot  purchase 
it  in  the  evening  they  will  do  so  in  the  day  time.  There 
would  also  be  considerable  saving  in  lighting  and  heat- 
ing. Life  is  not  all  money  making  after  all,  and  the 
shoe  retailer  or  clerk  is  as  much  entitled  to  rest  and 
recreation  as  those  engaged  in  other  businesses,  but 
even  if  money  were  everything,  I  do  not  see  any  rea- 
son why  as  much  could  not  be  made  in  shorter  hours, 
provided  all  the  shoe  shops  closed  at  the  same  hour." 
*     *  * 

Not  Equal  to  Sample 

"One  of  the  difficulties  we  have  to  contend  with 
nowadays,"  said  a  wholesale  man  the  other  day,  "is 
the  fact  that  some  manufacturers  do  not  deliver  goods 
equal  to  the  samples  they  show."  As  an  example  of 
what  he  complained  about  he  produced  some  shoes 
and  showed  us  the  sample  from  which  they  were  or- 
dered. "Fully  20  per  cent,  less  value  in  the  stuff  we 
received,"  he  said.  "And  the  worst-  of  it  is,  it  does 
no  good  to  kick ;  indeed,  it  is  unwise  to  throw  these 
goods  back  on  their  hands,  because  we  may  not  be  able 
to  get  anything  at  all,  and  we  must  have  something  to 
supply  the  present  needs  of  the  trade.  No  doubt  the 
manufacturers  are  having  their  troubles.  The  advance 
that  has  taken  place  in  leather,  findings,  wages,  etc.,  in 
the  past  year  or  two  is  responsible  for  it,  for  naturallv 
he  finds  himself  'up  against  it,'  as  it  were,  and  feels 
the  only  way  he  can  come  out  square  is  to  take  it  out 


of  the  goods.  For  our  own  part,  we  are  disposed  to 
question  the  policy  of  such  action.  It  is  better  to  take 
a  loss  for  the  time  being  in  order  to  maintain  the  qual- 
ity and  keep  faith  with  one's  customers.  Being  treated 
tliis  way  will  make  us  very  much  more  careful  in  deal- 
ing with  such  people  in  the  future." 

Three  Shoe  Stores 

"There  are  three  classes  of  shoe  stores  that  flourish 
in  the  large  centres,"  said  the  shoe  store  manager. 
"The  first  I  would  mention  is  of  that  honest  con- 
servative type  that  gives  good  value  and  counts  upon 
this  and  their  window  display  to  get  and  hold  the 
trade.  The  proprietor  of  the  store  of  this  type,  seldom 
or  never  advertises  in  the  newspapers.  He  usually  has 
a  hard  up-hill  fight  for  the  first  year  or  two,  but  after 
that,  if  he  has  the  capital  to  continue  the  struggle  that 
long,  he  usually  has  gained  the  confidence  of  a  certain 
portion  of  the  jpublic  and  his  success  is  insured. 

"The  second  class  also  gives  good  value  for  the 
money,  devotes  proper  care  and  attention  to  the  win- 
dow display  and  also  makes  regular  and  periodical  ap- 
peals to  the  public  through  the  advertising  columns  of 
the  daily  press.  These  stores  are  generally  the  big 
successes,  although  they  may  have  had  originally  small 
beginnings.  They  have  got  customers,  the  same  as 
the  first  mentioned  store,  by  their  window  display 
and  have  held  them  similarly  by  the  value  of  tfie  goods 
given  for  the  money,  but  they  have  gone  one  step 
further,  they  have  not  been  content  with  the  trade 
that  has  come  to  them  but  have  gone  out  after  more 
— and  got  it.  Advertising  is  the  means  of  the  bigger 
success  of  the  second  store. 

"The  third  store  is  run  upon  entirely  dilTerent  lines. 
It  is  the  aim  of  the  proprietor  to  sell  shoes  only,  not 
to  make  customers.  He  announces  in  the  daily  pa- 
pers and  in  his  show  windows,  through  circulars,  etc., 
wonderful,  and  in  some  cases  impossible,  bargains.  He 
does  not  give  the  value  for  the  money  that  the  first 
two  stores  do  and,  in  fact,  does  not  care  much  how 
soon  the  footwear  he  sells  falls  to  pieces  after  lie  has 
sold  it.  He  relies  upon  catching  the  transient  trade 
and  the  bargain  hunter. 

"There  is  not  the  slightest  doubt  but  that  the  third 
class  of  store  makes  money,  and  makes  it  fast,  but  they 
eventually  come  to  the  end  of  their  tether  and  lose  the 
confidence  of  the  ]niblic.  They  then  sell  out  and  start 
elsewhere,  probably  under  a  new  name,  and  repeat  the 
game.  This  is  the  reason  for  the  frequent  change  in 
ownership  of  this  type  of  store. 

"The  merchant  who  is  just  starting  out  in  busi- 
ness would  do  well  to  consider  which  of  these  three 
types  of  stores  he  would  rather  operate." 

*     *  * 

Confide  in  the  Clerk 

Some  managers  while  impressing  upon  their  clerks 
the  necessity  of  watching  stocks  closely  and  reporting 
or  making  notes  of  all  "outs"  and  "wants"  are  given 
to  delaying  orders  on  one  excuse  or  another  and  there- 
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by  abusing  the  confidence  of  the  clerks  which  they 
have  invited. 

These  managers  are  not  in  the  habit  of  explaining 
to  the  clerks  that  delay  has  been  made  in  ordering,  nor 
do  they  take  the  trouble  to  inform  the  clerks  why  an 
order  does  not  come  in  within  a  reasonable  time  after 
it  has  been  given,  although  they  may  have  received 
proper  notification  to  that  effect  from  the  shippers  or 
wholesalers.  The  result  is  an  amount  of  confusion  for 
which  the  clerks  are  not  to  blame  and  for  which  the 
store  suffers  through  the  loss  of  sales  and  loss  of  the 
confidence  of  a  portion  of  the  public  afi'ected. 

*  *  * 

Shoe  Business  Good 

The  head  of  a  Boston  firm  of  shoe  manufacturers 
who  output  between  forty  and  fifty  thousand  pairs 
of  shoes  a  day  is  extremely  optimistic  over  the  shoe 
industry.  The  company  has  increased  its  shoe  manu- 
facturing plant  and  tanneries  and  expects  that  within  a 
few  months  they  will  have  a  capacity  of  between  fifty- 
five  and  sixty  thousand  pairs  a  day.  He  said,  "Our 
company  has  turned  down  $3,000,000  worth  of  work 
this  year  through  inability  to  fill  orders.  I  would  be 
glad  to  see  signs  of  a  business  reaction  to  get  the  price 
of  raw  materials  down.  At  present  shoes  are  probably 
costing  10  to  20  per  cent,  more  to  manufacture  than  a 
year  ago.  The  higher  cost  is  principally  due  to  higher 
leather,  although  improved  machinery  has  helped  con- 
siderably to  offset  the  increased  cost." 

*  *  * 

How  Salesmen  Increased  Efficiency 

"How  much  were  the  receipts  last  week?"  asked 
the  manager  of  the  auditor.  Then  the  manager  went 
back  to  his  office  to  reflect  on  the  fact  that  business 
was  falling  off.    He  determines  to  work  it  out. 

"Send  Williams  here,"  he  told  the  office  boy.  A 
moment  later  Williams  entered.  "Williams,"  said  the 
manager,  "how  many  customers  have  you  failed  to 
sell  this  morning?" 

"About  four." 

"Why  did  you  fail?" 

Williams  hesitated. 

"Well,"  he  answered  at  last,  "I  am  not  sure  just 
why  I  didn't  sell  to  them.    I — " 

"Think  about  it  today.  Take  your  noon  hour  to 
do  it  if  necessary  and  we  will  pay  you  extra  for  your 
time.  But  when  tonight  comes  I  want  you  to  hand  in 
a  written  report  as  to  why  you  did  not  sell  those  custo- 
mers. Remember,  we  appreciate  an  open  confession  of 
fault.    Send  Jones  in  when  you  go  out." 

A  moment  later  Jones  stood  before  the  manager. 
Then  he  went  out  to  send  Thomas  in.  Thomas  was 
followed  by  someone  else. 

All  day  a  stream  of  salesmen  poured  into  the  man- 
ager's office  to  hear  the  same  questions,  to  make  about 
the  same  replies,  and  then  go  back  to  their  work,  their 
brows  knit,  their  brains  struggling  with  a  problem 
they  never  had  faced  before. 

"Why  did  I  fail  to  sell  that  customer?"  they  asked 
themselves  time  after  time.  The  salesmen  were  frank 
as  to  their  faults  when  they  turned  in  their  reports. 
They  were  fortunate  enough  to  know  that  they  vv^ork- 
ed  in  a  store  where  a  confession  of  fault  was  rated 
higher  than  an  excuse. 

A  month  later  the  manager  sat  at  a  dinner  with 
the  owner  of  the  store.  Thev  were  perusing  columns 
of  figures. 

"Things  are  picking  up — picking  up  considerably," 


the  owner  was  saying.    "The  season  must  be  getting 
better." 

"It  isn't  the  season,"  the  manager  answered. 
"That's  just  as  far  off  as  it  has  been  all  year.  It's 
the  men  who  are  working  in  your  store.  They've 
learned  the  art  of  self-analysis  and  they're  following 
its  principles.  When  a  customer  fails  to  buy  they 
study  out  the  reason.  The  same  thing  doesn't  hap- 
pen again.  That's  why  business  is  picking  up." 
*      *  * 

A  Successful  Firm's  Advertising  Policy 

A  firm  that  has  used  publicity  to  great  advantage 
tells  of  the  methods  followed,  thus : 

"We  are  great  believers  in  advertising.  We  use 
all  mediums  extensively:  bill-boards,  newspapers,  mail- 
ing lists  and  envelope  enclosures.  Our  mailing  list  at 
the  present  time  comprises  about  3,000  or  more  names, 
which  we  use  at  least  twice  each  year,  aiming  to  reach 
all  of  the  people  on  our  mailing  list. 

"The  remainder  of  the  year  we  use  about  2,000  of 
the  names  on  our  mailing  list  of  people  who  are  close 
enough  to  this  town  to  come  by  team.  We  aim  to 
reach  these  people  at  least  six  times  a  year  with  some 
advertising  matter.  Part  of  the  advertising  is  devoted 
entirely  to  sales,  some  as  to  reasons  why  it  is  to  the 
people's  advantage  to  trade  with  us,  and  part  of  it  is 
devoted  to  cards  or  letters  of  appreciation. 

"One  point  we  lay  great  stress  on  is  the  satisfac- 
tion of  our  customers,  believing'  that  a  satisfied  cus- 
tomer is  our  greatest  and  best  advertisement.  We 
have  adopted  a  policy  throughout  our  store  which  is 
quite  rigidly  adhered  to ;  that  of  refunding  money 
on  any  purchase,  regardless  of  how  large  or  how  small 
it  may  be,  that  is  not  in  every  way  satisfactory  to  our 
customers,  as  we  feel  that  an  article  a  customer  is  dis- 
satisfied with  is  a  constant  source  of  dissatisfaction 
and  a  constant  reminder  that  it  came  from  our  place. 

"We  use  leaders  extensively  in  all  departments 
and  we  feature  them  strongly. 

"We  believe  that  up-to-date  fixtures  are  a  necessity 
to  the  modern,  up-to-date  store,  and  just  as  fast  as  we 
can  be  shown  that  we  can  increase  our  business  or  re- 
duce our  expenses  by  intsalling  anything  new,  we  are 
willing  to  take  hold  of  it. 

"Just  at  present  we  are  preparing  to  open  up  rest 
rooms  in  our  store  for  the  benefit  of  the  farmers'  wives  ; 
a  place  where  they  can  go  and  rest  while  their  hus- 
bands are  trading  around  town,  also  a  place  where 
they  can  eat  their  lunch. 

"One  of  our  policies  of  newspaper  advertising  is 
the  use  of  considerable  newspaper  space,  but  devoting 
most  of  it  to  small  individual  advertisements,  rather 
than  to  large  advertisements. 

"Personality  is  one  of  the  greatest  factors  in  doing 
business  these  days,  and  it  is  the  aim  of  the  manage- 
ment at  all  times  to  put  as  much  personality  in  all  the 
work  being  done  as  possible,  not  only  by  the  manage- 
ment but  by  the  employees  as  well." 


The  man  who  thinks  it  isn't  worth  while  to  pay 
much  attention  to  his  work  because  he  regards  the  pre- 
sent position  as  merely  a  stepping  stone  to  something 
better,  will  find  the  stepping  stone  too  low  to  help  him 
up  much. 


You  know  how  it  is  at  home  after  your  wife  iias 
moved  the  piano  to  the  other  side  of  the  room.  It 
looks  like  a  different  piano.  You  can  make  old  stock 
look  better  and  newer  in  the  same  way. 
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Shoe  Trade  Advertising 

Discussion  of  Principles  Involved  in  Effective  Publicity— Examples  of  Good 
Display— Retail  Shoe  Stores  Invited  to  Submit  Advertisements  for  Criticism 
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is  ail  interesting  study  to  turn 
up  the  files  of  a  daily  or  weekly 
journal  of  a  few  years  back  and 
com])are  the  advertisements  of 
time  with  those  appearing  in  the 
same  journal,  and  ])rcpared  in  some 
cases  for  the  very  same  firms,  today. 

The  progress  of  advertising"  is  no- 
ticeable. The  typography  is  improved  ; 
better  judgment  is  shown  in  general  ar- 
rangement, in  the  use  of  display  line- 
and  distri])ution  of  white  space;  the 
somewhat  fantastic  borders  of  a  few 
vears  ago  are  now  usually  re])lace(i 
with  plain  rules;  and  when  illustrations 
are  used  they  are  made  usually  to  il- 
lustrate the  goods. 
In  no  other  direc- 
^.^^^^  ^j^^  compari- 
son more  interesting 
or  instructive,  however,  than  in  the 
choice  of  advertising  head-lines. 
The  well  planned  headline  today 
does  not  attempt  to  l)e  funny,  does 
not  beat  about  the  bush,  but  goes 
straight  to  the  point  in  direct  force- 
ful words  that  catch  the  eye  and  the 
attention  together,  and  often  convey 
a  definite  business  proposition 
though  in  the  fewest  possible  words. 

The  writing  of  headlines,  like  the 
writing  of  advertising  in  general, 
becomes  less  difficult  with  practice, 
and  it  is  always  worth  spending 
time  and  thought  enough  to  get  a 
good  headline — one  that  really  says 

something,  that  says  it  in  as  crisp   

and  snappy  a  way  as  possible,  and 
that  is  planned  at  the  same  time  with 
due  regard  to  the  space  available  for  display.  This 
is  a  point  that  is  very  often  overlooked  even  by  writers 
of  some  experience,  with  the  result  that  an  otherwise 
satisfactory  headline  proves  to  l)e  only  indifferent  or 
positively  weak  because  it  was  not  written  with  due 
regard  for  the  limitations  of  space  and  type.  As  a 
practical  aid  to  the  writing  of  headlines  make  careful 
comparison  and  analysis  of  headlines  used  by  other 
advertisers  in  newspapers  and  magazines.  Study  of 
the  displayed  news  headings  in  the  daily  papers  also 
affords  many  excellent  ideas  for  crisp,  concise  and  in- 
teresting statement. 

A  Weak  Headline 
With  the  exception  of  the  headline,  the  Fred  R. 
Foley  advertisement  reproduced  as  our  first  illustra- 
tion this  month  is  well  written  throughout,  the  illus 
trations  are  of  the  goods  themselves  and  prices  arc 
quoted.  These  are  good  points.  Yet  the  general  im- 
pression of  the  advertisement  is  somewhat  disappoint- 
ing. 'I'he  heading  is  a  little  hackneyed  and  has  the 
ajjpearancc  of  being  crowded;  in  both  respects,  there- 


fore, it  is  lacking  in  the  power  of  attraction.  The  sig- 
nature also  is  crowded.  The  whole  advertisement 
would  have  been  strengthened  by  omitting  the  second 
cut.  This  would  have  allowed  ample  space  for  a 
good  heading  and  signature  even  if  proper  displa\- 
called  for  a  heading  of  three  or  four  lines,  "(iood 
Rubbers  Mean  Dry  Feet,"  or  "You'll  Need  a  Good 
I'air  of  Rubbers"  would  have  made  a  stronger  head- 
ing, and  the  one  cut  might  then  have  been  run  l)c- 
neatii  the  first  i)aragraph  of  the  text.  Our  own 
fereuce  would  also  favor  a  ]dain  rule  border. 


l)re- 


Oui 
si)ccial 
|)an\ 


^  \J  I  J/\   J  ParroHShoeCo 

^       Then  Hoie  will  be  one  foaiing,  bla/ing  i«rthmg  ma»  o(  liar- 

gjifib.  Not  just  ,1  tew  odd  lines,  but  every  pair 
iliat  is  led  of  this  big  stock  must  be  swept  cicnr 
in  the  next  IS  day.,  betore  our  new  stock  arrives. 

You  might  think,  Irom  the  prices  we  are 
offering,  that  these  goods  .uc  soaked  with  water 
and  burned  with  fire.    HIT  THKY  ARt  NOT     Ihe  only  thing 
thai  is  dam^iged  is  the  price,  and  it  is  burned  to  a  cinder. 

( )cht.-r  Shoe  Sales  have  been  announced,  but  it  only  proves  the 
"Id  s,i>  ing.  "VcjiJLMnnot  run  a  circus  without  a  side  show." 


The  Parrott  Shoe  M 

-"-■;°c°'.:;""    Co.  2nd  Ave. 

MermiTn  Sales  in  Charge)   (Herman  Sales  ia  Quwgej 


Crisp  and  Emphatic 

second  illustration  is  reduced  from  a  full-page 
sale  announcement  of  the  Parrott  Shoe  Com- 
of  Regina,  Moose  Jaw  and  Saskatoon.  Former- 
ly in  business  in  Ontario  the  com- 
pany went  west,  is  growing  rapidly 
with  the  west,  and  e\  idently  has  go! 
right  into  step  with  western  hustle. 
To  the  easterner  we  need  hardly 
point  out  that  there  is  a  smack  of 
characteristically  western  i)ictur- 
csqueness  and  breeziness  in  the 
wording  of  the  whole  announcement. 
The  idea  is  well  worked  out,  Iiov. - 
ever,  and  the  emphasis  on  "TO 
DAY"  as  the  day  of  unequalled  buy- 
ing opportunity  is  sustained  rigl  t 
down  to  the  final  item  listed.  The 
lines  quoted,  though  comparativeiv 
small  space  is  devoted  to  them,  are 
crisply  described,  and  in  each  case 
prices  are  iMdminently  displayed. 


Shoe  Store 
duced  from  a  16  x  9  incli 
handbill.  Rather  more  than 
two-thirds  of  the  space  at 
disposal  is  used  to  good  ad- 
vantage, but  that  portion  be- 
tween the  displayed  head- 
lines and  the  introductory 
paragraph  commencing,  "We 
are  located" — or  nearly  one- 
third  of  the  whole — gives  the 
impression  that  the  ad-writ- 
er had  more  space  than  he 
knew  what  to  do  with.  The 
half-tone  illustration  of  the 
store  interior  does  not  come 
out  well  enough  to  be  really 
effective  for  work  of  this 
kind,  but  would  have  looked 
much  better  if  surrounded 
by  type  matter  instead  of  be- 
ing sandwiched  in  between 


Avoid  Suggestion  of 
"Knocking" 

rhe  advertisement  of  the  Temple 
lirantford.  Out.,  is  re- 
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two  boxes  that  seem  to  have  no  good  reason  for  being 
where  they  are  at  all. 

From  the  standpoint  of  good  arrangement  the  bill 
would  be  better  without  them,  while  if  it  was  really 
desirable  to  give  special  prominence  to  the  informa- 
tion they  contain  this  might  have  been  done  more  ap- 
propriately, in  our  judgment,  without  the  introduction 
of  boxes,  and  elsewhere  in  the  announcement.  The 
weakness  of  the  arrangement  is  further  shown  by  the 
use  of  the  two  good  shoe  illustrations  altogether  with- 
out relation  to  the  matter  around  them  and  merely  to 
fill  up  an  inconvenient  space. 

Exception  might  also  be  taken  to  the  unnecessaril}^ 
antagonistic  tone  of  the  introductory  paragraph.  More 
tactful  wording  might  be  made  to  convey  just  as 
strong  a  suggestion  of  values,  while  giving  no  possible 
suggestion  of  "knocking"  the  other  fellow.  Knock- 
ing is  not  popular  with  the  public  and  usually  proves 
very  poor  business  policy. 


The  T.  Sisman  Company,  Limited 

We  illustrate  on  this  page  the  factory  of  the  T.  Sis- 
man  Shoe  Company,  Limited,  Aurora,  Ont.  The  ori- 
ginal building  built  in  1910  was  120  x  45  ft.  and  two 
storeys  high.  In  spring  of  1912,  45  feet  were  added  to 
the  length  and  during  the  summer  of  1913  another 
storey  was  added,  making  the  building  as  it  now  stands 
165  x  45  ft.  and  three  storeys  in  height.  The  business 
has  increased  so  rapidly  that  the  volume  of  business 
done  has  more  than  doubled  the  first  year,  and  the  year 
just  closed  30  per  cent,  in  advance  of  the  previous  year. 
They  employ  about  120  hands  and  have  noAV  a  capacity 


Factory  of  the  T.  Sisman  Company,  Aurora,  Ont. 


of  1,500  pairs  of  their  well  known  "Best  Everyday 
Shoes"  and  for  some  time  past  have  been  making  over 
1,000  pair  per  day. 

The  factory  is  one  of  the  best  laid  out  and  ecjuip- 
ped  for  the  manufacture  of  staple  goods  in  Canada. 
They  manufacture  exclusively  for  the  jobbing  trade,  a 
full  line  of  high  and  low  cut  shoes  in  all  staple  lines 
of  goods,  every  pair  of  which  is  guaranteed. 

The  officers  of  the  company  are  as  follows :  T.  Her- 
bert Lennox,  K.C.,  M.P.  for  North  York,  president; 
Thomas  Sisman,  vice-president  and  general  manager; 
and  W.  J.  Sisman,  secretary-treasurer. 


The  way  to  get  rid  of  goods  that  are  getting  out  of 
date  or  that  long  ago  went  out  of  date  is  to  act  rather 
than  to  wish.  You  can't  wish  a  dead  stock  into  any 
money. 


The  Boston  Shoe  and  Leather  Fair 

The  Seventh  National  Shoe  and  Leather  Market 
Fair  will  be  held  in  the  Mechanics  Building,  Boston, 
Mass.,  for  one  week,  from  July  8th  to  15th,  1914.  As 
usual  it  will  be  under  the  management  of  the  Jacobson 
Publishing  Company,  who  are  its  original  promoters. 
The  Shoe  and  Leather  Fair  was  omitted  in  1913  in  de- 
ference to  a  sentiment  in  the  trade  at  large  due  to  the 
pending  tariff  changes  and  a  general  conservatism  in 
business.  The  previous  ones,  however,  were  highly 
successful  and  in  proof  of  the  popularity  of  the  insti- 
tution we  may  mention  that  about  60  per  cent,  of 
those  firms  which  exhibited  on  the  last  occasion  have 
already  asked  for  space  for  1914  and  other  concerns 
state  they  are  willing  to  exhibit.  It  is  understood  that 
a  large  number  of  manufacturers  of  shoes,  leather  and 
materials  and  machinery  relating  thereto,  who  have 
not  partaken  in  previous  fairs  are  now  asking  for  floor 
plans  with  the  intention  of  exhibiting.  It  is  expected 
that  the  omission  of  the  National  Shoe  &  Leather 
Market  Fair  in  1913  will  be  compensated  by  the  largest 
and  most  successful  fair  in  1914  that  has  ever  been 
held. 


The  Penny  That  Broke  Brown 

Brown's  case  is  particularly  interesting  because  he 
had  unusual  ability  as  a  merchandiser.  He  kept  his 
store  full  all  the  time — great  hand  for  special  sales — 
had  a  fine  looking  store — wrote  snappy  advertise- 
ments. He  was  doing  the  business  of  the  town  and 
had  to  live  pretty  well,  of  course,  to  keep  up  with  his 
reputation.    Then  he  failed. 

The  receiver  found  it  was  just  a  matter  of  book- 
keeping. Brown  never  had  been  much  of  a  hand  at 
figures — and,  "The  money  was  made  in  the  front  of 
the  store,  not  in  the  office."  He  had  always  sold  goods 
for  what  he  thought  they  would  bring,  without  much 
relation  to  the  cost — because  he  didn't  really  know  his 
cost. 

The  receiver  explained  it  to  Brown  this  way: 
"Here's  a  can  of  tomatoes  that  you  sell  for  15  cents. 
It  cost  you  in  the  first  place  12}^  cents.  The  cost  of 
selling  it,  including  overhead  expenses,  depreciation, 
your  salary,  interest  on  investment,  insurance,  etc.,  is 
3^/2  cents.  Therefore  you  lose  1  cent  on  each  can  you 
sell.    That's  the  penny  that  broke  you." 

Before  the  receiver  turned  the  business  back  to 
Brown,  all  clear,  he  had  installed  a  bookkeeping  sys- 
tem that  showed  Brown  what  were  his  true  costs — a 
bookkeeping  system  that  gave  him  every  morning  ab- 
solute facts  about  his  business.  Now  Brown  knows 
how  much  profit  each  department  and  each  salesman 
made  yesterday.  He  knows  what  goods  are  selling  at 
a  profit — what  ones  at  a  loss.  He  knows  just  how 
much  he  owes  and  how  much  is  owing  him.  And  he  is 
finding  the  cost  of  getting  the  extra  facts  required  is 
made  up  for  many  times  in  money  saved  in  all  de- 
partments of  the  store.  Ninety-five  per  cent,  of  all  re- 
tailers are  doing  business  the  way  Brown  had  done. 
That  is  why  95  j)er  cent,  of  all  retailers  fail  sometime. 
Are  you  losing  that  Penny? 


Perfect  balance  or  uniformity  is  a  thing  to  be  striven 
for  in  every  ad  you  put  out.  Nothing  helps  more  to 
create  the  right  sort  of  impression.  It  is  better  to  cut 
down  your  items  to  fit  a  defined  space  than  to  try  to 
build  a  symmetrically  arranged  advertisement  around 
a  lot  of  copy  written  to  fit  no  space  in  particular. 
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Lay  Y©iuir  Plans  for 


aster  Trade 


The  Right  Kind  of  Publicity  Advertising  Plans  — 
Push  the  Novelties       Keep  Stock  Up-to-the-minute 


Good  Friday  this  year  comes  on  y\pril  lOtli.  This 
is  considerably  later  than  last  year,  l)ut  for  all  that  it 
is  not  so  far  away,  especially  in  view  of  the  fact  tiiat 
so  much  preparation  needs  to  be  made.  The  present 
suggestion  is  that  it  will  pay  to  make  prei)arations 
well  in  advance. 

There  will  be  many  afternoons  or  mornings,  I)e- 
tween  now  and  the  beginning  of  March,  when  the  live 
merchant  can  well  spare  a  couple  of  hours  or  so,  in 
order  that  he  can  give  time  and  attention  to  preparing 
in  advance  for  his  Easter  trade. 

To  make  the  most  of  store  publicity,  each  branch 
of  it  must  be  supplementary  to  the  others.  The  news- 
paper advertising,  the  show  windows,  the  circulars  or 
circular  letters,  will  all  be  stronger  and  more  benefi- 
cial if  each  is  prepared  in  harmony  with  what  will  be 
done  in  the  other  directions. 

As  soon  as  the  Easter  buying  is  done  and  the  mer- 
chant has  a  good  idea  of  what  he  will  have  in  the  way 
of  novelties,  plans  can  be  laid  for  exploiting  them. 

The  first  gun  might  be  a  circular  letter  to  the  en- 
tire mailing  list,  for  it  is  presumed  that  every  up-to- 
date  merchant  has  one,  telling  of  the  purchases  that 
have  been  made  and  setting  a  convenient  date,  say 
about  March  15th,  as  the  time  when  the  new  mer- 
chandise will  be  on  display  for  the  first  time. 

It  is  not  necessary  to  make  this  a  long  letter,  to  go 
into  details  or  to  quote  prices.  All  that  is  needed  is 
something  to  let  your  customers  know  you  will  be 
"there  with  the  goods"  and  to  arouse  their  curiosity. 
Further  than  this,  a  well  worded  letter  may  be  the 
means  of  preventing  some  of  them  from  sending  away 
initil  they  have  seen  what  you  have  to  offer. 

While  this  object  should  be  kept  in  view,  it  would 
iiardly  be  the  thing  to  say  anything  directly  about 
sending  away,  but  the  quality  and  reasonable  prices 
should  be  emphasized  and  the  point  brought  out  that 
nothing  will  be  left  undone  to  serve  the  customer 
in  the  way  of  completeness  of  assortment,  style,  au- 
thority and  prices  within  the  reach  of  everyone. 

Such  a  letter  as  the  one  outlined  could  be  sent  out 
two  or  even  three  weeks  before  the  opening  date  and 
be  followed  by  another  in  say  ten  days. 

In  the  meantime,  plans  might  be  laid  for  changing 
the  store  around.  By  that  is  meant  that  different  dc- 
])artments  than  heretofore  could  I)e  brought  more 
])rominently  to  the  front,  or  re-arranged,  so  that  the 
.Spring  opening  is  really  something  different  than  has 
taken  jilace  before. 

"Sweetening"  the  Stock 

A  hint  of  such  a  change  migiU  l;e  put  as  a  post- 
script to  the  letter  mentioned,  something  like  this : — 
"In  order  to  give  better  store  service  than  ever  be- 
fore, we  are  contemplating  some  changes  in  our  store, 
which  will  be  in  effect  for  the  first  time  on  the  day 
of  our  Spring  opening." 

There  are  many  things  that  the  live  merchant  can 
do  to  keep  his  stock  up-to-the-minute,  and  he  is  in- 
deed a  wise  retailer  who  grasps  every  opportunity 
that  comes  to  his  hand.    In  this  connection  notlung 


is  more  important  tiian  a  continual  "sweetening"  of 
the  stock. 

Novelties  are  what  make  a  store  attractive  to  many 
])eople  and  novelties  are  the  things  that  pay  the  largest 
])rofit  per  item.  This  being  the  case  it  would  seem  like 
a  good  thing  for  the  merchant  to  be  on  the  constant 
look  out  for  merchandise  tliat  will  add  "ginger"  to 
his  selling  campaign. 

Do  not  think  thv^t  we  would  advise  or  even  sug- 
gest that  every  retailer  immediately  fill  his  store  full 
of  this,  that  and  the  other  item,  but  we  would  impress 
upon  our  readers  the  necessity  of  keeping  abreast  of 
the  times  in  the  way  of  new  goods. 

Wholesalers  and  manufacturers  are  continually 
on  the  watch  for  things  that  are  different.  They 
spend  time  and  money  in  searching-  for  them.  When 
they  are  found,  they  let  the  merchant  know  about 
them  through  the  columns  of  trade  papers ;  through 
catalogues  and  booklets  and  thrcmgh  the  traveling- 
salesman. 

Consequently  it  will  pay  and  pay  well,  for  the  re- 
tailer to  go  over  thoroughly  the  advertising  columns 
of  the  trade  papers ;  look  carefully  through  the  cata- 
logs and  booklets  that  are  sent  to  him  and  examine 
the  things  that  the  "knight  of  the  grip"  has  in  his 
sample  trunks. 


Lack  of  Uniformity  in  Welt  Shoes 

Uniformity  is  desirable  not  only  as  to  the  work- 
manship, but  also  as  to  the  fitting  qualities  of  the 
shoes.  It  is  a  notable  fact  that  uniformity  is  more 
often  lacking  in  a  pair  of  welt  shoes  than  in  a  pair 
of  McKays.  The  reason  for  this  defect  is  obvious  to 
a  welter  or  toe  faster.  To  get  absolute  uniformity, 
some  manufacturers  leave  all  the  lasting  tacks  in  the 
shoes  at  welt  sewing.  Others  are  wiser  and  know 
where  to  leave  the  anchor  tacks,  so  that  the  upper 
is  practically  as  well  lasted  after  tack  pulling  as  before. 

Other  shoe  manufacturers  go  a  step  further  and  in- 
sert staples  between  the  lasting  tacks,  and  thereafter 
pull  out  all  the  tacks.  The  welter  naturally  like  to 
welt  shoes  that  carry  no  obstructions,  leaving  the 
needle  free  to  perform  its  work.  Welters  then  can 
do  tlieir  work  quicker  and  better  with  n-iore  uniformitv, 
whicli  combines  well  with  the  uniformity  of  the  last- 
ing operation.  Nothing  is  so  aggravating  as  to  have 
one  shoe  tighter  than  the  other,  and  this  is  the  gen- 
eral rule  where  the  upper  is  loose  at  welt  sewing. — 
\nierican  .Shocmaking. 


Cheap  Labor  May  Prove  Expensive 

Cheap  labor  requires  extra  superintendence,  and 
it  is  frequently  the  case  that  a  given  amount  of  work 
done  by  cheap  labor  costs  more  than  that  done  by  ex- 
I)erienced  men,  experts  in  the  calling  they  are  follow- 
ing. Obsolete  machinery  and  equipment  increase  the 
labor  cost.  To  get  the  maximum  output  at  the  mini- 
mum cost  of  labor  the  factory  must  have  the  best  and 
latest  machinery  with  which  to  do  the  work,  and  be 
equipped  in  every  way  to  handle  the  goods  to  be  man- 
ufactured economically. 


FOOTWEAR 

Retiring  President 

on  Hide 

Mr.  J.  Sinclair,  the  manager  of  the  Barrie  Tanning 
Company,  Limited,  of  Barrie,  Ont.,  retired  recently 
from  the  presidency  of  the  Tanners'  Section  of  the  To- 
ronto Board  of  Trade.  As  is  the  custom,  the  retiring- 
president  read  an  address  at  the  annual  meeting,  which 
was  as  follows : 

"The  year  just  closed  has  been  an  eventful  one  in 
the  history  of  the  leather  industry.  At  no  time  were 
tanners  called  upon  to  study  the  situation  more  closely 
than  in  the  year  1913.  Statistics  upon  statistics  have 
been  compiled.  Volumes  have  been  written,  until  the 
shrewdest  and  most  influential  tanners  in  America 
shudder  at  the  results  of  their  investigations  into  the 
supply  of  hides.  Indeed,  so  acute  is  the  situation,  that 
the  general  public,  as  well  as  our  most  talented  and 
highest  financiers,  have  been  studying  the  problem  of 
supply  of  cattle  and  beef,  as  increasing  so  much  the 
cost  of  our  living. 

"Hides,  as  you  are  well  aware,  have  kept  on  ad- 
vancing until  they  have  surpassed  all  previous  records. 
It  is  true  that  there  has,  this  year,  been  a  general  re- 
trenching in  Canadian  business  owing  to  conditions  in 
the  Northwest  and  monetary  stringency.  All  Cana- 
dian tanners  curtailed  their  production  in  most  classes 
of  leather  fully  50  per  cent.,  and  stocks  of  leather  both 
finished  and  in  process  are  lower  than  they  have  been 
in  many  years. 

Leather  Substitutes  Used 

"Fabrics  and  paper  have  been  resorted  to  as  sub- 
stitutes for  leather  made  from  hides ;  this  can  onl)'  be 
temporary,  as  past  experience  has  shown  that  the  use 
of  such  substances  has  proved  unsatisfactory. 

"In  the  United  States  a  like  curtailment  has  been 
going  on  among  all  tanners,  with  a  view  of  at  least 
checking  the  price  of  hides.  Nevertheless,  hides  kept 
on  steadily  climbing,  despite  the  monetary  stringency, 
until  we  all  have  stock  in  our  vats  costing  a  price 
never  known  to  Canadian  tanners  heretofore.  We  tan- 
ners are  only  individuals,  and  are  apt  to  get  used  to 
the  every  day  talk  of  high  prices,  but  at  this  season  of 
the  year  when  through  checking  our  stock  we  are  con- 
fronted with  figures  that  are,  to  say  the  least,  disquiet- 
ing, we  ask  ourselves  the  cause. 

"While  I  will  not  attempt  to  go  into  statistics,  I 
will  give  you  a  few  figures  as  compiled  by  the  United 
States  Government.  In  the  last  three  years,  the  popu- 
lation of  the  latter  country  has  increased  bv  4.854,000 ; 
the  number  of  cattle  has  decreased  by  12,553,000.  In 
the  Argentine,  onlv  one  class,  "Frigorificos,"  showed 
an  increase  of  38,826  hides  in  the  first  six  months  of 
this  year.  Saladeros  had  a  shortasfe  of  550,000.  The 
total  exports  from  the  Argentine  also  showed  a  short- 
age in  drv  hides  of  508,060,  and  wet  salted  a  shortage 
of  583,891  hides.  This  same  condition  prevails  the 
world  over.  In  the  Argentine  legislation  was  passed 
prohibiting  the  slaughter  of  female  cattle  until  they 
reached  a  certain  age,  with  the- view  of  keeping  up  the 
supply  of  beef.  Our  government (  as  well  as  those  of 
other  countries)  has  been  confronted  with  the  problem 
of  inducing  the  farmers  to  raise  more  cattle,  and  in  mv 
opinion  we  are  nearing  the  time  when  our  parliament 
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Addresses  Tanners 
Situation 

should  be  asked  to  prohibit  the  killing  of  female  cattle 
under  five  or  six  years  of  age. 

"In  the  last  few  weeks,  since  the  duty  has  been 
taken  off  cattle  entering  the  United  States,  buyers 
came  over  from  that  country  and  to  a  large  extent  de- 
pleted the  supply  of  cattle  in  Canada,  taking  them 
across  the  border.  The  efifect  was  that  cattle  on  the 
hoof  brought  more  money  on  Toronto  market  last  week 
than  the  price  paid  in  either  Chicago  or  Buffalo. 

''We  tanners  must  face  these  conditions  fairly  and 
squarely  if  we  are  to  remain  in  business.  It  is  true  we 
have  all  been  making  every  efifort  to  improve  and 
equip  our  plants  with  the  most  up-to-date  machinery, 
and  using-  the  most  modern  methods  of  tanning  until 
we  have,  at  least  for  the  time  being,  reached  our  limit 
in  lessening  the  cost  of  our  production.  In  spite  of  all 
this,  we  can  no  longer  maintain  our  present  prices,  and 
must  get  an  advance  on  the  ruling  prices  of  to-day 
more  in  keeping  with  the  cost  of  hides,  bark,  etc.,  en- 
tering into  the  manufacture  of  leather. 

"A  prominent  Irish-American  hide  broker  of  Kan- 
sas City  recently  wrote :  'So  beholding  a  world-short- 
age of  hides,  one  (to  say  the  least  of  it)  in  prophesy- 
ing of  cheaper  leather,  should  be  well  assured  that  the 
spirit  speaking  in  him  was  a  truthful  one.  While  ima- 
gination is  a  beautiful  gift,  facts  are  not  swayed  in  any 
manner  by  its  ravings.' 

"It  is  gratifying  to  note,  after  a  period  of  slackness 
in  all  trades,  the  few  business  failures  throughout  Can- 
ada, which  proves  that  business  in  our  country  is  on  a 
sound  business  basis.  Undoubtedly  this  is  due  largely 
to  the  shortening  of  credits.  We  tanners  should  bear 
in  mind  the  force  of  this  and  keep  working  away  with 
the  object  in  view  of  getting  the  whole  leather  trade  on 
a  strictly  cash  basis.  Had  the  former  terms  of  a  few 
years  ago  been  in  vogue,  viz.,  four  to  six  months  credit, 
a  different  tale  would  have  to  be  told. 

"Trade  in  England  has  been  brisk,  and  our  exports 
in  that  direction  steadily  increasing.  According  to 
figures  submitted  by  the  Department  of  Trade  and 
Commerce,  Canada  is  in  a  better  position  to-day,  with 
her  exports  relative  to  her  imports,  than  at  any  time  in 
her  history.  These  facts,  coupled  with  an  abundant 
harvest,  which  already  has  to  some  extent  shifted  the 
cloud  of  depression,  liquidated  to  a  large  extent  the 
commercial  debt  of  both  merchants  and  manufacturers 
and  given  the  air  of  freedom  which  we  all  appreciate. 

"Brother  tanners,  keep  your  nerve,  work  fervently 
and  prudently,  and  the  reward  will  be  yours." 

Officers  for  1914 

The  following  officers  were  elected  for  the  ensuing^ 
year: — Chairman,  S.  Morley  Wickett ;  vice-chairman, 
C.  G.  Marlatt ;  secretary-treasurer,  F.  G.  Morley. 

Executive  Committee:  G.  P.  Beal,  A.  O.  Beard- 
more,  W.  D.  Beardmore,  J-  C.  Breithaupt,  A.  R.  Clarke, 

F.  G.  Clarke,  Hon.  E.  J.  Davis,  Chas.  King,  J.  J.  Lamb, 

G.  C.  H.  Lang,  Geo.  McQuay  and  J.  Sinclair. 
Legislation  Committee:  Geo.  P.  Beal,  R.  M.  Beal. 

A.  O.  Beardmore,  W.  D.  Beardmore,  A.  R.  Clarke,  C. 
E.  Clarke,  Hon.  E.  J.  Davis,  LI.  B.  Johnston,  Chas. 
King  and  S.  R.  Wickett. 

Transportation  Committee :  R.  M.    Beal,   A.  O. 
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l>caidniure,  VV.  D.  JJeardmore,  L.  ].  lireithaupt,  A.  R. 
Clarke,  lion.  K.  J.  Davis,  W.  S.  Edwards,  H.  B.  John- 
ston, Chas.  King-,  J.  J.  Lamb,  G.  C".  TT.  Lang,  John 
Sinclair  and  S.  R.  Wickett. 


The  Much  Discussed  Overhead  Expense 

It  has  often  been  .said  that  overhead  expense  or 
bnrdcn,  as  it  is  sometimes  called,  is  the  "bugaboo"  of 
manufacturers.  This  is  not  only  true  of  manufacturers, 
but  of  accountants,  organizers  and  systematizers  as 
well. 

Go  into  a  concern  where  no  accurate  records  of 
costs  are  kept  and  the  percentage  of  overhead  is  only 
"guessed  at" — and  you  will  have  to  tax  your  "oratori- 
cal ability"  to  the  limit  to  induce  that  concern  to  adopt 
mbre  accurate  records  and  methods  of  applying  over- 
head charges. 

Recently  an  accountant  was  called  into  a  manufac- 
turing- concern  to  make  some  suggestions  as  to  possible 
improvements  in  the  system  of  accounts.  This  con- 
cern, it  seemed,  had  trouble  in  securing-  contracts  where 
much  conipetition  was  involved — their  competitors 
could  always  undersell  them.  They  were  doing-  a  fair 
business  but  the  "plums"  always  seemed  to  get  away 
from  them.  Quite  an  extensive  investigation  was 
made,  and  finally  the  matter  was  sifted  to  the  method 
of  figuring-  costs. 

Their  method  of  figuring  costs  and  pro-rating  over- 
head expense  was  as  follows:  (To  simplify  matters 
round  numbers  will  be  used  instead  of  their  figiu'es.) 
A.ssume  for  the  month  the  productive  material  consum- 
ed was  $10,000,  the  productive  labor  $8,000,  and  the 
overhead  expense  $6,000.  Their  method  was  to  pro- 
rate the  overhead  expense  against  the  total  productive 
labor  and  material.  Tn  this  case  the  total  productive 
labor  and  material  would  be  $18,000  ($10,000  plus  $8,- 
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000),  the  overhead  expense  ijeing  $6,000,  to  be  distri- 
buted over  the  $18,000,  or  on  a  percentage  basis  of 


33  1-3  per  cent. 

Now  for  illustration  we  will  take, 
Order  No.  67 

I'roductivc  material  $50.00 

Productive  labor   30.00 


$80.00 

Overhead  expense,  33  1-3  (of  80)  ...  26.67 


$106.67 

whicii  is  the  manufacturing  cost. 

We  will  figure  order  No.  67  again — pro-rating  our 
overhead  against  the  productive  labor  which  is  the 
most  approved  way  among  accountants. 

Productive  labor  being  $8,000 — overhead  expense 
$6,000,  making  the  amount  of  overhead  to  be  pro-rated 
$6,000,  as  against  $8,000,  or  on  a  basis  of  75  per  cent. 


Order  No.  67 

Productive  materials  $50.00 

Productive  labor   30.00 

Overhead  expense,  75  per  cent,  of  30  .  .    22.  50 


Manufacturing  cost  $102.50 


The  difiference  between  the  two  methods  is  $4.17. 

The  elements  which  go  toward  making  up  the 
operating  of  a  factory,  namely,  helpers,  oilers,  sweep- 
ers, truckmen,  maintenance  of  machines,  etc.,  are  de- 
]3endent  upon  the  number  of  men  employed.  If  we  re- 
duce the  numl)er  of  men  it  can  readily  be  seen  that  the 
above  mentioned  expense  will  also  be  reduced.  It  is 
hard  to  see  where  the  cost  of  material  used  would  be 
any  factor  in  increasing  or  decreasing  factory  expense, 
although  there  are  many  who  still  maintain  that  the 
best  method  of  pro-rating-  overhead  expense  is  against 
the  combined  cost  of  labor  and  material. 


How  to  Popularize  the  Shoe  Store 


IIow  man}'  merchants  ever  sit  down  and  endeavor 
to  figure  ways  and  means  of  bringing  and  keeping" 
their  establishment  in  popular  favor  with  the  public. 
Popular  favor  naturally  means  a  successful  business, 
says  Footwear-Fashion  Illustrated. 

It  is  not  enough  merely  to  carry  good  shoes  and 
treat  the  customers  who  come  into  your  store  as  well 
as  possible  if  you  want  to  conduct  a  business  that  is 
entirely  satisfactory  to  you.  By  all  means  give  your 
customers  satisfactory  footwear  and  every  bit  of  ser- 
vice possil)le,  for  through  these  means  you  are  help- 
ing to  foster  a  feeling  that  makes  them  come  to  your 
establishment  when  in  need  of  footwear  in  the  future. 

The  one  big  aim  in  I)usiness.  however,  is  to  keep 
what  customers  you  have  and  attract  more.  Because 
you  have  a  fairly  good  clientage  and  profit  is  no  rea- 
son you  should  sit  back  and  take  life  easy.  For  while 
you  are  sitting  back,  one  of  your  competitors  is  forging 
ahead  and  in  short  order  is  pretty  likely  to  have  things 
his  own  way  in  the  line  of  trade  done  in  the  vicinity. 

It  may  be  all  correct  to  be  satisfied  with  what  you 
have,  but  at  the  same  time  it  does  not  pay  to  be  so 
satisfied  as  to  lose  all  inclination  to  go  out  and  get  a 
little  more  than  you  have.  It  is  better  to  aim  high  and 
not  quite  hit  what  you  aim  for,  than  not  to  aim  at  all. 

Take  notice  of  the  real  successful  stores  anywhere. 
It  will  not  take  you  very  long  to  discern  that  they  arc 
continually  endeavoring  to  do  something  that  will  at- 


tract the  public  to  their  store  and  the  goods  carried. 
Various  ways  are  used  from  advertising  and  sales 
methods  up  to  the  accommodations  and  ideas  of  treat- 
ing customers  followed  out  in  the  establishment. 

"What  am  I  doing  in  this  line?"  should  be  the  ques- 
tion every  merchant  ought  to  ask  himself.  If  you  are 
doing  things  to  popularize  your  store,  all  well  and 
good.  If  not,  get  down  to  brass  tacks  and  do  some- 
thing. 

The  first  requisite  of  any  merchant  setting  out  to 
make  his  store  the  leading  store  in  the  vicinity  is  to 
forget  his  competitors  and  figure  out  that  his  store  is 
the  only  one  in  the  neighborhood  and  then  go  out  and 
make  this  a  fact.  By  this  I  do  not  mean  to  say  you  are 
going  to  put  all  competitors  out  of  business,  but  make 
your  store  the  one  using  the  most  modern  furnishings, 
the  latest  methods  and  the  livest  publicity  methods. 

There  are  a  good  many  sales  going  on  about  this 
time  of  year  and  this  brings  to  the  front  one  of  the 
best  periods  of  which  a  merchant  is  enabled  to  acquaint 
people  with  the  store,  the  goods,  and  methods  of  con- 
ducting sales  and  treating  customers.  Now  the  real 
live  merchant  does  not  believe,  and  rightly  so,  in  con- 
ducting too  many  sales  during  the  year.  Profits  are 
not  so  large  that  the  merchant  can  afford  mark  down 
sales  every  other  week.  There  are  times  though  when 
sales  are  in  order  and  right  then  and  there  is  the  op- 
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portune  time  for  the  merchant  to  bring  his  store  to 
the  consumers'  attention. 

Most  sales  are  conducted  according-  to  cut  and  dried 
methods  and  once  in  a  while  a  merchant  comes  out 
with  a  brand  new  idea  in  a  sale  that  attracts  a  deal  of 
attention  and  business  to  his  store.  A  few  examples 
of  this  sort  have  been  the  making  of  concerns  rated 
among-  the  big  stores  to-day. 

There  is  a  merchant  in  one  uf  the  small  towns  out 
west  who  has  inaug^urated  the  idea  of  holding  "Birth- 
day Sales"  which  are  held  once  a  year  on  the  anniver- 
sary of  this  merchant's  entrance  into  business.  The 
idea  could  be,  no  doubt,  taken  up  in  the  retail  shoe 
store  to  advantage.  In  these  sales  all  customers  who 
were  born  on  the  date  the  store  was  first  opened,  re- 
gardless of  their  years,  are  given  an  opportunity  to 
save  money.  This  is  done  through  a  simple  system 
of  discount,  which  gives  the  customer  twenty-five  per 
cent,  ofif  on  the  first  five  dollars'  worth  of  goods 
bought  and  ten  per  cent,  on  the  second  five  dollars' 
worth.  On  purchases  amounting  to  more  than  ten 
dollars,  discount  is  allowed  only  on  the  first  ten  dol- 
lars' worth.  No  questioning-  of  customers  is  done  to 
determine  whether  they  were  actually  born  on  the 
date  in  question,  but  the  merchant  believes  that  only 
a  few  are  dishonest  in  the  matter.  He  calculates  on 
losing  a  fairlj^  heavy  sum  through  the  discounts,  and 
possible  dishonesty,  but  says  that  the  advertising  he 
gets  from  the  unusual  features  of  the  sale  more  than 
makes  up  for  the  money  lost.  It  is  ideas  of  this  sort 
that  pay  in  business  done  and  profits  made.  This  is 
one  way  of  making  your  store  stand  out  among  the 
rest. 

If  you  happen  to  have  a  rest  room  for  ladies,  an 
excellent  cash  carrier  and  package  system,  methods  of 
fitting  and  waiting  on  customers,  these  are  excellent 
stock  in  trade,  and  should  be  played  up  to  the  fullest 
possible  extent.  Many  stores  have  made  their  reputa- 
tions and  built  up  business  by  simply  featuring  one  or 
more  items  like  the  above  by  talking  it  up  in  their  ad- 
vertising and  in  the  store. 

Many  merchants  have  doubled  their  business  by  in- 
augurating the  custom  of  taking  orders  for  shoes 
over  the  phone,  having  a  special  fitting  and  indexing 
system  for  facilitating  the  customer's  ordering.  There 
are  many  times  when  a  woman  will  want  a  pair  of  slip- 
pers or  pumps,  for  instance  for  some  party  she  is  go- 
ing to  attend  and  Avants  them  that  day.  Not  being  able 
to  take  the  time  to  visit  your  store,  if  orders  are  taken 
over  the  phone  she  can  telephone  and  have  them  sent. 
If  you  do  not  take  orders  in  this  way,  in  all  likelihood 
she  will  make  her  old  footwear  do  and  a  sale  is  lost. 
With  the  inauguration  of  the  parcel  post,  many  mer- 
chants whose  business  along  this  line  was  only  local 
have  extended  their  territory  and  incidentally  are  do- 
ing much  to  contend  with  one  of  the  serious  problems 
facing  the  retailer  to-day,  the  mail  order  house. 

A  chance  to  do  some  good  advertising  at  very  little 
cost  that  is  passed  over  by  many  merchants  is  the  idea 
of  inserting  a  card  or  slip  of  some  kind  into  the  box 
before  wrapping  up  the  shoes.  It  can  be  either  a  few 
lines  thanking  the  customer  for  the  sale  and  inviting- 
future  patronage,  or  it  may  be  a  write-up  calling  his 
attention  to  the  store  or  some  particular  style.  What- 
ever the  reading  matter,  the  idea  is  a  good  one  and 
though  everyone  mav  not  read  it,  it  will  do  much  to 
sive  the  impression  that  you  are  running  a  live  estab- 
lishment and  at  least  are  out  of  the  rut  followed  by 
the  average  store. 

Another  common  procedure  by  merchants  is  to  pay 
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close  attention  to  the  interior  of  the  store  and  to  slight 
the  exterior  of  the  establishment.  We  all  know  how 
a  moth  is  attracted  towards  light.  Just  so  with  the 
public.  People  are  much  more  attracted  to  a  well- 
lighted,  cheery  looking  store  than  to  a  badly  illumin- 
ated establishment.  A  good  distinctive  electric  sign  in 
front  of  your  store,  jDlaced  so  it  can  be  seen  by  people 
coming  in  different  directions  and  for  a  good  distance 
is  well  worth  the  money  expended  in  its  purchase,  and 
for  running  it.  Likewise  the  windows  should  be  as  well 
lighted  as  possible. 

To  sell  anything,  it  must  attract  the  customer  be- 
fore he  buys.  Inasmuch  as  you  must  attract  people  be- 
fore getting-  them  in  your  store,  it  stands  to  reason  that 
making  your  store  exterior  attractive  is  part  of  suc- 
cessful retailing. 

Follow  out  up-to-the-minute  business  procedures 
and  publicity  methods,  and  your  business  will  be  up- 
to-the-minute.  Follow  old-time  methods  and  you  will 
have  a  business  that  corresponds. 


Little  Things  That  Count 

One  of  the  largest  wholesale  shoe  findings  con- 
cerns in  the  Avorld  lists  close  to  300  items  in  their 
latest  catalogue.  A  fair  percentage  of  this  amount 
could  be  sold  in  the  average  retail  shoe  store. 

Consider  the  significance  of  this  statement.  It 
means  that  at  least  30  new  salable  products  could  be 
added  to  the  shelves  of  your  findings  department  which 
you  never  before  considered  as  having  a  retail  market 
value ! 

Trivial,  you  say?  You  cannot  bother  loading  up 
Avith  "penny"  goods? 

wSuch  arguments  are  not  sound.  In  the  first  place, 
nothing  is  too  small  to  command  the  attention  of  a 
good  business  man;  and,  secondly,  cheapness  of  price 
has  nothing  Avhatever  to  do  with  attainable  profits. 
Certainly,  if  you  make  no  effort  to  move  the  stock 
there  will  be  very  little  profit  in  it ;  but  we  venture  to 
say  that  if  you  do  make  the  findings  department  an 
integral  part  of  your  business  and  treat  it  as  such,  the 
response  will  be  gratifying. 

The  fact  that  breakfast  foods  famous  the  Avorld 
over  yield  but  10  cents  for  each  sale,  and  that  maga- 
zines with  circulations  reaching  into  the  million  mark 
bring  but  five,  ten  or  fifteen  cents  per  copy,  and  yet  are 
the  means  of  their  producers,  or  distributors,  riding 
around  in  their  own  touring  cars,  should  be  a  force- 
ful enough  argument  to  banish  all  ideas  that  money 
cannot  be  made  in  "penny"  goods. 

And  then,  the  findings  department  is  not  altogether 
a  "penny"  business.  Puttee  leggings,  arch  props,  shoe 
trees,  and  the  like  range  all  the  way  in  price  from  one 
dollar  to  eight  or  more.  Here  is  your  opportunity  to 
reach  out  for  the  higher  class  of  trade. 

And  once  you  get  the  reputation  of  carrying  a  good, 
clean,  up-to-date  stock  of  findings  you  will  be  able  to 
note  the  increase  in  your  business  with  the  naked  eye. 


In  business,  like  everything-  else,  it  is  the  battle  of 
the  strong,  and  the  man  Avho  sits  around  Avaiting  for 
orders  to  floAV  in  on  him  is  sooner  or  later  going  to  see 
the  necessity  of  getting  a  hustle  on  himself  or  putting 
up  his  shutters  for  good. 


The  profitable  kind  of  advertising  is  the  kind  that 
creates  want — makes  people  Avant  things  they  had  not 
thought  of  before — that  gets  hold  of  the  desire  and 
makes  sales. 
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General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


Mr.  K.  BrutiiK-l,  \  ici--pi"L-,si(lcnt  of  llu-  Slater  Shoe  com- 
pany, Montreal,  recently  left  New  York  for  a  two  months' 
visit  to  Europe.  We  understand  that  the  company  have  been 
very  busy  on  spring  orders,  and  that  for  some  time  overtime 
was  worked. 

The  shoe  factory  of  Tourigny  &  Marois,  Quebec,  has 
been  destroyed  by  fire.  The  damage  to  stock  and  machinery 
amounts  to  nearly  .$300,000  and  is  partly  covered  by  insur- 
ance. The  ;!50  employees  of  the  firm  were  thrown  out  of 
work  by  the  fire,  but  the  company  intend  installing  them- 
selves temporarily  in  the  Pion  Building,  and  will  thus  give 
cn'iployment  to  all  their  former  employees.  Though  the  firm 
has  sustained  heavy  losses  they  will  start  again  with  more 
vigor  than  ever  and  out  of  the  ashes  of  the  old  factory  will 
arise  one  of  the  most  modern  ones  in  Canada.  The  com- 
pany has  bought  the  site  of  the  old  factory  and  will  start  the 
new  building  without  delay. 

Willis  &  Company,  shoe  retailers  of  Wingham,  Ont.,  have 
been  missing  goods  from  their  store  for  some  time  and  re- 
ported the  matter  to  a  provincial  constable.  He  found  that 
two  boys  of  the  town  were  the  miscreants.  They  recovered 
the  stolen  articles,  consisting  of  leggings,  rubber  boots, 
hockey  sticks,  etc. 

George  Kirvan,  who  is  well  known  to  the  Canadian  shoe 
trade,  being  formerly  a  factory  superintendent  with  the 
Ames-Holden-McCready  Company,  of  Montreal,  has  accept- 
ed the  position  as  superintendent  of  the  factory  of  F.  C.  Heb- 
ard  Company,  of  Hudson,  Mass. 

Mr.  J.  H.  Stobo,  shoe  manufacturer,  Quebec  city,  has 
purchased  from  the  Supreme  Realties,  T^imited,  a  block  of 
property  bounded  by  Arago,  Voltogeurs,  Colomb  and  Alex- 
andre streets.  The  property  contains  over  30,000  sq.  ft.  fif 
land  with  the  buildings,  the  price  being  .$.50,000. 

The  cutters  and  the  men  in  the  making  room  of  the  Ayl- 
mer  Shoe  factory  have  each  organized  a  bowling  team  and 
are  playing  matches. 

The  United  Shoe  Machinery  Company  of  Canada,  Mon- 
treal, are  eriuipping  the  factory  of  the  All)erta  Shoe  Com- 
|)any,  Redcliffe,  Alberta.  The  company  are  supplying  a  full 
line  of  machines  for  making  men's  Goodyear  welts.  TIic 
factory  of  Clarke  Bros.,  St.  Stephen,  N.B..  is  also  being- 
equipped  by  the  company. 

The  Hurlbut  Shoe  Company,  of  Preston.  Ont.,  is  send- 
ing out  to  the  jobbing  trade  a  very  handsome  calendar,  which 
is  in  keeping  with  the  excellent  line  of  soft  soled  shoes  manu- 
factured by  this  firm. 

S.  H.  Parker,  of  Quebec  City,  has  succeeded  J.  W.  Phil- 
lips as  manager  of  the  Solid  Leather  Shoe  Company,  of 
Preston,  Ont. 

Charles  A.  Ahrens,  Limited,  of  Berlin,  Ont.,  are  send- 
ing out  a  most  artistic  calendar  for  1914. 

E.  Wasserman  has  opened  a  shoe  store  in  Welland,  Ont. 

R.  H.  Hudson,  799  St.  Clair  Ave.,  Toronto,  has  added  a 
line  of  shoes. 

W.  Crossley  has  purchased  the  shoe  business  of  M.  B. 
Young,  at  127  Danforth  Ave.,  Toronto. 

Lemon  Bros.,  general  merchants  of  Calborn.  Ont.,  have 
opened  a  shoe  store  in  Davisville,  a  suburb  of  Toronto,  on 
Yonge  street  north. 

John  Huffner,  shoe  retailer,  Lethbridgc,  Alta.,  has  moved 
into  new  and  larger  quarters. 

The  factory  of  the  E.  T.  Cottle  Leather  Company,  of 
Woburn,  Mass.,  was  destroyed  by  fire  on  December  IRth, 
the  loss  being  about  $250,000. 

The  Canadian  Last  Block  Company.  Limited,  Montreal, 
has  been  incorporated  under  a  Federal  charter,  with  a  capi- 
tal of  $.500,000.  Mr.  O.  Dufresne,  of  Maisonncuve,  is  one  of 
the  incorporators. 

Mr.  J.  Adams,  manager  of  the  Murray  Shoe  Company, 
London,  Ont.,  has  been  on  a  visit  to  Montreal. 

A  by-law  to  grant  the  Consumers  Tire  &  Rubber  Com- 
pany, Limited,  six  acres  of  land  and  a  fixed  assessment  for 


ten  years  at  $10,000,  will  be  voted  on  by  the  ratepayers  of  St. 
Catharines,  Ont.,  on  January  the  29th. 

As  a  result  of  labor  troubles  fifteen  out  of  nineteen  shoe 
factories  in  Quebec  city  closed  their  doors  on  December  30th. 
The  factories  which  have  shut  down  for  an  indefinite  period 
are  all  affiliated  with  the  Manufacturers'  Association,  while 
the  four  still  operating  are  not.  The  shut  down  has  thrown 
over  four  thousand  operators  out  of  employment. 

The  Findlay-McSweyn  Company,  gent's  furnishing  and 
boots  and  shoes,  Vancouver,  have  changed  their  style  to  that 
of  the  Findlay-McSweyn  Company,  Limited. 

J.  M.  S.  Carroll,  district  manager,  Montreal  Division, 
Canadian  Consolidated  Rubber  Company,  Limited,  paid  a 
short  business  visit  to  New  York  City  recently. 

Ed.  M.  Zavitz,  manager  Ottawa  Branch,  Canadian  Con- 
solidated Rubber  Company,  Limited,  was  in  Toronto  for  two 
(lays  recently. 

Mr.  J.  L.  Deslauriers,  well  known  to  the  footwear  trade 
throughout  the  Province  of  Quebec,  has  joined  the  inside  sales 
staflf  of  the  Footwear  Division  of  the  Canadian  Consolidated 
Rubber  Company,  Limited,  Montreal. 

Among  the  Canadian  shoemakers  who  spent  tlie  Christ- 
mas holidays  visiting  friends  and  relatives  in  Brockton. 
Houghton  and  other  New  England  points  were  Supt.  Fred 
A.  Lovell;  qualityman  E.  C.  Dewyer  and  cutting  room  fore- 
man Fred.  Churchill,  of  the  Cook-Fitzgerald  Company,  Limit- 
ed, London,  Ont. 

The  Day-Gormley  Leather  Company,  Boston.  Mass.,  is 
now  the  sole  agent  in  the  United  States  for  the  Collis  Lea- 
ther Company,  Aurora,  Ont. 

The  O.  B.  Shoe  Company,  Limited,  Drummondville,  Que., 
are  reorganizing  their  entire  staff  of  travellers  and  it  is  under- 
stood that  Mr.  Auguste  Martincau  will  have  full  charge  of  the 
Pi  ovince  of  Quebec. 

Mr.  Alderman  James  Robinson,  of  Montreal,  has  de- 
finitely decided  to  retire  from  the  representation  of  St.  Law- 
rence Ward  on  the  City  Council,  to  which  he  has  been  elect- 
ed for  ten  years.  A  deputation  recently  waited  on  Mr.  Ro- 
binson and  urged  him  to  become  a  candidate  at  the  next  elec- 
tion, but  while  thanking  the  members  for  the  kind  things  they 
had  said  concerning  his  services  to  the  city,  he  expressed  his 
intention  not  to  run  for  another  term.  He  was  pressed  as  to 
whether  he  would  consider  a  call  to  the  mayoralty,  and  stated 
that  he  would  not  give  a  definite  answer  until  he  returned 
from  a  visit  to  the  United  States.  Should  Mr.  Robinson  de- 
cide to  become  a  candidate,  he  is  certain  of  a  large  amount  of 
support  from  citizens  who  admire  his  independent  attitude 
on  the  council. 

By  2:!1  to  19  votes,  the  proprietors  of  St.  Jerome,  P.Q.. 
have  passed  a  by-law  conceding  privileges  to  the  A.  P.  Cimon 
Shoe  Manufacturing  Company.  Limited.  Montreal.  This  con- 
cern propose  to  remove  to  St.  Jerome,  and  the  inhabitants 
of  the  latter  place  have  voted  to  give  a  bonus  of  $50,000  and 
exemption  from  certain  taxes.  The  company  will  build  a 
factory,  and  will  receive  80  per  cent,  of  the  bonus  during  its 
construction  and  the  balance  when  completed.  The  company 
also  undertake  to  pay  $500,000  in  wages  during  a  period  o"f 
(en  years.  An  option  on  two  water  powers  have  been  se- 
cured, it  being  intended  to  run  and  light  the  factory  by  elec- 
tricity.   It  is  hoped  to  occupy  the  new  factory  in  the  spring. 

J.  Hicks  has  opened  a  .shoe  store  at  22.36  Yew  Street, 
Kilsanilo,  Vancouver,  B.C. 

J.  E.  Wallace  &  Company,  have  taken  over  the  shoe  busi- 
ness of  E.  M.  Jones  &  Company,  Pembroke,  Ont. 

John  Fingland,  shoe  retailer,  Brampton,  has  retired. 

The  Tappan  Shoe  Manufacturing  Company,  manufac- 
turers of  ladies',  misses',  and  children's  shoes.  Coldwater 
Mich.,  have  changed  their  name  to  that  of  the  Hoosier  Shoe 
Company.  The  change  was  made  in  view  of  the  fact  that  the 
reputation  of  the  firm  is  based  on  their  "Hoosier  School 
Shoe,  at  a  meeting  of  the  shareholders,  on  December  5th. 
I  he  change  is  in  the  name  only,  as  the  company  is  under  the 
.same  management  it  has  been  for  several  months  past  and 
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their  capital,  labour  and  equipment  remain  the  same.  It  is 
the  intention  of  the  company  to  improve  and  strengthen  the 
line  in  many  ways. 

Mr.  John  Stephens,  the  representative  of  the  Rena  Foot- 
wear Company,  Montreal,  died  recently  in  the  Western  Hos- 
pital from  fracture  of  the  skull  caused  by  being  struck  by  a 
motor  car.  Mr.  Stephens  walked  right  in  front  of  the  machine 
and  was  thrown  to  the  ground.  He  was  taken  to  the  hospital 
and  died  in  a  short  time  without  regaining  consciousness. 
Mr.  Stephens,  who  was  71  years  old,  was  an  Irishman  by 
birth,  but  resided  for  45  years  in  Montreal,  having  been  con- 
nected with  the  shoe  trade  for  the  greater  part  of  that  time. 
He  formerly  travelled  with  J.  &  T.  Bell,  Limited,  Kirvan- 
Doig,  Limited,  and  the  Wayland  Shoe  Company,  Limited. 

So  many  of  the  Cook-Fitzgerald  Company's  operators 
went  to  New  England  for  the  week  between  Christmas  and 
New  Year  that  the  Michigan  Central  Railway  placed  a  special 
car  at  their  disposal  on  Christmas  Eve. 

Fire  recently  broke  out  in  the  basement  of  the  new  Red- 
den Block,  on  Charlotte  Street,  Sydney,  C.B.,  some  damage 
being  done  to  the  shoe  stock  of  the  Redden  Company  by  hre 
and  water. 

The  capital  stock  of  John  Ritchie  Company,  Limited,  has 
been  increased  from  $100,000  to  .$300,000. 

Fire  broke  out  recently  at  the  Eagle  Tannery,  Berlin, 
Ont.,  the  property  of  the  Breithaupt  Leatner  Company,  Limit- 
ed. The  leach  house,  engine  house  and  one  of  the  beam 
houses  was  burnt,  but  the  tanning  vats,  rolling  house,  dry 
lofts,  bark  sheds,  hide  houses,  etc.,  remained  intact.  The 
company  state  that  although  they  were  fairly  well  covered 
by  insurance,  nevertheless  the  fire  will  mean  a  considerable 
loss  to  them.  However,  they  will  prepare  to  rebuild  as  quick- 
ly as  possible  and  it  is  their  intention  to  erect  an  entirely  up- 
to-date  beam  house  and  to  install  the  latest  improvements  in 
all  the  departments.  Fortunately  the  boilers  of  the  plant  and 
the  large  brick  smoke  stack  were  uninjured  by  the  hre  and 
consequently  the  firm  are  enabled  to  have  steam  for  heat- 
ing purposes.  Also,  as  they  have  been  using  hydro-electnc 
power  in  their  rolling  and  m  some  of  the  other  departments, 
they  are  in  a  position  to  continue  rolling.  They  shall  not  be 
able  to  work  any  hides  for  a  month  or  two,  however,  but  in 
the  meantime  hope  to  keep  their  trade  going  by  leather  they 
have  ready  for  iinishing  and  also  by  the  supplies  of  Spanish 
sole  leather  from  their  Penetang  plant  and  oak  sole  leather 
from  their  Hastings  plant. 

A  gents  furnishing  and  shoe  store  has  been  opened  at 
Cranbrook,  B.C.,  by  W.  D.  McFarlane. 

The  St.  Leger  Shoe  Company,  Toronto,  have  opened 
another  store  on  Bloor  Street  just  east  of  Dovercourt.  This 
makes  the  sixth  store  the  firm  is  now  operating  in  Toronto. 

The  Excelsior  Shoe  Company,  of  Portsmouth,  Ohio, 
closed  down  its  plant  recently  for  an  indefinite  period,  throw- 
ing out  of  work  more  than  one  thousand  persons.  Ofiicials  of 
the  company  state  that  action  was  taken  out  of  sympathy 
for  the  Selby  Shoe  Company  who  have  been  troubled  with 
a  strike  among  their  employees  for  some  weeks. 

Frank  Wilson,  late  of  W.  H.  Scroggie,  Limited,  Montreal, 
is  managing  the  shoe  department  of  Chappels,  Limited,  and 
not  Mr.  Thompson  as  was  stated  in  our  issue  of  November 
last. 

The  Ideal  Shoe  Company,  Limited,  manufacturers  of  in- 
fant's booties,  Elmira,  Ont.,  have  added  lines  consisting  of 
children's  and  misses'  fine  footwear  and  will  be  in  a  position 
to  show  samples  about  February  1st.  It  is  understood  that 
they  will  sell  exclusively  to  the  jobbing  trade. 

The  United  Rubber  Manufacturing  &  Reclaiming  Com- 
pany, a  new  Canadian  concern,  will  shortly  build  a  large  fac- 
tory at  Brantford,  Ont.,  where  they  have  secured  a  site  three 
and  a  half  acres  in  area.  The  building  will  be  of  concrete, 
250  X  70  feet  ,and  will  employ  seven  hundred  hands  at  the 
outset.  All  kinds  of  rubber  goods  will  be  manufactured,  a 
specialty  being  made  of  automobile  tires.  The  capitalization 
is  $350,000. 

A  new  shoe  store  has  been  opened  at  500  Dundas  Street, 
Toronto,  by  M.  Wagner. 

J.  W.  Friedman  has  opened  a  gent's  furnishing  and  shoe 
store  in  Medicine  Hat,  Alta. 

The  following  is  from  "Shoe  Topics,"  a  United  States 
trade  publication,  "H.  A.  Daville,  of  Parsons  &  Sons  Leather 
Company,  Toronto,  Canada,  was  a  visitor  in  the  Chicago 
market  showing  a  full  line  of  black  and  tan  calf  skins.  United 


His  Little  Ad. 

There  was  a  man  in  our  town. 

And  he  was  wondrous  wise; 
He  swore  (it  was  his  policy) 

He  would  not  advertise. 
But  one  day  he  did  advertise, 

And  thereby  hangs  a  tale. 
The  "ad"  was  set  in  quite  small  type, 

And  headed  "Sheriff's  Sale." 


States  tanners  should  take  warning,  as  we  understand  their 
line  IS  as  good  as,  and  at  a  better  figure  than  any  of  our 
own." 

A  new  clothing  and  shoe  store  has  been  opened  in  CoL- 
lingwood,  Ont.,  by  E.  Topp,  of  Meaford. 

A  new  shoe  store  has  been  opened  on  Toronto  Street, 
Aledicine  Hat,  Alta.,  by  J.  B.  Edmgton. 

J.  T.  Lang,  shoe  retailer  of  Millbank,  Ont.,  has  sold  out 
to  Vv.  S.  Northey. 

Joseph  Levy,  boots  and  shoes,  Toronto,  has  sold  out  to  I. 
Ravensky. 

Bourgon  Freres,  men's  furnishings  and  shoes,  Montreal, 
suflered  a  fire  loss  recently.    The  loss  is  covered  by  insurance. 

Le  St.  Crespin  boot  and  shoe  store,  of  Montreal,  Que., 
has  gone  out  of  business. 

The  Standard  Shoe  Company  of  Montreal,  Que.,  has  dis- 
solved. 

D.  Monahan,  shoe  retailer,  St.  John,  N.B.,  has  sold  out 
lo  Waterbury  &  Rising,  Limited. 

The  Murray  Shoe  Company,  Limited,  of  London,  Ont., 
have  increased  their  capital  irom  $50,000  to  $100,000. 

The  capital  of  the  Great  Northern  Tannery,  Limited,  of 
Regina,  Sask.,  has  been  increased  from  $100,000  to  $350,000. 

Fogarty-Patterson,  Limited,  has  been  incorporated  with 
a  capital  of  $50,000,  with  the  head  office  at  Montreal.  Their 
charter  permits  of  their  manufacturing  boots  and  shoes,  rub- 
bers and  leather  goods. 

The  E.  W.  Stark  Tire  Company,  Limited,  has  been  in- 
corporated with  a  capital  of  $10,000,  with  head  office  at  Vic- 
toria, B.C.  Their  charter  permits  of  their  manufacturing  rub- 
ber boots  and  shoes. 

The  Consumers  Tire  and  Rubber  Company,  Limited,  has 
been  incorporated  with  head  office  at  St.  Catharines,  Ont. 
The  capital  of  the  new  concern  is  $800,000  and  their  charter 
permits  of  their  engaging  in  the  manufacture  of  rubber  foot- 
wear. 

J.  B.  Sample  is  arranging  to  start  a  boot  and  shoe  store 
at  Carberry,  Man. 

Vachon  &  Company,  are  discontinuing  their  boot  and 
shoe  store  at  Vancouver,  B.C. 

Mr.  F.  H.  Ward,  formerly  vice-president  and  general 
manager  of  the  Canadian  Consolidated  Rubber  Company, 
has  been  appointed  vice-president  and  general  manager  of 
"The  Herald"  Company,  Montreal. 

The  Markem  Machine  Company  of  Canada,  Limited,  Mon- 
treal, have  removed  their  offices  from  Notre  Dame  Street 
West  to  511  Shaughnessy  Building.. 

The  extension  to  the  Acton  Vale,  P.Q.,  factory  of  Alfred 
Lambert,  Inc.,  Montreal,  has  been  completed.  This  will 
give  the  company  additional  power  and  more  factory  oc- 
commodation. 

The  death  of  Mr.  John  Ryan,  senior  partner  in  the  boot 
and  shoe  firm  of  William  Dangerfield,  Notre  Dame  Street 
West,  Montreal,  leaves  Mr.  Patrick  Donnelly  as  the  sole 
partner.  He  has  purchased  the  interests  of  Mrs.  Ryan,  and 
will  continue  in  business  under  the  old  title.  The  firm  are 
the  largest  makers  of  custom  boots  and  shoes  in  Canada. 

The  Minister  Myles  Shoe  Company,  Limited,  Toronto, 
are  presenting  a  leather  bill  fold  and  card  case  to  the  trade, 
which  is  not  only  useful,  but  very  neat  in  appearance. 

It  is  understood  that  the  city  of  Sherbrooke,  Que.,  are 
offering  inducements  to  Messrs.  J.  B.  Blouin  &  Company,  to 
remove  their  shoe  factory  from  Levis,  to  the  former  place. 
The  company  employ  about  140  hands  and  has  a  weekly  pay 
roll  of  about  $1,000.    It  is  reported  that  the  municipality  of 
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Sherbrooke  is  offering  the  Blouin  Company  exemption  from 
taxation  for  ten  years,  free  motive  power  and  a  bonus  of 
$15,000.  In  return  for  this  the  company  is  to  erect  a  con- 
crete and  iron  building  and  conduct  an  up-to-date  factory. 

Hon.  T.  J.  Davis,  of  the  Davis  Leather  Company,  New- 
market, Out.,  recently  paid  a  visit  to  Boston. 

The  VV.  L.  Douglas  Shoe  Company,  Brockton,  Mass., 
has  announced  that  they  will  manufacture  a  McKay  sewn 
shoe.  Part  of  their  No.  3  factory  will  be  devoted  to  this 
purpose  and  a  new  storey  will  be  added.  They  will  have  a 
capacity  of  1,200  pairs  daily. 

The  Shoe  and  Leather  Record  states  that  it  is  iulormcd 
that  it  has  been  decided  to  convert  the  business  of  Sir  H.  VV. 
Trickett,  Limited,  Gaghills  Slipper  Works,  VVaterfoot,  Eng., 
into  a  public  limited  company.  The  business  was  founded 
twenty-live  years  ago  by  the  late  Sir  H.  VV.  Trickett,  and 
twelve  years  afterwards  it  was  formed  into  a  private  limit- 
ed company.  Under  the  new  regime  the  management  wili 
remain  the  same  as  hitherto,  wi<h  Mr.  Oliver  Eatough  as 
managing  director. 

'  Mr.  \V.  M.  Angus,  manager  of  the  St.  John,  N.B.,  branch 
(jf  Ames,  Holden,  McCready,  Limited,  has  been  on  a  visit  to 
Montreal. 

The  Slater  Shoe  Company,  Limited,  Montreal,  will  add 
to  their  productions  by  manufacturing  boys'  and  youths'  Mc- 
Ivays  and  women's  turns.  The  travellers,  on  their  next  trip 
in  March,  will  carry  13  lines  of  boys'  shoes  and  a  full  line  ol 
women's  turns. 

Mr.  J.  M.  Peterman,  of  the  Thompson  Shoe  Company, 
Montreal,  is  now  in  the  West,  covering  from  l^ort  Arthur  to 
Vancouver. 

Women's  shoe  factories  in  Brooklyn,  Philadelphia,  and 
Rochester  were  recently  visited  by  Mr.  E.  F.  Leonard,  super- 
intendent of  the  Slater  Shoe  Company,  Montreal. 

Mr.  H.  E.  Thompson,  of  the  Thompson  Shoe  Company, 
Montreal,  and  family  spent  the  Christmas  holidays  at  Lon- 
don, Ont. 

Mr.  P.  Guerin,  assistant  superintendent,  and  Mr.  E.  VV . 
Honan,  foreman  of  the  sole  leather  room  of  the  Slater  Shoe 
Company,  Montreal,  have  been  out  of  town  for  the  holidays, 
the  former  going  to  Brockton,  Mass.,  and  the  latter  to  Marl- 
l)orough,  Boston,  Mass. 

Merchants  and  slave  owners  concerned  in  rubber  gather- 
ing on  the  Orinoco,  in  Venezuela,  have  risen  in  rebellion 
against  the  government  of  that  country  because  it  dared  to 
collect  port  duties  on  rubber  and  oppose  their  lawlessness. 
The  rebels  are  looting  the  territory  and  murdering  right  and 
left.  Many  women  and  children  have  been  known  to  have 
been  put  to  death. 

The  Gutta  Percha  &  Rubber  Company,  Limited,  of  To- 
ronto, are  establishing  a  branch  at  Edmonton  Alta.,  under 
the  management  of  Mr.  J.  R.  Sutherland. 

Wm.  Rising  of  Waterbury  &  Rising,  Limited,  wholesale 
boots  and  shoes,  St.  John,  N.B.,  recently  sailed  from  Halifax 
for  Liverpool.    He  will  spend  about  three  months  in  Europe. 

A  shoe  factory  of  a  novel  kind  has  been  working  near 
Ijerlin,  Germany,  for  some  time  past.  The  "shoes"  made  will 
not  run  much  risk  of  being  worn  out  on  pavements  or  coun- 
try roads,  for  they  are  solely  intended  for  the  purpose  of 
walking  on  water.    That  these  "hydroshoes"  are  of  a  certain 


practical  value  as  shown  by  the  fact  that  the  Prussian  Min- 
ister of  War  has  placed  an  order  with  the  enterprising  firm. 
Tests  are  to  be  made  by  a  number  of  soldiers  of  the  engineer 
regiments. 

Chas.  Merner,  superintendent  of  the  New  Plamburg 
l'"elt  Boot  Company,  Limited,  New  Hamburg,  Ont.,  met 
with  a  fatal  accident  recently.  His  clothing  caught  in  a 
drum  and  he  was  carried  off  his  feet  into  the  machinery.  He 
lingered  for  several  days  before  he  died.  The  deceased  was 
about  forty-five  years  old  and  unmarried. 

The  Modern  Shoe  Repairing  Company,  Victoria,  B.C., 
had  their  shop  broken  into  recently  and  several  pairs  of 
boots  stolen.  The  thief  was  arrested  later  and  the  goods 
were  recovered. 

On  December  30th  Germany  refused  the  request  of  the 
United  States  for  the  "most-favored-nation"  treatment  of 
United  States  steel,  rubber  and  shoes,  etc.,  but  it  hinted  that 
she  was  willing  to  bargain  for  this  concession  if  the  United 
States  would  make  an  equivalent  offer  in  return  for  it. 

Mr.  M.  C.  Galarneau,  chief  partner  of  the  firm  of  M.  C. 
Galarneau  and  Company,  and  the  oldest  leather  merchant  in 
Montreal,  died  in  that  city,  aged  83.  Mr.  Galarneau,  who 
had  a  life  long  connection  with  the  leather  business,  was 
born  in  L'Assomption,  P.Q.,  and  lived  there  most  of  his  life. 
He  was  in  indifferent  health  for  several  years.  Mr.  Galar- 
neau is  survived  by  a  widow  and  two  daughters. 

The  Moyer  Shoe  Store,  Limited,  of  Winnipeg,  Man.,  has 
been  sold  to  Buckler  &  Sons. 

The  Boston  .Shoe  Store,  Calgary,  Alta.,  has  started  busi- 
ness. 

P.  B.  Wallace  &  Son,  leather  merchants,  186  Adelaide 
Street  West,  Toronto,  recently  suffered  a  fire  loss  to  the  ex- 
tent of  some  .$500. 

Machinery  is  being  installed  in  the  factory  of  the  Rice- 
Hurlbut  Company,  St.  Catharines,  Ont.  It  is  expected  that 
both  Messrs.  Rice  and  Hurlburt  will  take  up  their  residence 
in  that  city. 

The  Amherst  Boot  &  Shoe  Company,  recently  shipped  a 
carload  of  shoes  to  Regina.  Work  is  steady  at  the  factory 
and  the  full  complement  of  hands  is  being  employed. 

The  price  of  crude  Brazilian  rubber  has  been  greatly  re- 
duced in  the  last  year,  but  no  difference  in  price  will  be  made 
to  the  consumer,  owing  to  the  increased  cost  of  labor  as  well 
as  cotton  fabric  and  the  other  ingredients  in  the  manufacture 
of  marketable  rubber. 

A.  Kain  has  taken  over  the  shoe  shop  formerly  owned 
by  E.  VV^hite,  at  Hartney,  Man. 

A  shoe  belonging  to  Capt.  Scott,  the  late  South  Pole 
explorer,  who  perished  in  the  Antarctic  regions,  was  recently 
on  exhibition  in  the  window  of  the  Wood  Shoe  Store,  St. 
Catharines,  Ont.  This  interesting  curio  was  given  to  Mr. 
John  Wood  by  one  of  the  sailors  on  the  explorer's  ship  when 
it  arrived  at  Cardiff,  Wales.    The  shoe  is  massive  in  size. 

The  plant  of  the  American  Shoe  Findings  Company,  at 
Bingham,  Me.,  was  recently  destroyed  by  fire,  the  loss  being 
estimated  at  .$100,000.  They  manufactured  shanks,  shoe  pegs 
and  bobbins.    Sixty-five  employees  are  thrown  out  of  work. 

Mr.  Donald  Inrig,  boot  and  shoe  manufacturer,  died  in 
Toronto  recently  at  the  age  of  67  years.  Mr.  Inrig  was  a 
native  of  Caithness,  Scotland. 


HEELS 

That  will 
not  check 


All  grade.'^,  denoiiun- 
ations  and  heiRhts— a 
full  line. 

BOX  TOES  THAT 

COME  ALIKE 

made  in  leather,  split, 
combination  leather, 
canvas  and  felt. 


Independent  Box  Toe  Co. 

102  Christophe  Colomb  -  Montreal 


TURN 
SHANKS 


We  manufacture  a  complete  line  of  Women's,  Misses'  and 
Children's  Leatherboard  and  all  Leather  Turn  Shanks 
of  every  variety. 

Also  Combination  Welt  and  McKay  Shanks  of  all  kinds. 

We  have  purchased  the  entire  shank  plant  of  John  Heckle 
of  Rochester,  N.Y.  and  we  are  sole  manufacturers  of 
Heckle's  Improved  All  Leather  Turn  Shanks. 

The  Rochester  Shank  Company 

176  North  Water  Street,  ROCHESTER,  N.  Y. 
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General  Store  News  of  Western  Canada 

Where  the  Shoe  Manufacturer  May  Find  a  Customer 


Alberta 

J.  B.  Chivas  has  started  a  general  store  business  at  Amisk. 
A.  A.  Rigault  has  opened  up  a  new  general  store  at 
Morinville. 

T.  S.  Veins  has  opened  a  new  general  store  at  Mirror 
Landing. 

A  new  general  store  has  been  started  at  VVroxton. 

W.  H.  Dennis  has  started  a  general  store  business  at 
Dogsland. 

T.  J.  Lancaster  has  disposed  of  his  general  store  busi- 
ness at  Bowden  to  A.  W.  Murphy. 

J.  L.  Fox  has  sold  his  general  store  at  Galahad  to  Thos. 
Watson. 

G.  Jenkins  is  commencing  a  general  store  at  Ronan. 

P.  U.  Paille  has  opened  a  general  store  at  Delmaa. 

The  estate  of  C.  A.  Spanton,  general  merchandise,  Ed- 
monton, has  been  sold  to  J.  A.  McKinnon. 

Orok  &  Lawley  have  started  a  general  store  business  at 
Hughenden. 

British  Columbia 

J.  Sharpe  has  disposed  of  his  general  store  business  at 
Nanaimo  to  E.  Devlin. 

E.  A.  Hargreavs  &  Company,  general  storekeepers  at 
Keremeos,  have  been  succeeded  by  Coleman  &  Company. 

Manitoba 

T.  J.  McGill  has  disposed  of  his  general  store  business 
at  Bunclody  to  L.  Martin. 


A.  M.  Robinson  has  succeeded  to  the  general  store  busi- 
ness formerly  conducted  by  G.  L.  Cassels,  at  Melita. 

F.  E.  Ronouf  has  started  a  general  store  busmess  at 
Bowsman. 

Saskatchewan 

P.  P.  Funk  has  started  a  general  store  business  at  Kry- 

dor. 

Jacob  Pcrgamit  has  started  a  general  store  business  at 
Pambrum. 

Buck  &  Gemmell  have  disposed  of  their  general  store 
business  at  Kronau  to  Sam  Allen. 

Nairn  &  Longthorne,  general  storekeepers  at  Keeler, 
have  been  succeeded  by  W.  J.  Moffatt. 

H.  P.  Friesen  has  sold  his  general  store  at  Hague  to  C. 
Fast. 

David  Wells  has  started  a  general  store  business  at 
Readlyn. 

J.  O.  Grainger  has  started  a  general  store  business  at  St. 
Brieux  and  another  at  Melford. 

Donald  Innes  has  started  a  general  store  business  at 
Ardath. 

J.  F.  Crosby  has  disposed  of  his  general  store  business 
at  Dubuc  to  D.  W.  Bionie. 

R.  C.  Parker  has  disposed  of  his  general  store  busmess 
at  Craven  to  T.  McLaughlin. 

A.  G.  McNaughton  has  been  succeeded  in  his  general 
store  business  at  Briercrest  by  S.  Whittaker. 

The  new  general  store,  which  is  being  erected  at  Val- 
paraiso, for  N.  Hamilton,  is  nearly  ready  to  be  opened. 


Smooth  Working  Progressive  Finishing  Machines 


SEND  FOR  CATALOG  M 


SEND  FOR  CATALOG  M 


Progressive  Shoe 
Machines  are  built 
of  tlie  best  materials 
by  thorough  and 
practical  men  who 
know  the  needs  of 
the  shoe  repair  sliop 
from  actual  experi- 
ence. We  make  sure 
that  every  part  works 
smoothly  and  effici- 
ently. 

There  are  twenty- 
four  different  models 
of  Progressive  Fin- 
ishers. Both  motor 
driven  and  foot 
power.  Built  to  last 
and  built  for  satis- 
factory service. 

Progressive  Mach- 
ines are  reasonable 
in  price  and  are  sold 
on  the  payment  plan 
or  for  cash.  With  a 
Progressive  Finisher 
your  shop  wrill  make 
more  money. 


PROGRESSIVE  SHOE  MACHINERY  CO., 

The  Best  Shoe  Finishing  Machinery  Manuf actui  ed. 
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RUBBER  HEELS 

ENGLISH  MANUFACTURERS  IN- 
vitc  applications  from  houses  with 
good  connections  with  a  view  to  tak- 
ing up  sole  agency  for  Canada.  State 
fullest  particulars  in  confidence.  The 
Lancashire  Revolving  Heel  Co.,  Ltd., 
2  Wack  Mayes  Street,  Miller  Street, 
Manchester,  England.  1-3 


Wanted  Employees 


WANTED  —  SALESMEN  TO  SELL 
our  new  Folding  Pocket  Boot  Dusters. 
Liberal  commissions  and  large  sale. 
Can  be  carried  in  vest  pocket.  Write 
E.  T.  Gilbert  Mfg.  Co.,  Rochester. 
N.Y.,  U.S.A.  1 


Two  Valuable  Assets  in  Shoe 
Manufacturing 

There  seems  to  be  an  idea  among 
some  sole  leather  foremen  that  they  can 
break  in  a  man  for  a  sole  leather  sorter 
and  in  a  short  time  he  will  become  an 
expert.  Now  I  disagree  with  any  such 
idea,  and  I  believe  that  the  man  who  has 
worked  four  or  five  years  at  the  trade 
is  the  right  man  to  sort  soles.  The  sole 
sorter,  if  an  experienced  man,  can  help 
a  great  deal  in  the  stock  fitting  depart- 
ment. A  man  who  ]ias  had  experience  in 
cutting  soles  can  judge  the  different 
grades  which  are  to  Ije  found  in  every 
side,  and  he  knows  just  where  they 
ought  to  go.  Good  stock  fitting  is  the 
result  of  careful  sole  sorting.  The  man 
who  knows  how  to  sort  soles  is  a  valu- 
able man  for  the  shoe  manufacturer,  and 
he  should  think  twice  before  refusing 
to  pay  a  good  price  for  sole  sorters. 

When  the  man  with  the  trained  eye 
sorts  he  will  have  at  the  end  of  the 
day  a  good  many  classes  of  soles  on  his 
bench,  and  if  it  is  figured  out  what  he 
has  saved  against  the  man  who  has  not 
had  the  experience,  the  question  of  wages 
could  not  be  questioned.  The  high  priced 
shoe  should  have  a  better  sole  than  the 
cheap  grade  but  it  is  often  seen  that 
on   the  high   priced  shoe  the   sole  will 


wear  out  quickly,  while  the  man  who 
buys  a  cheap  shoe  may  get  a  good  sole. 
This  can  be  attributed  to  the  sole  sort- 
ing department  where  the  sorter  was  not 
the  right  man  for  the  job. 

Another  point  is  the  grading,  and  if 
we  should  watch  the  man  who  is  skiving 
the  soles,  we  will  see  that  he  has  set 
his  machine  for  possibly  a  ten  or  twelve- 
iron  and  is  running  through  the  whole 
pile.  Just  look  at  the  pile  of  skivings 
that  is  left.  How  can  the  manufacturer 
figure  the  cost  when  he  is  employing 
a  man  to  grade  soles  who  has  not  had 
the  right  experience?  A  skilled  sole 
sorter  and  sole  grader  are  two  of  the 
valuable  assets  of  the  shoe  business. 


Reimer's         Boots  and  Shoes 

Water-proof  leather  and  water-proof 
wood  sole.    Best  for  wear  in  wet  and 
damp  places.    Lifcht,  dur- 
able, sanitary,  water- 
proof.    Special  Tann- 
age. Oil   Grain,  High 
Cut  Buckle  Shoes, 
tonsrue  and  back  strap, 
r  l)air,  SI. 3.5.  Special 
Tannage.  Oil  Grain 
Hoots,  per  pair, 
iO.  Patent 
Steel  Rails 
on  sole 
and  heel 
2oc.  per 
pair  ex- 

PATENTED       '^^^^^^^  *™ 

ALBERT  H.  REIMER  SHOE  CO. 
Manufacturers  and  Patentees,  Milwaukee,  Wis. 


We  want  to  m  for  CASH  aB 
th*  PtECED  HEEi  STOCK  w 

BeoeKTON  Heei 
Company 

BROCKTON,  MA3S. 


One  Hundred  Easy  Window  Trims 


NEW— JUST  OUT 


one  H^-^ 


The  Only  Popular-Priced  Window  Trimming  Book 
The  Only  Book  with  Inexpensive  Window  Trims 
The  Only  Window  Trimming  Book  Written  Exclusively  for  the  Small  Store 

224  Pages.  104  Full  Page  Illustrations. 
Bound  in  Cloth.     Price  $1.00  Postpaid. 

Includes  backgrounds  and  displays  for  all  classes  of  goods,  each  illustrated 
and  clearly  described  so  that  any  clerk  can  handle  it. 

All  the  materials  are  from  the  store  or  can  be  supplied  at  very  little  if  any 

cost. 

This  is  just  the  kind  of  a  book  the  merchant  with  limited  capital,  unable  to 
employ  experienced  window  trimmers,  has  been  looking  for.  With  this  book  he 
can  change  his  window  once  a  week  and  have  enough  ideas  to  last  two  years. 

It  is  the  biggest  value  and  the  most  practical  book  on  the  subject  ever  offered. 
SYNOPSIS  OF  CONTENTS 

PART  I. 

Chapter  I — Using  the  Windows — The  gen- 
eral principles  of  disijlay.  .Some  specif.c  in- 
stances. .Some  coinl>ination  window  rlisplay 
offers. 

Chapter  II — One  Idea  Window  Displays — 
Advising  against  trying  to  show  all  the  goods 
at  once. 

Chapter  III — Window  Display  Profits — How 
to  make  windows  actually  produce  direct  sales. 


Chapter  IV — Showing  the  Goods — No  mat- 
ter what  the  class  of  merchandise,  sales  are 
increased  if  it  is  attractively  displayed. 

(Hiapter  V — Window  Displays  that  Cost  No- 
thing— Some  special  windows  described  and 
illustrated. 

Chapter  VI — The  Use  of  Window  Fixtures 
— Displays  can  be  made  much  more  attractive 
with  modern  fixtures. 


Chapter  VII — Let  the  Money  in  Through 
Your  Windows — Making  a  success  of  a  paint 
department  tlirough  attractive  displays. 

Chapter  VIII — Keeping  Frost  from  Win- 
dows— Suggestions  on  this  important  subject 
from  several  sources. 

Chapter  IX — A  few  Suggestions  for  Easy 
Displays. — These  can  be  arranged  with  but 
little  expense. 

Chapter  X — Window  Card  Pointers — Some 
good  suggestions  in  tlie  making  of  show 
cards  and  the  correct  colors  to  use. 

Chapter  XI — Show  Window  Photographs — 
How  to  take  good  pictures,  avoid  reflection 
and  get  proper  contrast. 

PART  II 

Practical  Displays — One  hundred  windows, 
each  illustrated  and  described  so  that  any 
clerk  can  arrange  them  with  little  or  no 
expense.     (14.3  pages). 
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220  King  St.  West,  Toronto 
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Another  WOOdvigHt  Model 


Cook  &  Fitzgerald  Co.,  Ltd.  famous  "Hyde  Park." 

THIS  model  well  illustrates  the  trend  of 
the  times  for  a  medium  high  custom 
effect, — a  fitter  and  a  fascinator. 

Our  snappy  sales  solving  styles  fit  Both 
eyes  and  Both  feet. 

We  do  not  specialize  on  styles  that 
Dress  the  Windows  and  Distress  the  Feet. 

"Woodrighf'  the    last  word  in  last 
making. 

Woodard  &  Wright  Last  Co. 

Only  eastern  manufacturers  making  every  kind  of  Men's, 
Boys',    Women's,    Youths',    Misses'    and  Children's. 

Factory,  Brockton,  Mass.  Boston  Office,  'stfeerFw" 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Anics-lIoldcn-McCrcady   

2 

Great  West  Felt  Company  

.  15 

Ramsdell  Engraving  Company  . .  . 

.  66 

66 

Grosch  Felt  Shoe  Co  

13 

Rice  &  Hutchins  

O 

Aylmer  Slioe  Company  

n 

Rideau  Shoe  Company  

9 

61 

Robinson,  James  

6-7 

Boot  &  Shoe  Workers'  Union  . .  . 

.  .  59 

ITurlbut  Company  

56 

Rocliester  Last  Works  

63 

Brockton  Heel  Company  

50 

Rochester  Shank  Company   

.  48 

Independent  Box  Toe  Company  . . 

.  48 

Canadian  Blacking  &  Cement  Co. 

.  .  53 

1  ti  rl  P11  pTi  rl  p  ti  f   I^iiKKfr  (  omn^nv 

8 

Can.  Consolidated  Rubber  Co.   . . 

32-55 

Slater  Shoe  Company  

5 

Clarke  &  Company,  A.  R  

.  .  68 

.  54 

Standard  Engineering  Co  

64 

Cote,  J.  A.  &  M  

06 

Lamontagne,  Racine  &  Co  

.  63 

Tebbutt  Shoe  &  Leather  Co  

4 

Dominion  Die  Company   

of) 

1  n 

rhompson-Norris  Co  

53 

McMaster,  J.  J                             . . 

61 

Thompson  Shoe  Company  

.  12 

Elmira  Felt  Company  

1!) 

Milbradt  Mfg.  Company  

64 

Essex  Rubber  Company  

16-17 

Miner  Rubber  Company  

1 

United  Shoe  Machinery  Co..  60-62 

-65-67 

Evans,  Arthur  L.  Company  ...  . 

.  .  64 

Minister  Myles  Shoe  Co  

31 

Walker  Bin  &  Store  Fixture  Co.  . . 

.  14 

Evans  Company,  L.  B  

Montreal  Box  Toe  Co  

56 

Walpole  Rubber  Co  

56 

Fischer  Mfg.  Company  

. .  g:! 

Nugget  Polish  Company  

58 

Williams  Shoe  Company  

57 

6! 

Woodard  &  Wright  

51 

Fortuna  Machine  Company   ...  . 

. .  g:; 

Peters  Manufacturing  Company  . . 

.  66 

Worcester  Slipper  Company  

.  18 

Fraserville  Shoe  Company  

n 

Progressive  Shoe  Mach.  Co  

.  49 

Wright,  E.  T.  &  Company  

.  20 

To  get  results,  YOU  must  have  the 
best  material. 

That  is  why  the  Wise  Foremen  in- 
sist on  getting 

C  B«  C 

Inks,  Dressings,  Waxes,  Toe  Gum 

and  Cements 

Each  Product  Guaranteed  to  be  A  i  Quality 
Made  in  Canada  by 

Canadian  Blacking  &  Cement  Company 

Hamilton,  Ontario 
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CORRUGATED 
FREIGHT 

Mr.  Manufacturer — 

If  you  could  eliminate  all  your  packing  expenses  it  would  mean  a  mighty 
big  item  to  you. 

If  you  could  eliminate  one-half  or  one-third  it  would  be  of  interest  to 
you.  This  latter  is  possible  by  the  use  of  our  corrugated  folding  freight 
boxes,  this  is  being  proven  every  day  by  the  manufacturers  who  are  using 
them.    Our  boxes  for  packing  up  to  24  pair  of  shoes  are  equal  to  wood  and 

very  much  cheaper. 

Save  space  in  your 
packing  room,  a  corner 
that  will  hold  10  set  up 
wood  boxes,  will  hold  100 
folding  freight  boxes. 

A  boy  can  set  up  and 
pack  one  of  our  boxes 
quicker  than  a  man  could 
pack  and  nail  up  a  wood 
box. 

Boxes  are  accepted  by 
the  Railway  at  same  rate 
as  wood  cases.  Send  a 
trial  order  for  100  and 
prove  for  yourself. 


The  Thompson  &  Norris  Co.  of  Canada,  Limited 

Niagara  Falls,  Canada 


Factories :  Brooklyn,  N.Y.  Boston,  Mass.  Brookville,  Ind.  London,  Eng.  Julich,  Germany 
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No  matter  liow  mnny  dozens,  luiiidrcds  or  thousands  of  people 
liass  your  Store  daily,  only  tliosc  wlio  ENTER  your  Store  pay  your 
dividends.  TIie  sidewalks  in  front  of  your  store  may  show  the  wear 
of  countless  foot-steps,  but  the  story  of  your  business  is  only  told  by 
the  wear  your  threshold  shows. 

In  wet  weather  foot-steps  dirty  up  your  vestibule — but  each  one 
represents  money-dirt  to  you.  Janitor  service  isn't  expensive.  LACK 
of  business  is. 


to  merely  store  merchandise,  but  a  force  to  SELI^.  If  yours  does 
not  sell  then  your  Store  Front  is  absolutely  worthless  from  a  business 
standpoint.  You  are  paying  a  big  rental  to  SHOW  merchandise — 
are  you  benefiting? 


Your  Front  is  eitlier 


'partition"  or  a  "salesman" — which? 


Highest  Store  Front  Development 

Merchants  in  every  section,  state  and  town  are  adopting  KAW- 
NEER  STORE  FRONTS  to  modernize— to  increase  their  business 
Competition  of  today  demands  that  every  means  of  ad- 
vertising and  selling  be  pressed  to  the  limit.     During     l^QWnGf  'jK^ 
the  past  eight  years  30,000  Merchants  have  placed  their     1  V   SrfiDr  PoriMT*;  i 
confidence  in  KAWNEER  STORE  FRONTS  to  make 
sales,  and  to  satisfy  yourself  of  their  success,   see  if  you  can  recall 
of   ever  having  seen   a   "Bankrupt,"   "Forced   Out   of   Business"  or 
"Receiver's  Sale"  sign  tied  to  a  KAWNEER  FRONT?    The  next  time 
you  pass  a  KAWNEER  FRONT,  just  step  inside  the  Store  and  ask 
the  proprietor  what  HE  thinks  of  his  Front.     Ask  him  how  much 
his  business  has  increased  since  he  installed  his  KAWNEER  FRONT. 
.-\sk  him  if  he  regrets  the  money  he  spent  for  it— if  he  considers  his 
K.A.WNEER   FRONT    an   expenditure   or   an  investment. 

Today  a  modern  Store  Front  is  a  PART  of  the  business  with 
\vliicli  it  is  associated — not  simply  a  material  part  of  the  building. 

Since  1906  KAWNEER  has  been  installed  in  more  than  .30.000 
fronts.  Proofs  of  Merchants'  experiences  are  strongest  and  for  tliat 
reason   we   feel   your   consideration    is  justified. 

A  Logical  Demand 

Store  Fronts  have  a  business  reason  for  existence — not  simply  to 
keep  out  rain  and  cold — not  simply  to  let  in   daylight — not   a  place 


KAWNEER  FRONTS  are  made  of  either  solid  copper,  brass, 
bronze  or  aluminum ;  made  up  in  almost  any  finish  to  harmonize  with 
the  general  color  scheme  you  adopt.  They  cannot  leak,  rot,  rust  or 
warp  and  you  will  not  have  to  spend  one  cent  for  paint.  Insurance 
agencies  consider  glass  set  in  KAWNEER  a  good  risk. 

One  mfchant  writes,  "Have  been  in  business  42  years,  had  41 
winters     of    frosted     windows,    placed    a  KAWNEER 
FRONT  in  last  fall — have  had  one  winter  of  clear  win- 
JirORE  FRONTS  *         dows."     Think  of  the  sales  this  one  store  lost  during 
those  41  years  because  their  windows  couldn't   be  used. 
Show  windows  are  designed  to  SELL  merchandise.   Are  yours  doing  it' 

Store  Front  Book 

Before  you  lake  another  step  in 
consideration  of  a  new  Store  Front, 
send  for  "Boosting  Business  No. 
2.5."  It's  a  Store  Front  book  full 
of  practical  Store  Front  ideas  com- 
piled and  printed  for  you  Mer- 
chants. We  are  ready  to  help  you 
— ready  to  give  you  the  benefit  of 
more  than  seven  years  of  specifica- 
tion— to  tell  you  what  we  have 
learned  by  installing  KAWNEER 
in  ."iO.OOO  Fronts. 

Just  fill  in  the  coupon  and  send 
today— each  HOUR  you  conduct 
your  business  without  a  KAW- 
NEER FRONT  you  are  losing 
sales.  FOOT-STEPS  are  PASS- 
ING by  your  door  instead  of  enter- 
ing.     You    will    not   be  obligated. 

you. 


We  want  lo  show 


Kawneer 

Manufac.lurin^  Company 

Francis  J.  Plym,  President 

Dept.  R.  1195  Bathurst  St. 
TORONTO 


COUPON 


Kawneer  Mfg.  Co. 

Dept.  R. 
1 195  Bathurst  St. 
Toronto 

Kindly  send  "Boostirg  Busi- 
ness No.  25"  without  obligations 


Name 
St.  and  No. 
City  or  town 
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These  Advertisements 


Overs 

hoes 

Rubbers  and^^| 
Over-Slockings  in  One.  I 

Easy  to  put  on  and  take  off.  Kit  well  H 
— Look  well — Wear  well.   AU  sizes  for  H 
women  and  children.  H 
i      Buy  them  and  protect  yourself  and  H 
a.  family  from  "Winter  ills.                  "  H 

Canadian  Consolidated  RubberCo.  M 
Limited.  Montre  j^^^^^^M 

Al 

1  De2klers  t 

Kumfort 
Over 


Rubbers  and 
Over-Stockings 
All  in  One. 

Easy  to  put  on  and 
take  off.  Fit  -well- 
Look  ■well — Wear  well . 
All  sizes  for  women 
and  children. 

Buy  them  and  protect 
yourself  and  family 
from  winter  ills. 

Canadian 

Consolidated 
RubberCo. 
Limited, 
Montreal. 


will  appear  in  thousands  of  daily 
newspapers  in  Canada  during 
the  winter  months. 


Allbe^leii 


Have  You 
A  Sufficieni  Stoclc 
of 

KUMFORTS 

to  meet  the  demand  of  your  cus- 
tomers for   this  popular  seller  ? 

If  not,  send  your  order  today  to 
our  nearest  branch. 


Canadian  Consolidated  Rubber  Co.^ 


Montreal 

28  Branches  Througliout  Canada 


Limited 
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Cat's  Paw 


The  famous  Cat's  Paw  Rubber  Heels  are 
known  everywhere  for  their  excellent 
wearing  qualities.  Our  patent  canvas 
friction  plug  positively  prevents  slipping 
without  affecting  the  buoyancy  of  the 
rubber. 

For  sale  by  all  leading  jobbers 
throughout  Canada. 

Walpole  Rubber  Co.,  Limited 

8  McGill  College  Avenue 
MONTREAL 


Dominion  Die  Co. 

MANUFACTURERS  OF 

Cutting^  Dies 


of   Every  Description 


For  Cutting 

Leather,    Rubber,  Paper 
Cloth,  Etc. 

ALL  WORK  WARRANTED 

321  Aird  Ave.,  Montreal 


HEELS 


Men^s,  Boys*  and  Women's  Heels 

All  Grades 

High  grade  box  toes  for  Goodyear  work, 
also  combination  toes  of  all  kinds. 

Write  for  Prices 

The  Montreal  Box  Toe  Co. 

321  Aird  Ave.,  Montreal 


Shoes  for- 


are  made  on  five  lasts — Coin, 
Empire,  Keystone,  DeLuxe  and 
So-Cosy.  The  two  latter  being 
Right  and  Left. 

Your  Jobber  carries  a  good 
selection  of  .ss^e^isy  shoes  from 
our  range  of  five  hundred  lines. 


We  wish  you  a 
Happy  New  Year 


HURLBUT  C°;m... 
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A  Perfect  Canadian 
Product 


Built  into  the  Williams  Shoes  is 
that  combination  of  strength 
and  pliability  which  tends  to 
produce  the  highest  degree  of 
comfort  and  footease. 

Williams  Shoes  will  attract  your 
customer's  attention  because 
they  look  superior  and  will  re- 
tain their  custom  because  they 
are  superior, 

MAKE  ^'WILLIAMS'' 
YOUR  LEADERS 


The 


WILLIAMS  SHOE  CO,  Brampton,  Ont. 


s 


tsman 
hoes 


B 


ring 
usiness 


Boost  Sisman  "Everyday" 
Shoes  and  increase  the 
number  of  your  steady  cus- 
tomers. 

You  can  safely  recommend 
"Everyday"  Shoes  and  they 
will  reflect  credit  on  your  choice  of  footwear. 

Your  jobber  will  supply  you. 


The  T.  Sisman  Shoe  Company,  Limited 

Aurora,  Ontario 
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THE    "NUGGET"    POLISH  COMPANY,  LIMITED 


9,  11  and  13  Davenport  Road 


Toronto,  Ont. 
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Union  Made  Shoes  Should  be  on  Your  Shelves  for 
the  Coming  Season,  Mr.  Retailer 


You  want  shoes,  next  season,  Mr.  Retailer,  for  all  your  cus- 
tomers, and  to  satisfy  EVERYBODY,  YOU  MUST 
CARRY  UNION  STAMPED  SHOES. 


The  Union  employee  demands  Union  made  goods.  He  has 
been  educated  to  insist  on  Union  Stamped  shoes  through  our 
advertising  of  Union  stamped  shoes  in  the  labor  journals  of 
the  country.  The  Union  man  knows  that  only  shoes  bearing 
the  stamp  of  the  BOOT  AND  SHOE  WORKERS' 
UNION  are  Union  made. 


vWORKERS  UNION 


UNION/^RSTAMP 

Facto 


There  is  nothing  to  lose  and  every  possible  profit  to  gain  by 
handling  UNION  STAMPED  shoes.  They  are  shoes  of 
the  highest  quality,  made  by  expert  workmen  that  satisfy  the 
demands  of  all  your  patrons. 


You  can  secure  shoes  from  Union  manufacturers  every  day 
in  the  year,  for  in  the  Union  factory,  under  our  agreement, 
there  is  no  chance  of  delays  by  strikes. 


The  retailer  who  handles  Union  stamped  shoes  is  endorsing 
the  fair  policy  of  arbitration  with  no  strikes. 


\W0RKERS  UNION. 


DO  NOT  BE  MISLED  BY  THE  CLAIMS 
OF  NON  UNION  MANUFACTURERS. 
THE  OFFICIAL  STAMP  OF  THE  BOOT 
&  SHOE  WORKERS'  UNION  IS  THE 
ONE  POSITIVE  GUARANTEE  THAT 
THE  SHOES  ARE  UNION  MADE.  ALL 
OTHER     STAMPS     ARE  WORTHLESS. 


INSIST  ON  UNION  MADE  SHOES  WITH 
THE  STAMP  OF  THE 


Boot  and  Shoe  Workers^  Union 

Affiliated  with  American  Federation  of  Labor 

246  Summer  Street 

BOSTON,  MASSACHUSETTS 


JOHN  F,  TOBIN 

General  President 


CHAS.  L.  BAINE 

General  Sec.-Treas 


6o 
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NO  DIAMOND^TRADE  MARK 

No  Fast  Color 


Get  this  fact  firmly  fixed  in  your  mind.  It  may 
he  the  means  of  saving  you  considerable  annoy- 
ance and  inconvenience ;  for,  if  you  will  insist 
that  the  diamond  trade  mark  shall  appear  on  the 
surface  of  the  eyelets  in  the  shoes  you  order, 
you  will  be  entirely  free  from  any  complaints 
regaiding  "  Brassy  "  eyelets.  Fast  Color  Eyelets 
are  the  only  kind  that  cannot  wear  "Brassy." 
They  enhance  the  good  appearance  of  shoes  more 
than  any  other  accessory  used  in  their  manufac- 
ture; and, made  as  they  are,  with  celluloid  tops  of 
solid  color,  they  do  not  gi  ow  old  but  retain  their 
bright,  new  appearance  long  after  the  shoes  are 
worn  out. 

The  diamond  trademark  is  a  sure  ciu-e  for  all 
eyelet  troubles.  Only  the  genuine  Fast  Coloi' 
Eyelets  have  it. 


United  Shoe  Machinery  Company 

Of  Canada 

Montreal,  Que. 

122  Adelaide  St.  West,  Toronto  492 .St.  Valid-  St..  Quebec 
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Something  Worth 
Knowing 

The  use  of 

Fisk^s 

Patent 
Leather 


In  the  manufacture  of  shoes 
ensures  a  high  degree  of 
comfort  for  the  wearer  and  a 
distinctive  appearance  which 
will  appeal  to  the  most  criti- 
cal among  your  customers. 

Fisk*s  Patent  Leather  is  the 
STANDARD  of  excellence 
— It  has  no  faults 


Fisk  Limited 

Montreal 


Hope  Webbing  Co. 

Providence,  R.  I.,  U.  S.  A. 

Established  1883  Incorporated  1889 


 Manufacturers  of   

NARROW  WOVEN  FABRICS 


For  the  Shoe  Manufacturer : 


Top  Facings 
Pull  Straps 


Plain  or  with  name  or 
trade  mark  woven  in 


Stay  Webs 
and  Tapes 
Boot  Webs 


Lar^e  Factory  Modern  Equipment 

30  Years'  Experience 


For  the  Babies 


No.  417— Short  Vamp  Button,  fat 
baby  pattern,  any  color  top, 
Tassel.  -  -  $4.50 


No.  193  —  Button  shoe  No.  2008--Lambskin  Moc- 
with  tassel.  Can  be  made  casin,  shell  ribbon  trim- 
in  any  color  kid,  also  in         med.     Two  ties.  Hand 


velvet  or  satin.  $4.50 


embroidered.  $4.50 


J.  J.  McMaster 

Rochester,  N.Y. 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting  Machines 


Model-C 
Ideal  Clicking 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging 
Machines 


Heel  Protector,  Driving,  Heel  Compressing,  Loading  and  Attaching 
Machines,  Heel  Trimming,  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines ;  Gem  Insole  Machines,  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada 


122  Adelaide  Street  West,  TORONTO  MONTREAL,  QUE. 


492  St.  Valier  St.,  QUEBEC. 
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THE  ONLY 
RELIEF  FOR  BUNIONS 

and  the  only  resource  for  the 
shoe  dealer  when  compelled 
to  fit  a  bunion  deformed 
foot  is  that  wonderful  little  de- 
vice—the Fischer  Bunion  Pro- 
tector. With  it  you  can  secure 
a  perfect  fit  direct  from  the 
shelves.  Without  it  you  have  a 
hopeless  profitless  task,  a  task 
that  stamps  your  methods  as 
antiquated  ;  the  modern  shopper 
soon  loses  track  of  that  kind  of 
a  dealer.  The  lost  sale  doesn't 
pay.  WRITE 

THE  FISCHER  MANUFACTURING  CO. 

Milwaukee,  Wisconsin 

Sole  Owners,  Manufacturers  and  Patentees 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 

Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortune   Machine  Co. 


127  Duane  Street 


NEW  YORK 


COUNTERS  and  BOX  TOES 

We  manufacture  all  kinds  of  Union  and  Leather  Counters, 
Leather  Box-Toes  and  Stifteners. 


Let  us  submit  samples  of 
these.  A  test  will  convince 
you  of  the  value  of  our  coun- 
ters for  your  shoes. 


Lamontagne,  Racine  &  Co. 

115  Arago  St.,  Quebec 

TORONTO  Rep.  MONTREAL  Rep. 

R.  Lewis,  21  Scott  St.         V.  Champigny,  1276  Ontario  St. 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successtully  introduce  your  lines  and  maintain 
a  satisfactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 


The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  villagfe,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Every  General  Merchant  sells  boots  and  shoes — there  are  no 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer 


rAmVJlLm  riHANUAL.COUMEKaU  &. 

Over  29  years  in  its  field 

^'CANADA'S    GREA  TEST  TRA  DE    PA  PER. ' ' 

Issued  every  Saturday  Morning  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean 

Get  a  sample,  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results, — "THE 
COMMERCIAL" 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


NEW  LASTS 

The  latest  styles  in  lasts  may  always  be  had  from  our  factory. 
We  make  nothing  else  but  lasts  for  ladies'  footwear  and  have 
the  most  up-to-date  plant  in  America  devoted  to  that  purpose. 


Our  salesman  will  call 
if  you  so  request, 

Rochester  Last  Works 

Rochester,  N.  Y. 


mil] 


Lasts  For 
Ladies'  Shoes 
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It  Pays 
Have  an 
Attractive 
Store 


A  System  of  the 
Milbradt  Rolling  Step 
Ladders  will  pay  for 
themselves  in  a  short 
time  by  enabling  you  to 
wait  on  more  trade,  save 
the  wear  and  tear  on 
your  fixtures  and  goods, 
as  well  as  bring  the 
appearance  of  your  store 
up-to-date.  Write  for 
catalogue  which  shows 
various  styles  of  ladders 
we  manufacture. 


Milbradt  Mfg. 

2410  N.  10th  Street 
ST.  LOUIS,  MO. 


Co. 


The  Shoeman 


This  Trade  Mark  represents  the 
cleanest,  handsomest,  most-useful-to- 
the-dealer-and-clerk  shoe  journal  in  the 
United  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  shoe  salesman  who  asks  us 
for  a  specimen  copy  will  find  at  least  two 
big  useful  features  they  won't  find  else- 
where— send  in  for  a  copy  and  find  out 
what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request 

Published  by 

The  Arthur  L.  Evans  Co. 

Inc. 

183  Essex  St.,  Boston,  Mass.,  U.S.A. 


SHOE    REPAIRERS    standard  No.  2  Finisher 


We  make  11  different  Models  of 
Finishing  Machines  and  over  800 
of  Model  No.  2  (as  engraving) 
have  been  sold  in  the  OLD 
COUNTRY. 


Advantages  :- 


Ring  Self-Oiling  Bearings. 
Can  be  driven  by  1  h.p.  Motor. 
Dust  Gate  to  stop  Fan  drawing  air 
when  not  required  and  thus  save 
power. 

In  every  point,  which  makes  a 
high»class  machine,theSUPREM- 
ACY  of  the  "  Standard"  machines 
is  unquestioned. 


PRICE  $160 

Duty  and  Carriage 
Paid  to  Montreal 


The 

Standard  Engineering 
Company,  Limited 

Liecester  -  England 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  .57  inches  long  and  carries  the  following 
equipment : — 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 


2  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  imion 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjust- 
ed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  Information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 


122  Adelaide  Street  West,  TORONTO 


492  St.  Valier  Street,  QUEBEC 
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WE  are  enthusiastic  about  our  PURE  NEW  GUM  ACME  BACKING 
CLOTH.    We  have  worked  at  it  for  35  years.    We  have  been  as- 
sured many  times  by  the  biggest  men  in  the  biggest  factories  that 
"there  is  nothing  equal  to  it"    that  it  is  "the  most  perfect  Backing  in  the 
world." 

Sample  >2  yds.  free. 


PETERS    MANUFACTURING  GO. 


43-53  Lincoln  Street, 
Boston,  Mass. 


Backing  Specialists 
3  Generations 


304-310  E.  22d  Street, 
New  York  City 


Your  Staple  Lines 

Are  they  shoes  of  real  merit  that  will  stand 
up  to  rough  and  heavy  service  ? 

Can  you  show  a  customer  a  variety  of  styles 
and  quote  him  a  price  below  that  of  your 
competitor  ? 


If  you  stock 

"YAMASKA" 

your  answer  is  yes. 

Yamaska   is   a  brand  of 
many  years  standing. 

Get  our  prices. 


J.  A.  &  M.  Cote 


St.  Hyacinthe 

Quebec 


50  cents 
for  this 
cut. 


TANGOS ! 

Cuts  of  these  popular  styles, 
for  catalogue  and  newspaper 
printing,  in  stock  at  $  1 .00 
and  50  cents  each.  Send 
2  cent  stamp  and  receive 
proofs  of  cuts  that  will  help 
your  advertising. 

Ramsdell  Eng.  Co. 

Exchange  St. 

Rochester,  N.Y. 
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"SHOUPERIOR" 
RECORDER 

Protect  your  Customer,  your  Clerk,  your 
Cashier,  Yourself.  Make  each  one  connected 
with  any  transaction  satisfied.  Quick  service. 
This  is  the  kind  of  service  you  get  when 


you  use 


SHOUPERIOR 


Our  Bureau  of  Co-operation  System  and  De- 
sign is  maintained  for  your  use  FREE.  If  we 
can't  help  you  we  don't  expect  you  to  buy. 

Get  in  touch  now,  it  may  save  you  money 
and  further  worry. 

Address 

SHOUPERIOR 

c/o  Autographic  Register  Co.  of  Canada 


4-10  St.  Peter  St.  Montreal 


Limited 


Are  you  Looking  for  Help? 

The  surest  and  quickest  way  to  secure 


SHOE  FACTORY  HELP 
TRAVELLING  SALESMEN 


RETAIL  SALESMEN 
OFFICE  ASSISTANTS 


is  to  insert  a  small  advertisement  in  the  "Wanted 
and  For  Sale  Department"  of  FOOTWEAR  IN 
CANADA. 

Great  results  come  from  little  want  ads. 

Try  one  next  issue. 

Footwear  in  Canada ''°¥b"go'.i,S;"' 


FOOTWEAR 


IN  CANADA 


IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada 

Montreal^  Que. 

122  Adelaide  Street  West,  Toronto  492  St.  Valier  Street,  Que. 
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The  Dawn  of  a  New  Year 

and  of  new  resolutions 

THE  BEST  RESOLUTION 

for  1914 

is    to   purchase  only 

Clarke's  Patent  Leather 

Write  us  for  prices  and  particulars 

A.  R.  Clarke  &  Co.,  Ltd. 

633-661  Eastern  Ave. 
Toronto 
Montreal 
Quebec 


Est.  1852 


Est.  1852 


Vol.  IV~No.  2 


Toronto,  February,  1914 


The  Demand 
For  Miner 

When  it  comes  to  selling  Miner  Rubbers  it 
is  a  que^ion  of  supplying  a  demand. 

In  every  part  of  the  land  cu^omers  ask  for 
Miner  Rubbers.  Buy  them  and  your  rubber 
department  will  grow. 


The  Miner  Rubber 

Company,  Limited 

Granby  Montreal 
Quebec  Toronto 

SELLING  AGENCIES 
Jackson  cfe  Savage,  Limited,  Montreal 
K.  B.  Griffith  &  Co.,  Hamilton 
J.  M.  Humphrey  &  Co.,  St.  John,  N.B.,  and  Sydney,  C.B. 
The  Miner  Rubber  Co.,  Quebec 
VV.  A.  Mursh  Co.,  Western,  Limited,  Winnipeg 
The  Miner  Rubber  Co.,  Ottawa 
Lnn^HH^^^HmMi  Coates,  Burns  &  Wanless,  London 

Dovvling  &  Creelman,  Brandon 
Hlachford,  Davis  &  Co.,  Limited,  Toronto 
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Add  to  Your  Sales  and  Profit 

By  Selling 


\ 


Ames  Holden 


McCready 


Shoes 


They  maintain  the  highest  standard  for  style  and  quality 
and  are  sold  at  moderate  prices. 

We  are  showing  the  leading  sellers  for  Spring,  in  our 
Samples  and  if  you  have  not  already  placed  your  order 
send  us  a  card  request  at  once,  and  we  will  have  our 
Representative  call,  with  our  full  line  of  Samples. 

Letter  and  Phone  orders  have  our  prompt  attention. 
Anything  you  need  for  immediate  wants  send  to 

THE  BIG-IN-STOCK  HOUSE 

Ames  Holden  McCready,  Limited 

Montreal  St.  John  Toronto  Winnipeg 

Calgary  Edmonton  Vancouver 

Granby  and  Maple  Leaf  Rubbers,  always  on  hand. 
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Bent^Bones 


How  Many  Times  Have  You 
Seen  These  Bones? 


^      WORLD  SHOEMAKERS 
m  FOR  THE  WHOLE  FAMILY 


BOSTON,  U.S.A. 

By  means  of  the  above  X-Ray  photograph  of  distorted  feet-bones,  we 
have  been  educating  the  people  of  the  United  vStates  and  Canada  back  to 
common-sense  in  footwear, — to  Educator  Shoes,  the  footwear  that  allows 
"room  for  five  toes."  Doubtless  you  have  read  our  "Bent  Bones"  advertise- 
ments time  and  again.  We  want  more  Educator  dealers  in  Canada, — the  con- 
stantly-increasing number  of  inquiries  that  we  are  receiving  from  your  custo- 
mers shows  us  that  the  business  is  there,  waiting  for  someone.  Will  you  be 
the  man  or  shall  we  look  elsewhere? 

Educators  are  made  by  Rice  &  Hutchins,  of  Boston,  and  are  distributed 
to  the  Canadian  trade  through 

Western  Shoe  Distributing  Go, 

719  Main  St.,  Winnipeg 


K.  Rose  -  Lumsden  Bldg.  -  Toronto 


Fducator. 

""SHOE® 
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No.  102.    Men's  Felt  Blucher,  Vamp  Lined, 
Leather  Facing  and  Baci<  Strap,  Felt 
Sole  and  Heel. 


Warmth 
Comfort 
Wear 


These  three  essential  features  are 
found  in  our  "Cold  Proof"  felt  boots, 
shoes  and  slippers.  Our  carefully 
made  felt,  original  designs  and  thor- 
ough workmanship  are  responsible 
for  the  lasting  wear  they  give. 


No.  168 

No.  168.    Men's  Felt  Blucher,  Chrome  Fox- 
ed and  Toe  Cap,  Leather  and  Back  Strap, 
Vamp  Lined,  Elk  and  Felt  Sole  and 
Rubber  Heel. 


The  Great  West  Felt  Go's.  "  Gold 
Proof"  felts  include  every  style  and 
shape  for  men,  women  and  children 
— for  wear  indoors  or  outdoors  -  fur 
trimmed  or  plain. 

Samples  are  now  being  shown  by 
Independent  Jobbers. 

Illustrated  Catalogue  sent  upon 
request. 

We  are  not  in  any  trust. 

The 

Great  West  Felt  Co. 


Elmira  Ont. 


Limited 


No.  205 

No.  205.    Women's  Felt  Ruskin,  Plush 
Bound,  Leather  Facing,  Flexible 
Leather  Sole  and  Heel. 


No.  202 

No.  202.  Women's  Felt  Bal,  Dongola  vamp 
and  Back  Foxing,  Leather  Facing  and 
Back  Strap,  Leather  Sole  and  Heel. 
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^Xanadian  Boy^^  Samples 

Our  representatives  are  now  on  the  road  with  the  "  Cana- 
dian Boy"  samples  for  fall  19  14,  and  we  trust  that  you  will 
examnie  them  closel)/  and  then  you  will  agree  with  us  that 
they  are  absolutely  the  best  line  of  boys  samples  you  will 
see  this  season. 

New  Lasts  —  New  Styles 

Solid  well  made  goods,  with  a  snappy  saleable  look  about 
them  that   pleases,  through  vamps,  sole  leather  counters, 
solid   leather  throughout,  and  soles  that  wear,  these  are 
some  of  the  reasons  why  341  of  the  leading  merchants  of 
Ontario  find  them  a  good  line  to  handle. 

SATISFACTION  -  SERVICE  -  PROFIT 
For  the     CANADIAN   BOY  "  Booster 

^ The  Reliance  Shoe  Co.,  Limited 

350  Sorauren  Avenue,  Toronto 
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Watch  Your 

Sizes 

And  when  you  have  a  sorting  order  to 
place  send  your  list  to  our  St.  Thomas 
factory. 

We  can  make  prompt  shipment  of  com- 
plete orders  in  good  shoes. 


E.  T.  Wright  &  Co.  Inc. 

Rockland,  Mass.  St.  Thomas,  Ont. 
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Make  Your  Show  W/^indows 

Pay  Your  Rent. 

Many  Sales  are  made 
from  the  Sidewalk. 

This  particular  set  of  Inter- 
changeable Window  Fixtures 
will  make  the  finest  of  Win- 
dow Trims — will  display 
your  merchandise  to  a  Sell- 
ing Point/'  will  give  you 
snappy  trims  which  will  at- 
tract local  and  transient 
trade.  This  set  affords  quick 
and  frequent  changes. 

Read  further  about  this  wonderful 

Set  for  Shoe  Stores 

Hundreds  of  Trims.  With  this  set  over  500  original  trade  pulling  win- 
low  trims  can  be  made  and  at  no  time  making  any  two  alike,  besides 
lundreds  of  standard  and  odd  window  fixtures  can  also  be  made. 

Can't  Wear  Out.  ONKEN  YOUNITS  are  now  made  so  they  cannot 
ihow  any  wear.  The  NEW  construction  the  "Sunken  Steel  Socket" 
takes  the  place  of  the  old  construction.  There  are  now  NO  Screws 
Screwing  Into  Wood.  They  will  now  last  for  many  years.  The  con- 
struction is  sturdy  and  high  grade  throughout.  Simplicity  in  detail  is 
the  principle. 

A  Book  of  Window  Trims  Included.  A  large,  beautiful  book  of 
many  captivating  trims  made  with  this  set  will  be  sent  FREE  with 
his  set.    This  book  is  a  help  to  any  window  trimmer. 

Made  of  Oak.  The  entire  set  is  made  of  thoroughly  Kiln  Dried 
3ak,  the  metal  parts  of  cold  rolled  steel,  each  YOUNIT  is  accurately 
machined  to  fit  right  and  made  interchangeable. 

Our  Guarantee.  We_  guarantee  to  .  replace  this  set  FREE  of 
CHARGE  any  time  within  one  year  if  it  proves  defective  in  any 
ivay  through   construction  or  parts  not   fitting  satisfactory. 

Our  Standard  Finishes.  We  will  ship  this  set  in  either  Weathered, 
".olden  or  Antique  Oak,  all  in  a  soft,  mellow  wax  non-scratchable  finish. 

.Tust  ask  the  merchant  who  has  bought  a  set  of  these  fixtures  with  the 
(NEW  CONSTRUCTION)  what  he  thinks  of  them. 

Price  for  the  Full  Set  No.  101  ^43ne? 


Price  for  a  Medium  Set  No.  lOU 
Price  for  a  Small  Set  No.  101  j 


$25.00 
$15.75 


•AT'D.  IN 
NITED 
m  FOREI 
COUNTRIES 


The  Storage  Chest.  The  220  YOUNITS  that  make  up  this  set 
are  put  up  in  A  HARDWOOD,  HINGED  LID  STORAGE 
CHEST  (oiled  finish).  A  good  place  to  keep  any  part  of  the  set 
lhat  PS  not  being  used. 


F.  O.  B.  Hamilton,  Ontario,  Canada 
Order  thru  your  JOBBER  or  DIRECT 

The  Oscar  Onken  Co. 

No.  591  W.  4th  Street,  Cincinnati,  0.,  U.S.A. 

Quick  Shipments.   Address  All  Correspondence  to  Cincinnati.  Send 
for  Younit  Catalog.  Stock  is  alsocarripd  in  CANADA, 
ENGLAND  and  AUSTRALIA 
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An 

Important 
Stipulation 
By  Shoe 
Manufacturers 


We  are  now  in  receipt  of  many 
orders  from  high  grade  shoe  manu- 
facturers which  have  written  across 
the  face  the  following  conditions  : 

"All  soles  must  have  the  Essex 
Trademark  in  the  shank. " 


The  inference  to  be  drawn  from  this  proclamation   is  unmistakable — 

1st— The  public  after  having  tried  all  other  brands, 
has  unanimously  declared  its  preference  for  Essex 
Soles  because  of  uniformly  high  quality  —  skilled 
workmanship  and  the  durability  of  the  rubber. 

2nd  Shoe  manufacturers  have  found  they  cannot 
risk  the  reputation  of  their  goods  by  attaching  any 
but  Essex  Rubber  Soles  and  Heels. 

You  are  always  safe  when  you  specify  ESSEX — sure  of  the  quality — sure  of 
the  style  you  want  in  the  size  you  need — and  sure  of  prompt  delivery, 
because  of  our  large  manufacturing  facilities.  We  are  now  making  75%  of 
all  rubber  soles  and  heels  used  in  the  United  States.  This  fact  alone  demands 
your  consideration  before  placing  your  next  order. 


Essex  Rubber  Company,  Inc. 

Principal  Offices  and  Factory,  Trenton,  N.  J. 

FARNSWORTH,  HOY!  &  CO.,  Boston,  Mass.  THE  RUPP  &  WITTGENFELD  CO.,  Cincinnati,  O. 
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Vassar 


AI 


style 
Fit 

Quality 


Minister  Myles  Shoe 

Company,  Limited 

Toronto,    -  Ontario 
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Rubber  Footwear  Season  1914--1915 


Opening  Date,  Monday^  March  2nd 

Wait  for  the  celebrated 

"Maltese  Cross"  Line 


Right  Goods 


Right  Prices 


Distributing  Agencies: 


Ontario 

W.  B.  Hamillcjii  Shoe  Company,  Ltd.,  Toronto. 

D.  D.  Hawthorne  &  Company,  Toronto. 

J.  D.  King  Company,  Limited,  Toronto. 

The  John  McPherson  (Company,  Ltd..  Hamilton. 

.Sterhng  Bro.s.,  Limited,  London. 

J.  A.  Johnston  Company,  Brockville. 

C.  -Stephens  Company,  Limited,  Collins^wood. 

Maritime  Provinces 

Waterbury  &  Rising,  Limited,  St.  John,  N.B. 
J.  W.  Boyer  &  Company,  Victoria,  N.B. 


Quebec 

James  Linton  &  Company,  .Montreal. 

Alfred  Lambert,  Lie,  Montreal. 

Thompson  Shoe  Company.  Limited.  .Montreal 

Canada  Shoe,  Montreal. 

J.  H.  Begin,  Enreg.,  Quebec. 

J.  H.  Larochelle  &  Fils,  Quebec. 

F^astern  Townships  Shoe  Co.,  St.  llyacintlie. 

Manitoba 

Thomas  Ryan  &  Company,  Ltd.,  \\  innipeg-. 

Saskatchewan 


Maybee,  Kennedy,  Limited,  Moose  jaw 
W.  G.  Downing,  Limited,  Rei'^ina. 


A  Iberta 

A.  McKillop  &  Company,  Limited,  Calgary. 

British  Columbia 

Damer,  Lumsden  Com])any,  Vancouver. 

.4/50  Branches  of  Gutta  Percha  &  Rubber,  Limited,  at 

Montreal  Winnipeg  Vancouver 

Calgary  Fdmonton  Regina 


Gutta  Percha  &  Rubber,  Limited 

Toronto,  Canada 
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Eaisily 
Sold 


It's  the  old  true  epigram 
—  "Well  Bought  is  Half 
Sold."  This  applies  par- 
ticularly to  felt  footwear. 
Buy  Elmiras  and  you 
will  buy  well.  We  make 
our  own  felt  and  produce 
our  own  styles,  so  are 
better  able  to  guarantee 
a  strictly  up-to-date  and 
high  grade  product. 

Careful  workmanship 
and  strong  sewing  are 
features  of  Elmira  felts. 


Large 
Variety 


The  large  variety  of 
styles,  sizes  and  colors 
found  in  the  famous  El- 
mira line  is  sure  to  sup- 
ply every  demand  that 
could  be  made  for  felt 
footwear. 

When  you  want  felt  foot- 
wear ask  your  jobber  to 
show  you  the  popular 
"Elmira."  The  above 
trade  mark  is  on  ever)' 
pair. 


Manufactured  by 

The  Elmira  Felt  Co.,  Limited,  Berlin,  Can. 


FOOTWEAR    IN  CANADA 


BOSTONIAN 


A  Big  Seller 

The  Bostonian  Shoe,  by  reason  of  its  outstanding 
qualities,  brings  big  sales  to  the  retailer  who  carries  a 
stock  of  this  exceptional  line  of  footwear. 

My  Spring  Samples  of  Bostonians  include  the  new- 
est lasts  in  Velours,  Tan,  Calf,  Gunmetal  and  Patent. 

Your  orders  will  be  promptly  and  satisfactorily  filled. 


James  Robinson 

Montreal 


FOOTWEAR  IN 


CANADA 


JAMES  ROBINSON 


The  Best  Made 

My  Rubbers  are  the  four  famous  brands  manufactured 
by  the  Independant  Rubber  Co.  The  Royal,  Bulldog, 
Dainty  Mode  and  Kant  Krack.  These  brands  are  known 
from  coast  to  coast  and  are  consequently  quick  sellers. 

Rubbers  will  be  in  demand  for  some  weeks  to  come. 
Bear  this  in  mind  and  get  the  trade  by  stocking  the  best. 

A  Post  Card  will  bring  one  of  my  travellers. 


James  Robinson 

Montreal 
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The 
Slated 
Shoe 


"Slater" 
The  Old 
Reliable 
Footwear 


Assemble  the  best  leather  that  ever  came  from  a 
tannery,  the  highest  grade  findings  the  market 
offers — employ  skilled  workmen  and  adapt  as 
your  models  those  lasts  and  styles  which  will 
prove  most  popular  and  you  will  have  Slater 
Shoes. 

Back  this  up  by  50  years  of  reputation  and  con- 
sistent consumer  advertising  and  you  will  have 
the  "service  plus"  that  goes  with  ever\-  pair  of 
Slater  Shoes. 

Do  i/ou  sell  Slater  Shoes  ? 


Slater  Shoe  Co. 

Limited 

Montreal 
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THIS  YEAR 


SHOES 


r 


R 
B 
E 
I 
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The  average  man,  ever  since  man  began  v^earing  shoes,  looks  for  a  popular  priced  shoe.  He 
wants  style,  comfort  and  quality  without  paying  any  fancy  price.  Our  "Leader"  brand,  goodyear 
welt  shoe  to  retail  at  $4.00,  will  interest  every  retailer.  It  is  easily  sold  to  the  average  man, 
with  profit  to  you  and  satisfaction  to  him.    The  "  Leader "  is  a  strong  seller. 

Have  you  ever  seen  our  McKay  line  in  men's,  boys',  youths'  and  little  gents'  ?  Do  not  let  our 
traveller  gel  away  from  your  town  without  seeing  his  samples.  You  will  be  more  than  surprised 
at  the  value  there  is  in  this  line.    Our  "Leader"  brand  shoes  are  all  leaders. 

Corbeil  Limited 

Manufacturers  of  Good  Shoes  to  Retail  at  $3.50,  $4.00  and  $5.00 
Makers  of  '  BENCH-MADE  "  and  "  LEADER  "  Brands 


Warehouse  and  Office 
71  St.  Paul  St. 


Montreal,  P.Q. 


Factory 
63-71%  St.  Paul  St. 
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RIDEAU 
SHOES 

Leaders  in  Style,  Fit  and  Quality 


When  you  sell 
Rideau  Shoes  you 
offer  something  sty- 
lish but  not  extreme, 
substantial  but  not 
heavy,  and  good  but 
not  expensive. 

Rideau  Shoes  are 
made  in  many  styles 
and  all  leathers  for 
men  and  women. 

Write  us  to  en- 
sure a  call  from  a 
Rideau  man  with 
his  Rideau  samples. 


Rideau 

Shoe 

Company 

Limited 

Montreal 
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New  Shoe 


Buttoned  Shoes  will  be  more  popu- 
lar than  ever  during  the  present 
year.  Secure  your  share  of  the 
profits  accruing  from  the  increased 
demand  for  this  line  of  footwear. 

The  buttoned  shoe  that  will  work  its 
way  to  the  top  in  the  estimation  of 
retailer  and  consumer  is  the  new 
model  AYLMER. 

The  new  buttoned  AYLMER  for 
men  is  an  odds-on  favorite.  Back 
it  and  win  the  footwear  race  in 
your  town. 


The  Aylmer  Shoe  Co. 

Limited 

AYLMER,  ONTARIO 


Fraserville 


Fraserville  Shoes  for  men,  women 
and  children  constitute  a  line  of 
footwear  you  can  conscientiously  re- 
commend, safe  in  the  knowledge 
that  they  will  not  come  back  on  you. 

They  combine  perfect  fit  and 
smart  appearance  with  unusual 
strength  and  durability,  and  will 
prove  a  profitable  investment  for 
every  retailer. 


Footwear 


There  is  nothing  cheap  about 
Fraserville  Shoes  except  the  price. 
They  are  manufactured  from  good, 
strong  leather  on  neat  and  attractive 
lasts.  If  you  want  a  reliable  line  of 
footwear  for  this  year,  see  our  new 
models.  Another  of  our  specialties 
it  will  pay  you  to  stock  is  the  fam- 
ous "Tiger"  Brand  heavy  shoe,  par- 
ticularly adapted  for  railroad  and 
mining  work.    Catalogue  on  request. 


Fraserville  Shoe  Co. 

MANUFACTURERS  Limited 
and  WHOLESALERS 

Fraserville  -  Quebec 


W.  DAVIS 
124  Wellington  St.  W.,  Toronto 

Special  Ontario  Representative 
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La  Parisienne 
Fine  Shoes 

For 

Ladies 

No  factory  in  Canada  produces  a 
lady's  shoe  as  superior  in  style,  fit 
and  quality  as  La  Parisienne  Shoe. 
This  line  includes  shoes  in  eii^ht 
stylish  lasts  in  turns  and  welts. 
La  Parisienne  shoes  have  a  short 
vamp  which  makes  them  look 
small  —  hence  their  popularity. 
Our  mock  welt  shoe  has  a  heavy 
sole — 14  gauge. 

In  laches'  pumps  La  Parisienne 
has  a  liii^h  French  heel  reinforced 
by  our  patent  steel  shank  which 
prevents  the  heel  from  bending 
forward. 

If  you  sell  to  high  class  custom 
you  should  enquire  into  the  merits 
of  La  Parisienne  shoes. 

La  Parisienne  Shoe  Co. 

614  La  Salle  Ave.,  Maisonneuve,  Que. 
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JJERE^S  a  plan  to  so  in- 
crease your  profits 
that  you  will  want  to  sell 
the  Dunlop  line  of  Rubber 
Heels  exclusively. 

Read 

on 

DUNLOP 

TIRE   &   RUBBER  GOODS   COMPANY,  LIMITED,  Toronto 

20 


i-oor  \v  I';a  K  in  canai:a 


OPPORTUNITY  NO.  1 


I  )unli  I]) 
(liizeii  |) 


lec 


l-'iir  c'\cr\-  one  liuiidrcd  box  lids  (if  our  Xcw  l)uiil()|)  "I'eeiio-" 
Ik-el — or  Diinlo])  licels  of  any  kind — rctnrncd  to  us  in  any  otu- 
month  of  tliirty-onc  days,  starting  from  any  day  in  the  month,  w  e 
will  ^cnd  yon  an   l'^xl)rc^s  (  )rdcr  for  ,^2.00,  or  the  same  \  alne  in 
Is.    As  \dn  w  ill  see,  this  is  a  rebate  of  two  cents  j)ei'  lid,  or  t\\  ent\ -hjnr  cents  for  e\  er\' 


airs  of  heels  >old  1)\-  vou 


OPPORTUNITY  NO.  2 


I'or 
I""x|)rcss 
per  1)(  )X 


e\erv  one  hundred  box  lids  returned  to  us  in  any  twn  mllnth^  oi'  lon;^ei",  we  will  send  _\ 
()rdcr  for  .Sl.-^O.  m'  the  same  \alue  in  Dun  op  lleels.  This  is  a  rebate  of  one  and  a  half 
or  eiiLjhteen  cents  f(jr  e\  erv  dozen  pairs  of  heels  sold  by  yon. 


on  an 
cents 


BIG  CONSUMER  INDUCEMENT 

We  propose  to  offer  the  consumer  just  as  big  an  inducement  to  buy  Dunlop  lleels,  as  we  oKer 
you  to  sell  them.  In  each  box  of  heels,  going  out  from  the  h'actory,  there  will  be  i)laccd  a  serial  num- 
ber, b'.ach  month  twenty-li\e  prizes  totalling  Fifty  Dollars  will  be  ottered  for  certain  lnck_\-  numbers. 
(  )nr  new  s])aper  adx  ertising  will  la_\-  the  whole  i)lan  before  the  people. 

AN  UNEQUALLED  PROPOSITION 

Wiu  will  see  from  the  above  that  the  selling  o  the  .\ew  l)nn!op  ""Peerless"  Heel,  and  other  l)un- 
lo])  lleels,  undei-  the  new  jdan,  whereby  our  big  advertising  campaign  and  prize  offers  will  whip  up 
sales,  sim|)l\  means  double  ])rolits  for  you.    It's  a  sure  winner. 


PROFITABLE  ALL 
AROUND 

Having  gixen  yon  the  plan  of 
sales  showing  w  h\-  it  is  profitable 
for  yon  to  consolidate  }'oin"  sell- 
ing abilit}'  on  the  Xew  Dunlop 
'"  I 'eerlcss"  Heel,  we  herewith  en- 
umerate Some  of  the  merits  of 
these  Heels  showing  win-  it  is 
profitable  lor  the  people  in  your 
tei-ritor\-  to  wear  them. 


DUNLOP    TIRE    &    RUBBER    GOODS    COMPANY,   LIMITED,  Toronto 
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"PEERLESS"  POINTS 


1.  No  jarring-  of  the  spinal  column. 

2.  Prevents  slipping  on  wet  or  icy  pave- 

ments. 

3.  Safety  assured,  as  the  weight  of  the 

body  causes  the  flexible  rubber  to  grip 
tenaciously  with  the  same  action  as 
the  rubber  squeeg"ee  on  a  window. 

4.  Every  step  is  certain. 

5.  Less    tiresome  to  walk  on  than  hard 

leather. 

6.  Noiseless — no  nerve-raking  clatter  on 


stairs  or  hallways  in  the  home  or 
office. 

7.  Made  of  live  rubber,   and   always  uni- 

form in  quality. 

8.  Never  hardens.     Retains  its  elasticity 

to  the  last. 


9.  Lasts  practically  three  times  as  long  as 

leather  with  absolute  comfort  all  the 
time.     No  worn  down  heels. 

10.  Frictioned  canvas  plug  never  comes 
out. 


MADE  IN  ALL  SIZES 

^  The  New  Dunlop  "Peerless"  Rubber  Heels  are  made  in  all  standard  sizes,  thereby 
facilitating  the  accurate  fitting"  of  each  pair  of  heels.  With  one  exception,  no  two  sizes 
are  combined,  such  as  three  and  four,  five  and  six,  seven  and  eight.  In  each  size  of  heel 
the  nail  holes  are  well  set  in  from  the  edge,  allowing  sufficient  room  for  trimming  where 
such  is  necessar\'. 


ATTRACTIVELY  BOXED 

^  The  New  Dunlop  "  Peerless"  Heels  are  put  up  in  boxes  of  a  distinctive  type — white 
letters  on  a  blue  background^ — Dunlop  colors — and  should  add  materiall)  to  the  appear- 
ance of  \-our  shelves. 


GET  THE  SIGNS 

^  While  they  last,  we  will  be  pleased  to  supply  )OU,  on  request,  with  an  appropriate 
window  sign  —  nickel  letters  inset  in  a  blue  background.  These  signs  cost  us  22  cents 
apiece,  and  were  made  in  England  especially  for  us. 

^  Also  we  have  in  course  of  preparation  a  Wall  Hanger  suitable  for  demonsti  ation  pur 
poses.     A  sample  of  the  New  Dunlop  "Peerless"  Heel  will  be  lacquered  on  the  top 
and  underneath  will  appear  illustrations  of  the  various  sizes  in 
made. 


hich  these  Heels  are 
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FREE  REPAIR  TAGS 

^  It  is  also  our  inteniioii  to  supply  you  with  a  quantit)  of 
Repair  Fags,  the  coupon  of  which  can  be  torn  off  and  given 
to  the  customer  as  a  receipt  for  boots  or  shoes  left  with  )Ou 
for  repairing. 

ALWAYS  SUCCESSFUL 

^  Ever  since  we  began  manufacturing  rubber  heels,  more  than  a  decade  ago,  we  have 
met  with  the  most  gratifying  success.  One  reason  is  because  our  advertising  campaigns 
in  your  interests  have  alwa}s  been  most  liberal,  thus  making  it  "eas\  selling"  for  you. 
And  another  reason  lies  in  the  unequalled  quality  of  the  heels  we  make  and  their  practica- 
bility as  applied  to  every  day  use,  a  point  that  has  appealed  so  strongly  to  the  user  in 
general  that  "once  sold,  always  sold"  seems  to  about  explain  the  situation. 

YOUR  GRAND  CHANCE 

^  With  the  prices  on  Dunlop  Heels  to  you  remaining  the  same  as  formerly,  and  the  re- 
bate plan  applying  not  only  to  the  New  Dunlop  "Peerless"  Heel  but  to  any  Dunlop 
Heels  that  you  sell  in  a  given  time,  you  will  see  that  a  profit-making  opportunity  is  now 
placed  before  you,  which  has  never  been  equalled  in  the  history  of  the  industry. 


DUNLOP  "COMFORT"  RUBBER  HEELS 

CI  The  successful  seller  for  more  than  a  decade. 

^  Has  all  the  good  qualities  of  other  Dunlop  Rubber  Heels. 

^  Pliable,  Non-slipping,  Comfortable. 

^  Gives  satisfaction  all  the  time. 


^  The  "double-profit"  proposition  applies  to  Dunlop  "Comfort"  Rubber  Heels — and  all 
other  Dunlop  Rubber  Heels — as  well  as  to  the  New  Dunlop  "Peerless." 


DUNLOPTIRE&RUBBER  GOODS 

COM  RAN  V     LI  Ml  TED 


Head  Office  and  Factories :  Toronto,  Canada 

Branches : —Victoria,    Vancouver,    Edmonton,    Calgary,   Saskatoon,   Regina,   Winnipeg,   London,   Hamilton,  Toronto, 

Ottawa,   Montreal,   St.  John,  N.  B. 
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A  Progressive  Finisher  Soon  Pays  for  Itself 


SEND  FOR  CATALOG  M 


SEND  FOR  CATALOG  M 


PROGRESSIVE  SHOE  MACHINERY  CO., 


The  Best  Shoe  Finishing  Machinery  Manufactuied. 


A  Progressive  Fin- 
isliing  Machine  soon 
pays  for  itself  in  the 
increased  business  and 
profits  it  brings  to 
your  shop.  It  en- 
aliles  you  to  do  bet- 
ter \AOrk  and  more 
of  it. 

You  can  start  with 
any  size  Progressive 
Finisher  you  want 
and  add  to  it  as  your 
needs  increase.  Yon 
simply  add  the  new 
sections  and  equip- 
ment without  throw- 
ing away  any  of  tiie 
original  machina. 

Progressive  Mach- 
ines are  giving  the 
best  of  service  in 
shoe  repair  shops 
west,  east,  north,  and 
south. 

Sold  on  the  pay- 
ment pla     or  for 
h. 


MINNEAPOLIS 
MINN.  U.S.A. 


A  Popular  Line  of 
Baggage 

You  will  notice  in  B.  T.  &  B.  baggage  that 
our  designs  are  all  original  and  not  "borrowed." 
Every  trunk  and  bag  in  the  B.  T.  &  B.  line  is 
made  for  service  to  stand  all  the  bumps  and 
rough  handling  incidental  to  travelling. 


Your  customers  will  readily 
recognize  this  as  a  substan- 
tial line. 

Write  us  for  Catalogue 

Berlin  Trunk  and  Bag 

Company,  Limited 

BERLIN,  ONTARIO 


24 


FOOTWEAR    IN  CANADA 


These  Advertisements 


l^mforr 

pOvershoes 


Rubbers  and 
Over-Stockings  in  One. 

Easy  to  put  on  and  take  oflT.  Fit  well 
— Look  well — Wear  well.  AU  sizes  for 
women  and  children. 

Buy  them  and  protect  yourself  and 
family  from  winter  ills.  , 

Canadian  Consolidated  RubberCo. 
limifod.  IVIontrp  I 


All  Det^kr^ 


Kurrifort 

'^ilxGver-. 
Shoes 


Rubbers  and 
Over-Stockings 
All  in  One. 


Easy  to  put  on  and 
take  off.  Fit  well- 
Look  well — Wear  well. 
AU  sizes  for  women 
and  children. 

Buy  them  and  protect 
yourself  and  family 
from  winter  Ills. 

Canadian 

Consolidated 
t  Rubber  Co. 

Limited, 
Montreal. 


are  appearing  in  thousands  of 
daily  newspapers  in  Canada  dur| 
ing  the  Winter  months. 


Have  You 
A  Sufficient  Stock 
of 

KUMFORTS 

to  meet  the  demands  of  your  cus- 
tomers for  this  popular  seller  ? 

If  not,  send  your  order  today  to 
our  nearest  branch. 


Canadian  Consolidated  Rubber  Co., 

Limited 

Montreal 

28  Branches  Throughout  Canada 
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A  Journal  of  its  Findings,  Making  and  Sale. 
Published    for    the    Good   ot  the 
Trade  by 

HUGH  G.  Maclean,  limited 

HUGH.   C.   MacLEAN,   Winnipeg,  President. 
THOMAS    S.    YOUNG,    General  Manager. 

HEAD   OFFICE  -  -  220  King  Street  West,  TORONTO 
Telephone  A.  929 


MONTREAL  -  Tel.  Main  2399  -  Room  119,  Board  of  Trade 
WINNIPEG  -  Telephone  Garry  8-56  -  303  Travellers'  Bldg. 
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Canada  and  Great  Britain,  .$1.00.    U.  S.  and  Foreign,  $1..'"jO. 
Single  copies  15  cents 

Vol.  4  February,  1914  No.  2 


The  manufacturers    of  branded 
Selling  Branded      footwear  go  to  considerable  ex- 
Shoes  pense  in  advertising  their  trade 
mark    and    the    merits  of  their 
goods,  and  they  do  not  purpose  to  let  their  competi- 
tors to  reap  the  benefit  if  they  can  prevent  it.  Their 
advice  to  the  consumer  is  to  "accept  no  substitute" 
and  they  are  Cjuite  right  in  so  advising  the  public. 

The  retail  shoe  merchant,  however,  does  not  al- 
ways look  upon  the  matter  from  the  same  view-point 
as  the  manufacturer  of  the  advertised  and  branded 
shoe.  With  the  retailer  a  sale  is  a  sale  and  profit  is 
profit  no  matter  who  is  the  maker  of  the  footwear. 
When  the  profit  is  the  same  he  would  just  as  soon  sell 
the  extensively  advertised  article  as  the  non-advertised 
one,  in  fact,  he  would  prefer  to  do  so,  for  it  is  easier  to 
sell  and  on  account  of  the  demand  for  it,  created  by 
the  advertising',  the  retailer  probably  has  a  large  stock 
on  hand.  He  is  naturally  anxious  to  reduce  this 
stock. 

On  the  other  hand  if  the  "no  substitute"  rule  was 
entirely  concurred  with  by  the  retailer  there  would  be 
no  such  a  thing  as  salesmanship,  the  clerks  would  sim- 
ply hand  out  what  was  asked  for  and  receive  the 
money  for  same.  It  is  a  retailer's  privilege  and  right 
to  ofl^er  suggestions  and  substitutes  when  they  con- 
sider the  latter  as  good  or  better  value  for  the  money, 
or  more  profitable  to  handle.    In  this  the  merchant  is 


merely  exercising  his  duties  as  a  salesman  and  when 
he  succeeds  in  persuading  his  customer  to  take  the  sub- 
stitute he  is  a  good  salesman. 

Sometimes  there  is  not  so  much  profit  on  the  wide- 
1}'  advertised  footwear  as  upon  other  makes  equally 
as  good.  This  may  be  accounted  for  by  the  fact  that 
tlie  manufacturer  of  non-advertised  footwear,  not  hav- 
ing heavy  advertising  bills  to  meet,  can  afford  to  sell 
to  the  retailer  cheaper  than  his  rival,  the  branded  foot- 
wear manufacturer.  However  this  may  be,  the  retailer 
would  be  very  foolish  to  not  sell  the  shoes  on  which  he 
would  get  the  most  profit  and  it  is  difficult  to  see  where 
he  is  wrong  in  so  doing.  Of  course,  it  is  necessary  to 
stock  the  widely  advertised  articles  for  which  there  is 
a  big  demand,  l^ut  should  the  customer  ask  for  a  certain 
brand  and  the  dealer  happens  to  be  without  the  size 
required  in  this  line  it  is  foolish  to  expect  the  sales- 
man to  say,  "I  am  sorry  but  we  are  out  of  the  size  you 
require.  You  can,  however,  obtain  it  down  the  street 
at  Smiths." 

The  salesman's  first  duty  is  to  make  a  sale,  one  that 
will  be  satisfactory  to  his  firm,  which  means  to  the  cus- 
tomer also.  He  must  learn  to  discriminate  between  the 
demand  created  by  advertising  backed  up  by  quality 
that  allows  for  no  substitute  and  the  demand  created  by 
publicity  only. 

^-      t-  ^ 

Most  merchants  have  a  certain 
Losses  and         fixed  percentage  included  in  their 
Profits  selling  prices  which  is  supposed 

to  cover  the  cost  of  doing-  busi- 
ness  and  a  net  profit.  In  fixing  the  figure  which  re- 
presents real  profit,  it  should  not  be  forgotten  that 
there  are  sold  in  every  store  articles  that  not  only  do 
not  bear  a  net  profit,  but  do  not  afford  margin  enough 
to  cover  the  cost  of  doing  business.  These  losses,  and 
they  are  real  losses,  have  to  be  made  up  somewhere, 
so  that  it  is  a  pretty  good  plan  to  take  them  into  con- 
sideration when  setting  the  selling  prices  on  mer- 
chandise that  is  not  strictly  competitive  on  account  of 
its  style  or  for  other  good  reasons. 

The  ignoring  of  the  losses  on  some  items  when 
liguring  profits  on  others  is  one  of  the  small  leaks  that 
sometimes  get  to  be  big  ones. 

-    *       ;|:  .  * 

How    many    advertisements  get 
"Human  Interest"    away  from  being  commonplace  ? 
in  Advertising      Not  many.    It  is  this  fact  that 
makes  it  comparatively  easy  for 
the  writer  who  uses  "original  dope,"  who  thinks  along 
his  own  lines,  to  get  gratifying  results  from  newspaper 
space. 

The  average  ad.  is  too  cold.  It  lacks  human  appeal. 
It  is  "composed"  with  too  much  attention  to  literary, 
artistic  and  mechanical  eft'ects  and  too  little  to  the  fact 
that  the  average  newspaper  reader  is  just  an  ordinary 
human  being. 

Attention  is  being  strongly  directed  to  the  "human 
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inteicsl"  in  advertising,  and  li.glitly  so.  If  more  ad- 
vertising- men  would  write  as  they  would  talk  if  they 
had  the  prospective  buyer  in  front  of  them,  there  would 
he  more  interesting  advertisements. 

*     *  * 

Enthusiasm  i>  the  lirst  essential 

The  Successful  ^'^^  successful 

Clerk  clerk.        One    who    wishes  to 

make  a  success  of  his  work  and 
is  building  for  the  future  is  willing,  if  necessary,  to 
work  long  hours.  'Inhere  is  always  something  to  do 
around  the  store  and  a  clerk  should  always  he  l)nsy. 
lie  is  forming  liabits  and  loating  i>  a  |)oor  one  to  form, 
industry  is  l)etter.  It  is  seldom  necessary  to  look  for 
work  as  it  is  generall}-  in  i)'.ain  sight.  When  it  is  not, 
it  is  time  for  the  clerk  to  get  his  spy  glass  to  work. 

The  clerk  who  cannot  un])ack  a  case  of  goods  and 
arrange  them  neatly  on  the  shelves  cannot  wait  on  a 
customer  properly  or  lit  him  correctly.  If  he  is  care- 
less in  one  duty  he  will  be  in  another.  Such  clerks 
are  more  likel}'  to  be  seen  sitting  around  complaining 
of  small  wages  than  their  more  active  and  up-to-date 
confreres,  lie  faithful  in  small  things,  even  to  tying 
of  parcels.  Make  these  as  neat  and  secure  as  pcjssible 
as  this  counts  with  the  customer. 

Study  the  trade  and  try  to  please  it.  Vou  will  meet 
with  cranks,  but  remember  that  even  they  have  their 
good  points  and  try  to  please  them.  You  may  be  able 
to  please  the  first  twenty  of  your  customers  every  time, 
but  the  next  one  may  be  a  crank  which  all  the  other 
clerks  dodge.  If  you  are  aiming  at  success  do  not 
dodge  him,  when  you  satisfy  a  crank  a  ])ig  i^oint  lias 
been  gained.  Hold  your  tempei-,  treat  him  pcditely 
and  with  consideration,  do  not  argue  and  the  chances 
are  that  you  will  make  of  that  crank  a  hrm  friend  who 
will  rely  upon  your  judgment  and  always  ask  for  you 
when  lie  wishes  to  be  served. 

i'rompt  service  is  another  essential  to  the  success 
of  a  shoe  store,  and  courtesy,  which  costs  you  nothing, 
makes  money  for  you  always.  The  best  advertisement 
any  merchant  can  have  is  a  reputation  for  prompt  ser- 
vice and  courtesy,  as  the  more  people  you  please  the 
more  you  can  sell  goods  to.  Pleasing  is  one  of  the 
arts  of  business  and  business  is  the  mission  of  your 
store. 

Another  qualit}-  that  is  essential  to  the  successful 
clerk  is  loyalty.  The  faithful  man,  the  one  that  you 
can  depend  on  every  hour,  every  day,  every  week,  is 
the  one  who  gets  ahead.  He  sometimes  even  gets 
more  ])ay  than  his  individual  service  is  worth  because 
he  is  such  a  relief  to  the  employer  who  has  more  than 
he  can  properly  attend  to  himself. 

Loyalty  constitutes  fifty  per  cent,  of  all  that  is  de- 
sirable in  human  nature,  from  a  business  man's  stand- 
point. It  embodies  faithfulness,  steadfastness  and 
zealousness.  You  cannot  be  loyal  if  you  are  indiffer- 
ent.  You  cannot  l)e  loyal  to  your  employer  unless  you 


give  him  tlie  very  best  that  is  in  you.  ^'ou  should  co- 
(jperate,  work  in  iiarmony  with  those  about  yon  and 
carry  out  instructions  given  you  to  the  letter.  'I  he 
loyal  clerk  generally  gets  full  recognition  and  when 
the  time  comes  that  a  promotion  is  to  be  made  the  em- 
l)loyee  who  has  done  his  work  well,  been  enthusiastic, 
relieved  his  employer  of  resi)onsibility  and  given  the 
lirm  loyal  and  faithful  service  is  generally  the  one  to 
receive  the  more  responsible  position. 

It  is  all  right  for  the  clerk  to  ])e  ambitious,  l)ut  he 
should  restrain  his  ambition  or  else  it  may  becoiiu- 
avariciousness.  lie  should  work  to  l)erome  indispen- 
sable with  his  tirm  and  not  Ilit  from  llower  to  flower 
like  the  bee. 

Recently  a  successful  shf)e  mer- 
chant was  asked  what  had  coiitri- 
Thinkin^  huted  to  his  success.      Ills  illu- 

minating ansvve'-  was  '"thinking." 
lie  explained  further  that  he  believed  the  mass  of  me- 
diocrity that  is  all  around  us  is  not  anv  better  off  for  no 
other  reason  that  lack  of  tliouglit.  W  e  are  all  jiroue 
to  do  things  blindly  l)y  instinct  without  knowing  the 
why  or  wherefore  or  the  probable  result  of  our  efforts, 
consequently  we  make  many  mistakes,  take  many 
false  steps  and  fall  short  of  accomplishing  as  much 
as  our  opportunities  and  talents  should  make  possi- 
ble. 

The  greatest  victory  has  always  been  achieved  by 
thinking  aright  and  right  thinking  comes  to  him  who 
thinks.  Deep,  concentrated  thought  is  not  easy  for 
one  who  does  not  practice  it,  but  he  who  does  will  be 
surprised  at  the  results  achieved. 


Business  Service 


The  merchant's  firm  name  is  the  only 
foundation  for  his  prestige.  That  cannot  be 
trademarked;  but  indiretflly  he  can  make  it 
an  even  greater  business  asset  than  a  trade- 
mark by  making  it  Stand  for  service — quality 
in  goods  and  accommodation.  Service  will 
be  the  trademark  giving  his  firm  name  a 
meaning. 

A  manufadlurer,  wholesaler,  retailer,  can 
so  impress  upon  the  buying  public  the  aduality 
of  efficient  service  it  gives  that  its  name  and 
fine  service  will  become  generally  synonymous. 
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The  Raiminiardl  Strimg  ©f 


s 


Comprise  Three  of  the  Largest  and  Most  Modern  in  Winni- 
peg— Handle  Mostly  Canadian  Shoes— Give  Employees  Prizes 

TORE  No.  1  of  the  Ran- 
nard  Shoe  Company, 
Winnipeg",  is  situated  at 
the  corner  of  Main  and 
James  streets,  and  is  the  old- 
est shoe  store  in  the  city  doing- 
business  in  its  original  location. 
There  are  older  stores,  but  not 
without  having  changed  quar- 
ters. It  is  one  block  north  of 
the  City  Hall,  and  half  way  to 
the  Canadian  Pacific  Railway 
depot.  This  is  a  very  valuable 
site,  there  being  a  very  heavy 
traffic  back  and  forth  at  this 
place.  In  fact,  the  18-foot 
sidewalks  are, very  often  a  mass 
of  people. 

This  store  was  operated  by 
the  Kilgour  Rimer  Company 
for  fifteen  years,  up  to  Decem- 
ber 30,  1903,  when  tlie  business  was  taken  over  under 
the  partnership  of  Rannard  &  Chapman.  It  continued 
under  that  firm  for  four  years,  When  Mr.  Chapman 
retired,  going  to  California.  This  store  controls  a 
large  railway  trade,  as  the  Rannard  Shoe  Company 
have  always  carried  stocks  suited  to  and  catered  to 
the  wants  of  the  railway  men.  It  is  also  noted  for 
its  big  Saturday  night  business.  Mr.  Rannard  said 
in  an  interview:  "We  have  had  fourteen  clerks  work- 
ing" at  one  time,  and  so  busy  that  even  then  we  could 
not  handle  the  trade  as  it  should  be  handled."  The 
premises  were  remodelled  in  the  interior,  and  had  a 
new  and  up-to-date  front  erected,  as  shown  in  the  il- 
lustration, in  the  spring  of  1910.  Before  this  reno- 
vating" it  had  window  display  space  of  14  feet  on  the 
front  and  6  feet  on  the  side,  while  under  the  new  or- 


No.  1  shoe  store  of  the  Rannard  Shoe  Company. 


No.  2  shoe  store  of  the  Rannard  Shoe  Company. 

der  of  things,  it  has  glass  frontage  of  16  feet  on  Main 
street  and  20  feet  on  James  street. 

James  Waddington  is  the  sales  manager,  Clarence 
Nickels  has  charge  of  the  ladies'  department,  Fred- 
erick Baird  the  men's  department,  J.  Johnson  the 
children's  department,  and  D.  P.  Aird  the  stock  room. 
Store  No.  2 

No.  2  store  of  the  Rannard  Company  is  at  330 
Portage  avenue,  on  the  corner  of  Hargrave  street.  It 
is  located  in  the  corner  of  the  Enderton  Block,  which 
is  recognized  as  one  of  the  best  store  and  office  blocks 
in  the  city.  The  location  is  an  ideal  one,  as  it  is 
across  the  side  street  from  Eaton's  department  store, 
and  is  on  wdiat  is  recognized  as  the  best  side  of  Port- 
age aA-enue.  This  store  was  opened  on  January  2, 
PUO,  and  at  this  stand  the  Rannard  firm  are  leaders 
in  footwear  fashion. 

The  premises  have  a  window 
frontage  of  18  feet  on  Portage 
Avenue  and  38  feet  on  the  Har- 
grave side,  besides  having  an 
extra  entrance  on  the  Hargrave 
side  at  the  back  of  the  store 
exactly  the  same  in  appearance 
as  the  entrance  on  Portage 
Avemle.  The  store  extends 
back  from  Portage  along  Har- 
grave Street  a  distance  ol  12.S 
feet,  and  this  brings  the  second 
entrance  directly  across  from 
one  of  the  main  entrances  of 
the  Eaton  store.  Tlie  front  at 
this  entrance  is  18  feet  wide, 
and  opens  directl}-  into  the 
ladies'  department.  During 
I'UO,  the  company  did  a  busi- 
ness of  $50,000,  Avhich  was  far 
above  Mr.  Rannard's  expecta- 
tion's. Since  that  time  the  in- 
crease in  A'olume  has  been  re- 
niarkal>le,  and  today    it  does 
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No.  3  shoe  store  of  the 
Rannard  Shoe  Company, 
at  No.  273  Portage  Ave. 
Winnipeg.  This  was  for- 
merly the  Nickle  shoe 
store. 


The  Tenth  Annual  Ban- 
quet of  the  Rannard  Shoe 
Company,  held  at  the 
"  Garry  ",  Winnipeg, 
Man.  The  heads  of  the 
firm  are  seated  in  the 
centre  at  the  left.  Staffs 
of  the  various  stores  are 
seated  together. 


one  of  the  largest  businesses  of  any  single  store  in 
Winnipeg". 

R.  F.  Eadie  has  been  the  business  manager  at 
store  No.  2  for  the  past  year;  M.  A.  Cafferky  is  the 
sales  manager;  J.  Webster  has  charge  of  the  men's 
department;  J.  H.  McGee,  the  ladies'  shoe  depart- 
ment; A.  R.  Davidson,  the  ladies'  slipper  department; 
George  Yeager,  the  children's  department,  and  Roy 
Linklater,  the  stock  room. 

Store  No.  3 

Store  No.  3,  or  the  "Nickle"  store,  is  situated  at 
273  Portage  Avenue,  and  was  bought  by  the  Rannard 
Company  No\  cml)er  7,  1913.  It  has  controlled  a  good 
trade,  and  should  make  a  splendid  addition  to  the  Ran- 
nard organization.   This  business  was  formerly  uwned 


b_\  Air.  Harry  Stark,  of  "Slater"  fame  for  seven  years, 
until  Mr.  George  Nickle  bought  it  out,  in  March,  1912. 
The  location  is  on  the  north  side  of  Portage  Avenue, 
nearly  opposite  the  Post  Ofifice,  and  half  way  between 
the  corner  of  Main  street  and  the  Eaton  store.  The 
store  front  was  remodelled  a  year  ago,  and  as  the  in- 
terior fixtures  are  very  handsome,  the  establishment 
is  patronized  f)y  a  high  class  and  large  cosmopolitan 
trade. 

J.  1'"..  Thompson  is  the  sales  manager;  C.  R.  Gra- 
ham handles  the  ladies'  dei)artment ;  W.  Bowen,  the 
men's  department,  and  W .  W.  Wiglit,  the  cliildren's 
department. 

.Mr.  ( '.  Iv  Rannard  lias  traded  as  the  Rannard  .S1k)C 
Company,  but  is  at  the  present  time  organizing  into  a 
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Hniited  compan}^,  with  a  paid-up  capital  of  $150,000. 
lie  lias  made  it  a  point  to  purchase  his  goods  from  the 
best  manufacturers,  both  in  Canada  and  the  United 
States.  Although  he  carries  some  United  States  shoes 
for  both  men  and  women,  he  is  very  favorable  to  the 
Canadian  industry,  and  has  a  leaning  that  way.  He 
believes  in  stocking  the  best  article  manufactured,  in 
order  that  he  may  ensure  satisfaction  to  his  custo- 
mers, and  at  the  same  time  be  able  to  give  the  best 
possible  value.  A  factor  in  his  policy  is  to  buy  from 
as  few  makers  as  possible,  in  order  to  give  them  such 
a  volume  of  business  as  will  enable  them  to  meet 
him  in  price  to  the  best  possible  advantage. 

Good  Service 

The  service  by  the  staffs  of  the  Rannard  shoe 
stores  is  always  recognized  as  being  first  class,  the 
proprietor  having  always  laid  particular  stress  on  this 
feature  in  building  up  his  big  business.  On  each  side 
of  the  entrance  to  each  store,  the  writer  noticed  these 
mottoes  :  "Quality — Value"  on  one  side,  "Style — Ser- 
vice" on  the  other. 

Shoes  for  All 

The  firm  carries  stocks  of  men's,  women's  and  chil- 
dren's shoes  in  all  the  stores.  Mr.  Rannard  explainer^ 
that  he  has  always  believed  in  carrying  shoes  for  every 
member  of  the  family.  Stocks  are  large  and  in  wide 
variety.  The  inventories  at  the  end  of  1913  showed 
the  stock  carried  at  the  three  stores  to  have  a  value 
of  $150,000. 

On  December  30th  the  employees  of  the  three 
stores  sat  down  to  a  sumptuous  banquet  provided  by 
the  firm.  During  the  evening  prizes  were  presented  to 
J.  Webster  of  store  No.  2  and  C.  P.  Nichols  of  store 
No.  1,  for  the  highest  sales  record  among  the  em- 
ployees of  the  respective  branches.  J.  Waddington 
of  store  No.  1,  and  Geo.  Yaeger  were  awarded  prizes 
for  best  attendance  and  all  round  sfood  w^ork. 


Felt  Goods  Likely  to  Advance 

It  will  not  be  a  surprise  to  many  dealers  to  learn 
that  felt  goods  are  higher  in  price  than  they  were  a 
year  ago.  With  leather  and  wool  prices  advancing,  it 
would  be  strange  if  felt  goods  did  not  follow  in  line. 
The  price  of  wool  has  advanced  to  a  greater  extent 
than  even  leather,  so  that  for  these  reasons  a  jump  in 
felt  footwear  cpiotations  is  necessary.  The  makers 
contend  that  this  kind  of  covering  for  the  feet  has  in  the 
past  been  sold  at  too  close  a  margin.  On  account  of 
the  large  immigration  to  Canada,  and  particularly  to 
the  western  portion,  there  is  naturally  a  prospect  for 
added  demand  for  felt  shoes.  Some  nice  new  lines  are 
being  placed  on  the  market  which  will  appeal  to  the 
trade,  not  only  for  their  comfort  and  durability,  but 
also  on  account  of  their  stjde  and  general  excellence. 


Don't  make  your  store  a  nuisance  to  the  public  by 
allowing  packing  cases  to  stand  on  the  sidewalk  longer 
than  necessary.    Respect  the  rights  of  others. 


The  high  cost  of  shoes  does  not  trouble  Conrad 
Fabyan  of  East  Gary,  Ind.  Thirty-six  years  ago  he 
purchased  in  Chicago  a  pair  of  shoes  which  he  has 
worn  continuously  ever  since.  Conrad  recently  took 
the  shoes  to  a  cobbler  for  the  sixth  resoling.  He  ex- 
pects to  wear  them  at  least  four  years  more. 


"I  like  to  enter  a  store  by  being  invited  in  by  attrac- 
tive window  displays,"  said  a  customer.  "I  generally 
choose  a  store  by  the  windows  and  I  very  seldom  find 
that  they  misrepresent  the  store." 


You  must  make  your  personality  and  the  quality  of 
the  goods  yoiu-  store  carries  known  to  the  consumer 
who  is  to  buy  the  goods.  And  this  you  can  do  only 
throuph  advertisino". 


New  Edmonton  Warehouse  for  Rubber  Company 


New  Building  of  Canadian  Consolidated  Rub- 
ber Company  at  Edmonton,  Alta. 


The  Canadian  Consoli- 
dated Rubber  Company, 
Montreal,  have  just  open- 
ed at  7j.)  104th  Street. 
Edmonton,  a  warehouse 
to  serve  that  particular 
district  in  the  West.  It 
is  a  new  Ijuilding  and  re- 
l^laces  the  one  which  was 
burnt  down  many  months 
aj.;().  This  makes  the 
twenty-eighth  Ijranch  of 
the  companj',  and  con- 
tains a  large  stock  of  rub- 
l)ers  and  the  man}'  other 
lines  manufactured  in  the 
xarious  factories.  It  will 
he  seen  tliat  the  Iniilding" 
is  a  \ery  commodious 
one.  consisting  of  five 
storeys  and  a  basement. 
The  manager  is  Mr.  C. 
M.  Himburff. 


C.  H.  Hiniburg,  manager  of  Edmon- 
ton Branch  of  Canadian  Con- 
solidated Rubber  Company. 
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las  F©r  aedl  From  the 


Trad* 


Seasonable  Ideas  for  Catching  Trade  Useful  Hints  for  Retailer, 
Wholesaler  and  Manufacturer    Plans  for  Saving  Time  and  Money 


Novel  Window  Display 

A  live  western  shoe  merchant  employed  a  uni(|ne 
metliod  to  attract  the  attention  of  the  public  to  his 
window  display.  The  occasion  was  a  sale  and  both 
windows  were  filled  with  marked  down  goods.  In 
one  was  a  lantern  with  a  red  globe  and  a  card  reading, 
"Yoii  do  not  need  much  light  to  see  the  big  values  in 
this  window."  In  the  other  window^  he  hung  a  lighted 
lantern  of  diminutive  proportions  and  with  a  blue 
globe.  Accompanying  this  was  a  card  reading:  "You 
can  see  bargains  in  this  window  by  the  light  of  a  very 
small  lantern." 

A  representative  of  one  of  the  local  newspapers,  in- 
terested in  the  outcome  of  this  novel  advertising,  stood 
across  the  street  for  an  hour  and  watched.  Out  of  107 
persons  passing  the  windows  in  that  time,  105  stopped 
and  looked  ;  manv  going  into  the  store. 

*      *  * 
Finding  Cost  of  Space 

In  figuring  newspaper  advertising  the  irsual  inelh- 
od  is  to  figure  each  item  independently,  as 
1000  lines  at  .0255  =  25.50 
1000  lines  at  .085   =  85.00 
and  so  on,  then  adding  the  extensions  so  as  to  get  the 
total. 

A  good  method  to  i)ursue,  and  which  will  cut  down 
time  in  figuring  by  a  larger  percentage  than  can  be 
imagined,  is  as  follows:  Instead  of  doing  as  above 
when  the  space  is  alike  in  all  papers,  list  the  various 
net  rates  for  each  paper  as, 

.0255 

.085 

.135 

.2225 


then  multii)ly  the  rate  by  number  df  lines,  say  1000, 
as  1000  X  .468  =  $468.00. 

'i'hus  only  one  calculation  is  necessary  ;  the  addi- 
tion would  have  been  required  in  any  case.  When  this 
method  has  been  applied  to  figuring  on  a  couple  of 
himdred  papers  you  can  understand  the  saving. 

Wlien  the  space  used  is  uneven,  increase  the  rate 
for  the  paper  in  the  same  proportion  as  the  space,  only 
consider  the  space  as  being  the  same  as  the  others. 
For  example,  if  1000  Hues  are  being  used  in  all  tlie 
other  papers,  and  in  another  pa]:»er  1500  lines  at  a  net 
rate  of  .085,  then  instead  of  figuring  this  item  separate- 
ly, increase  the  rate  one  half  and  reduce  the  space  to 
1000  lines  for  1500  x  .085  =:  $127.50  and  1000  x  .127^ 
(.085  +  .0425  =  .1275)  =  $127.50  =  the  same.  Otlier 
quantities  can  be  treated  likewise. 

*      *  * 
Customers  By  the  Wagon  Load 

"How  to  get  the  people  into  the  store"  is  a  question 
on  which  the  majority  of  store  proprietors  expend  a 
good  deal  of  thought  and  study.  A  general  merchant 
in  a  small  western  town  surrounded  by  a  large  rural 
population,  solved  the  problem  for  at  least  one  day  in  a 
novel  and  highly  efifective  manner. 


lie  offered  a  premimn  worth  $10.00  to  the  farmer 
who  brought  the  largest  number  of  women  to  the  store. 
Competitors  filed  the  biggest  rigs  at  their  command 
with  their  own  and  their  neighbor's  wives  and  daugh- 
ters and  l)rought  them  to  the  store. 

The  pri/.e  winner  distanced  his  competitors  by  driv- 
ing a  hayrack  load  of  hilarious  women  to  the  store  door. 
After  that  it  was  up  to  the  store  to  make  buyers  of  the 
visitors,  a  task  which  should  be  easy  with  people  al- 
ready in  an  expansive  mood  from  the  friendlv  rivalry 
of  the  contest. 

*      *  * 

As  to  Hosiery  Sizes 

Often  the  question  arises  as  to  sizes  of  hosiery  in 
re'ation  to  footwear  sizes.  Few  clerks  know  this. 
Herewith  we  give  an  authenic  chart,  published  in  a  re- 
cent issue  of  The  Shoeman,  which  you  can  keep  for 
this  point. 

Shoe  Sizes 
Women's  Childrens' 


reference  coveriu 
1 fosiery 


Sizes 
4 

5 

5/2 
6 

ey 
7 

7y 

8 

sy 
9 

9^ 
10 

101^ 
11 

11/. 

12 


Men's 


5^-6 

ey—? 
7y—s 
sy—D 
9^—10 
loy—w 


uy—i 
\y—2y 

3—4 

4y—5y 

6—7 

7y~8y 


3y—4y 

5—  6 
6>^— 7^ 

8—9 

9y—ioy 

11—12 
12^—1 

\y-2y 

3—4 
41^—5^ 

6—  7 


Infants' 

1—  1/2 

2—  3 
3^—4/ 

5—6 
6/— 7/ 

8—9 
9/— 101^ 
11—12 


*  *  >(: 

Multiplication 

When  the  unit  of  the  multiplier  is  one,  special 
short  cuts  are  possible.  Thus  when  multi])lving  by 
11.  it  is  necessary  to  put  down  only  the  multiplicand, 
and  then  beginning  at  the  right  add  to  the  left,  one 
figure  at  a  time.  When  the  sum  of  two  figures  is  more 
than  ten,  the  ten  is  carried  into  the  next  column,  of 
course. 

Example 

Formula 
2  2 
4  6 
6  10 


Old  Wav 
329642 
11 


New  AVav 
329642 


329642 
329642 

3626062 
AVhen  the  unit 


3626062 


16 
12 

6 
3 


a  multiplier  is  one,  but  tiie  tens 
are  more  than  one,  the  time  used  in  writing  both  mul- 
tiplier and  multiplicand  is  saved  if  the  ten  times  is 
placed  in  the  proper  position  directly  under  the  mul- 
tiplicand. 
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Leaders  In  TIbe  Shoe  and  Leather  Trad( 

S.    H.    PARKER     SHOEM  AN 


Mr.  S.  H.  Parker,  the  present  managing  director 
of  tlie  Solid  Leather  Shoe  Company,  Limited,  Preston, 
Ontario,  is  a  man  of  vast  experience  in  the  shoe  trade, 
having  held  the  position  of  sales  manager  and  styles 
man  for  the  past  seven  years  with  the  Wm.  A.  Marsh 
Company,  Limited,  Quebec.  Mr.  Parker's  first  ex- 
perience in  the  shoe  trade  was  some  thirty-two  years 
ago,  when  he  was  employed  in  a  retail  shoe  store  in 
Montreal.  At  this  time 
cartons  were  unknown, 
shoes  being  fastened  to 
their  mates  with  strings. 

After  spending  eight 
years  in  the  retail  business 
Mr.  Parker  started  in  the 
wholesale  line  with  James 
Legget,  who  at  that  time 
was  recognized  as  the 
largest  wholesale  shoeman 
in  Eastern  Canada.  Later 
on  he  joined  the  travelling 
stafif  of  the  Lynn  Shoe 
Co.,  of  Montreal,  work- 
mg  the  territory  east  of 
Toronto  for  one  year. 

Mr.  Parker  next  accept- 
ed a  position  as  traveller 
with  the  Tetrault  Shoe 
Company,  of  Montreal,  his 
territory  being  Ontario, 
west  of  Toronto.  For  two 
years  more  he  travelled 
Ontario  east  of  Toronto, 
for  the  same  firm.  The 
company  then  decided  to 
sell  only  to  jo])ljers  and 
withdrew  a'l  their  travel- 
lers who  had  b-een  selling 
to  the  retail  trade.  The 
firm  thought  very  highly 
of  Mr.  I'arker's  services, 
however,  and  retained  him 
as  sales  manager,  giving 
him  complete  charge  of 
the  getting  out  of  samples. 
In  all,  Mr.  Parker  remain- 
ed with  the  Tetrault  Shoe 
Company  about  eleven 
years. 

About  seven  years  ago  he  was  offered  and  accept- 
ed the  position  of  sales  manager  and  styles  man  of 
the  Wm.  A.  Marsh  Company,  Quebec,  holding  that 
])osition  until  he  accepted  his  present  one  with  the 
Solid  Leather  Shoe  Company,  of  Preston,  ft  is  known 
tlTat  the  increase  in  the  ])usiness  of  the  Wm.  A.  Marsh 
Company,  during  the  last  seven  years,  was  \'ery  large- 
ly due  to  the  energy  and  ability  of  Mr.  Parker;  tliis 
increase  being  over  three  times  that  of  1907. 

It  will  be  seen  from  this  article  that  Mr.  Parker's 
knowledge  of  the  trade  is  complete,  having  been  a  re- 
tailer, travelling  salesman,  selling  to  both  the  retail 
and  the  jobbing  trade,  sales  manager  and  styles  man 
and  having  been  occupied  some  years  in  each  posi- 
tion.   Although  an  enthusiastic  shoeman  Mr.  Parker 


believes  in  the  motto,  "All  work  and  no  play  makes 
Jack  a  dull  boy,"  and  is  enthusiastic  in  several 
branches  of  sport,  in  most  of  which  he  is  a  past 
master,  and  many  interesting  games  of  English  bil- 
liards have  been  enjoyed  at  the  Chateau  Frontenac 
with  him  by  Canadian  jobbers  visiting  that  city.  He 
is  also  an  enthusiastic  curler  and  says  that  while  liv- 
ing in  Preston  he  doesn't  know  whether  he  will  be  a 

Scotchman  or  a  German, 
as  he  was  a  near  French- 
m  an  in  Quebec.  Mr. 
Parker,  genial  and  pains- 
taking, was  never  tired  of 
showing  a  visitor  around 
and  pointing  out  to  him 
the  historical  spots  in  the 
old  city.  Lie  is  well  known 
to  the  jobbing  trade 
throughout  Canada,  the 
long  experience  which  he 
has  had  in  the  manufac- 
ture and  sale  of  high  class 
footwear  making  his  opin- 
ion on  trade  matters  of  in- 
terest and  value. 

After  Mr.  Parker  re- 
signed his  position  with 
the  W.  A.  Marsh  Com- 
pany, recently,  he  spent 
ten  days  in  Rochester, 
N.Y.,  picking  out  the  best 
lasts,  which  he  has  intro- 
duced into  the  factory  of 
the  Solid  Leather  Shoe 
Company.  These  he  would 
be  pleased  to  show  to  the 
jobbers  and  have  them 
pass  their  opinion  on  them 
before  the  firm  adopts 
them.  Since  Mr.  Parker 
has  taken  over  his  present 
position  the  Solid  Leather 
Shoe  Company  have  in- 
stalled twelve  new  mach- 
ines from  the  United  Shoe 
Machinery  Company,  and 
no  money  or  pains  is  be- 
ing spared  to  put  the  fac- 
toi'y  in  the  most  up-to- 
date  shape.  The  Solid  Leather  Shoe  Company  are  to 
be  congratulated  in  obtaining  a  man  of  Mr.  Parker's 
caliber  to  take  over  the  management  of  their  company 
and  under  his  able  direction  the  products  of  this  firm 
should  attain  great  jiopularify. 


Mr.  S.  H.  Parker 


She  (frightened) — A'Vhat  do  you  intend  to  do  with 
me  ? 

The  Villain  (fiendishly) — I  am  going  to  take  you 
to  the  store  of  a  man  who  never  advertises,  and — 
leave  you  there. 

She  (fainting) — Help!  I  am  lost!  No  one  will 
ever  find  me  there. 
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all-Paper  For  BackgroiuBidls  aod  Cards 

Has  Many  Advantages  for  Window  Decoration — How  to  Make 
Panels   and    Show   Cards  —  How   to    Purchase   the  Paper 


A SI  1)1*".  from  the  chcapnes.s  n\  the  material,  the 
adx  antages  (if  wall-paper  for  window  decora- 
tion are  many.  The  great  numljer  of  the  de- 
signs in  which  it  is  made,  render  it  a  verit- 
able "lirst  aid"  to  the  trimmer.  The  writer  has  seen 
many  attractive  window  backgrounds  made  by  simply 
changing  the  panels  by  the  use  of  wallpaper.  In  one 
case,  where  the  back  of  the  window  was  formed  of 
ground-glass  doors,  the  trimmer  used  strij)s  of  wall- 
l)a'per,  slightly  narrower  than  the  glass  and  pasted  to  it 
so  as  to  leave  a  margin  of  about  three  inches  all  aroimd. 
This  same  trimmer  uses  wallpaper  for  show  cards, 
when  using  it  for  the  backgrounds. 

Figure  1  is  a  suggestion  of  the  manner  in  which 
wallpaper  can  be  used  for  Vvindows.  In  this  trim  the 
walli)aper  was  mounted  on  old  wall-board  w  hich  had 
been  used  in  a  previous  window.  A  ])iece  of  wall- 
board  was  cut  to  fit  the  back  of  the  window,  leaving 
a  space  of  about  two  feet  at  the  top  uncovered,  this 
space  was  tilled  in  later  with  a  heavy  plush  curtain. 
Next,  the  two  ]:)anels  at  the  sides  were  made  bv  past- 


ing on  strips  of  the  paper — rejiresenting  the  stems  of 
the  ])lant — then  the  crown  or  Hovvers  was  pasted  on  at 
the  top  and  the  tail-piece  put  on  at  the  bottom.  Uoth 
panels  were  made  in  the  same  way.  \  frame  was  then 
made  of  rough  lumber,  of  a  size  to  lit  the  centre  of 
the  background,  and  covered  with  white  felt.  Then  a 
lighter  frame  was  made  slightly  larger  than  the  open- 
ing in  the  first  one.  This  was  to  serve  as  a  stretcher  on 
w  hich  to  tack  some  cotton  to  fonu  a  foundation  for  the 
wall])a])er  which  shows  in  the  oi)ening  of  the  large 
frame.  The  paper  was  then  pasted  on  to  the  C(^tt(jn  and 
this  second  frame  was  fastened  to  the  back  of  the 
other  one.  This  centre  fixture  was  then  put  in  place 
and  the  curtain  hung  at  the  back;  the  window  being 
then  read\-  to  recei\e  the  goods  to  be  displayed. 

There  are  many  ideas  along  this  line  which  will 
piX'sent  themselves  to  you  as  you  work,  and  the  com- 
pletion of  one  window  will  lead  to  ideas  for  others, 
."^ome  few  months  ago  the  trimmer  in  one  of  the  larger 
stores  in  the  city  of  T^etroit,  Mich.,  i)ut  in  a  window 
displav  <if  children's  clothing  and  accessories.  The 


Wall  paper  used  to  Make  Window  Background. 
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setting-  for  this  window  was  made  with  wallpaper 
and  it  certainly  was  an  attractive  one.  The  lower  part 
of  the  backoround  was  done  with  a  plain  green  wall- 
paper and  marked  off  into  panels  with  strips  cut  from 
a  striped  paper  of  the  same  color.  The  upper  part 
was  in  one  panel  showing  a  row  of  characters  from 
the  fairy  tales  of  childhood's  days,  these  being  cut 


i 


LATEST 

CTYI 

PASTED 

-13-  S-Jfj- 

Show  Cards  made  from  Wall-paper. 


from  wallpaper  that  is  mostly  used  for  children's 
rooms,  and  was  very  appropriate  to  the  goods  on  dis- 
play. 

When  purchasing  wallpaper  for  window  use  choose 
patterns  that  are  slightly  out  of  fashion,  as  these  will 
cost  you  less  and  will  answer  your  purpose  just  as 
well  as  the  more  up-to-date  designs. 

The  show  cards  in  Figure  2  were  made  of  wall- 
paper mounted  on  common  white  cardboard.  The  two 
shown  here  are  merely  suggestions  of  what  can  be 
done.  The  card  marked  "A"  in  the  illustration  was 
made  by  mounting  a  piece  of  wallpaper  on  a  white 
card  so  as  to  form  a  panel  in  the  centre.  Tlie  border 
lines  were  made  with  white  paint  and  the  lettering 
was  done  in  black,  and  underlined  with  white.  This 
is  the  simplest  form  of  card  that  can  be  made  with 
wallpaper.  Many  designs  of  a  more  elaborate  nature 
can  be  made,  one  of  which  is  shown  as  "1!,"  Fig.  2. 
This  style  is  usually  called  a  cut-out  card  as  the  pic- 
ture used  to  illustrate  it  was  cut  from  a  magazine  and 
pasted  on  the  card.  To  make  this  card  first  mount 
the  wallpaper  on  a  card  of  the  desired  size  so  that  the 
card  is  completely  covered.  Then  sketch  in  your  de- 
sign so  that  you  may  see  just  what  space  each  part 
will  require,  and  paint  in  the  white  lines.  Having  se- 
lected the  illustration  you  desire,  cut  it  out  and  paste 
it  in  the  circle.  If  you  find  it  does  not  show  up  strong 
enough,  run  an  outline  all  around  it  with  black  paint 
or  ink.  This  should  be  done  with  a  brush,  as  a  pen 
will  cut  into  the  soft  surface  of  the  paper  and  cause 
the  color  to  run.  Now  fill  the  black  panel  in  the  centre 
and  let  it  dry  thoroughly,  use  waterproof  drawing  ink 
for  this,  as  it  will  not  run  into  the  paint  when  letter- 


ing, if  allowed  to  become  perfectly  dry.  To  complete 
the  card,  paint  in  the  other  lines  with  black  and  letter 
in  white. 

Sample  books  of  wallpaper  can  l?e  obtained  at  the 
end  of  the  season,  from  dealers  in  this  commodity,  for 
next  to  nothing.  These  are  just  the  thing  for  show 
card  paper  and  are  more  easily  handled  than  odd  pieces 
or  rolls.  Try  this  method  of  making  cards  for  a 
change.  As  variety  is  the  spice  of  life,  so  is  the  show 
card  the  spice  of  the  display,  and  the  card  writer  can- 
not master  too  great  a  variety  of  styles  and  finishes. 


Technical  Schools  Help  English  Shoe  Trade 

The  second  volume  of  the  report  of  the  Canadian 
Ivoyal  Commission  on  industrial  training  and  techni- 
cal education  is  made  up  of  reports  on  the  incjuiry  con- 
ducted by  the  commission  in  England,  Scotland,  Ire- 
land, Denmark  and  France.  The  report  has  the  fol- 
lowing to  say  with  reference  to  the  boot  and  shoe  in- 
dustry in  the  ISritish  Isles:  At  one  time  the  boot  and 
shoe  trade  in  that  country  used  to  be  chiefiy  in  heavy 
l)oots  with  thick  soles  for  workingmen.  When  this 
industry  began  to  decline  many  manufacturers  folded 
their  hands  and  sighed  because  prosperous  times  were 
departing  never  to  return. 

The  schools  however,  set  up  boot  and  shoe  train- 
ing sections  which  gradually  developed  until  now  they 
have  had  to  be  taken  into  technical  schools  and  put  in- 
to a  separate  building  as  a  boot  and  shoe  school.  This 
school  has  modern,  up-to-date  equipment  under  an  ar- 
rangement with  the  machine  makers  by  which  if  the 
latter  bring  out  an  improvement  on  any  machine  now 
being  used  in  the  school  the  old  one  can  be  discarded 
and  the  new  introduced  by  the  payment  of  a  small  per 
cent,  per  annum.  These  machines  are  obtained  at  a 
very  cheap  rate  because  the  school  allows  any  prospec- 
tive buyer  to  come  and  inspect  them  at  any  time. 

In  Leeds,  the  boot  and  shoe  business  has  been  re- 
volutionized. The  trade  is  now  in  light  boots  and 
shoes  and  manufacturers  of  that  city  can  hold  their 
own  against  the  light  boots  of  any  country.  The 
United  States  boot  trade,  according  to  this  report,  has 
practically  disappeared  from  England,  although  at  one 
time  it  looked  like  a  collaring  of  the  whole  British  mar- 
ket. At  present  the  English  makers  are  busy  clearing 
U.  S.  footwear  out  of  the  foreign  markets.  The  ex- 
ports of  boots  and  shoes  in  England  is  going  up  by 
leaps  and  bounds,  running  into  hundreds  of  thousands 
a  )'ear  and  steadily  increasing.  This  shows  how  co- 
operation Ijetween  the  employers  and  schools  can 
bring  al)out  a  revolution  in  trade  and  regain  ground 
that  was  thought  to  be  for  ever  lost. 


Paper  Shoe  Thread 

We  have  all  heard  of  paper  heels,  soles  and  box 
toes,  but  recently  a  patent  has  been  taken  out  for  a 
thread  made  of  paper.  Its  inventor  claims  it  is  suit- 
able for  sewing  shoes. 


A  Wealthy  Shoe  Clerk 

A  shoe  clerk  who  started  about  20  years  ago  with 
only  55  cents  is  now  worth  about  $100,000.  His  accu- 
mulation of  wealth  is  owing  to  his  frugality,  good 
habits,  strict  attention  to  business  and  the  fact  that  an 
uncle  died  and  left  him  the  sum  of  $99,999. 
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Three  of  the  Newest  Designs 


New  Style  "Athenia" 


Black  satin,  new  "Athenia"  design,  wave  cut 
quarter,  loop  at  rear  of  quarter  to  hold 
ribbon  in  position  at  ankle. 


The  "Albany" 


New  French  design,  patent  leather 
fancy  cut  vamp  and  quarter, 
fabric  upper,  high  heel 
and   square  toe. 
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Talks  on  Trade  Topics 

Interviews  of  Interest  to  Retailer,  Jobber  and  Manufacturer.  The 
Opinions  of  Experts  on  Bettering  Business  Conditions 


To  Draw  Customers  Back 

The  customer  in  a  large  retail  shoe  store  had 
found  almost  but  not  quite  what  she  thought  she 
wanted  and  the  salesman  had  given  up  hope  that  he 
could  sell  her  then.  She  said  she  would  look  else- 
where. 

"All  right,"  said  the  salesman,  "I  am  sorry  we  do 
not  have  just  what  you  would  like.  But  I  will  give 
you  a  note  of  the  stock  number  of  this  pair  you  liked 
best  and  if  you  decide  later  to  take  them,  it  will  be  a 
big"  saving  of  your  time  if  you  should  happen  to  not 
find  me  in." 

In  this  manner,  a  salesman  paves  the  way  for  the 
customer  to  come  back  if  she  does  not  find  just  what 
she  wants  elsewhere.  The  management  believes  that 
at  least  some  customers,  after  taking  much  of  the 
time  of  a  salesman  and  then  leaving,  feel  some  embar- 
rassment in  coming  back  and  thus  "admitting  defeat." 

It  is  the  desire  of  the  store  to  make  the  customer 
feel  that  she  is  expected  to  look  elsewhere  to  her 
heart's  content,  then  return  if  she  desires. 

*  * 

Shoe  Fitting  and  Responsibility 

Speaking  on  the  subject  of  fitting,  a  prominent  To- 
ronto shoe  retailer  recently  remarked.  "Customers 
frequently  come  into  a  store  to  buy  a  pair  of  shoes  and 
speaking  of  the  pair  they  are  wearing  discourse  some- 
thing as  follows:  'I  got  this  pair  of  shoes  from  Jones 
&  Company,  down  the  street,  and  I  have  never  had  a 
pair  hurt  me  so  much  before.  You  can  see  that  they 
are  not  half  worn  out  yet  and  still  I  must  throw  them 
away  as  they  are  causing  me  corns.  I  will  never  buy 
anything  again  from  Jones  &  Company.' 

"It  is  extremely  unlikely  that  Jones  &  Company 
were  at  fault  in  the  matter  and  probably  only  sold  the 
ill-fitting  shoes  to  the  customer  because  the  latter  in- 
sisted upon  having  them.  Both  men  and  women  fre- 
quently come  into  a  store  and  ask  to  be  fitted ;  we 
measure  the  foot  and  upon  producing  the  proper  size 
footwear  are  met  with  an  immediate  objection  to  the 
effect  that  she  has  been  accustomed  to  wearing  a  size 
or  two  smaller.  Notwithstanding  that  you  can  prove 
to  them  with  the  actual  measurements  that  the  size 
you  have  selected  is  the  correct  one  for  their  feet,  they 
will  have  their  own  way  and  insist  upon  squeezing 
their  feet  into  a  smaller  size. 

"It  is  a  favored  remark  of  theirs,  'I  like  a  snug  fit 
and  the  shoes  will  stretch  anyway.'  AVhen  they  make 
up  their  mind  to  have  their  own  way  in  the  matter  I 
always  say  to  them,  'Well  you  are  taking  a  pair  that 
are  too  short  and  do  not  fit  you  in  other  ways,  so  if  you 
have  foot  trouble  do  not  blame  it  on  this  firm.  We  are 
responsible  for  the  fit  if  we  fit  the  shoe  to  you,  but  if 
you  insist  upon  fitting  yourself,  you  must  shoulder  the 
responsibility  if  the  fit  is  nof  satisfactory.' 

"Frequently  a  customer  brings  back  shoes  to  the 
firm  who  sold  them  to  him  claiming  that  they  do  not  fit 
and  ill  many  cases  the  proprietor  gives  him  a  new  pair 


gratis,  despite  the  fact  that  he  would  not  listen  to  ad- 
vice in  choosing  the  footwear.  This,  to  my  mind,  is 
bad  business  and  encourages  customers  in  this  mis- 
taken policy.  Why,  in  no  other  line  of  business  would 
a  merchant  consider  himself  responsible  for  mistakes  of 
a  customer.  If  a  man  is  buying  a  suit  of  clothes,  the 
dealer  measures  him  and  the  suit  is  made  according  to 
those  measurements.  If  it  does  not  then  suit,  the  deal- 
er can  be  compelled  to  alter  it,  refund  the  money,  or 
make  a  new  suit — because  he  is  responsible  for  the  fit. 
If,  however,  a  customer  persisted  in  ordering  according 
to  his  own  ideas  of  fit  he  could  have  no  redress  if  the 
suit  was  ill-fitting. 

"A  shoe  merchant  who  listens  to  the  complaints 
from  customers  when  the  trouble  has  been  caused  by 
their  own  silly  obstinacy  is  doing  an  injury  not  only  to 
himself  and  to  the  trade  in  general,  but  also  to  the  cus- 
tomer. This  is  a  subject  upon  which  the  retailer  should 
make  a  definite  stand  and  upon  which  the  public  needs 
education.  Enlightenment  can  only  come  to  the  latter 
through  the  former." 

Displaying  Shoes  Helps  Sales 

"The  way  to  sell  shoes,"  remarked  a  slioeman  re- 
cently, "is  to  show  them.  This,  however,  is  not  so 
easy  as  they  are  covered  up  in  the  cartons  on  the  shel- 
ves. Nevertheless,  a  great  many  shoemen  do  not  take 
advantage  of  the  opportunities  they  have  of  display- 
ing their  goods. 

"AVe  put  in  a  new  style  perhaps  in  the  middle  of  the 
season  and  perhaps  we  show  a  shoe  of  this  style  in  the 
window,  but  that  is  about  all.  We  neglect  the  oppor- 
tunity of  the  use  of  display  stands  inside  the  store,  or 
of  inside  show  cases,  and  if  the  shoe  doesn't  sell  par- 
ticulai-ly  well  at  first  we  prett^^  soon  forget  it,  take  it 
out  of  the  next  window  display  we  make,  and  when 
stock  taking  time  comes  around  are  surprised  to  find 
that  we  have  a  good  number  of  these  shoes  on  hand 
into  which  the  knife  must  be  put  pretty  deeph'-  in  order 
to  clear  up.  A  steady  and  consistent  display  of  the 
shoe  would  have  helped  correct  this.  And  it  is  need- 
less to  add,  what  applies  to  some  particular  shoe  style 
applies  to  all  of  the  lines  of  merchandise  that  is  car- 
ried in  the  shoe  store." 

^  -i^ 

Handling  Customers 

"One  of  the  many  nuisances  a  shoeman  has  to  put 
up  with,"  remarked  an  old  shoe  retailer  to  us  recently, 
"is  the  advising  friend  that  frequently  comes  in  with 
the  customer.  This  friend  does  not  want  anything  her- 
self but  imagines  she  knows  exactly  what  her  compan- 
ion should  have.  In  a  case  like  this,  of  course,  it  is 
impossible  to  please  both  parties  and  a  little  knowledge 
of  human  nature  comes  in  very  handy.  If  the  cleik 
waiting  on  the  customer  uses  his  observation  and  com- 
mon sense  for  a  few  moments  he  will  soon  see  how 
much  influence  the  friend  has.  If,  for  instance,  the 
customer  appears  satisfied  and  then  at  some  remark 


FOOTWEAR    IN  CANADA 


of  lici-  friend  wishes  to  see  something  else,  it  is  the 
friend  that  is  to  be  pleased. 

"11  the  assistant  fails  to  j^rasp  this  fact  and  -^oes  on 
tryini;-  to  i)lcase  the  customer  he  will  be  making  a  mis- 
take. If  the  customer  were  alone  the  sale  would  be 
made  at  once,  but  there  is  the  fear  of  offending  th.c 
friend  or  her  trust  in  the  latter's  better  judgment 
which  i)revents  her  following  her  own  inclinations.  On 
the  other  hand,  if  the  salesman  sizes  up  the  friend■^ 
influence  correctly  and  acts  accordingly,  the  latter  will 
prove  to  be  a  very  useful  ally  and  a  sale  is  almost  su'-c 
to  follow,  as  the  easily  influenced  customer  who  natur- 
ally gives  away  to  the  friend  is  not  able  to  resist  the 
combined  attack  of  both  the  friend  and  the  salesman. 
Observation  in  a  matter  of  this  kind  makes  all  the  dif 
ference  between  the  mediocre  and  tlie  first  class  sales- 
man. 

"The  fitting  of  children  also  presents  some  clifficui- 
ties,  as  there  are  some  parents  who  will  let  a  child  have 
what  it  likes  and  others,  again,  who  insist  upon  the 
child  wearing  what  they  consider  suitable.  Frequently 
the  parents  of  a  girl  of  about  fourteen  or  'fifteen  bring 
her  to  a  store  to  be  fitted  and  considerable  of  a  scene 
is  enacted,  as  the  girl  of  that  age  has  usually  made  up 
her  mind  what  she  wants — and  wants  it  pretty  1)adly. 
She  will  probably  desire  something  stylish  and  showy, 
while  her  parents  would  be  in  favor  of  hygenic  foot- 
wear with  more  wear  in  it.  The  best  way  to  solve  this 
difficulty  is  to  pick  out  something  that  will  be  in  the 
nature  of  a  compromise  and  to  be  careful  to  explain  its 
hygenic  and  wearing  qualities  to  the  parents.  It  is  not 
always  well  to  take  the  parents  side  in  an  argument  of 
this  sort,  as  the  girl  herself  may  be  a  purchaser  in  a 
few  years  time  and  the  man  who  sells  for  the  moment 
is  not  the  ideal  salesman.  It  should  be  the  latter's  aim 
to  create  confidence  which  will  eventually  turn  a  casual 
customer  into  a  regular  one." 

^     -t  * 
When  Trade  is  Bad  Advertise 

"Newspaper  advertising  is  your  best  salesman. 
When  times  are  dull  keep  up  your  advertising  and  jn- 
crease  your  space  in  the  papers  from  time  to  time.'' 

This  was  the  advice  given  the  delegates  attending 
the  last  session  of  the  National  Shoe  Retailers'  Asso- 
ciation's Convention  at  the  Astor  Hotel,  New  York,  by 
William  Laird,  of  Pittsburg.  It  was  based  on  a  suc- 
cessful business  career  of  more  than  thirty  years. 

"Advertising  gives  your  customers  confidence  in 
vou  and  increases  your  confidence  in  yourself,"  con- 
tinued Mr.  Laird,  in  his  paper  on  "How  to  Make  the 
Shoe  Man  More  Successful."  "It  is  a  profitable  invest- 
ment in  e\'ery  season,  and  to  lessen  your  advertising 
space  in  dull  times  is  ill  advised  and  often  costly." 
*  *  * 
The  Value  of  Accounts 

"We  are  getting  around  to  the  first  of  the  year," 
said  a  shoeman  in  a  recent  issue  of  The  Boot  and  Shoe 
Recorder,  "and  it  is  a  time  that  most  of  us  look  things 
over  with  the  idea  of  making  changes  that  may  make 
the  result  of  a  year's  work  greater  during  the  one  that 
is  to  come  than  the  one  that  is  passing. 

"I  wonder  how  many  of  us  will  give  a  look  oxer 
the  system  of  accounts  that  are  kept.  I  know  a  good 
many  retail  people  who  don't  keep  any  accounts  at  all. 
They  are  not,  of  course,  the  representative  members  of 
the  trade,  but  thev  form  no  inconsiderable  part  of  it 
for  all  of  that,  and  tlie  aggregate  of  lousiness  done  lui- 


der  these  methods,  if  it  would  be  possible  to  get  a  state- 
ment of  it,  I  imagine  would  be  little  short  of  amazing. 

"Of  course  these  are  stores  that  do  a  strictly  cash 
business,  a  customer  coming  into  tlie  store,  buying  a 
pair  of  shoes,  paying  for  them  and  taking  the  shoes 
away  with  him.  This  is  a  simple  enough  transaction, 
and  the  dealer  simply  replaces  the  shoes  that  have  been 
sold,  keeps  his  stock  up  to  the  standard  he  has  estab- 
lished, goes  down  to  the  wholesale  house,  after  taking 
the  last  statement  off  the  file,  and  i)avs  his  own  bills 
with  cash. 

"Yet  records  are  ini])ortant  if  they  are  properly 
kept  and  if  their  value  is  appreciated.  They  will  show 
not  alone  how  much  profit  has  been  made,  but  upon 
what  it  has  been  made.  They  will  show  what  lines  of 
merchandise  are  too  expensive  to  keep,  even  though  the 
l)rolit  on  tliem  is  good  when  sales  are  made,  and  they 
will  let  a  man  know  just  what  he  has  reason  to  expect, 
based  on  the  business  he  has  done  at  corresjionding 
times.  Yet  it  is  only  the  larger  and  more  imjjortant 
stores  where  such  systems  are  carried  forward. 

Of  course  there  are  systems  that  require  expert  ac- 
countants to  maintain,  but  for  a  little  business  any  man 
who  has  brains  enough  to  run  it  can  evolve  a  system  of 
accounts  that  will  keep  him  informed,  and  yet  will  not 
take  too  much  of  his  time  to  keep  up-to-date. 

^  ^  ^ 

The  Children's  Repair  Business 

Tile  modern  school  shoe  must  go  oft  to  the  rei)air 
shop.  And  usually  it's  tlie  ])ottom  that  needs  atten- 
tion. The  soles  are  worn  through  and  the  heels  are 
ground  down  or  rounded  off.  The  uppers  of  a  medium 
or  better  grade  school  shoe  will  outlast  the  soles.  Some- 
times thev  can  be  halfsoled  the  second  time. 

Gravelled  or  macadamed  roads  in  the  country,  con- 
crete walks  in  the  towns  and  cities,  and  playgrounds 
covered  with  gravel  or  fine  screenings — all  this  is  not 
conducive  to  longevity  in  sole  leather.  Is  it  any  won- 
der little  people  wear  out  their  shoe  soles  in  from  two 
to  six  weeks?  The  leather  isn't  made  that  could  stand 
up  under  such  strenuous  service  withfMit  visible  and 
speedy  evidences  of  wear. 

In  soliciting  the  children's  repair  work  there  is  an 
additional  motive  of  appeal,  namely  the  health  and 
well  being  of  the  child.  There  is  the  economic  argu- 
ment, of  course  ;  and  the  argument  based  on  present 
day  dress  requirements — which  holds  quite  as  truly 
with  little  peoples'  footwear  as  with  the  footwear  of 
adults.  .'\nd  then  you  have  this  other  motive  of  health. 
"Ry  the  way,  Mrs.  Smith,  when  these  soles  begin  to 
wear  through,  be  sure  to  fetch  them  in  so  our  repair 
man  can  stop  the  leaks. 


Sample  Show  Cards 

First  to  Get  This  New  Tango  Slipper.  The  new 
Tango  Slipper  shows  itself  here  first,  as  is  usual  with 
all  desirable  new  things.  A^^omen  will  welcome  it  with 
delight  and  wear  it  with  comfort.  Six  little  insets  of 
rubber  in  the  sole  make  it  practically  impossible  "to 
slide"  bevond  the  prescribed  length,  and  it  has  a  dainty 
low  heel,  and  new  ornamental  lacing  that  keeps  it  in 
])lace  from  heel  to  toe.  It's  new  and  graceful,  fashion- 
able in  everv  detail,  and  sensible  to  the  verv  l  ilibon  it 
is  laced  with.    Of  black  satin.    Price,  $.=^.00. 

Re  Preoared  for  Wintry  Weather  \Y\th  Rubber 
Roots  and  Overshoes.  You  never  can  tell  what  morn- 
ing von  mav  wake  up  and  find  al!  outdoors  covered 

a  da/zling  blanket  of  snow. 
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The  Manufacture  of  Heels  Today  is  More  Important  and 
Varied  Than   Any  Other  Department  in  the  Factory 
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HEEL  manufacturing-  is  an  important  branch  of 
the  shoe  business;  in  fact,  just  as  important 
as  the  cut  sole  business  and  just  as  much 
money  can  be  made  or  lost  in  this  depart- 
ment as  in  the  others,  says  Shoe  Topics.  A  manufac- 
turer a  short  time  ago  lost  $5,000  in  one  year  in  tliis 
department  by  employing  cheap  and  incompetent  fore- 
men. Manufacturers  make  a  great  mistake  by  not  em- 
ploying the  best  men  that  can  l)e  procured,  as  they 
will  be  the  cheapest  when  all  things  are  considered. 

In  the  manufacture  of  heels  we  will  first  take  into 
consideration  the  stock  or 
ofifal  as  it  comes  from  the 
sole  cutters.  This  stock 
should  be  trimmed  so  that 
it  will  be  free  from  strings 
and  sorted  into  three  dif- 
ferent grades  or  sizes ; 
that  is,  whole  heeling, 
heeling-  and  quarter  heel- 
ing. The  whole  heeling- 
should  be  cut  on  the  ma- 
chine and  the  operator 
should  have  all  the  vari- 
ous sizes  of  whole  lift  dies 
in  use.  These  dies  should 
be  made  so  that  the  lifts 
cut  can  be  used  for  top 
lifts,  and  if  they  are  not 
good  enougli  for  this  pur- 
pose they  should  be  used 
for  under  lifts  on  the  next 
size.  By  having  the  dies 
arranged  in  this  manner 
the  manufacturer  can  ma- 
terialize a  saving.  Money 
is  frequently  lost  by  not 
getting  after  the  top  lifts 
in  ofifal.  Good  top  lifts 
are  worth  from  four  to  six 
:ents  per  pair. 

In  the  cut  and  tack  sys- 
tem all  heel  stock  ought 
to  be  run  through  the 
skiving  machine  and  level- 
ed somewhat,  as  that  helps 

the  operator  to  match  the  \arious  pieces.  To  form 
each  layer  or  lift  in  that  way  may  bring  out  a  good 
heel.  All  heels  should  be  inlaid  in  paste  as  this  helps 
to  close  up  the  joints  and  bring  out  a  better  heel.  There 
seems  to  be  a  difiference  of  opinion  in  regard  to  the 
two  systems  of  heel  making;  that  is,  first  the  cut  and 
tack  or  combination  system,  and  second,  the  Haver- 
hill system.  This  system  the  writer  considers  the 
best  and  cheapest  for  heel  making. 

To  bring  out  a  good  heel,  the  front  or  breast  of 
the  die  should  be  perfectly  straight  up  and  down,  and 
then  the  top  lifts  should  go  down  into  the  die  seven- 
eighths  of  an  incl-i  and  fit  snugly  all  around.  The  die 
should  be  made  to  taper  out  from  the  breast  so  that 
when  completed  toe  or  blade  will  1)e  one  full  size 
larger  than  the  top  lift.  AVhen  the  heel  is  cut  or  made 
it  will  be  tapered,  or  one  full  size  larger  at  the  bot- 
tom. 


B)'-  having  the  heel  cut  in  this  manner  the  com- 
pressing will  be  much  more  satisfactory  than  if  the 
heel  were  cut  straight  up  and  down.  In  making  heels 
by  this  system  and  with  paste  very  small  pieces  of  lea- 
ther can  be  used  and  so  arranged  that  no  two  joints 
will  come  in  the  same  place.  The  writer  recently  saw 
a  heel  made  which  contained  fifteen  pieces,  and  when 
compressed  they  were  barely  noticeable.  The  com- 
pressing of  heels  is  an  important  matter,  and  great 
care  should  be  taken  in  having  the  moulds  made.  The 
moulds  should  be  made  almost  straight  up  and  down 

as  this  will  bring  a  perfect 
side  pressure,  which  is  a 
necessity  in  closing  up  the 
joints  on  the  heel. 

The  next  consideration 
is  the  drying  of  the  heel. 
The  writer  happened  to  go 
into  a  factory  a  short  time 
ago  where  there  was  seri- 
ous trouble  with  heels 
checking.  After  a  careful 
investigation  I  discovered 
that  the  whole  trouble  was 
in  the  drying  of  the  heel. 
'Jl-iey  had  a  large  box  six 
feet  long  and  four  feet 
wide,  in  the  bottom  of 
which  were  ten  lengths  of 
two-inch  steam  pipes. 
About  two  inches  above 
the  steam  pipe  there  was 
a  layer  of  chicken  wire, 
on  which  the  heels  were 
spread  and  the  box  was 
covered.  Steam  was  con- 
stantly passing  through 
tlie  pipes,  radiating  about 
275  degrees  of  heat,  and 
the  heels  were  being  actu- 
ally baked.  This  method, 
of  course,  was  decidedly 
wrong. 

The  proper  way  to  ar- 
range a  dry  room  is  to 
have  space    about  twelve 
or  fifteen  feet  square.    Have  the  recks  made  of  steam 
pipes,  each  layer  about  two  fe^t  apart,  and  have  crates 
made  of  screen  wire  placed  over  them. 


How  To  Trust 

A  stranger  went  into  a  Hamilton  store  and  asked 
for  a  pair  of  shoes.  He  decided  on  a  pair  at  $3.50  and 
turning  to  the  clerk  said,  "I  have  only  $3.00  on  me,  but 
if  you  let  me  have  the  shoes  I'll  return  to-morrow  and 
give  you  the  fifty  cents." 

"Certainly,"  replied  the  clerk  and  he  wrapped  them 
up.  After  the  customer  had  left  with  them  the  store 
l)oss  called  the  clerk  and  asked  him  why  he  had  let 
the  shoes  go  out  without  receiving  all  the  money. 
"He'll  not  come  back,"  said  he.  "Oh  yes  he  Avill,"  re- 
torted the  clerk,  "because  the  shoes  I  wrapped  up  were 
both  for  the  left  foot." 
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Wliaft  is  tine  Proper  Stock  Tiuim-Over? 

Prominent  U.  S.  Shoe  Retailer  Speaks  at  National  Conven- 
tion on  Subject  of  Vital  Interest  —  Competition  Suggested 


Tl  I  I'',  following  paper  was  read  helore  the  l  ecenl 
convention    of    the  National  Shoe  Retailers' 
Association,  of  the  United  States,  by  Mr.  J.  F. 
Knowles,  a  shoe  retailer  of  Hartford,  Conn. 
'J'he  writer  is  an  up-to-date  business  man  and  his  re- 
marks are  well  worth  reading. 

The  subject  "What  is  the  Proper  Stock  Turn- 
over?" is  a  very  important  one,  particularly  applicable 
to  the  retail  shoe  business,  more  so  perhaps  than  to 
any- other  line;  presenting,  as  it  does,  a  question  ex- 
tremely difficult  to  answer.  I  am  quite  conscious  of 
the  belief  that  no  definite  answer  is  expected  in  con- 
crete form.  Tf  it  were  possible  to  establish  any  one 
l)articular  standard  by  which  we  might  govern  our- 
selves and  could  estimate  the  qualifications  of  the  buy- 
ers for  their  responsible  positions,  we  should  all  wel- 
come it.  So  many  and  varied  are  the  conditions  that 
enter  into  the  stock  turning  proposition,  that  only 
classified  standards  could  be  established,  and  of  many 
divisions  at  that. 

Rate  of  Turn-Over 

To  enumerate  some  of  these  conditions,  we  will 
consider  first  where  only  the  higher  grades  of  shoes  are 
sold  from  $4  to  $10,  requiring  five  and  six  widths  on 
each  line  and  extreme  styles.  A  stock  of  this  grade  to 
be  turned  once  and  a  half  or  twice  would  show  a  fair 
average,  while  a  stock  of  cheaper  grade,  selling  from 
$4  down  and  depending  upon  jobbers  to  supply  wants 
at  a  dav's  notice,  could  easily  be  ttu'ned  five  or  six 
times.  The  medium  class  of  stock  selling  from  $3  to 
$7,  with  a  general  assortment,  might  be  turned  two 
and  a  half  or  three  times. 

To  further  classify,  it  must  be  taken  into  considera- 
tion that  stocks  of  men's  shoes  turn  about  twice  as 
fast  as  those  of  women's  shoes,  according  to  statistics. 

Figuring  Turn-Over 

In  quoting  the  above  figures,  I  do  it  on  the  follow- 
insf  basis.  If  the  total  annual  sales  of  a  business  arc 
$150,000  and  the  average  stock  carried  is  $50,000,  and 
the  gross  profit  on  sales  is  33  1/3  per  cent.,  the  stock 
has  been  turned  twice.  I  know  that  some  merchants 
figure  it  dififerently  and  claim  that  it  has  been  turned 
three  times.  The  total  sales  should  be  divided  bv  the 
merchandise  on  hand  at  the  selling  price,  viz.:  $150,- 
000  by  $75,000,  or  the  cost  of  the  sales  divided  bv  the 
cost  of  merchandise  carried,  viz.:  $100,000  by  $.50,000, 
giving  the  same  result. 

Diflficulties  and  Remedies 

We  can  all  readily  realize  that  more  frequent  turn- 
ing of  stock  means  increase  in  net  profits  without  an 
increase  in  selling  price.  How  to  accompli.sh  this  is 
the  one  laree  question.  The  cause  of  the  disasters  of 
many  retail  businesses  mav  often  be  attributed  mainlv 
to  an  overstock  due  to  the  two  followinc-  mistakes: 
(\)  multiplicitv  of  lines  carried.  (2)  indiscriminate 
scattering  of  l)uying.  The  two  remedies  for  these 
evils  lie  in  H)  a  systematic  elimination  of  nni)rofitablc 
lines.  (2)  the  concentration  of  purchases  to  the  least 
number  of  manufacturers  who  can  supply  require- 
ments.   Scientific  merchandising  is  necessary  for  the 


application  of  these  remedies.  This  requires  a  card 
system  of  stock  keeping  which  gives  a  perpetual  in- 
\  entory  not  only  as  a  whole  but  of  each  department 
and  of  each  line  of  goods  of  each  department,  thus 
enabling  a  merchant  to  get  at  the  very  fundamental 
division  of  stock  and  to  classify  by  grades.  For  ex- 
ample :  ascertain  from  the  system  the  number  of  lines 
carried  to  sell  for  $3,  the  amount  of  annual  sales  and 
the  amount  of  average  stock,  get  the  number  of  times 
this  grade  has  turned  and  endeavor  to  increase  the 
turns  by  elimination  of  the  slow  selling  lines  and  keep 
the  good  sellers  well  sized.  Employ  the  same  process 
with  every  grade  and  good  results  will  follow.  This  I 
believe  to  be  the  only  classification  that  can  be  estab- 
lished for  accurate  and  just  comparison  to  determine 
the  proper  stock  turn-over. 

With  this  view  I  would  like  to  make  the  following 
suggestion :  Inasmuch  as  we  all  must  realize  the  great 
importance  of  the  item  of  "Stock  Turn-Over,"  to  the 
success  of  our  business,  that  10  per  cent,  reduction  of 
our  average  stock  carried  means  10  per  cent,  less  capi- 
tal involved  and  consequently  increased  amount  to  be 
entered  on  the  Loss  and  Gain  account,  at  the  summing 
up  of  the  year's  business,  as  "Balance  Gain."  Inas- 
much as  by  the  elimination  or  lessening  of  the  number 
of  lines  used  would  naturally  mean  a  smaller  accumu- 
lation of  "fag  ends"  to  be  closed  out  at  slaughter  prices 
at  each  season's  end.  Inasmuch  as  the  only  data  we 
have  by  which  we  can  determine  the  "Proper  Stock 
Turn-Over"  is  gathered  from  what  "has  been."  And 
inasmuch  as  systems  of  scientific  merchandising  are 
being  introduced  and  studied,  would  it  not  be  of  suffici- 
ent mutual  benefit  to  the  members  of  the  National 
Shoe  Retailers'  .Association  to  warrant  our  entering  in- 
to a  "Competitive  Class"  for  the  discovery  of  the  "Pro- 
per Stock  Turn-Over"  by  classification  of  the  different 
grades  of  goods,  selling  at  $3,  at  $4,  at  $5,  at  $6  and  at 
$7,  or  further  classification  if  desired,  in  both  women's 
and  men's  goods,  and  recapitulate  and  report  at  our 
next  annual  meeting,  when  we  ntay  determine  what 
should  be  the  proper  turn-over  for  each  grade. 

If  a  resolution  embodying  this  plan  could  be  adopt- 
ed and,  even  if  only  fifty  members  entered  the  compe- 
tition and  made  the  eflfort,  scattered  as  they  will  be, 
T  believe  that  the  result  would  be  very  gratifying.  To 
this  end  I  would  gladly  furnish  a  copy  of  a  card  sys- 
tem that  would  minimize  the  labor  and  show'  by  its  re- 
cords the  turning  of  each  individual  line  of  each  grade, 
so  that  we  could  intelligently  make  eliminations  of 
slow  sellers  and  adjust  otu-  merchandise  without  depre- 
ciating our  annual  sales. 


Good  advertising  pays  all  the  time.  Advertising 
that  is  not  particularly  good  pays  most  of  the  time, 
and  it  must  be  very  bad  advertising  that  does  not  pay 
some  of  the  time. 


A  prompt  bill,  followed  by  a  prompt  statement, 
shows  a  debtor  that  prompt  settlement  is  expected. 
A  bill  sent  on  the  same  dav  as  the  goods  certainly  has 
uu)rc  chances  of  being  paid  than  if  sent  a  week  later. 
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Starting  on  Eastern  Trip 

C.  G.  Pingle,  representing 
the  Canadian  Blacking  &  Ce- 
ment Co.,  Hamilton,  Ont.,  will 
leave  shortly  for  his  eastern  ter- 
ritory, going  as  far  as  Quebec. 
New  machinery  has  been  instal- 
led in  the  already  well  equip- 
ped factory  of  this  company, 
which  will  enable  them  to  take 
better  care  of  the  ever-increas- 
ing business.  Special  mention 
should  be  made  of  a  well-made 
tip  filler,  which  is  giving  good 
satisfaction.  Wax,  stains,  inks, 
dressings,  rubber  cement,  dyes 
and  patent  leather  How  are  also  made  by  this  firm. 

They  have  in  their  employ  one  of  the  best  chemists 
that  money  can  secure  and  the  company  has  instruct- 
ed Footwear  to  notify  the  shoe  factories  that  he  is 
at  their  service. 


Mr.  C.  G.  Pingle. 


The  "Forlorn  Hope"  Salesman 

"Look  across  that  aisle  if  you  want  to  see  our 
fiercest  customer,"  said  a  grizzled  old  retailer  in  a 
good  store  not  long  ago.  "She's  the  finest  example  of 
a  bad  disposition  I've  ever  seen,  and  I've  seen  'em  for 
almost  forty  years." 

The  person  invited  to  look  looked,  and,  sure 
enough,  there  she  stood.  A  medium-sized,  well-dress- 
ed woman  of  better  than  the  middle  class,  and  her 
very  attitude  personified  belligerency.  She  snapped 
out  her  demands ;  frowned ;  shook  her  head,  first  in 
impatience,  then  in  disdain.  She  lifted  up  the  con- 
templated purchase,  inspected  it  with  a  cold,  glittering- 
eye  ;  threw  it  down,  stamped  her  foot,  shot  a  piercing 
shaft  of  irony  or  sarcasm  at  the  clerk,  and  made  every 
sign  of  dropping  everything  right  there  and  crossing 
the  street  to  "the  other  store." 

"You  needn't  look  uncomfortable,"  said  the  mer- 
chant. "Charlie  won't  lose  her.  He's  the  most  gifted 
free-for-all  handler  of  difficult  customers  in  the  world. 
Charlie  never  loses  'em.  If  he  does  it's  only  for  a 
while.    He  always  gets  'em  back." 

And  Charlie  did  not  lose  this  customer.  But  it  took 
him  the  best  part  of  forty-five  minutes  to  make  a  sale 
that  ordinarily  would  require  ten  minutes. 

"Does  this  Charlie  get  the  most  of  the  difficult 
customers?"  was  asked. 

"Yes ;  he  gets  the  most  of  them  during  a  week's 
selling." 

"But  his  sales  must  cost  a  lot ;  he  can't  possibly 
make  many  during  a  week  at  that  rate.  How  do  you 
figure  his  salary  out?  And  does  he  get  as  good  a  sal- 
ary as  other  clerks  on  an  equal  footing?" 

"Yes,  he  gets  as  much  as  the  rest;  and  I  figure  that 
he  is  just  as  valuable  as  the  clerk  whose  book  is  full  of 
big  sales  when  the  day  ends.  You  see,  he  gets  some 
extra  trade,  due  to  the  reputation  he  possesses  for 
being  a  pleasant  clerk.  Then,  he  holds  all  the  business 
we'd  lose  through  customers  who  make  themselves  dis- 
satisfied. It's  the  customer  who  doesn't  know  values 
and  the  one  who  is  angry  at  herself  all  the  time  that 
gives  a  store  a  reputation  for  good  and  bad  service." 

"So  you  really  view  one  or  two  of  your  salespeople 
as  'forlorn  hope'  clerks,  do  you?" 

"Yes,  indeed,  I  do ;  and  I  place  a  high  value  on 


them.  They  are  my  merchandise  moderators,  in  a 
sense;  I  couldn't  get  on  without  them." 

"And  do  you  ever  let  them  know — Charlie  for  ex- 
ample— that  you  place  a  special  appreciation  on  them?" 
"Yes,  I  do ;  but  not  any  too  often.  I  guess  I'll  go  over 
and  congratulate  Charlie  on  his  last  battle." 

And  he  did.  It's  a  far-sighted  policy  on  the  part  of 
a  merchant  to  set  a  high  value  on  the  clerk  that  keeps 
all  the  store's  bad  customers  and  their  good  business. 


Small  Space  Advertising 

Retailers  frequently  ask  themselves,  and  now  and 
then  other  people  what  really  constitutes  good  retail 
advertising.  As  in  all  other  matters  of  importance 
there  are  diflferences  of  opinion  as  to  this  question. 
This  is  not  only  because  of  the  pronounced  difference 
as  to  what  advertising  should  do  but  because  of  the 
difference  in  types  of  retail  stores. 

Broadly  speaking,  however,  advertising  is  and  has 
come  to  be  recognized  as  one  of  the  most  important 
factors  in  the  distribution  of  merchandise.  Properly 
applied  to  the  retail  store  it  stimulates  trade,  moves  the 
goods  and  builds  up  a  prestige  for  the  store  using  it. 
The  results  of  advertising  so  far  as  an  individual  retail 
business  is  concerned  are  largely  cumulative.  The 
amount  of  good  done  by  advertising  used  at  a  given 
period  cannot  be  computed  accurately,  but  the  actual 
return  on  each  dollar  spent  can  pretty  nearly  be  reck- 
oned. 

Advertising  brings  results  long  after  it  has  been 
used,  it  having  been  proven  from  national  advertising 
done  by  big  firms  that  an  advertisement  may  be  ans- 
wered months  after  it  has  been  published.  This  goes 
to  prove  that  a  firm  continually  advertising  is  building 
up  not  only  present,  but  future  trade. 

Advertising  that  will  bring  a  satisfactory  return  to 
the  retail  store  depends  in  a  large  measure  on  how  judi- 
ciously the  appropriation  is  made.  Another  important 
feature  is  the  correct  use  of  space.  It  must  be  borne 
in  mind  at  all  times  that  every  store  has  its  character- 
istic needs  and  the  mediums  and  reading  matter  should 
vary  accordingly. 

The  size  of  an  advertisement  used  in  a  newspaper 
runs  from  a  full  page  down  to  a  very  small  space,  de- 
pending on  the  size  of  the  store  and  the  amount  of 
its  advertising  appropriation.  Very  few  retail  shoe 
stores  place  full  page  advertising  in  the  daily  news- 
papers. Therefore,  their  announcements  must  have  a 
personality  and  flavor  of  their  own  to  attract  interest 
and  attention. 


So, 


■Mil,- 


Factory  of  the  Solid  Leather  Shoe  Company, 
Preston,  Ont. 
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The  Problem  of  Fixing  the  Advertising 

Appropriation 

By  Ralph  Francis 


Till'"  pn ]oressi\ e  merchant  is  never  satisfied  to 
stand  still.  Last  year's  business  may  liave 
been  better  than  the  year  l)efore  and  Christ- 
mas i)nsiness  marked  a  new  Iiigh  record,  but 
with  ihc  opening  of  anotlier  year  lie  will  be  thinkint; 
and  ])lannint;'  to  make  it  a  better  year  tlian  last— to 
do  more  inisiness  in  1914  tiian  he  did  in  1913.  If  he  is 
a  believer  in  advertising — every  prog;ressive  shoe 
dealer  realizes  something  at  least  of  the  value  (jf  ad- 
vertising to-day — he  will  take  his  advertising  serious- 
!v,  and  place  it  upon  a  business  basis.  I'he  first  step 
in  this  direction  shoidd  be  the  consideration  of  the 
a(l\  ertising  appropriation. 

it  is  possible  to  buv  adxertising  space  I  rum  hand 
to  mouth,  paying  so  much  for  newspaper  space  once 
in  a  while,  getting  up  a  circular  or  folder  two  or  three 
times  a  year  if  you  happen  to  think  of  it  and  ha\e 
time  to  spare,  and  putting  your  hand  in  yom  pocket 
half  a  dozen  times  during  the  season  for  advertising 
in  chiu-ch  programmes,  fair  programmes  or  some  other 
kind  of  programmes  that  offer  little  in  the  way  of  cir 
culation,  are  gix'en  little  attention  I)y  those  who  re 
ceive  them,  and  that  are,  as  a  general  pro])osition,  of 
very  little  real  advertising  value. 

A  great  many  retail  shoemen  still  buy  advertising 
s})ace  in  this  way.  Their  advertising  is  entirely  hap- 
hazard. No  attempt  is  made  to  plan  out  the  advertis- 
ing expenditure  or  the  advertising  copy,  yet  at  the 
vear's  end,  if  any  accurate  account  had  been  kept,  it 
would  often  be  found  that  the  sum  frittered  away  upon 
|)lanless  and  too  often  resultless  publicity  would  have 
l)aid  for  a  modest  campaign  of  regular  advertising,  if 
it  had  been  planned  out  in  advance  to  the  best  ad- 
vantage. 

How  Much  to  Spend 

Just  how  nuich  U>  s]jend  upon  advertismg  will  de- 
pend upon  a  good  many  considerations.  It  must  de- 
pend in  part  upon  the  merchant's  faith  that  advertis- 
ing really  pays — that  he  can  make  it  pay  him  ;  for  un- 
less the  advertising  that  he  does  is  going  to  bring  him 
more  business  and  to  reduce  in  this  way  the  percent- 
age cost  of  every  sale,  it  is  certainly  going  to  add  to  it. 
This,  indeed,  is  the  very  point  at  which  many  a  mer- 
chant hesitates,  considers,  and  decides  to  stay  in  the 
old  rut.  lie  can  see  that  a  definite  advertising  cam- 
])aign,  e\en  upon  a  modest  scale,  is  going  to  cost  a 
definite  sum  of  money — to  add  just  so  much  to  the 
\ear's  ex])enses — but  he  is  not  convinced  that  he  can 
make  it  increase  business  sufficiently  to  offset  the  in- 
creased expense,  and  he  isn't  willing  to  take  a  chance, 
lie  will  take  a  chance  on  real  estate,  at  home  or  a 
thousand  miles  away  ;  he  will  take  a  chance  on  stoclcs 
that  he  knows  little  or  nothing  about ;  but  try  to  get 
him  to  invest — to  risk,  if  you  like — a  few  hundred  dol- 
lars in  adxertising  his  own  business,  and  it's  alto- 
gether likely  you  will  get  turned  down.  That  others 
are  extending  their  business — and  making  money — 
through  adxertising  is  beyond  question;  that  he  would 
do  the  same,  however,  is  not  beyond  (piestiou,  and  he 
w( lu't  take  a  chance. 

The  business  way  to  decide  ui)on  the  amount  of  an 


advertising  appro|)riation  is  upon  a  percentage  Ijasis — 
a  percentage  upon  the  gross  business — and  either  an- 
nually or  semi-annually.  To  the  beginner  this  neces- 
sarily is  .something  of  an  experiment,  and  the  percent- 
age will  vary  according  to  the  character  of  the  business 
and  other  conditions  all  the  way  from  one-half  to  five 
per  cent.  L'nder  some  circumstances,  and  in  some 
lines,  the  latter  figure  is  considerably  exceeded.  The 
footwear  business  is  one  in  which  the  necessity  of 
clearing  special  season  goods  is  an  important  factor. 
.Styles  change  rapidly,  also,  and  lines  that  represent 
good  salable  stock  one  season  may  become  very  great- 
ly depreciated,  or  difficult  to  move  at  any  price,  if 
allowed  to  remain  on  hand  until  the  next.  Advertis- 
ing |)lays  an  increasingly  im])ortant  part  in  keeping 
the  stock  of  tlie  shoeman  free  from  broken  lines  and 
left-overs,  and  in  so  far  as  it  does  so  the  advertising 
investment  is  money  well  spent.  From  one-half  to 
two  per  cent,  of  the  gross  business  may,  therefore,  be 
taken  as  a  conservative  first-year  appropriation  for 
"printers'  ink."  On  an  annual  business  of  $15,000 
this  would  mean  from  $75  to  $300  for  advertising  pro- 
l)er.  Go  slowly  at  first.  It  is  an  easy  matter  to  in- 
crease the  percentage  later,  and  at  the  same  time  the 
beginner  will  gain  experience  as  time  goes  on,  and  will 
konw  better  how  much  to  spend  and  how  best  to 
s|)end  it. 

How  to  Spend 

With  the  amount  of  the  appropriation  settled,  the 
next  point  is  how  to  spend  it.  There  are  many  meth- 
ods of  advertising.  Which  methods  are  most  likely 
to  yield  the  small  advertiser  returns?  Newspaper  ad- 
vertising unquestionably  comes  first,  and  for  a  time 
at  any  rate  the  shoe  dealer  is  well  advised  who  sets 
aside  the  greater  part  of  his  appropriation  for  newspa- 
])er  advertising.  In  considering  the  broad  question  of 
the  store  advertising,  a  certain  amount  should  be  set 
aside  for  showcards,  window  displays  and  for  special 
season  decorations.  These  items  may  be  included  in 
the  direct  advertising  appropriation — in  which  case 
the  percentage  will  run  somewhat  higher  than  the  fig- 
lu-es  suggested — or,  as  is  commonly  the  case,  they 
may  be  charged  amongst  other  store  expenses.  After 
the  newspaper  advertising  of  the  store  is  placed  upon 
a  satisfactory  basis,  a  certain  amount  may  then  be 
spent  for  direct  advertising  by  circular  letter,  folders 
or  booklets  mailed  to  a  carefully  chosen  mailing  list. 

Programme  "Advertising" 

Generally  speaking,  advertising  of  the  programme 
variety  should  not  be  considered  as  advertising  at  all ; 
and  in  tactfully  turning  down  propositions  of  this 
kind  it  will  be  found  quite  an  advantage  to  be  able 
to  explain  that  the  advertising  appropriation  for  the 
year  was  planned  months  previously,  and  that  no  fur- 
ther funds  are  available  for  advertising  purposes. 
^^^len  a  definite  policy  is  adopted  in  this  matter  it 
can  readily  be  explained  without  danger  of  causing 
oft'ence.  Then,  if  any  advertising  of  this  kind  is  paid 
for,  it  should  be  charged  to  charity  or  anything  else 
you  like,  but  not  to  advertising. 

The  problem  of  newspaper  advertising  is  much 
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simpler  for  the  country  or  small-city  merchant  than 
for  dealers  in  the  great  centres,  where  the  cost  of  space 
in  the  great  city  dailies  is  almost  prohibitive.  The 
main  considerations  in  judging  between  one  medium 
and  another,  however,  are  the  same.  Of  first  import- 
ance is  the  local  standing  of  the  paper.  In  almost 
every  city  there  is  one  paper  that  has  come  to  be 
recognized  as  the  best  advertising  medium.  When 
other  things  are  equal,  or  are  not  too  much  -unequal, 
the  popular  paper  is  the  one  to  use,  or  to  use  first. 
The  quality  of  circulation  as  well  as  the  amount  should 
be  carefull}'  considered ;  and  when  the  difference  in 
rates  is  great  it  may  become  a  question  for  the  mer- 
chant who  is  breaking  into  the  game  whether  space 
in  the  less  firmly  established  medium,  at  lower  cost, 
would  not  be  likely  to  serve  his  purpose  as  well  as  in 
the  recognized  popular  medium.  This  question  should 
be  weighed  carefully,  sliould  be  talked  over  with  the 
representatives  of  the  papers  under  consideration  and, 
when  possible,  with  a  friendly  advertiser  of  experience. 
In  a  small  town  where  two  papers  of  different  politi- 
cal or  religious  sympathies  are  in  the  field,  policy  may 
dictate  the  use  of  both.  Decide,  however,  to  be  a  reg- 
ular advertiser  for  a  year  at  least ;  abandon  once-in- 
a-while  publicity ;  remember  that  the  effect  of  fifty, 
one  hundred  or  one  hundred  and  fifty  timely  small- 
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spaced  advertisements  throughout  the  year  is  much 
greater  than  a  "broadside"  two  or  three  times,  that  is 
read  only  once  and  then  forgotten. 

Because  you  advertise  regularly,  however,  you 
need  not  necessarily  use  always  the  same  amount  of 
space.  Contract  for  so  many  inches  of  space  yearly  or 
half-yearly,  not  for  so  many  inches  per  insertion.  In 
this  way  you  may  provide  for  special  season  announce- 
ments by  varying  the  space  used.  During  dull  days 
and  between  seasons  you  can  use  smaller  space,  with 
good  disjjlay,  reserving  the  extra  inches  for  special 
appeals  when  they  are  needed. 

Finally,  in  what  part  of  the  paper  do  you  want  your 
advertisement  to  appear?  "Preferred  position,"  at  top 
of  column,  foot  of  column  or  in  some  special  section 
of  the  paper  costs  more  money  than  "run  of  paper." 
W'hether  it  is  worth  the  extra  rate  depends  upon  the 
general  character  of  the  advertising  and  other  pages, 
and  upon  the  size  of  the  space  used. 

A  small-space  advertisement  may  be  made  to  stand 
out  amongst  all  surrounding  matter  by  good  display, 
by  a  distinctive  border  or  by  the  use  of  suitable  illus- 
trations. When  large  space  is  used — even  though  the 
space  rate  itself  is  not  high — sufficient  time  and 
thought  should  be  given  to  the  layout,  however,  to  en- 
sure its  being  used  to  the  best  possible  advantage. 


An  Instructive  Talk  on  Last  Making 


speaking  at  a  recent  meeting  of  the  Leicester,  Eng., 
Managers'  and  Foremen's  Association,  a  prominent 
Northampton  last  maker  said : 

According  to  scientists,  ages  ago  man  lived  in  for- 
ests the  life  of  wild  animals ;  but  the  inclemency  of 
Nature  and  the  roughness  of  the  surroundings  by  and 
by  taught  him  how  to  protect  his  body.  He  took  re- 
fuge in  caverns,  in  the  hollowed  trunks  of  trees ;  he 
covered  his  body  with  skins  of  animals,  and  later  on 
also  found  it  necessary  to  have  a  protection  for  his 
feet.  The  first  attempts  resulted  in  very  rudimentary 
footwear,  in  the  way  of  skins  bound  round  the  foot. 
It  is  known  that  the  Egyptians  wore  sandals  consist- 
ing of  wooden  soles  attached  to  the  feet  by  means  of 
thongs.  Then  came  a  kind  of  footwear  made  of  skins 
with  thick  soles,  and  the  covering  of  the  foot  followed 
the  evolutions  of  people  and  habits  up  to  the  present 
time,  in  which  we  find  a  footwear  which  may  be  called 
perfect — at  least  from  an  aesthetic  point  of  view. 

However,  there  seems  not  to  be  any  record  in  the 
annals  of  shoe-making  when  the  first  wood  last  was 
used  for  making  footwear.  The  foot  itself  was  the  or- 
iginal last ;  then  someone  thought  of  wooden  substi- 
tutes for  the  shoemaker  to  make  the  shoes  on.  This 
was,  of  course,  a  long  time  before  shoes  were  ever 
made  by  machinery.  The  shoemaker  used  to  make  his 
own  lasts,  cutting  them  out  by  hand  from  a  rough 
])iece  of  wood.  Later  on  machinery  Avas  invented  to 
reproduce  quantities  of  lasts  from  a  model  given,  the 
finishing  process  taking  place  exclusively  by  hand. 
The  first  machine  was  a  kind  of  turning  lathe  fitted 
with  a  primitive  device  for  turning  larger  and  smaller 
sizes  than  the  original  model.  I  ought  to  mention  here 
that,  as  has  been  the  case  with  many  other  inventions 
and  novelties,  the  production  of  machine-made  lasts 
met  with  certain  contempt  from  the  shoemakers,  and 
only  perseverance  of  the  last-maker  made  the  use  of 
machine-made  lasts  general.  The  early  form  of  last- 
making  machinery  has  since  the  90's  been  displaced  by 


the  American  turning  lathe,  which  is  now  to  be  found 
in  all  up-to-date  last  factories. 

It  is  obvious  that  the  safest  principle  in  last-mak- 
ing is  not  to  lose  sight  of  the  anatomical  structure 
and  the  activity  of  the  foot  when  constructing  a  new 
model.  There  are  certain  points  in  a  foot  on  which 
the  whole  weight  of  the  human  body  is  concentrated, 
and  these  points  are  more  or  less  responsible  for  the 
right  balance  of  the  normal  body.  It  is  therefore  es- 
sential that  these  bearings  should  be  considered  when 
making  a  last,  and  from  these  a  kind  of  skeleton 
sliould  1)6  drawn,  or  imagined  by  the  model  maker. 
In  this  skeleton  all  qualities  insuring  a  good  fit  should 
be  contained,  and  the  artistic  ideas  could  then  be  ap- 
])lied  to  the  last  or  skeleton  with  an  immense  variety 
of  results.  These  results,  which  more  or  less  always 
carry  a  character  of  individuality,  are  ranged  into  cate- 
gories according  to  the  tenets  of  fashion.  A  uniform 
skeleton  should,  therefore,  serve  for  different  kinds  of 
last,  either  for  English  or  American  style,  pump  or 
'I'ango  lasts.    There  is  only  one  truth  ! 

Ill  connection  with  last-making  there  is,  jjcrliaps, 
no  other  point  on  which  opinion  diff'ers  as  much  as  on 
measurements — that  is  to  say,  liow  the  last  should  be 
measured  and  how  it  should  be  graded  from  size  to 
size  and  from  fitting  to  fitting,  so  as  to  follow  as  close 
as  possible  the  average  development  of  the  human  foot. 
Cnfortunatel}-,  no  existing  method  or  doctrine  has  as- 
serted itself  infallible,  so  that  it  could  be  accepted  by 
the  generality  as  an  international  standard.  We  find 
that  practically  each  country  has  its  own  scale  of  mea- 
surements, and  even  in  eveiw  one  of  the  shoemaking 
countries  manufacturers  are  using  scales  deviating 
from  the  average  system  in  order  to  answer  special 
requirements  or  suit  certain  peculiarities  of  their 
goods'  markets. 

In  the  United  States  last  makers  grade  their  lasts 
after  a  method  which  has  been  generallv  adopted.  The 


42  FOOTWEAR 

modern,  ui)-to-date  last  factories  can,  of  course,  pro- 
duce lasts  to  any  scale,  as  their  machinery  can  be  ad- 
justed accordingly;  but  last  makers  would  most  glad- 
ly welcome  a  national,  if  not  international,  method  of 
measurements,  witli  imiform  units.  To  illustrate  this 
I  would  mention  that  at  the  Alfeld  Last  Works  we 
have  about  200  different  scales  of  measurements,  sent 
from  different  customers.  This  great  variety  is  partly 
due  to  the  fact  that  we  are  making  lasts  with  prac- 
tically every  country  in  the  world. 

The  first  to  benefit  from  a  unicjue  scale  of  measure- 
ments would  be  the  shoe  manufacturers,  then  the  last 
maker,  the  retailer  and  the  public.  It  is  natural  that 
every  confusion  arising  from  the  present  disparity  of 
scales  would  be  banished,  to  the  great  relief  of  all  con- 
cerned. f)Ut  many  people  do  not  realize  the  import- 
ance of  a  scale,  and  think  that  its  main  object  is  to  ex- 
press in  figures  the  dififerent  sizes,  so  as  to  distinguish 
them  from  each  other.  This  is  of  a  very  secondary 
importance,  the  vital  object  is  to  establish  a  rational 
joint  measurement  for  every  size,  taking  as  a  basis  a 
noruial  foot.  This  being  done,  it  naturally  follows 
that  every  size  would  suit  every  normal  foot.  Larger 
and  smaller  fitting  would  also  have  to  be  established 
in  a  proportionate  manner  to  suit  feet  wider  and  thin- 
ner tlian  the  normal  one,  taken  as  a  basis.  While  the 
establishment  would  be  ])ractirally  only  a  matter  of 
agreement  between  all  shoe  manufacturers  and  last 
makers,  the  instep  and  heel  measurements  could  not 


Price  Tickets  on 

THE  excuse  for  existence  of  the  window  display, 
like  its  cousin,  the  printed  advertisement,  is  to 
sell  goods.  If  it  doesn't  succeed  in  doing  that. 
It  is  not  a  first-class  display.  It  is  conceivable 
that  cleverly  dressed  windows,  which  attract 
attention  and  interest  on  the  part  of  passersby,  and 
lead  to  comment  which  stirs  up  the  curiosity  of  the 
public,  are  worth  something,  because  they  supply  gen- 
eral publicity  for  the  store  and  are  to  that  extent 
effective.  But  freak  displays  are  generally  of  ques- 
tionable value,  and  for  one  that  hits  the  mark  there  are 
a  dozen  which  fail  to  create  even  a  ripple  on  the  mill- 
pond  of  community  interest. 

The  display  that  goes  on  the  list  as  the  bread-win- 
ner, the  window  trim  with  a  punch,  shows  the  goods  in 
relation  to  use  if  possible,  and  in  such  an  attractive 
manner  that  the  man  who  stops  and  looks  will  buy  if 
he  is  in  the  market  for  that  particular  kind  of  goods. 

It  should  be  remembered  that  "in  the  market"  is  a 
phrase  which  has  a  wide  meaning.  A  chap  may  not  be 
in  the  market  for  shoes,  but  if  he  sees  a  pair  in  your 
window  that  looks  good,  he  may  remember  that  those 
he  is  wearing  are  rather  old  and  disreputable-looking, 
and  promptly  get  in  the  market  for  another  pair. 

The  housewife  may  not  be  "in  the  market,"  exact- 
ly, for  evening  shoes;  but  if  she  sees  one  of  your  nifty 
pairs  on  display,  with  the  price  attached,  she  will  likely 
come  to  the  conclusion  that  it's  enough  of  a  bargain  to 
warrant  purchasing.  That  puts  her  in  the  market.  It's 
a  sort  of  instantaneous  process,  as  it  were. 

You  may  create  interest  and  desire  by  your  win- 
dow, but  to  get  a  sale  you  must  arouse  action.  That  is, 
the  mind  of  the  prospect — we  will  consider  all  possible 
customers  as  prospects — must  hit  upon  the  definite 
conclusion,  "I  am  going  to  buy  that."    In  order  for 


IN  CANADA 

so  easily  be  standardized,  owing  to  the  fact  that  the 
feet  of  dififerent  races  show  distinct  variations  in  this 
respect.  Besides  the  pitch  of  the  last,  the  shape  of  the 
waist  and  the  object  itself  are  apt  to  bring  variations 
to  this  part  of  the  last,  even  if  the  last  is  intended  to 
fit  the  same  foot.  It  would  naturally  be  a  great  im- 
])rovement  if  a  standard  back  part  of  last  could  be  ac- 
cepted, as  this,  besides  simplifying  the  whole  matter 
of  last  measurements,  would  mean  a  great  saving  for 
the  boot  manufacturer.  Standard  patterns,  heels,  stif- 
feners,  etc.,  could  be  introduced  to  fit  the  back  part 
of  the  last,  and  greater  uniformity  in  the  shoemaking 
process  attained. 

Llere,  the  same  as  in  America,  the  yard,  with  its 
sub-divisions,  is  used  for  measuring  lasts  and  feet, 
but  surely  no  one  could  say  that  the  Eflglish  tape 
is  practical  or  at  least  simple.  The  actual  size  is  about 
one-third  of  an  inch,  but  this  sub-division  being  rather 
too  large,  sizes  have  come  into  general  use.  The 
tape  starts  with  an  irregularity  with  regard  to  sizes, 
viz.,  the  0  point,  instead  of  being  at  the  commence- 
ment of  the  measure,  is  at  four  inches  from  this  point. 
Then  we  find  that  the  numeration  is  continued  up  to 
13,  where  it  recommences  with  one  up  to  the  larger 
sizes  for  adults.  It  would  certainly  be  much  more 
practical  if  the  measure  would  progress  regularly 
through  the  whole  measure,  and  every  manufacturer 
would  soon  get  accustomed  to  tliis  improved  method 
of  measuring. 


Window  Display 

such  a  conclusion  to  be  reached,  the  prospect  must 
have  analyzed  your  proposition,  consciously  or  uncons- 
ciously, along  a  line  of  reasoning  similar  to  this : 

This  is  a  good  article. 

It  has  cjuality. 

It  would  be  useful  to  me. 

I  would  like  to  have  it. 

It  would  be  a  good  buy  for  the  money. 

And  imless  that  final  point  is  included,  the  deter- 
mination to  buy  cannot  be  arrived  at  by  the  prospect. 

Hence,  the  most  important  of  all  the  things  you 
])ut  in  the  window  is  the  price  ticket,  because  it  sup- 
])lies  the  information  upon  which  the  final  decision 
must  depend.  The  buyer  cannot  decide  to  buy  with- 
out knowing  what  the  goods  will  cost,  and  he  ought  to 
be  given  an  opportunity  to  make  that  decision. 

It  may  be  suggested  that  the  price  will  scare  away 
many  a  purchaser,  who,  if  given  an  opportunity  to 
come  in  and  enquire,  would  decide  to  buy  in  spite  of 
the  price  being  higher  than  had  been  expected. 

The  other  horn  of  the  dilemma  is  disregarded,  how- 
ever, and  a  very  strong  trait  of  human  nature  is  over- 
looked. It  is  the  general  desire  not  to  appear  "cheap." 
The  man  with  a  modern  purse,  or  the  woman  either, 
for  that  matter,  will  often  pass  up  an  attractive  article 
that  is  not  priced,  thinking  that  it  may  be  too  high.  It 
is  quite  possible  that  the  price  may  have  been  lower 
than  tliat  fixed  in  the  mind  of  the  prospect,  because 
merchants  ordinarily  put  goods  in  their  windows  which 
are  exceptional  values  for  the  money.  Hence  the  risk 
is  run  of  driving  of¥  possible  trade,  without  the  pros- 
pective purchaser  being  given  a  chance  to  determine 
whether  or  not  he  or  she  can  aff'ord  to  buy.  It  is  cer- 
tainly better  to  make  the  case  plain  at  the  beginning, 
and  thus  open  the  way  for  a  decision,  even  if  it  is  un- 
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favorable,  than  to  risk  losing  through  indecision  being 
encouraged. 

The  ultra-artistic  window  dresser  frequently  objects 
to  tagging  goods  with  the  price  because  of  the  idea 
that  this  detracts  from  the  appearance  of  the  display, 
lie  thinks  that  as  a  pretty  picture  it  is  spoiled  by  the 
introduction  of  the  crude,  coarse  dollar-mark. 

But  here  again  it  must  be  remembered  that  the 
chief  idea  of  the  display  is  not  to  create  admiration 
for  it  as  an  artistic  production,  but  to  win  friends  for 
the  goods  which  are  being  shown.  The  matter  of  help- 
ing or  hurting  the  display  as  a  triumph  of  window- 
trimming"  should  be  subordinated  to  the  big  question, 
"Will  it  sell  the  goods?" 


The  Industrial  Ascendency  of  Nova  Scotia 

An  effort  has  been  successfully  carried  out  to  de- 
monstrate to  the  world  the  progress  that  Nova  Scotia 
has  made  in  the  field  of  manufacturing".  We  refer  to  a 
book  entitled  "The  Industrial  ■  Ascendency  of  Nova 
Scotia"  which  has  recently  been  published  by  the  Nova 
Scotia  Branch  of  the  Canadian  Manufacturers'  Asso- 
ciation. This  volume  is  a  picture  story  of  the  princi- 
pal manufactories  in  Nova  Scotia  and  we  are  sure  it 
will  prove  an  eye-opener  to  many  in  other  provinces 
to  see  the  development  of  the  manufacturing  industry 
in  Nova  Scotia,  particularly  in  such  centres  as  Am- 
herst, New  Glasgow  and  Sydney.  An  impression  has 
existed  among  some  people  that  Nova  Scotia  is  not  a 
manufacturing  province.  Such  an  idea  will  certainly 
be  dissipated  in  the  minds  of  those  who  peruse  this 
finely  illustrated  publication.  Among  the  plants  illus- 
trated are  the  shoe  factories  of  the  Amherst  Boot  & 
Shoe  Company,  Limited,  Amherst ;  the  Robert  Taylor 
Company,  Limited,  Halifax;  the  H.  H.  Crosby  Com- 
pany, Limited,  Hebron,  and  the  A.  A.  Durkee  Com- 
pany, Limited,  Truro.  A  copy  of  this  booklet  may  be 
obtained  by  Avriting  the  secretary  of  the  Publicity 
Committee,  Nova  Scotia  Branch,  Halifax,  N.S. 


Is  Eighty-Seven  Years  Young 

Mr.  Wm.  Stone,  who  is  employed  as  a  custon"i 
shoemaker  with  the  firm  of  H.  &  C.  Blachford,  Limited, 
114  Yonge  Street,  Toronto,  celebrated  his  87th  birth- 
day on  January  30th  last.  He  was  born  in  England  in 
the  year  1827,  coming  to  Canada  by  the  sailing  vessel 
"J.  S.  Parsons."  He  left  England  on  June  12th,  1857, 
and  arrived  at  Quebec  in  August,  the  time  occupied  by 
the  voyage  being  just  six  weeks. 

Mr.  Stone  returned  home  for  a  visit  in  1867  and 
while  in  London  visiting"  the  Royal  Exchange  he  saw 
the  royal  proclamation  being  posted  at  the  doorway 
proclaiming  the  confederation  of  the  Dominion  of 
Canada. 

Since  1884  he  has  been  constantly  employed  by  tlie 
firm  of  H.  &  C.  Blachford  and  has  thus  been  in  his  pre- 
sent job  for  a  period  of  thirty  years.  In  spite  of  his 
age  he  is  to-day  enjoying  the  best  of  health  and  always 
has  a  joke  to  tell  when  you  enter  his  domain,  which  is 
situated  on  the  second  floor  of  the  establishment. 

Mr.  Stone  learned  the  trade  of  shoemaking  when  a 
lad  of  thirteen  years  and  has  served  on  the  bench  ever 
since.  He  has  seen  the  development  of  the  shoe  busi- 
ness from  the  crude  old  style  to  the  almost  perfect 
shoe  of  to-day.  His  specialty  is  women's  Avork,  al- 
tliough  around  the  Christmas  season  he  is  kept  busy 


making  up  men's  worked  slippers,  in  the  turning  out 
of  which  he  excels. 

Mr.  Stone  joined  No.  1  company,  of  the  Queen's 
Own  Rifles,  under  Captain  Brown,  some  time  before 
the  Fenian  raid,  but  did  not  see  service  in  the  latter 
campaign,  however.  He  has  been  much  interested  in 
the  development  of  the  country  during  his  fifty-seven 
years  sojourn.  During  the  time  he  has  lived  in  Can- 
ada he  has  worked  for  four  shops,  viz.,  Messrs.  Dack, 
Sr.,  Gimmel,  Sr.,  Dickie  and  H.  &  C.  Blachford,  and  so 
certainly  has  been  a  model  employee  as  well  as  a 
craftsman. 

Mr.  Stone,  although  such  an  old  man  and  having 
worked  so  hard  all  his  life,  has  never  had  occasion  to 


Mr.  Wm.  Stone,  87  years  old,  custom  shoemaker 


liave  a  doctor  and  judging  by  his  appearance  and  vigor 
he  is  still  good  for  many  years  to  come.  He  says  he 
cannot  be  called  an  "Odd  Fellow^"  as  he,  like  most  of 
his  kind,  fell  to  the  arrow  of  Cupid  many  years  ago, 
his  wife  coming  to  Canada  with  him,  where  they  start- 
ed their  little  home  in  Toronto.  Mr.  Stone  is  a  member 
of  the  Church  of  England,  as  was  his  father  and 
grandfather  before  him.  Although  eighty-seven  years 
old  he  is  the  "baby  of  the  family,"  having  a  brother 
aged  ninety-one  and  a  sister  eighty-nine,  both  living 
at  the  present  time  at  Grand  Rapids,  Mich. 


A  beautiful  store  may  be  a  strong  point,  but  re- 
member that  your  customers  are  not  buying  shares  in 
your  business.  They  are  looking  for  "quality"  in  the 
footwear  and  that  must  be  your  "first,  last  and  always" 
thought. 


To  get  a  man  to  visit  your  store  is  something; 
to  sell  him  some  goods  while  he  is  there  is  more ;  but  to 
sell  him  some  goods  and  send  him  away  thoroughly 
satisfied  is  the  only  way  to  build  up  a  good  business. 

The  public  is  interested  in  prices.  When  you  have 
created  a  want  in  the  mind  of  the  reader,  the  next 
question  that  interests  him  is  the  price  at  which  that 
want  may  be  satisfied. 


44 


FOOTWEAR    IN  CANADA 


The  Largest  Footwear  Factory  on  the 

Pacific  Coast 


SI  NCI"]  the  estahlisliiiK'iit  d"  the  N'ancouver  boot 
and  sItoc  mainifactnring  linn  of  J.  Lcckic  cK: 
Company,  Ciniitcd,  ahiiost  nine  years  aj^o,  the 
business  has  underi^one  wonderful  advance- 
ment, the  hitest  si^n  of  proj^ress  being'  embodied  in  a 
substantial  new  seven-storey  warehouse  and  factory 
addition  comjjleted  at  the  I)esiiinin^'  of  the  New  Year. 
W  ith  the  new  extensi(jn,  measuring;  ^.^  x  132  feet,  the 
company's  premises  at  the  corner  of  Camljie  and  Wa- 
ter streets  now  occupy  a  total  j^round  floor  space  of 
W  \  143  feet.  The  basements  of  both  the  old  and  new 
buildiui^s  are  used  conjointly  as  a  sole  leatlier  depart- 
ment;  the  lirst  tldnr  contains  the  j^eneral  offices  and 
sample  rooms;  a  warehouse  for  jol)l)ing'  lines  occu- 
|)ies  the  second  tloor  ;  the  third  floor  is  occu])ied  b\'  a 
warehouse  for  lines  maiuitactured  by  the  hrm;  on  the 
fourth  floor  is  situated  a  warehouse  for  rubber  boots, 
oil  clotliini;.  ujjper  leather  and  all  kinds  of  shoe  fmd- 
ings.  The  lifth  and  sixtii  Moors  are  utilized  for  manu- 
facturiui^  pur|)oses,  the  former  containing  the  cutting, 
litting  and  stitching  rooms  .ind  the  latter  the  bottom- 
ing department. 

Steady  Progress  Made 

The  history  of  this  prosperous  Pacific  Coast  con- 
cern is  marked  by  a  continuous  record  of  progress 
and  expansion,  in  keeping  with  the  remarkable  de- 
velopment which  for  several  years  past  has  character- 
ized practically  all  lines  of  industry  represented  at 
Vancouver.  In  1905,  the  year  the  company  was  es- 
tablished, a  single  Hoor  space  was  considered  ample 
for  the  requirements  of  the  firm's  jobbing  business. 
Only  five  men  were  employed  in  the  factory  at  the 
outset,  and  the  initial  capacity  did  not  exceed  3.S  pairs 


ol  boots  i)er  (lay.  'i"wo  years  later,  aljout  the  time 
when  the  city's  future  became  assured  and  the  possi- 
bilities lor  business  throughout  the  province  began 
to  attract  attention  all  over  the  rountr\-.  the  compan\- 


J.  A.  Thurston,  factory  superintendent 
and  buyer. 


resolved  to  extend  their  operations  and  specialize  in 
the  manufacture  of  lines  best  suited  to  the  British 
Columbia  field.  A  three-storey  building  on  Howe 
street  was  erected,  being  occupied  until  1909.    In  that 


Hand  cutting  section  of  cutting  room.    This  department  is  66  x  72  feet. 
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Exterior  view  of  factory  of  J.  Leckie  &  Company,  Limited,  Vancouver,  B.C. 


year  the  reputation  of  the  hrm  for  producing  a  high 
class  standard  of  footwear  became  hrmh'  established, 
and  in  order  to  keep  pace  with  the  increasing  volume 
of  trade  it  was  found  necessary  to  erect  a  seven- 
storey  building,  measuring  143  x  66  feet,  at  the  pre- 
sent location ;  this  structure  forming  the  main  section 
of  the  factory  just  recently  enlarged.    At  the  present 


time  the  equipment  in  their  plant  is  strictly  up-to- 
date,  and  capable  of  turning  out  a  product  of  the  very 
best  quality.  The  average  daily  output  at  the  end  of 
January  was  over  550  pairs  a  day,  which  is  100  pairs 
in  excess  of  the  output  at  the  beginning  of  1913.  With 
the  installation  of  extra  machinery  in  the  new  addi- 
tion, the  factory  is  now  equipped  to  turn  out  1,000 


A  corner  of  the  stitching  room,  3,?  x  143  feet. 


Bottoming  room,  measuring  99  x  143  feet. 
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pairs  a  day,  and  will  be  operated  to  the  total  capacity 
just  as  soon  as  the  state  of  trade  warrants  the  in- 
creased operation.  It  may  prove  interesting  informa- 
tion that  the  output  of  Leckie's  factory  is  consider- 
ably greater  than  that  of  any  other  establishment  at 
the  Pacific  Coast. 

Including  the  office  and  travelling  stafts,  the  total 
number  of  employees  is  registered  as  150. 

Excellent  Cost  System 

The  costs  system,  employed  throughout  the  factory 
has  been  the  object  of  complimentary  comment  from 
various  visiting  manufacturers  of  life-long  experience 
in  the  shoe  business,  and  is  unquestionabl}^  the  most 
complete  of  any  that  we  know  of.  The  system  shows 
the  actual  cost  of  every  individual  case  of  shoes  that 
is  handled  in  the  factory.  At  the  first  of  every  month 
a  report  is  prepared  giving  the  cost  of  material  used, 
labor,  selling  price  and  profit  on  every  single  case. 
The  accuracy  of  the  system  is  demonstrated  at  the 
end  of  each  year  when  it  is  compared  with  the  actual 
stocktaking  figures  with  which  it  invariably  dififers  to 
the  extent  of  only  a  few  dollars.  The  system  was  in- 
\'ented  by  Mr.  J.  A.  Thurston,  the  company's  inde- 


fatigable factory  superintendent  and  buyer,  and  has 
been  used  with  perfect  success  for  over  seven  years. 
Mr.  Thurston  has  been  responsible  for  other  valuable 
innovations  in  the  factory,  of  which  he  has  been  in 
sole  charge  from  the  beginning,  and  is  thoroughly  de- 
serx'ing  of  the  credit  that  is  due  him  as  the  main  fac- 
tor at  the  back  of  the  firm's  remarkably  prosperous 
record.  At  the  present  time  the  principal  markets  for 
Leckie's  boots  are  found  in  British  Columbia,  the  Yu- 
kon Territory,  Alberta  and  Ontario.  The  company 
make  a  specialty  of  manufacturing"  footwear  suitable 
to  the  requirements  of  loggers,  surveyors,  prospectors 
and  construction  workers,  and  in  addition  turns  out 
the  various  finer  grades  for  city  wear,  large  quantities 
of  which  are  disposed  of  to  retailers  throughout  the 
home  territory.  In  boy's,  men's  and  youth's  sizes  the 
Goodyear  welt,  standard  screw,  and  pegged  are  manu- 
factured. 

The  officers  of  the  company  comprise  the  follow- 
ing gentlemen: — President,  Mr.  John  Leckie ;  vice- 
president,  Mr.  R.  J.  Leckie ;  secretary-treasurer,  Mr. 
A'V.  H.  Leckie.  Mr.  F.  T.  Brown,  who  is  well  known 
in  business  circles  at  the  coast,  occupies  the  position 
of  accountant  with  the  company. 


Catching  the  Eye  of  the  Passer-by 

By  W.  A.  Read 


After  all  that  has  been  said  and  written  about  the 
advertising  value  of  good  window  displays,  the  fact 
remains  that  the  average  shoe  retailer  pays  mighty 
little  attention  to  his  window.  In  this  respect  he  is 
far  behind  the  retailer  in  other  lines  of  business,  such 
as  dry  goods,  clothing  and  millinery. 

The  shoe  dealer  sees  the  displays  the  other  mer- 
chants make  and  he  can't  help  but  notice  the  attention 
they  attract.  But  it  doesn't  seem  to  occur  to  him  that 
if  he  were  to  dress  up  his  windows  his  display  would 
likewise  attract  attention. 

I  am  moved  to  make  these  remarks  because  I  be- 
lieve that  something  should  be  done  to  stir  up  the  re- 
tailer and  get  him  to  take  advantage  of  his  opportuni- 
ties. He  needs  to  get  in  line  with  the  progressive 
merchants  of  his  town  who  are  always  eager  and  ready 
to  adopt  trade-drawing  methods. 

No  newspaper  advertisement,  no  matter  how  effec- 
tive it  is,  can  do  the  work  that  a  well  arranged  window 
display  does.  It  is  the  final  link  in  a  chain  between 
indecision  and  decision.  In  a  good  many  instances,  the 
window  display  creates  a  desire  for  goods  that  the  ob- 
server did  not  think  he  wanted.  And  it  often  reminds 
the  passer-by  of  an  actual  need  that  had  escaped  his 
memory. 

Your  windows  reflect  the  spirit  of  vour  store.  The}' 
may  safely  be  considered  an  index  of  your  business. 
If  your  windows  are  fly-specked  and  smeared  and  your 
goods  carelessly  arranged,  it  is  a  safe  guess  that  the 
inside  of  the  store  matches  up  with  the  windows.  The 
attractive  window,  on  the  other  hand,  invariably  re- 
flects a  cleanly,  well-kept  store. 

Part  of  the  rent  you  pay  is  for  the  opportunity  to 
display  your  goods  where  they  will  be  seen  by  people 
on  the  street.  You  are  not  a  good  business  man  unless 
you  make  your  windows  earn  this  rent. 

In  a  window  display  of  shoes,  you  can  show  the 
passer-by  the  exact  goods  in  a  way  that  cannot  fail 
to  appeal  to  him.     Pictures  and  printed  description 


will  not  do  it  anywhere  nearl}^  so  effectively.  The  win- 
dow display  is  the  shortest  route  to  the  pocketbook 
of  the  shopper. 

What  are  the  essentials  of  a  good  window  display? 
First,  the  window  must  be  clean.  Second,  the  display 
must  be  attractive.  Third,  it  must  tell  the  essential 
facts  about  the  goods.    Let  us  consider  these  in  turn. 

It  ought  not  to  be  necessary  to  emphasize  the  fact 
that  your  windows  must  be  clean.  No  matter  how  at- 
tractive your  display  may  be,  dirty  windows  will  repel 
the  favorable  attention  you  otherwise  might  have 
gained.    Dirty  windows  shut  out  trade  as  well  as  light. 

Your  display  must  be  attractive.  That  does  not 
mean  that  it  must  be  elaborate.  The  tendency  is  to- 
ward simplicity.  You  need  comparatively  few  acces- 
sories. Fall  flowers  and  grapevines  make  particularly 
attractive  backgrounds  for  autumn  displa3'S  and  are 
well  worth  the  slight  cost.  A  floral  background  is  al- 
ways an  eye  catcher. 

Don't  make  the  mistake  of  using  mirrors  for  a 
background.  A  Boston  shoe  dealer  clung  most  ten- 
aciously to  the  use  of  costly  mirrors  as  a  background 
for  his  displays.  Fle  had  the  idea  that  it  was  good 
business  to  show  the  back  of  the  shoes  as  well  as  the 
front.  Finally  he  was  persuaded  to  view  his  window 
from  across  the  street.  All  he  could  see  was  the  mo- 
tions and  gestures  of  the  people  who  were  passing.  The 
backs  of  the  shoes  were  not  visible.  He  took  out  the 
mirrors. 

Manv  shoe  dealers  make  the  mistake  of  using  too 
dark  a  background  for  displaying  black  shoes.  They 
wondered  why  their  display  lacked  effectiveness.  The 
reason  was  lack  of  contrast.  It  is  one  of  the  cardinal 
principles  in  window  decorating  that  dark  goods 
should  be  placed  against  light  backgrounds  and  light 
goods  against  dark  backgrounds. 

Another  good  rule  to  remember  is  this :  Show  the 
article  in  use.  For  instance,  suppose  yon  are  making 
a  display  of  hunting  shoes,  moccasins  or  other  foot- 
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wear  suitable  for  sportsnuMi,  it  wduld  he  a  good  idea 
to  show  some  color  ])riiits  (jf  hunting  scenes  or  inci- 
dents of  a  si)()rting  pilgrimage  to  some  hunting  para- 
dise. Reproductions  of  the  works  of  famous  magazine 
artists  may  be  obtained  very  eheajjly. 

Don't  put  too  many  styles  in  a  window.  You  may 
have  a  laudable  ambition  to  let  folks  know  that  your 
stock  includes  a  v\  ide  range  of  shapes  and  leathers,  but 
don't  display  them  all  at  once.  It  confuses.  Instead  of 
impressing  the  shopi)er,  it  I^ewilders  and  perplexes  him. 

A  display  that  shows  something  in  motion  always 
attracts  attention  and  arouses  interest. 

Mow  long  slmuld  a  dis])lay  remain  in  a  wind(nv? 


Jn  a  large  city,  the  window  shtnild  be  dressed  every 
day.  ft  is  true  that  your  audience  is  not  the  same  each 
day,  but  the  daily  change  impresses  those  who  see  it. 
They  conclude  that  you  must  have  something  new 
each  da}.  It  a])i)ea!s  to  those  who  constantly  seek 
novelty  and  change. 

Your  display  should  tell  the  essential  facts  about 
your  goods.  The  price  should  be  given;  that  is  very 
important.  Then  you  should  give  the  most  essential 
details.  The  window  cards  supplied  by  well-known 
advertising  agencies  are  well  worth  the  cost.  They 
convey  strong  selling  arguments  in  a  very  effective 
way.- -]''oot wear  Fashion. 


Tendency  Towards  Standardizing 

Shoe  Styles 


One  noticeable  tendency  in  the  matter  of  styles  of 
boots  and  shoes  which  has  been  I)roug"ht  about  by  the 
concentration  of  shoe  manufacturing  in  large  factor- 
ies is  a  tendency  to  standardize  and  reduce  the  number 
of  st}des  shown  each  season. 

A  rule  to  which  there  are  many  exceptions  is  that 
the  most  successful  shoe  manufacturer  is  the  one  mak- 
ing the  fewest  number  of  styles,  in  other  words,  the 
concern  that  has  carried  the  s])ecialization  of  i)roduct 
fartliest.  At  the  successful  Walton  factory,  as  every- 
body knows,  si)ccialization  has  even  gone  to  the  ex- 
treme of  making  but  one  style  of  boys'  shoes  and  one 
style  of  women's  and  misses',  even  eliminations  of 
many  of  the  widths  is  practiced. 

ft  is  not  surprising  therefore,  to  hud  many  boot  and 
shoe  manufacturers  back  of  a  systematic  effort  to  bring 
about  a  standardization  in  styles.  The  method  sug- 
gested for  making  the  idea  effective  is  to  appoint  a 
committee  from  those  factories  supporting  the  move- 
ment who  will  meet  at  the  beginning-  of  each  season 
and  determine  what  styles  will  be  shown  during  that 
season. 

Of  course,  such  a  movement  will  not  be  popular 
with  everybody,  as  much  trade  is  gained  through  re- 
tailers showing  novelties,  and  the  public  is,  without 
doubt,  induced  to  purchase  many  dollars  worth  of  ad- 
ditional footwear  tli rough  the  offering  of  new  attrac- 
tive styles. 

As  an  efficiency  pro])lem  the  idea  appeals  to  Ameri- 
can Shoemaking,  so  far  as  the  manufacture  of  men's 
shoes  is  concerned,  but  in  the  production  of  women's 
footwear,  we  do  not  believe  it  to  be  either  feasible  or 
desirable.  Constantly  changing  styles,  while  involv- 
ing a  large  primary  expense  for  the  manufacturer  is 
the  sole  excuse  for  the  existence  of  many  factories, 
where  the  entire  season's  nm  is  often  due  to  the  intro- 
duction of  snappy  designs  different  from  those  shown 
by  competitors.  Hien,  too,  the  ability  of  .American 
manufacturers  to  find  markets  for  their  product 
abroad  is.  in  a  large  measure,  due  to  the  offering  of 
styles  which  change  with  such  frequency  that  compe- 
tition from  foreign  manufacturers  is  rendered  well 
nigh  impossible. 

The  standardization  of  styles  would,  we  believe, 
eliminate  a  considerable  percentage  of  the  output  of 
footwear,  and  for  this  reason  we  i)clieve  it  is  im|)os- 
sible  In  make  it  generally  effective  on  women's  shoes. 

It  cannot  be  gainsaid  that,  judging  purely  from  the 
staudpiiinl  of  production,  that  is,  producing  the  most 


dollars  cjf  intrinsic  value  for  least  cost,  the  idea  is  one 
which  deserves  support.  'Jlie  American  pul)lic,  how- 
ever, is  not,  fortunately,  compelled  to  purchase  all  of 
its  wearing  apparel  upon  the  basis  of  intrinsic  worth, 
but  has  been  and,  we  trust,  always  will  be  in  a  position 
t(j  indulge  in  fads  and  fancies  that  appeal  to  the  eye 
as  well  as  to  the  pocket-book.- — American  Shoemaking. 


Pointed  Paragraphs 

(Organize!  Many  things  that  you  a>  an  individual 
cannot  aft'ord  to  do,  you  with  your  fellow  merchants 
could  do. 

You,  Mr.  Merchant,  can  make  money  by  getting 
your  wife  to  look  through  the  regular  numbers  of  your 
trade  paper.    She  will  see  things  there  that  you  miss. 

Can  a  stranger  walking  by  your  store  tell  from  its 
ap])earance  what  you  have  to  sell?  If  not  there  is 
something  lacking  that  you  need  in  your  business. 

When  you  start  an  advertising  plan  or  campaign, 
stick  to  it  imtil  it  makes  good.  Experiments  in  adver- 
tising result  is  only  Avaste  of  money. 

The  secret  of  getting  business  away  from  the  other 
fellows  is  to  offer  advantages  they  do  not  offer.  See 
what  opportunities  you  can  find  in  that  line. 

The  effect  of  the  best  advertising  stunt  you  ever 
pulled  off  won't  last  indefinitely.  As  soon  as  one  plan 
is  completed  go  right  to  work  on  another. 

There  is  no  way  of  handling  money  satisfactorily 
without  making  a  record  of  every  transaction  whether 
it  is  a  large  or  small  one. 

One  set  of  manners  for  the  store  and  another  set 
for  the  street  will  not  make  the  merchant  popular  with 
the  rank  and  file  of  his  patrons. 

The  man  who  always  buys  the  "quantity"  of  every- 
thing will  often  find  himself  prevented  from  seizing- 
good  opportunities  for  lack  of  capital. 

The  proprietor  who  wants  his  clerks  to  be  courteous 
to  his  customers  must  himself  be  courteous  to  the 
clerks. 

Don't  waste  time  waiting  *for  the  big  things  to 
come  along  and  hit  you.  Be  up  and  after  the  little 
ones.    ThcA-'ll  be  grown  up  some  day. 

Never  be  satisfied  to  sit  still  and  do  your  work. 
This  is  not  business.  You  are  not  doing  the  right 
thing-  by  your  employ  er  or  yourself.  Let  hin-i  see  you 
persevere. 
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Effect  on  Cattle  Market  of  Removal  of  U.S. 

Duty 

The  removal  of  the  duty  on  cattle  shipped  to  the 
United  States  will  have  a  marked  effect  upon  the  live- 
stock industry  of  the  Canadian  prairie  provinces,  says 
Vice  Consul  General  James  J.  McBride,  \Vinni])eg, 
Manitoba.  Already  it  is  stated  that  difficulty  is  ex- 
perienced in  obtaining-  catt!e  for  feeding  purposes  from 
eastern  Canada,  which  has  long  been  a  source  of  sup- 
ply for  young  cattle  for  Western  stock  raisers.  Dur- 
ing the  first  week  the  United  States  tariff  of  1913  has 
been  in  effect  over  70  carloads  of  cattle  are  stated  to 
have  been  shipped  from  western  Canada,  24  of  which, 
containing  690  head  of  stock,  valued  at  $31,847,  were 
shipped  from  Winnipeg  alone. 

The  government  of  the  Province  of  Saskatchewan 
is  seeking  to  obtain  the  opinions  of  stockmen  and 
farmers  in  all  portions  of  the  province,  and  has  sent 
out  a  circular  requestiong  information  as  to  livestock 
industry  increasing  and  decreasing  in  the  various  dis- 
tricts and  asking  for  suggestions  as  to  the  best  meth- 
ods to  be  pursued  in  order  that  it  may  be  established  on 
a  sound  basis.  The  replies  to  this  circular  it  is  ex- 
pected will  furnish  detailed  information  in  regard  to 
the  conditions  existing  in  the  various  sections  of  the 
province  and  will  indicate  to  the  government  what 
steps  should  be  taken  to  encourage  the  live-stock  in- 
dustry. 

Increased  Shipments  of  Cattle  From  Ontario 

Vice  Consul  D.  S.  To\'ell,  Toronto,  reports  that 
there  was  a  great  increase  in  cattle  shipped  from  that 
district  to  the  United  States  during  October.  A  des- 
tructive fire  swept  a  large  section  of  the  province  to 
the  north  during  the  summer,  consequently  on  ac- 
count of  shortage  of  feed,  farmers  in  that  district  were 
compelled  to  sell  their  young  cattle  even  with  the 
certainty  of  a  shortage  of  stock  for  the  next  year  or 
two.  This  created  a  supply  greater  than  the  demand 
for  local  consumption,  and  even  before,  the  duty  was 
taken  off  many  consignments  were  made  to  the  United 
States.  Immediately  after  the  elimination  of  the  duty 
prices  were  raised  to  such  an  extent  that  even  farmers 
with  feed  to  produce  the  finished  export  cattle  in  the 
spring  took  advantage  of  the  highest  prices  ever  of- 
fered to  many  of  them. 

Prices  jumped  in  one  month  from  $6.50  and  $6.90 
to  $7.50  and  $7.75  per  hundredweight  for  choice  but- 
cher cattle,  with  choice  heavyweight  steers  as  high  as 


$8.25  ])er  hundredweight  and  stockers  from  $5.50  to 
$6.50,  the  latter  usually  being  sold  by  the  dollar. 


When  Is  a  Tip  Straight  ? 

This  is  a  simple  question  that  brings  forth  a  great 
variety  of  answers.  Very  few  shoemakers  have  an  ex- 
act idea  of  what  constitutes  a  straight  tip.  The  writer 
lasted  a  shoe  with  the  tip  seam  set  at  an  angle  to  cor- 
respond with  the  swing  of  the  last  from  the  ball  to  the 
toe.  The  shoe  was  approved  by  the  shoe  manufactur- 
er as  a  well  lasted  shoe  with  a  perfectly  straight  tip 
and  was  shown  to  the  other  lasters  in  the  factories 
as  an  example  to  follow.  But  the  lasters  could  not 
see  a  straight  tip  as  set  on  that  shoe ;  the  foreman 
himself  kept  repeating  that  he  preferred  a  "straight 
tip" — "That  is  exactly  what  is  a  straight  tip,"  said 
the  manufacturer.  The}^  all  looked  puzzled  as  they 
examined  this  shoe,  and  all  kept  to  the  old  idea  that 
a  straight  tip  is  one  lasted  to  a  line  drawn  from  one 
side  of  the  last  to  the  other  without  regard  to  the 
svv'ing  of  the  last. 

A  good  rule  to  follow  is  the  one  that  takes  into 
consideration  the  swing  of  the  last  at  the  forepart — 
namely,  from  ball  to  ball.  It  is  surprising  to  see  so 
many  fine  shoes  with  crooked  tips  when  the  above 
rule  is  considered.  A  tip  is  straight  when  set  to  cor- 
respond with  the  swing  of  the  last. 


Shoes  and  Nerves 

Travellers  say  that  the  reason  why  nervous  people 
don't  exist  in  China  is  because  it  is  there  the  custom 
to  wear  soft  shoes.  There  is  no  doubt  that  hard 
soled,  creaking  footgear  is  responsible  for  much  nerv- 
ous wear  and  tear  as  well  as  much  ph3^sical  fatigue  in 
western  lands.  Tired  feet  and  tired  nerves  will  find 
solace  in  a  warm  foot  bath  with  a  handful  of  sea  salt 
in  it.  Move  the  feet  about  or  keep  them  still  as  best 
pleases  you  as  long  as  the  water  is  pleasantly  warm  ; 
then  dry  them  with  a  rough  towel  and  put  on  a  fresh 
pair  of  stockings. 


Experience  will  teach  you  that  a  busy  man  can 
spot  an  imitation  typewritten  letter.  Don't  send  them 
(lut.  They  go  into  the  waste-basket.  It  will  pay  you 
to  get  a  girl  to  run  the  letters  off  on  a  typewriter,  even 
thoup'h  she  does  nothing  else. 


General  News  and  Personals 

Happenings  in  tlie  Shoe  and  Leather  Trade 


The  Pantlier  Rubber  Company,  Sherbrooke,  Que.,  are 
installing  their  machinery  and  soon  will  be  ready  to  com- 
mence operations. 

Max  Desmarais,  shoes,  etc.,  Montreal,  ,  Que.,  had  his 
stock  recently  damaged  by  fire.    It  was  insured. 

The  Farmers'  Harness  &  Hardware  Company,  Limited, 
has  been  organized  with  a  capital  stock  of  $30,000.  Their 
chief  place  of  business  will  be  Portage  La  Prairie.  Man.,  and 
their  charter  permits  of  their  engaging  in  shoe  manufacturing. 

The  big  Murdock  tannery  at  Woburn,  Mass.,  was  re- 
cently destroyed  by  fire,  the  loss  being  about  $100,000. 

The  E.  T.  Wright  &  Company,  St.  Thomas,  Ont.,  have 
their  new  factory  ready  for  occupation,  and  will  be  moving 
in  at  once.    The  cutting  and  fitting  departments  will  be  the 


lirst  to  be  moved,  the  other  departments  following  as  soon 
:i  fter  as  possible. 

Percival  &  Graveline,  shoe  manufacturers,  liave  register- 
ed in  Montreal.  The  partners  are  W.  K.  Percival,  V.  J. 
Graveline,  and  R.  Graveline. 

Taken  as  a  whole,  boot  and  shoe  manufacturers  in  Mont- 
real and  Maisonneuve  are  l:>y  no  means  busy.  Here  and  there 
factories  are  running  full  time,  but  the  majority  are  not 
w  orlcing  to  anything  like  capacity.  Orders  for  spring  are  on 
a  moderate  scale,  many  retailers  jnitting  off  buying  until  the 
last  moment.  Inquiries  indicate  that,  in  the  main,  retailers 
have  fair  stocks  over  from  last  year,  and  as  the  general 
(radc  outlook  was  by  no  means  certain,  storekeepers  were 
not  inclined  to  order  on  a  large  scale.  Some  of  the  factories 
report  a  considerable  increase  on  last  year's  spring  business, 


FOOTWEAR    IN  CANADA 


and  ill  Iwo  ov  llircc  instances  state  that  tlic  orders  arc  the 
hirgcst  ever  received.  Jobbers  have  Ijeen  very  late  in  placing; 
their  orders,  especially  those  in  the  West.  The  past  rubber 
season  has  been  disaitpointing-.  owiiij.^  to  the  late  winter  sea- 
son. 

J.  I'"veleiKh  &  ("ompaiiy,  Limited,  trunk  and  leather  goods 
manufacturers,  have  been  granted  an  extra-Provincial  license, 
in  I'.riiisli  Columbia. 

ISiTt  I.omis  has  acceiited  the  position  as  foreman  of  tiic 
stock  room  of  the  Reliance  Shoe  Company,  Limited,  Toronto. 
He  was  formerly  with  the  Solid  Leather  Shoe  Company,  Ltd. 

If.  C.  Durgin  has  accepted  the  position  as  superintend- 
ent of  the  Clias.  A  Aherns  factory  at  Berlin,  Ont.  Mr.  Dur- 
gin was  formerly  with  Sterling  Bros,  of  London. 

J.  A.  iU'id,  vice-president  of  the  Hartt  Boot  cSi  Shoe  Com- 
pany. l'"redericton,  N.B.,  was  a  recent  visitor  in  the  Boston 
leather  market. 

At  the  recent  meeting  of  the  Berlin  Board  of  Trade,  Mr. 
L.  J.  Breithaupt,  the  president  of  that  body,  gave  a  compre- 
hensive review  of  the  year's  work,  drawing  attention  to  the 
fact  that  despite  the  large  number  of  failures  last  year 
throughout  Canada  and  the  world  in  general,  not  one  occur- 
red among  the  manufacturing  and   mercantile  interests  in 


Mr.  L.  J.  Breithaupt. 

Berlin,  (  )nt.  During  the  course  of  his  subject  Mr.  Breithaupt 
mentioned  that  there  are  now  thirteen  footwear  factories, 
leather,  felt  and  rubber,  in  Berlin  and  that  more  would 
follow  shortly.  He  predicted  a  busy  and  prosperous  year 
during  .1914.  Mr.  Breithaupt  is  a  member  of  the  firm  of 
the  Breithaupt  Leather  Company,  Limited,  of  that  city. 

W.  A.  McLcod  &  Company,  dealers  in  boots  and  shoes, 
Kenora,  Ont.,  sufifered  a  lire  loss  recently,  but  the  amount 
was  fully  covered  by  insurance. 

The  three  years'  lease  of  the  Boston  Shoe  Store,  St. 
Catherine  Street  West,  Montreal,  has  been  sold  by  auction. 
The  price  was  $2,200,  the  buyers  being  Messrs.  P.  Fisherman, 
J.  Roston,  and  H.  Hoflman. 

The  factories  of  Underbills'  I^imited,  Aurora  and  Barrie, 
Out.,  continue  to  report  Imsy.  'J  hey  turn  out  a  line  of  Mc- 
Kay, standard  screw  and  peg  work.  Their  finer  goods  arc 
branded  "The  Delcarlos  Shoe"  and  the  heavier  lines  "The 
Fredelta  Shoe." 

Some  rubber  Ijoots  were  recently  stolen  from  the  shoe 
store  of  David  Feiinoick,  172  James  Street  North,  TIamilton, 
Ont. 

William  Williamshafer,  lately  employed  in  Gendron's 
shoe  store,  Penetanguishene,  has  accepted  a  position  in  Man- 
\vy  Chew's  office  in  Midland. 

'i"he  Canadian  Consolidated  Kul)ber  Company,  Montreal, 
have  put  a  new  ruljber  heel — the  Nolan — onto  the  market.  It 
is  of  the  interchangeable  variety,  and  one  merit  is  tliat  the 
heel  is  easily  attached.    All  that  is  necessary  is  to  take  oft  as 


many  lifts  or  layers  of  leather  as  will  ensure  the  desired 
hciglit  for  the  finished  heel.  The  fastener  is  then  attached 
and  the  rubber  heel  placed  over  it.  The  flanges  of  the  fasten- 
er are  bifurcated,  thus  preventing  tiie  heel  from  shifting.  A 
I)oint  is  made  of  the  fact  that  there  arc  no  nails  to  scratch 
the  floor. 

There  has  been  quite  a  flurry  in  the  shares  of  Ames-Hol- 
den-McC"ready,  Limited.  Owing  to  a  bear  drive  the  quota- 
lions  had  a  sharp  drop,  followed  by  a  smart  rally.  The  com- 
pany report  that  the  orders  for  spring  are  well  ahead  of 
those  of  last  year. 

Mr.  W.  J.  Leduc,  of  Leduc  &  Bordeleau,  shoe  retailers, 
.'>1)1  St.  Catharine  Street  East,  Montreal,  was  among  the  lo:! 
winners  of  "Nobby  Tread"  tires  made  by  tlie  Canadian  Con- 
solidated Rubber  Company.  The  company  started  a  novel 
l)irlhday  competition,  giving  a  tire  to  the  successful  com- 
petitors. 

()u  January  28th  a  by-law  to  aid  the  Consumers'  Tire 
Comi)any,  by  giving  a  free  building  site  and  a  fixed  assess- 
ment for  ten  years  was  voted  down  by  the  ratepayers  of  St. 
Catharines.  The  by-law  had  a  majority  of  Xi  but  fell  short 
l)y  ]8T  of  the  necessary  two-thirds.    The  vote  was  very  light. 

ft  is  understood  that  two  difTerent  shoe  manufacturing 
companies  have  applied  to  the  municipality  of  Chatham,  Ont.. 
asking  for  certain  conditions  upon  the  granting  of  which  they 
will  locate  in  that  city.  The  terms  asked  for  by  one  concern 
is  a  $2.'), 000  loan,  to  be  repaid  in  twenty-five  years  at  the  city 
l)orrowing  rate  of  interest.  They  will  erect  a  $40,000  plant 
and  give  the  city  a  mortgage  for  the  loan.  The  terms  asked 
for  hy  the  other  company  have  not  been  given  out. 

New  machinery  has  recently  been  installed  in  the  factory 
of  La  Parisienne  Shoe  Company,  Montreal. 

Dr.  Robert  Ashton,  surgeon  chiropodist,  has  established 
Iiimself  over  the  Owl  Shoe  Store,  Yonge  Street,  Toronto. 

The  Cook-FitzGerald  Company,  Limited,  of  f.ondon. 
Out.,  in  response  to  the  increased  requirements  of  their  trade, 
lias  been  compelled  to  enlarge  the  scope  of  their  business. 
V\  itli  tliis  end  in  view  they  have  leased  for  a  term  of  years 
from  the  Grand  Trunk  Railway  the  property  formerly  occu- 
l)ie(l  by  the  Southam  Printing  Company  at  Richmond  and 
Bathurst  streets.  This  building  is  directly  opposite  the  No.  ] 
factory  of  the  company  and  will  give  the  firm  sufficient  space 
to  take  care  of  the  additional  business  for  the  time  being. 
If  the  demand  for  Astoria  and  Liberty  shoes  continues  at  the 
same  ratio  as  has  been  shown  in  tlie  past  few  seasons,  a  much 
larger  plant  will  l)e  erected  on  ground  which  already  has  been 
secured  through  option.  The  capacity  of  the  factories  will 
be  2,000  pairs  per  day. 

A.  L.  Johnson,  the  manager  of  the  Western  branches  of 
Ames-Holden-McCready,  Limited,  was  a  recent  visitor  to 
Montreal. 

II.  Thompson  and  Mr.  Pettes,  of  the  Thompson  Shoe 
Company,  Limited,  have  been  on  a  business  visit  to  Boston. 

S.  C.  Mitchell,  who  represents  Ames-Holden-McCready, 
Limited,  in  the  Annapolis  Valley  district,  visited  Montreal  re- 
cently. 

1'".  McCann  has  been  appointed  buyer  and  manager  of  the 
shoe  department  of  Goodwins,  Limited,  Montreal.  Mr.  Mc- 
Cann was  lately  in  charge  of  the  order  department  of  Ames- 
1  loldcn-McCready,  Limited,  Montreal. 

Jt  is  the  intention  of  the  Cook-FitzGerald  Cdmpany,  Lim- 
iteil,  London,  Ont.,  to  run  about  sixty  feet  of  8-in.  jiipe  from 
their  present  factory  to  their  sub-factory. 

The  Winnipeg  Tanning  Company,  Limited,  arc  contemi)- 
laling  extensive  repairs  to  their  factory  at  ;!82  Main  Street. 
Winnipeg,  which  was  recently  damaged  by  fire.  The  new 
structure  will  be  of  frame  construction  with  concrete  founda- 
tion and  will  cost  about  $5,000. 

Fire  broke  out  recently  in  the  four-storey  brick  building 
at  88-90  Teraulay  Street,  Toronto,  the  third  floor  of  which 
was  occupied  by  three  departments  of  the  J.  W.  Hewetson 
Company,  Limited,  whose  new  plant  is  at  Brampton,  Ont. 
The  cause  of  the  fire  is  unknown.  Mr.  Hewetson.  senior, 
was  the  only  person  who  sustained  any  injuries,  his  face, 
hands  and  neck  being  severely  burn  in  his  effort  to  see  that 
the  employees  on  the  premises  got  out  safelj'.  He  was  taken 
to  the  General  Hospital  and  is  at  present  confined  to  the 
house  and,  though  suffering  from  nervous  trouble,  is  doing 
as  well  as  can  be  expected.  The  fire  spread  with  such  rapid- 
ity that  the  cmploj'ees  did  not  have  time  to  get  their  hats 
and  cloaks  from  the  cloak  rooms.    Had  there  been  no  fire- 
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escapes  to  the  building,  a  very  different  story  might  have 
been  the  result.  A  few  days  before  some  ten  thousand  pairs 
of  uppers  had  been  shipped  to  the  Brampton  factory  and  all 
the  office  stationery  and  books.  Though  the  fire  in  Toronto 
was  a  complete  loss  covered  by  insurance,  it  will  not  seri- 
ously inconvenience  the  delivery  of  goods  in  the  new  factory. 

Frank  McKenna,  who  was  until  recently  purchasing  agent 
for  Ames-Holden-McCready,  Limited,  has  gone  into  the 
leather  and  shoe  findings  business,  representing  a  number  of 
United  States  concerns.  Mr.  W.  V.  Mathews,  the  general 
superintendent  of  Ames-Holden-McCready,  Limited,  has 
taken  over  the  purchasing  department  in  addition  to  his 
utlier  duties. 

Owing  to  increasing  business,  the  sales  department  of 
the  Slater  Shoe  Company,  Limited,  Montreal,  has  been  trans- 
ferred to  larger  quarters  in  the  same  building.  The  depart- 
ment is  under  the  charge  of  Mr.  Dermody,  who  has  also 
supervision  of  the  tag  department.  It  is  needless  to  say 
Mr.  DeruKjdy  is  a  very  busy  man. 

Irwin  &  Bacon,  shoe  retailers,  Kamloops,  B.C.,  have  dis- 
solved partnership. 

Harry  Teplinsky,  a  popular  shoe  retailer  of  Saskatoon, 
Sask.,  was  recently  in  Toronto  on  business. 

Phillips  &  Wright,  shoe  retailers,  New  Westminster, 
B.C.,  have  discontinued. 

P.  lielfgott,  who  deals  in  gents  furnishings  and  boots 
and  shoes  at  Prince  Albert,  Sask.,  was  recently  in  Toronto. 

T.  J.  Lang,  Millbrook,  Ont.,  has  sold  his  shoe  repairing 
business  to  C.  Cullum.  ^ 

Herman  Hatzeflf  has  purchased  the  custom  shoe  mak- 
ing and  repair  business  of  Walter  Mills,  at  Melfort,  Sask. 

W.  D.  Maddison  has  opened  a  new  shoe  store  on 
George   street,  Moncton,  N.B. 

Victor  Parrott,  of  the  Parrott  Shoe  Company,  of  Re- 
gina,  Saskatoon,  and  Moose  Jaw,  recently  visited  Eastern 
Canada  on  a  business  trip. 

John  A.  Vallery  has  joined  the  selling  staff  of  B.  F. 
Morley  &  Sons,  wholesale  shoe  dealers,  GO  Colborne  Street, 
Toronto.  He  will  travel  Western  Ontario  for  this  firm. 
Mr.  Vallery  is  one  of  the  best  known  travellers  on  the  road 
and  was  recently  with  the  Thompson  Shoe  Company,  of 
Montreal. 

The  Toronto  chapter  of  the  Boot  &  Shoe  Workers' 
Union  report  a  steady  advance,  their  latest  acquisition  in 
that  city  being  the  Adams  Shoe  Company,  manufacturers  of 
children's  shoes,  which  will  hereafter  bear  the  union  stamp. 

The  O.  B.  Shoe  Company,  Limited,  Drummondville, 
Que.,  have  opened  a  distributing  store  at  289  Notre  Dame 
St.  W.,  Montreal,  where  retailers  will  find  the  products  of 
the  lirm  in  men's  Goodyear  welted  shoes  at  wholesale  prices. 
Mr.  Martineau,  sales  manager  for  the  province  of  Quebec, 
will  be  pleased  to  show  the  firm's  goods  to  customers. 
Later  on  they  will  have  a  stock  of  women's  high  grade  welt- 
ed shoes.  Samples  of  these  will  be  ready  in  a  very  short 
time  and  the  firm  expects  their  customers  will  be  pleased 
with  the  new  line. 

E.  J.  P.  Smith,  sales  manager  for  Ontario  for  the  O.  B. 
Shoe  Company,  Limited,  reports  that  he  has  secured  large 
orders  and  is  very  optimistic  for  the  prospects  of  1914. 

A  thief  recently  broke  into  the  shoe  store  of  Alexander 
McDonald,  398  King  St.  E.,  Montreal,  Que.,  and  stole  a 
half  dozen  pairs  of  shoes. 

The  Colonial  Hide  Company,  Windsor,  Ont,,  report  that 
trade  is  brisk  with  them.  They  have  built  a  new  warehouse 
■J 39  feet  by  50  feet,  three  storeys  high.  The  construction  is 
of  l;rick  and  concrete. 

Plans  have  been  drawn  for  the  $10,000  addition  to  the 
factory  of  the  Avon  Hosiery  Company,  Stratford,  Ont.  The 
new  wing  will  be  three  storeys  and  of  white  stone  con- 
struction. 

Mr.  Fred  Wolfhard  and  Mr.  G.  Harold  Kuhl,  of  the 
Merchants  Rubber  Company,  have  been  transferred  to  the 
Granby  Rubber  Company,  Granby,  Que. 

The  Hamilton  Brown  Shoe  Company,  St.  Louis,  Mo., 
recently  locked  out  1,500  former  employees. 

E.  E.  Cady,  of  Haverhill,  Mass.,  has  been  appointed 
Goodyear  agent  in  Montreal,  for  the  U.  S.  M.  Company. 

The  Peerless  Rubber  Company,  Limited,  will  erect  a 
factory  at  Guelph,  Ont.    It  is  reported  that  Mr.  H.  A.  Mid- 


dleton,  of  Rutherford,  N.J.,  formerly  superintendent  of  the 
Independent  Rubber  &  Tire  Company,  will  be  the  mech- 
anical head  of  the  new  concern.  The  company  will  employ 
about  fifty  hands  at  the  commencement  and  will  increase 
the  staff  as  the  business  expands. 

The  annual  convention  of  the  Ontario  Harness  Makers' 
Association  will  be  held  in  Berlin,  Ont.,  on  February  17th 
and  18th.  About  300  delegates  are  expected.  Geo.  C.  H. 
Land,  Berlin,  is  the  chairman  of  the  committee. 

E.  Lamothe,  Contrecoeur,  Que.,  who  has  been  manu- 
facturing McKay  shoes  for  some  time,  is  planning  to  add 
Goodyear  welts. 

F"ire  broke  out  on  January  19th  in  the  shoe  store  of  H. 
Wagner,  2373  Notre  Dame  St.  W.,  Montreal,  causing  a  loss 
of  about  $5,000. 

It  is  reported  that  the  government  purposes  establish- 
ing a  shoe  manufacturing  plant  in  the  pentitentiary  at  Kings- 
ton, where  shoes  will  be  turned  out  for  the  militia  and  po- 
lice, by  the  convicts. 

The  premises  of  the  Ontario  Leather  Company,  New 
Toronto,  have  been  recently  taken  over  by  the  Clark  & 
Clark  Company,  Limited,  manufacturers  of  leather  goods. 
The  new  branch  will  employ  about  seventy-five  or  eighty 
men. 

McKenzie  Crowe  &  Company,  Limited,  of  Bridgetown, 
N.S.,  manufacturers  of  larrigans  and  sporting  boots,  who 
were  compelled  some  time  ago  to  reduce  their  working  staff 
owing  to  the  financial  stringency  in  the  West,  where  they 
do  the  bulk  of  their  trade,  report  that  indications  look  so 
promising  for  1914  that  they  expect  to  soon  have  their  full 
staff  employed  again. 

Thomas  Ryan  &  Company,  Limited,  of  Edmonton,  Re- 
gina  and  Winnipeg,  have  secured  the  contract  for  supplying 
the  Edmonton  police  force  with  footwear. 

J.  V.  Bercht,  gent's  furnishings  and  boots  and  shoes, 
Didsbury,  Alta.,  was  recently  burned  out. 

The  Zink  Shoe  Company,  of  Brandon,  Man.,  has  changed 
its  style  to  the  Zink  Shoe  Company,  Limited. 

The  boot  and  shoe  workers  of  Quebec  City,  who  are  on 
strike,  recently  publicly  burned  copies  of  L'Evenement,  Le 
Soleil  and  L'Action  Sociale,  three  local  papers,  which  they 
accused  of  dealing  unfairly  with  them. 

McLeod's  Shoe  Store,  Main  Street,  Kenora,  Ont.,  re- 
cently suffered  a  fire  loss. 

J.  J.  Curtis,  who  conducts  a  shoe  repairing  store  at  73 
Erie  Ave.,  Brantford,  Ont.,  recently  suffered  a  fire  loss.  The 
interior  of  the  shop  was  badly  burned  and  the  stock  dam- 
aged by  fire  and  water. 

C.  B.  Dayfoot,  president  and  general  manager  of  the  C. 
B.  Dayfoot  Company,  Georgetown,  Ont.,  who  was  married  to 
Miss  Catherine  Chapman,  of  Victoria,  B.C.,  has  returned 
with  Mrs.  Dayfoot  from  the  wedding  tour. 

The  Ideal  Shoe  Company,  St.  Lawrence  Boulevard, 
Montreal,  has  made  a  voluntary  assignment  of  their  assets. 

Mr.  A.  Bissonnette,  inspector  of  hides  for  the  Montreal 
Board  of  Trade,  has  resigned,  owing  to  ill-health. 

In  the  course  of  an  investigation  into  civic  land  pur- 
chases at  Montreal,  it  was  stated  that  the  city  paid  $91,- 
000  for  the  tannery  of  Gauthier,  Previst  &  Frere. 

Mr.  Justice  Panneton,  Montreal,  has  dismissed  the  action 
for  $5,000  damages  brought  by  Mr.  G.  Kirvan  against  Kirvan- 
Doig,  Limited,  now  in  liquidation.  Mr.  Kirvan  was  the  presi- 
dent and  manager  of  the  company,  under  a  three  years'  con- 
tract, and  he  complained  that  he  had  been  unjustifiably  dis- 
missed. The  judge,  however,  was  of  opinion  that  the  de- 
fendants were  justified,  but  at  the  same  time  stated  that  the 
plaintiff  had,  when  working  for  others,  a  good  record  for 
el'liciency  and  was  very  capable.    An  appeal  has  been  made. 

The  stock  of  the  estate  of  Z.  Zaslavsky,  boots  and  shoes, 
Winnipeg,  Man.,  has  been  sold  to  J.  Rosenthal  &  Company, 

Bishop  &  Youngblutt  have  started  a  shoemaking  busi- 
ness at  Vermillion,  Alta. 

The  stock  of  Murray  &  Company,  boot  and  shoe  dealers, 
at  Calgary,  Alta.,  was  damaged  by  water  and  smoke  in  a 
recent  fire. 

P.  B.  Wallace  &  Son,  wholesale  dealers  in  leather  and 
shoe  store  supplies,  186  Adelaide  Street  West,  Toronto,  who 
are  the  selling  agents  for  the  Progressive  Shoe  Machinery 
Company,  of  Minneapolis,  whose  advertisement  appears  on 
another  page,  have  placed  the  following  outfits  in  the  past 
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few  months:  St.  Hyacintlic  Soft  Sole  Shoe  Company,  St. 
Hyaciiithe,  Que.;  Jno.  A.  Hoar,  18  Bedford  Row,  Halifax, 
N.S.;  Fred.  A.  Williams,  Brampton,  Ont.;  J.  J.  Curtis,  74 
Erie  Ave.,  Brantford,  Ont.;  C.  Farley,  Schrieber,  Ont.;  Alex. 
McDonald,  398  King  Street  E.,  Hamilton,  Ont.;  W.  Goetz, 
Guelph,  Ont.;  H.  Taylor,  Walkervillc,  Ont.;  R.  H.  Quinton, 
Whitby,  Ont.;  H.  B  arrins^er,  Port  I'vowan,  Ont.;  J.  J'hillii:)s, 
Braccbridge,  Ont.;  H.  Katzman,  Niagara  Falls,  Ont.;  I'hilip 
Noxcl,  Port  Colborne,  Ont.;  W.  Greer,  424  Plughson  St., 
Hamilton,  Ont.;  VVm.  McDonald,  Mount  Flamilton,  Ont.; 
Uosedalc  Shoe  Company,  Bleeker  St.,  Toronto;  Parliament 
Shoe  Company,  Parliament  St.,  Toronto;  W.  H.  Bull,  St. 
John's  l\d.,  Runnymcde,  West  Toronto;  Fred  Row,  1155 
V'onge  St.,  J'oronto;  National  Shoe  Repair  Company,  1782 
Dundas  St.,  Toronto;  J.  P..  Jones,  378  St.  Patrick  St.,  To- 
lonto;  S.  \i.  Hayball,  760  liathurst  St.,  Toronto;  Geo.  Carter, 
KiO  Hallam  St.,  Toronto.  Any  communication  in  regard  to 
these  machines  will  be  promptly  attended  to  by  P.  B.  Wal- 
lace &  Son. 

Spanner  &  Goldslick,  dealers  in  clothing,  i)oots  and 
shoes,  at  Edson,  Alta.,  have  been  succeeded  by  Hymati 
Golds  tick. 

Cavanagh  &  Scammell,  of  Melfort,  Sask.,  have  added  a 
stock  of  boots  and  shoes. 

Mr.  Geo.  Lang,  of  the  Lang  Tanning  Company,  Berlin, 
Ont.,  was  a  recent  visitor  at  Chicago,  111. 

W.  ]).  Balfour,  manager  of  the  Regal  Shoe  Store,  Winni- 
])eg,  recently  visited  Toronto,  Hamilton,  Boston,  New  York 
and  other  eastern  points. 

Mr.  E.  T.  Wright,  of  tiie  firm  of  E.  T.  Wright  &  Com- 
])any,  l\()ckland,  Mass.,  and  St.  Thomas,  Ont.,  together  with 
Mrs.  Wright,  recently  sailed  for  Europe.  They  will  visit 
llieir  son  who  is  living  in  Switzerland. 

Liberia  in  1912  produced  93,822  pounds  of  crude  rubber. 

H.  R.  Devau,  who  travels  Nova  Scotia  from  Digby  to 
yarniouth,  for  Waterbury  &  Rising,  of  St.  John,  N.B.,  was 
recently  married  to  Miss  Mary  Thebau,  of  Mayflower,  Yar- 
mouth County,  N.S. 

Mr.  A.  R.  Clarke,  of  A.  R.  Clarke  &  Company,'  Lim- 
ited, Toronto,  was  a  recent  visitor  to  New  York,  where  he 
purchased  his  year's  supply  of  glove  leathers,  consisting  of 
ox,  deer,  peccary  and  horse  hides. 

I'hillips  &  Wright,  boot  and  shoe  merchants,  at  New 
Westminster,  B.C.,  have  discontinued  business. 

Undoubtedly  the  best  game  played  on  the  open  air  rinks 
in  Toronto  this  season  was  witnessed  on  the  2()th  instant 


at  Withrow  I'ark,  when  A.  R.  Clarke  &  Company  beat  Matli- 
ewsons  by  a  score  of  2  to  1.  Over  2,000  spectators  were  on 
hand  and  the  excitement  was  intense.  Clarkes  scored  the 
only  goal  up  to  half  time,  when  Mathewsons  evened  up  early 
in  the  second  half.  Clarkes  netting  the  winning  goal  five 
niinutes  before  the  finish.  J.  Spanton,  P.  Mcllvvain  and  A. 
George  starred  for  the  winners.  The  line-up  was  as  follows: 
Clarkes — J.  Ross,  goal;  J.  Spanton,  point;  F.  Roberts,  cover; 
E.  Randall,  rover;  A.  George,  right;  P.  Mcllwain,  left;  A. 
Cramer,  centre.  Mathewsons — G.  Ashdown,  goal;  G.  Wick- 
ham,  point;  L.  Thompson,  cover;  A.  Allen,  rover;  G.  Mc- 
Cartney, right;  O.  Pleaglie,  left;  N.  Thompson,  centre.  Re- 
feree, Tackberry.  The  boys  from  the  leather  factory  show 
every  indications  of  again  lifting  the  Hon.  A.  E.  Kemp  Cup. 

About  100  were  present  at  the  first  annual  dinner  of  the 
Montreal  ' Superintendents'  and  P'oremen's  Association,  held 
at  the  Commercial  Travellers'  Club,  Read  Building.  The 
association  is  a  pretty  live  organization,  and  with  its  new 
headquarters  in  the  Read  Building  is  appealing  more  and 
more  to  the  social  side.  The  dinner  was  a  great  success 
from  every  point  of  view.  Mr.  E.  F.  Leonard  presided,  and 
was  supported  by  the  principal  officers.  Short  speeches  were 
made  by  Mr.  Knowlton,  manager  of  the  United  Shoe  Machin- 
ery Company  of  Canada,  and  Col.  F.  Whitley,  both  touching 
on  topics  of  interest  to  the  shoe  trade.  An  entertainment 
hjllowcd,  this  including  songs,  piano  solos,  duets,  relay  box- 
ing match,  wrestling  match  and  sparring  match,  the  three 
latter  arranged  by  Mr.  Armstrong,  of  the  M.  A.  A.  A. 

M  any  shoemen  were  present  at  the  annual  meeting  of 
the  Commercial  Travellers'  Club,  held  on  January  31st  at  the 
Jvcad  Buildfng,  Montreal.  The  report  showed  that  the  club 
(to  which  a  large  number  in  the  shoe  trade  belong)  has  been 
a  great  success,  and  that  it  is  to  be  made  a  permanent  or- 
ganization. Mr.  J.  Daoust,  of  Daoust,  Lalonde  '&  Company, 
was  elected  a  director. 

li.  W.  Allen,  who  for  seven  years  has  been  employed 
with  the  United  Shoe  Machinery  Company,  Toronto,  has  re- 
signed his  position  with  that  concern  to  become  suburban 
representative  for  the  firm  of  C.  Parsons  &  Sons,  Limited, 
leather  and  shoe  findings,  of  the  same  place. 

Mr.  G.  C.  Yearsley,  manager  of  the  Toronto  branch  of 
the  Miner  Rubber  Company,  has  been  on  a  visit  to  the  fac- 
tory at  Granby,  P.Q.,  and  also  to  Montreal. 

S.  J.  Ray,  dealer  in  harness  and  shoes  at  Gainsborough, 
Sask.,  has  been  succeeded  by  F.  H.  Reynolds. 

Mayer  &  Davidson,  dealers  in  clothing,  boots  and  shoes, 
etc.,  at  Calgary,  Alta.,  suffered  a  fire  loss  recently. 


General  Store  News  of  Western  Canada 

Where  the  Shoe  Manufacturer  May  Find  a  Customer 


Alberta 

J.  L.  Hay  has  disposed  of  his  general  store  business  at 
Dodds  to  Mr.  Williams. 

T.  Nisbet  has  opened  up  a  new  general  store  at  Clinton. 

George  &  Clifif  have  started  a  general  store  business  at 
Peace  River  Crossing. 

Hardin,  Hardin  &  Rodnunsky  have  started  a  general 
store  business  at  Edmonton. 

T.  H.  Harris  has  been  succeeded  in  his  general  store 
business  at  Carlstadt  by  J.  H.  DeLong. 

G.  D.  McRae  has  started  a  general  store  business  at 
I'eace  J'iivcr  Crossing. 

British  Columbia 

B.  K.  Jones  &  Company,  Limited,  have  opened  a  gen- 
eral store  at  Skeena  Crossing. 

Manitoba 

A.  Gagnon  has  started  a  general  store  business  at  I^a 
Broqvierie. 

H.  Heap  is  making  arrangements  to  open  a  general  store 
at  Selkirk  in  the  near  future. 

Nathan  Korman  has  disposed  of  his  general  store  busi- 
ness at  Morden  to  Samuel  I3uckrikis. 


T.  R.  P.  Paynter  Company  has  been  succeeded  in  the 
general  store  business  at  Beulah  by  Foster  Bros. 

Spivak  &  Cohen  have  been  succeeded  in  their  general 
store  at  Ladywood  by  J.  Becker. 

The  Vita  Trading  Company,  Limited,  intend  shortly 
oi>ening  a  general  store  at  Vita. 

Saskatchewan 

J.  Chi  vers  has  started  a  general  store  business  at  Vonda. 
b'rank  H.  Otis  has  started  a  general  store  business  at 
(Irifiin. 

The  Blaine  Lake  Hardware  Company  has  started  a  gcn- 
i  l  al  store  business  at  Blaine  Lake. 

F.  W.  Merkley  has  started  a  general  store  business  at 
hairy  Glen. 

M.  VVolseley  has  started  a  general  store  business  at 
l^Jorquay. 

A.  G.  McNaughton  has  disposed  of  his  general 
store  business  at  Briercrest  to  S.  Whittaker. 

C.  A.  Wilkins  has  been  succeeded  in  his  general  store 
business  at  Red  Jacket  by  Joll  Bros. 

Williams  &  Griffiths  have  disposed  of  their  general  store 
l)usiness  at  Creehnan  to  W.  J.  Hugan. 

McDonell  &  Murphy  have  started  a  general  store  at 
Allan. 
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RUBBER  HEELS 

ENGLISH  MANUFACTURERS  IN- 
vite  applications  from  houses  with 
good  connections  with  a  view  to  tak- 
ing up  sole  agency  for  Canada.  State 
fullest  particulars  in  confidence.  The 
Lancashire  Revolving  Heel  Co.,  Ltd., 
2  Back  Mayes  Street,  Miller  Street, 
Manchester,  England.  1-2 

Positions  Wanted 

WANTED— TO  REPRESENT  EAST- 
ern  Shoe  Manufacturers  in  British 
Columbia  on  a  commission  basis.  Good 
connection  with  the  trade.  Excellent 
references.  Address  Box  946,  Foot- 
wear in  Canada,  Toronto.  2 

Positions  Vacant 

WANTED  —  SALESMAN  CALLING 
on  retail  haberdashers,  shoe  merchants 
and  department  stores  -  in  Canada,  to 
handle  side  line  of  the  finest  goods 
manufactured  in  the  United  States. 
Sell  on  sight.  Large  profit  to  retailers. 
Liljeral  commission  to  right  kind  of 
men.  References  required.  The  Sul- 
tana Mfg.  Company,  Cincinnati,  Ohio. 

  2 

WANTED  —  SHOE  TRAVELLER 
with  good  connection  in  the  Eastern 
Provinces,  to  carry  one  of  the  most 
favorably  known  Ontario  medium  line 
of  shoes,  on  commission.  Would  go 
nicely  with  a  line  of  Goodyears.  Ad- 
dress "Manufacturer,"  care  Footwear  in 
Canada,  Toronto.  2 


Advertising  Suggestions 

If  you  hope  to  build  up  for  yourself 
a  clientage  that  will  read  your  ads  for 
information,  you  must  put  your  person- 
ality into  them  and  make  them  speak. 

Advertise  your  business  all  the  time. 
Gold  leaf  is  not  made  by  one  beat  of 
the  hammer,  neither  is  business  attain- 
ed by  placing  your  wares  but  once  be- 
fore the  public. 

Your  advertising  in  your  newspaper 
should  occupy  a  certain  place  on  a  cer- 
tain page  regularly.  It  can  be  found 
there  at  all  times.  It  costs  more  for  a 
certain  place?  You  willingly  pay  more 
rent  than  your  competitor  on  a  side 
street,  don't;  you? 

Tliere  is  only  one  way  to  advertise, 
and  that  is  to  hammer  your  name,  your 
location  and  your  business  so  constant- 
ly, so  persistently,  so  thoroughly,  into 
the  people's  heads  that  if  they  walked 


in  their  sleep  they  would  constantly  turn 
their  faces  toward  your  store.  The  news- 
paper is  your  best  friend,  in  spite  of 
your  criticism. 

Printing  it  in  your  ad  space  does  not 
make  it  advertising.  To  be  an  adver- 
tisement it  must  name  the  goods,  price 
them  and  make  the  reader  want  them. 

Be  as  frank  in  your  advertising  as  you 
vv'ould  be  with  yourself.  Tell  nothing 
that  can't  be  substantiated,  and  you  will 
have  solved  one  of  the  problems  neces- 
sary, to  securing  publicity. 

Don't  throw  other  people's  advertising 
into  your  waste  basket.  Read  it,  if  you 
can  possibly  find  the  time.  Read  every 
word  of  it  and  get  all  the  pointers  pos- 
sible. There  are  few  advertisements 
which  do  not  contain  some  matter  that 
might  be  important  to  you.  It  is  only 
by  watching  the  work  of  others  that  we 
are  enabled  to  improve  our  own. 


rit*  ricvuu  ntiii*  ajut-ft,  you 

Brockton  Heel 
Company 

BROCKTON,  MASS. 


Riemer's  "^oi^  Boots  and  Shoes 

Water-proof  leather  and  water-proof 
wood  sole.  Best  for  wear  in  wet  and 
damp  places.  Light,  durable,  sanitary, 
waterproof.  Special 
Tannage,  Oil  Grain. 
High  Cut  Buckle 
Shoes,  tongue  and 
back  strap,  $1.40. 
Special  Tannage  Oil 
Grain    Boots.  $2.60. 

Patent 
Steel 
Rails  on 
sole  and 
heel  'Iric. 
extra. 

PATENTED 

ALBERT  H.  RIEMER  SHOE  CO. 
Manufacturers  and  Patentees,  Milwaukee,  Wis. 


EVERY  DAY 

Everyday Shoes 


i  ^ 

'  / ' 

®i 

1 

®1 

strengthen  the  mutual  feel- 
ing of  confidence  and  satis- 
faction existing  between  the 
retailer  and  his  steady  cus- 
tomers. Furthermore  they 
attract  buyers  and  bring  new  trade.. 

It  is  the  same  story  day  after  day — Satisfac- 
tion followed  by  a  sale.  "Everyday"  Shoes  will 
keep  your  clerks  busy  and  necessitate  the  use  of 
more  tally  sheets. 


Your  jobber  will  supply  you 

The  T.  Sisman  Shoe  Co.,  Ltd. 

Aurora,  Ontario 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Ames- 1  loKU-n-McC-'rcady   2 

yVylnu-r  Shoe  Company   17 

l^)rantl'()r(l  Sliowall  Company   (>:! 

Berlin   I  runk  &  Bag  Co   2'.] 

I'.ool  iV-  Slioe  Workers'  L'nion   (i;^ 

I'.rocktoii  I  led  Company   '>'.', 

C'anadian  lUaeking  &  Cement  Co.  ..  54 
Can..  Consolidated  Rubber  Co.   ...  24-.")<> 

Clarke  &  Company,  A.  K  

C'ommercial   '>'l 

Corl)i-iI  Cimited,  A   1  ■". 

Cote,  J.  A.  &  M   TO 

Dominion  Die  Company   (io 

Dunlop  Tire  &  ]\ul3l)er  Goods  Co. 

  10-;i()-31-22 

Elmira  Felt  Compan}-   11 

Essex  Rubber  Company   8 

Evans,  Arthur  L.  Company    CS 

l'"ischer  Mfg.  Company   67 

l*"isk  Limited   05 


•Orluna  Machine  C'ompan^'    0^! 

•'raser\'ille  Shoe  Company   17 

ireat  West  ludl  (  omi)any   4 

iroscli  Felt  Shoe  Co   ">() 

Jutta  Percha  &  Rubber  Mfg.  Co.  ...  10 

lope  Webbing  Com])any   0.') 

iidependent   Uox  Toe  (  ompany   ...  70 

sawneer  Mf.g.  Company   58 

,amontagne,  Racine  &  Co   07 

-a  I'arisienne  Shoe  Company   J  8 

McMaster,  J.  J   C5 

Milbradt  Mfg.  Company   68 

Miner  Rubber  Company   1 

Minister  Myles  Shoe  Co   9 

Montreal  Box  Toe  Co   00 

Nugget  Polish  Company   01 


( Jscar-( Jnkcn   (  i>nipany    7 

I'eters  Manufacturing  Company   ...  70 

Progressive  Shoe  Mach.  Co   2:; 

ivamsdell  Engraving  Company  ....  70 

Reliance  Shoe  Company   5 

Rice  &  Hutchins   '■'> 

ividcau  Shoe  Company    li> 

Robinson,  James  12-1:; 

Rochester  Last  Works   07 

Rochester  Shank  Company    70 

Sisman  Shoe  Company,  T   5.'! 

Slater  Shoe  Company   14 

Standard  Engineering  Co   OS 

Tebbutt  Shoe  &  Leather  Co   57 

Thompson-Norris  Co   55 

United  Shoe  Machinery  Co..  64-66-69-71 

Walker  Bin  &  Store  Fixture  Co.  ...  67 

Walpole  Rubber  Co   60 

Wright,  E.  T.  &  Company   6 


To  oet  results,  YOU  must  have  the 
best  material. 


That  is  wh)'  the  Wise  Foremen 


in- 


sist on  o-ettino- 


C!#  B«  C 

Inks,  Dressings,  Waxes,  Toe  Gum 

and  Cements 

Each  Product  Guaranteed  to  be  A  i  Quality 


Made  in  Canada  by 


Canadian  Blacking  &  Cement  Company 

Hamilton,  Ontario 


FOOTWEAR    IN  CANADA 


55 


CORRUGATED 
FREIGHT  BOXES 

You  would  not  think  of  penning"  ever}  business  letter  you  send 
— the  typewriter  is  a  more  modern  method.  Why  then  do  you 
ship  your  shoes  or  rubbers  in  heavy,  expensive  wooden  crates  ? 
Use  the  up-to-date  method  of  corrugated  boxes.  As  compared 
with  wooden  boxes  they  are  one  third  cheaper,  are  stored  in  one 
tenth  the  space  and  are  accepted  by  the  railroads  at  the  same 
rate  as  wooden  boxes,  but  being  one  tenth  the  weight  of  the 
wood — so  much  is  saved. 

Send  a  trial  order  for  100  and  prove  this  saving  for  yourself. 


The  Thompson  &  Norris  Co.  of  Canada,  Limited 

Niagara  Falls,  Canada 

Factories:  Brooklyn,  N.Y.  Boston,  Mass.  Brookville,  Ind.  London,  Eng.  Julich,  Germany 
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Attractive 
Grosch  Felts 

The  deservedly  good  reputation  of 
Grosch  Felt  Footwear  has  been  at- 
tained by  the  marketing  of  attractive 
looking  models  that  were  just  as 
good  as  they  looked. 

We  would  like  you  to  try  a  sample 
order  of  this  line—we  know  you  will 
be  satisfied. 

The  Grosch  Felt  Shoe 

Company,  Limited 

Milverton       -  Ont. 
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Tebbutt  Shoes 

When  you  buy  from  your  jobber  it   is  well   to  specify 
footwear  for  which  there  is  a  demand.  i 

The  Tebbutt  Doctors  and  Professor  shoes  are  popular  ^ 
because  of  their  health  features.     Customers  who  are 
"cranks"  on  the  shoes  they  wear  can  always  be  satisfied 
with  either  the  Doctors  or  Professor. 

They  are  made  from   the   best   materials  and  include 
some  special  patent  features.  ^ 

Your  jobber  can  supply  you,  - 


Tebbutt  Shoe  &  Leather 

Company,  Limited 

Three  Rivers,  Quebec 
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Will  Your  New  Store  Front  be  a  SALES  POWER  or  Simply  a  Combination  i 

of  Building  Materials  m 


When  you  contract  for  a  new  Store  P  ront  inakt 
of  one  thing  above  all  others — that  it  will  add  n 
power  to  your  business,  not  merely  a  "partition  to 


out  the  cold  and  rain.  Store  Fronts  should 
protect  the  merchandise  on  display. 


<clL 


.va/r.v 
keep 
not  simply 


.Inst  think  what  ,36.5-day-and-ni{>ht  show  window  set 
would  mean  to  your  business. 

Nearly  Eight  Y  ear.s  Experience 


During  1914  thousands  of  now  1'  ronts  will  be  in.stalled 
— some  will  increase  the  sales  of  the  Stores  with  which 
they  are  associated  and  others  will  do  nothing  more  than 
insulate  the  storeroom  from  the  street.  I  oday  competition 
among  retail  stores  demands  that  the  leaders  be  attractive. 
Attraction  through  show  windows  is  the  power  that  sells 
more  merchandise  than  any  other  Store  element.  One 
Merchant  tells  us  that  6()^/t'  of  his  entire  bus- 
iness is  created  by  his  KAWNEER  FRON'r 
— another  says  his  Front  is  worth  $.5,000  a 
year  (and  it's  only  20feet  wide) — another  in- 
creased his  business  40'(  bv  installing  a 
KAWNEER  FRONT.  One  Merchant  said,  "Our  old 
Front  was  fair  but  it  takes  KAWNEER  to  increase  busi- 
ness— Ours  jumped  30  9^  . 

Kawneer  Fronts  Pav  for  Themsel 


C3mce  1906  we  nave 
itects  and   Contractors  in 
Store  Fronts — not  alone 
as    small  as    150  people. 


worked  with  Merchants,  Arch- 
the  construction    of  over  30,000 
in    big   cities  but    in  towns  even 
Among  this  long    list   of  users 


you  will  not  find  one  Merchant  who  regrets  the  money 
spent  —  you  will  never  hear  even  one  sav,  "I  wish  I 
had  the  old  Front."  KAWNEER  FRONTS  have  been 
developed  around //owr  requirements  and  we  can  help  you 
increase  sales,  just  as  we  have  helped  the 
Vi/  n  #=k  #=k  Merchants    behind  the    30,000  KAWNEER 

St^eVrOXTS  r     FRONTS  that  now  stand. 

A  Store  Front  Book 

Naturally  d  uring  these  years  of  specialization  we  have 
learned  a  great  deal  about  Store  Fronts  that  cannot  be 
learned  in  any  other  way— information  that  cannot  be 
bought,  and  to  be  of  greater 


emseives 

When  you  buy  a  KAWNEER  FRONT  you  don't  ex- 
pend its  cost — you  simply  loan  it  to  your  business  be- 
cause it  will  all  come  back  to  you  in  a  few  months,  then 
for  years  and  years  the  profits  on  the  constantly  increas- 
ing business  will  be  yours — net — won't  even  have  to  paint 
or  repair  the  Front  as  KAWNEER  is  built  permanently- 
only  solid  copper,  brass,  bronze  or  aluminum  is  used.  A 
KAWNEER  FRONT  can  pay  for  itself  in  your  Store. 

Show  Window  Ventilation 

.Tust  think  of  the  thousands  of  sales  lost  every  winter 
day  by  frost  or  sweat  on  show  windows.  One  Mer- 
chant wrote.  "Have  been  in  business  42  years,  had  41 
winters  of  frosted  windows — placed  a  KAWNEER 
FRONT  in  last  fall — have  had  one  winter  of  clear 


service  to  you  who  con- 
template the  erection  of 
new  Store  Fronts, we  have 
compiled  a  book  "Boosting 
Business  No.  25"  which  is 
without  a  doubt  the  most 
instructive  and  most  inter- 
esting Store  JVont  book 
ever  published.  This  book 
we  will  gladly  send  to  you 
free  —  yours  in  an  envel- 
ope, stamped  with  a  5c 
stamp,   and   all  ready  for 


Just  I 


ur    name    and  addr 


send  along  this  coupon 


and  see  the  book  that 


jhot 


irawmgs  ot  many  o 


dows."      KAWNEER  FRONTS   give    constant  service.  paying,  big  and  little 


t 
d 

b, 

Store  Fronts  in  th 


ographs 


:>f  the 


e  country 


Kawneer 

Manufacturing  Company 

Francis  J.  Plym,  President 

Dept.  R 
1195    Bashurst  Street 

TORONTO,  CAN. 


Don't  risk  the   amount  of 
money  you   will  invest 
in  a  new  Front  whc 


you  ge 

p' 
bo< 
sta 
Coi 
to 


tth 


e  most  com 


etc  Store  F 
3ok  for   a  2 
Send 


Kintllj-  sentl  "Boosting  BtisineSA 
No.  25"  without  ohlijj.itions 


pon 


Jay. 


id  N. 


Cltj 


liusir 
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SERVICE 


Your  wife  sometimes  forgets  to  order  one  or  two  items  from  the  grocer  when  shop- 
ping in  the  morning,  and  just  before  dinner,  slie  hnds  out  that  there's  no  bread,  or  no 
butter,  in  tlie  house.  What  does  she  do?  Why,  she  goes  to  the  telephone,  and  calls  up 
the  grocer,  and  says:  "Mr.  Sunlight,  I've  run  out  of  bread.  W^ould  you  mind  sending  me 
a  couple  of  loaves  at  once.    I  need  them  for  dinner." 

And  what  does  Mr.  Sunlight  say?  He  says:  "I'll  send  them  right  around."  And. 
regardless  of  the  fact  that  he  onh'  makes  a  cent  or  two  profit  out  of  the  order,  he  drops 
whatever  else  he's  doing,  wraps  up  the  bread,  and  sends  it  around,  or  takes  it  to  your 
house  himself. 

And  your  wife  savs  to  herself:  "Simlight's  all  right!  He  can  have  my  trade  as  long 
as  I'm  living  in  this  town." 

Sunlight's  strong  point  is  SERVICE.  He  doesn't  say  to  your  wife:  "Can't  you  send 
someone  for  the  bread?  M}^  wagon's  in  the  stable,  and  all  the  clerks  have  gone  home, 
and  I  haven't  anybody  to  take  it  around." 

No, — Sunlight  "delivers  the  goods." 

Now.  our  strong  point  is  "SERVICE,"  and  we,  too,  "deliver  the  goods." 

In  a  week  or  two  you'll  be  asked  for  your  1914  placing  order  for  rubbers.  In  decid- 
ing to  whom  to  give  this  order,  remember  that  a  placing  order  is  about  the  easiest  thing 
handled  by  a  manufacturer  of  rubbers.  He  has  plenty  of  time  to  fill  it  in,  just  as  the 
grocer  has  plenty  of  time  to  fill  your  wife's  morning  order.  But  will  he  be  able  to,  and 
will  he  be  willing  to,  fill  your  "rush"order  for  "bread  and  butter,"  when  you  need  certain 
styles  and  sizes  in  a  hurry  next  fall  and  winter?  Can  he,  and  will  he,  take  care  of  you  in 
an  emergency,  when  delay  in  the  delivery  of  your  sorting  order  means  the  loss  of  some 
of  your  customers,  and  brings  discredit  to  your  store? 

We  can,  and  we  will  take  care  of  you  in  your  emergency.  Remember  this,  when  hand- 
ing out  your  1914  Placing  order. 


Canadian  Consolidated  Rubber  Co. 


Limited 


Montreal 


28  Branches  Throughout  Canada 


6o 
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Cat's  Paw 


The  famous  Cat's  Paw  Rubber  Heels  are 
known  everywhere  for  their  excellent 
wearing  qualities.  Our  patent  canvas 
friction  plug  positively  prevents  slipping 
without  affecting  the  buoyancy  of  the 
rubber. 

For  sale  by  all  leading  jobbers 
throughout  Canada. 

Walpole  Rubber  Co.,  Limited 

8  McGill  College  Avenue 

MONTREAL 


Dominion  Die  Co. 

MANUFACTURERS  OF 

Cutting^  Dies 

of   Every  Description 


For  Cutting 

Leather,    Rubber,  Paper 
Cloth,  Etc. 

ALL  WORK  WARRANTED 

321  Aird  Ave.,  Montreal 


TOES 


High  grade  box  toes  for  Goodyear 
work 

Also  combination  toes  of  all  kinds 

Men's,  Boys'  and  Women's  Heels 
All  Grades 

Wrile  for  Prices 

The  Montreal  Box  Toe  Co. 

321  Aird  Ave.,  Montreal 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a   satisfactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

Tile  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  village,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Every  General  Merchant  sells  boots  and  shoes — there  are  no 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer 


Over  jg  years  in  its  field 

''CANADA'S    GREA  TEST   TEA  DE    PA  PER. ' ' 

Issued  every  Saturday  Morning  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points.  Port  Arthur  and  West 
to  the  Pacific  Ocean 

Get  a  sample,  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results,— "  THE 
COMMERCIAL" 

Bratiches  at 

Vancouver,  Toronto,  Montreal.  Chicago,  New  York.  Lonoon,  Eng. 
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THE    NUGGET  POLISH  COMPANY,  LIMITED 

9,  11  and  13  Davenport  Road  Toronto,  Ont, 


f>2 
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Survival  Value 

What  is  it?  Survival  Value  is  the  lastino-  prestige  added  to  all 
footwear  by  the  affixing  of  the  Union  Stamp— it  is  the  surviving 
standard  because  : — 

1st    It  is  a  guarantee  of  honest  footwear,  made  under  the  best 
conditions. 

2nd    It  is  a  pledge  of  expert  workmanship. 

3rd    It  is  the  pass-word  which  opens  the  sales  doors  to  Union  Men 
everywhere. 

4th      After  the   other   inducements  have   all  been  recited,  the 
conclusive  and  finishing  argument  is  the  UNION  STAMP. 

Every  shoe  bearing  the  Union  Stamp  retains  a  sales  value  of  long 
duration,  for  no  shoe  bears  the  stamp  unless  it  has  been  produced 
under  the  proper  conditions  and  represents  honest  value. 

For  mutual  profits,  better  and  bigger  business  insist  upon  the  official 
stamp  of  the  Boot  and  Shoe  Workers*  Union — the  only  guarantee 
of  Union  Footwear. 

Boot  and  Shoe  Workers'  Union 

Affiliated  with  the  American  Federation  of  I.ahor 

246  Summer  Street, 


BOSTON,  MASSACHUSETTS 
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Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


The  B  r  sintr o  n  cL 
Wi  ladow  Fixtures 

f  o  1^  o  r oc^  i-^u  e>e  I  \  1  no 

^    o  & 

WRITE  HOW  FOft  M^ASUREMEHT 
FORM,6^FULLPART\CULAR£> 

FitVmg   Co  ^ 


Footwear 

^^/^  2t  1*  c  h  0  u  s  c 

5  Floors  To  Let 
Adelaide  St.  W. 
Toronto 

When    completed    this  ware- 
house building-  will  be  the  most 
attractive  in  the  city. 
It  is   well   situated   for  foot- 
wear or  finding  stocks. 
Centrally  located  at  Adelaide 
and  Charlotte  Streets. 
Light  on  four  sides 
Passenger  and  freight  elevator 
Vaults 

Low  insurance 

One  block  from  four  car  lines 

Floor  area,  6,300  sq.  feet,  each 
floor. 

For  further  particulars  ask 

R.  A.  Donald 

Union  Bank  Building  Toronto 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

^^^^^^^^^^^^^^^^^^^^^^^  If  there  is  anything  I 

you  want,  write  us 

United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 
Toronto  Quebec 
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Something  Worth 
Knowing 

The  use  of 

Fisk's 

Patent 
Leather 


In  the  manufacture  of  shoes 
ensures  a  high  degree  of 
comfort  for  the  wearer  and  a 
distinctive  appearance  which 
will  appeal  to  the  most  criti- 
cal among"  your  customers. 

Fisk's  Patent  Leather  is  the 
STANDARD  of  excellence 
— It  has  no  faults 


Fisk  Limited 

Montreal 


Hope  Webbing  Co. 

Providence,  R.  I.,  U.  S.  A. 


Established  1883 


Incorporated  1889 


Manufacturers  of 


NARROW  WOVEN  FABRICS 


For  the  Shoe  Manufacturer . 


Top  Facings 
Pull  Straps 


Plain  or  with  name  or 
trade  mark  woven  in 


Stay  Webs 
and  Tapes 
Boot  Webs 


Large  Factory  Modern  Equipment 

30  Years'  Experience 


No.  417— Short  Vamp  Button,  fat 
baby  pattern,  any  color  top. 
Tassel.  -  -  $4.50 

Infants*  Footwear 


No.  1485— Patent  leath- 


No.  612 — Ankle  Tie  with  fancy 
rosette.  Can  be  made  in  satin, 
velvet  or  kid,  any  color.  $6.00 


J.J.McMASTER 


er,     one     strap     with  ROCHESTER,  N.Y. 

pump  bow     -       $4.50  ' 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following 
equipment : — 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scoui-- 
ing  operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
I  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 


2  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjust- 
ed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Fall  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 


MONTREAL,  QUE. 


122  Adelaide  Street  We»t,  TORONTO 


492  St.  Valier  Street,  QUEBEC 
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Over  One  -  Third 

of  the  entire  population  of  this 
country  is  troubled  to  a  greater 
or  less  extent  with  bunions. 
Just  think  of  that  a  moment, 
Mr.  Shoe   Dealer.     These  de- 
formed feet  must  be  fitted  to 
shoes  and   there  is  only  one 
way  you  can  do  it. 
The  market  and  the  device  are 
at  your  disposal. 
That  means  profit  for  you. 
Write 

The  Fischer  Mfg.  Co.,  Milwaukee,  Wis. 

Sole  Owners,  Manufacturers  and  Patentees 


COUNTERS  and  BOX  TOES 

We  manufacture  all  kinds  of  Union  and  Leather  Counters, 
Leather  Box-Toes. 


Let  us  submit  samples  of 
these.  A  test  will  convince 
you  of  the  value  of  our  coun- 
ters for  your  shoes. 


Lamontagne,  Racine  &  Co. 

115  Arago  St.,  Quebec 

TORONTO  Rep.  MONTREAL  Rep. 

R.  Lewis,  21  Scott  St.         V.  Champigny,  1276  Ontario  St. 


SHOW  CASES 


FOR 


SHOE  STORES 

With  your  new  styles  properly  displayed  in  attrac- 
tive show  cases  you  are  sure  of  making  more  sales. 
Many  customers  really  "buy"  from  the  show  cases  where 
they  have  an  opportunity  of  comparing  the  various  styles 
and  shapes. 


The  goods  are  also  kept  free  from  dust, 
and  the  show  cases  give  the  store  an  up-to-date, 
progressive  appearance. 

Send  us  a  sketch  of  your  store,  giving  di- 
mensions, and  we  will  furnish  you  with  estimates 
and  send  circulars  with  complete  descriptions. 

The 

Walker  Bin  &  Store  Fixture 

Company,  Limited 


BERLIN 


ONTARIO 


NEW  LASTS 

The  latest  styles  in  lasts  may  always  be  had  from  our  factory. 
We  make  nothing  else  but  lasts  for  ladies'  footwear  and  have 
the  most  up-to-date  plant  in  America  devoted  to  that  purpose. 


Our  salesman  will  call 
if  you  so  request. 

Rochester  Last  Works 

Rochester,  N.  Y. 


Lasts  For 
Ladies'  Shoes 
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It  Pays  to 
Have  an 
Attractive 
Store 


A  System  of  the 
Milbradt  Rolling  Step 
Ladders  will  pay  for 
themselves  in  a  short 
time  by  enabling  you  to 
wait  on  more  trade,  save 
the  wear  and  tear  on 
your  fixtures  and  goods, 
as  well  as  bring  the 
appearance  of  your  store 
up-to-date.  Write  for 
catalogue  which  shows 
various  styles  of  ladders 
we  manufacture. 


Milbradt  Mfg.  Co 

2410  N.  10th  Street 
ST.  LOUIS,  MO. 


The  Shoeman 


Tfiis  Trade  Mark  represents  tfie 
cleanest,  handsomest,  most-useful-to- 
the-dealer-and-clerk  shoe  journal  in  the 
United  States. 

-Any  Canadian  shoe  dealer,  department 
Ijuyer  or  retail  shoe  salesman  who  asks  us 
for  a  specimen  copy  will  fmd  at  least  two 
big  useful  features  they  won't  find  else- 
where— send  in  for  a  copy  and  find  out 
what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request 
Published  by 

The  Arthur  L.   Evans  Co. 

183  Essex  St.,  Boston,  Mass.,  U.S.A.  '""^ 


SHOE    REPAIRERS    standard  No.  2  Finisher 


We  make  11  different  Models  of 
Finishing  Machines  and  over  800 
of  Model  No.  2  (as  engraving) 
have  been  sold  in  the  OLD 
COUNTRY. 


Advantages : 


Ring  Sc-lf-Oiling  Bearings. 
Can  be  driven  by  1  li.ti.  Motor. 
Dust  Gate  to  stop  Fan  drawing  air 
when  not  recpiired  and  thus  save 
powei . 

In  every  point,  which  makes  a 
high»class  machine,theSUPREM- 
ACY  of  the  "  Standard"  machines 
is  unquestioned. 


PRICE  $160 

Duty  and  Carriage 
Paid   to  Montreal 


The 

Standard  Engineering 
Company,  Limited 

Liecester  -  England 
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YOUR 


GUARANTEE 
FOR  QUALITY 


United  Shoe  Machinery  Company  of  Canada 

Toronto  Montreal,  Que.  Quebec 
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WE  are  enthusiastic  about  our  PURE  NEW  GUM  ACME  BACKING 
CLOTH.    We  have  worked  at  it  for  35  years.    We  have  been  as 
sured  many  times  by  the  biggest  men  in  the  biggest  factories  that 
"there  is  nothing  equal  to  it" — that  it  is  "the  most  perfect  Backing  in  the 
world." 

Sample  %  yds.  free. 


PETERS   MANUFACTURING  CO. 


43-53  Lincoln  Street, 
Boston,  Mass. 


Backing  Specialists 
3  Generations 


.304-310  E.  22d  Street, 
New  York  City 


Your  Staple  Lines 


Are  they  shoes  of  real  merit  that  will  stand 
up  to  rough  and  heavy  service  ? 

Can  you  show  a  customer  a  variety  of  styles 
and  quote  him  a  price  below  that  of  your 
competitor  ? 


If  you  stock 

"YAMASKA" 

your  answer  is  yes. 

Yamaska  is   a  brand  of 
many  years  standing. 


Get  our  prices. 

J.  A.  &  M.  Cote 

St.  Hyacinthe 

Quebec 


50  cents 
for  this 
cut. 


TANGOS ! 

Cuts  of  these  popular  styles, 
for  catalogue  and  newspaper 
printing,  in  stock  at  $1.00 
and  5Q  cents  each.  Send 
2  cent  stamp  and  receive 
proofs  of  cuts  that  will  help 
your  advertising. 

Ramsdell  Eng.  Co. 

Exchange  St. 

Rochester,  N.Y, 


TURN 
SHANKS 


We  manufacture  a  complete  line  of  Women's,  Misses"  and 
Children's  Leatherboard  and  all  Leather  Turn  Shanks 
of  every  variety. 

Also  Combination  Welt  and  McKay  Shanks  of  all  kinds. 

We  have  purchased  the  entire  shank  plant  of  John  Heckle 
of  Rochester,  N.Y.  and  we  are  sole  manufacturers  of 
Heckle's  improved  All  Leather  Turn  Shanks. 

The  Rochester   Shank  Company 

176  North  Water  Street,  ROCHESTER,  N.  Y. 


BOX  TOES  THAT    COME  ALIKE 


INDEPENDENT  BOX  TOE  CO.,  ^'^'^JI^i'^'T^l^t''""'' 


Are  you  Looking  for  Help? 

The  surest  and  quickest  way  to  secure 


SHOE  FACTORY  HELP 
TRAVELLING  SALESMEN 


RETAIL  SALESMEN 
OFFICE  ASSISTANTS 


is  to  insert  a  small  advertisement  in  the  "Wanted 
and  For  Sale  Department"  of  FOOTWEAR  IN 
CANADA. 

Great  results  come  from  little  want  ads. 


Try  one  next  issue. 
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.,  West 
TORONTO 
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INSEPARABLE ! ! 

GENUINE 
DIAMOND  ♦  BRAND 

Fast  Color  Eyelets 

AND  THE 


Trade 


Mark 


It  will  be  found  on  the  surface  of  all  Eyelets  that  are 
absolutely  "  Fast  Color."  A  small  mark  but  of  great 
significance. 

Diamond  Brand  Eyelets  do  not  wear  brassy  because 
they  cannot.  We  have  a  booklet  that  tells  why. 
Send  for  it. 


United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 

122  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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1852  "  Big  Oaks "  IMA 
"From  Little  Acorns  Grow" 


AR CLARKE  &  CO.. 


Covers  6  acres  of  land 


OUR    TORONTO  PLANT 
Floor  space  115,000  sq.  ft. 


Over  350  employees 


Since  its  inauguration  in  1852  our  business  has  steadily 
grown,  until  to-day  we  are  generally  accounted  the 

Largest  Manufacturers  of  Patent  Leather 
in  the  British  Empire 

A.  R.  Clarke  &  Co.,  Limited 

633-661  Eastern  Avenue 
TORONTO 


Montreal 


Quebec 


Est.  1852 


Est.  1852 


VOL^4 


NO  3 


Footwear 


in  Canada 


Styles 


'li  won 'i  c/o  n'tcf/ii 


TORONTO  MARCH  IQU 

HUGH  C- MACLEAN  Limited 


PU  BLISHERS 

)  \ 
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Rubber  Footwear  Season  1914-1915 


Wait  for  the  celebrated 

"Maltese  Cross"  Line 


Right  Goods 


Right  Prices 


Distributing  Agencies: 


Ontario 

W.  B.  Hamilton  Shoe  Company,  Ltd..  Toronto. 

D.  D.  Hawthorne  &  Company,  Toronto. 

J.  D.  King  Company,  Limited,  Toronto. 

The  John  McPherson  Company,  Ltd.,  Hamilton. 

Sterling-  Bros.,  Limited,  London. 

J.  A.  Johnston  Company,  Brockville. 

C.  Stephens  Company,  Limited,  Collingwood. 

Maritime  Provinces 

VYaterbnry  &  Rising,  Limited.  .St.  John,  N.B. 
J.  W.  Boyer  &  Company,  Victoria,  N.B. 

Alberta 

A.  McKillop  iK:  Com|)any,  Limited,  Calgary. 


Quebec 

James  Lintnii  X;  Company,  Montreal. 

Thomp>(in  .Siioe  Com])any,  Limited,  Montreal. 

Canada  Shoe,  Montreal. 

J.  LL  Begin,  Enreg.,  Quebec. 

J.  H.  Larochelle  &  Fils,  Quebec. 

Eastern  Townships  Shoe  Co.,  St.  Hyacinthe. 

Manitoba 

Thomas  Ryan  iN:  iVmipany,  Ltd..  Winnipeg. 

Saskatchewan 

Maybee,  Kennedy.  Limited,  Moose  Jaw 
W.  (•.  Downing,  Limited,  Regina. 


British  Columbia 

Darner.  Lumsden  Company,  Vancouver. 

Also  Branches  of  Gutta  Percha  &  Rubber,  Limited,  at: 

Montreal  Winnipeg  Vancou\er 

Calgary  Edmonton  Regina 


Gutta  Percha  &  Rubber,  Limited 

Toronto,  Canada 
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CORBEIL 

Leader  Shoes 

Place  Leader  Shoes  in  your  store  and  you 
are  placing  the  foundation  of  big  profits. 

Leader  Shoes  have  built  up  a  reputation 
for  our  dealers  that  is  unassailable.  Why  not 
concentrate  your  Men's  business  with  a  manu- 
facturer who  is  equipped  to  make  all  your 
$3.00,  $3.50  and  $4.00  shoes  at  prices  which 
give  you  a  large  margin  of  profit. 


Corbeil  Limited 

Manufacturers  of  good  shoes  to  retail  at  $3.50,  $4.00  and  $5.00. 
Makers  of  BENCH  MADE  and  LEADER  Brands. 

Montreal 

Office— 71  St.  Paul  St.  Factory  and  Warehouse-63-71i  St.  Paul  St. 
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QUALITY 

By  selling  our  Leader  Shoes  you  are  giv- 
ing comfort,  style  and  quality  which  means 
many  come  backs,  and  customers  attached  to 
your  store.  We  want  to  show  you  our  com- 
plete line,  and  will  gladly  have  a  salesman  call 
with  samples  at  your  request. 

Our  travellers  are  on  their  way  to  you  now. 

Be  sure  to  see  the  complete  line  of  our 
Leader  Shoes  before  placing  your  orders. 


Corbeil  Limited 

Manufacturers  of  good  shoes  to  retail  at  $3.50,  $4.00  and  $5.00. 
Makers  of  BENCH  MADE  and  LEADER  Brands. 

Montreal 

Office— 71  St.  Paul  St.  Factory  and  Warehouse-  63«71  ?,  St.  Paul  St. 
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Classic 
Shoe 

For  Women 


Canada's  Great  $3.00  Welt 
for  Women  to  Retail  at 
$4.00,  $4.50,  $5.00. 


A  business  man's  |)r()fit- 
■^^^  makmg  proposition. 
We  stand  behind  you. 
Place  the  duty  in  your 
National  Register.  F  or- 
get the  Customs  House. 

Made  from  the  following 
rich  mixture  :  Oak  Box 
Toes,  Oak  Counters,  Oak 
Out  Soles,  Oak  Welts, 
Clarke's  First  Grade  Pa- 
tent Colt,  Burk's  Dull 
Kid  Tops,  and  the  Big 
Factory  behind  you,  pro- 
ducing 3,ooo  pairs  per 
day.     "  Think  "  ! 

Getty  &  Scott 

Limited 

Gait,  Ontario 
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The 


Classic 
Shoe 


For  Children 


'^HE   Shoes  that  put 
the  Canadian  Juv- 
eniles on  their  feet. 


Proper  Shape 
and 
Construction 


Prices  within  the  reach 
of  all. 

Getty  &  Scott 

Limited 

Gait,  Ontario 
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Where  Quality  Counts  ^ 
We  Win 


MONARCH 

and  Dr.  Brandon  Cushion  Shoe 


Brandon  Shoes  offer  the  Best  net  profit 

What  net  proht  did  your  shoe  business  show  last  season?  Was  it  satisfactory?  If  not, 
you  need  to  consider  tlie  named  shoes. 

The  Brandon,  Monarcli,  and  ])r.  ISrandon  Shoos  carry  a  profit  wliich  is  satisfactory 
on  the  selhns^'  and  show  hi^  net  returns  when  an  outlay  of  energy  and  l)rains  is  used  in 
pushing  the  line. 

Our  21  day  plan  enables  you  to  make  a  fre^pient  turiKix  er  and  yet  alwa}  s  enough 
styles  and  sizes  to  please  your  trade. 

It  also  eliminates  largely  tlie  most  costly  of  factors  in  shoe  retailing — The  bargain 
clean  up — 

WAIT  I 

As  it  is  impossible  to  see  all  cjf  our  customers  earl\  in  the  season  kindly  wait  and  see 
our  new  Fall  footwear  before  placing  your  order. 
Thanking  you  very  cordially  for  past  favors,  we  are, 

Yours  very  truly, 


Brandon  Shoe  Co. 


Limited 

Brantford, 
Ontario 
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Where  Quality  Counts 
We  Win 


BRANDON 

and  Dr.  Brandon  Cushion  Shoe 


In  featuring  a  named  shoe  such  as  the  Monarch,  Brandon,  and  Dr.  Brandon  Cushion  Shoe  the 
dealer  is  building  a  permanent  trade. 

He  holds  customers  from  year  to  year  on  a  service  basis — not  price. 

Our  advertising  and  the  reputation  of  the  merchant  make  his  own  advertising  and  selling 
efforts  doubly  effective. 

Shoe  retailing  is  not  an  easy  business.  It  takes  ability  and  push  to  make  it  successful,  but  it  pays 
good  returns,  when  well  handled.  Ask  us  to  show  you  how  large  a  percentage  of  Monarch, 
Brandon  and  Dr.  Brandon  Cushion  shoe  merchants  do  make  the  shoe  business  pay. 

WAIT  I 

A.S  it  is  impossible  to  see  all  of  our  customers  early  in  the  season  kindly  wait  and  see  our  new 

Fall  footwear  before  placing  your  order. 

Thanking  you  very  cordially  for  past  favors,  we  are, 

Yours  very  truly, 


Brandon  Shoe  Co. 


Limited 

Brantford, 
Ontario 


1 
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La  Parisienne  Line 
I  For  Fall  1 

OU  R    I  ravellers  are  about  ready  to  start  out 
with   oLir  fall   lines.     We  are  offering  a 
combination  of  style  and  c|uality  that  has 
never   been    surpassed    by   any    manufacturer  of 
high  grade  footwear  for  ladies. 

There  is  a  big  surprise  in  store  for  any 
dealer  that  has  not  had  an  opportunity  to  look 
our  lines  over.  We  have  attained  a  standard  of 
perfection  m  our  mock  welt  shoe  that  cannot  be 
duplicated. 

If  you  are  anxious  to  create  new  business 
don't  overlook  La  Parisienne  Shoes.  They  are 
equal  to  the  importations  from  any  country. 


WRITE  FOR  OTHER  PARTICULARS 


La  Parisienne  Shoe  Co. 

614  La  Salle  Avenue  Maissoneuve  Que. 
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La  Parisienne  Shoe 


The  Finishing  Touch  to 
A  Fashionable  Costume 

A  line  that  captures 
■^^^^  the  heart  of  every 
women. 

If  you  cater  to  a  custom 
demandmg  the  last  word 
m  shoe  styles,  you  should 
carry  La  Parisienne  lines. 

In  ladies'  pumps  La  Par- 
isienne has  a  high  French 
heel  reinforced  by  our 
patent  steel  shank  which 
prevents  the  heel  from 
bending  forward. 


Write  us  for  other  particulars 


La  Parisienne  Shoe  Co. 


Medard  Gauthier,    Sales  Manager 

La  Patrie  Bldg,  Montreal,  Que. 
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PHILIP  JACOBI 

Headquarters  for  Shoe  Store  Supplies 

NON-RIP  SANDALS 


Infants 

Childs 

Misses 

Boys 

Womens 

Mens 


Order 

At  once 

<'ind 

Insure 

Prompt 

Delivery 


Ladies'  So-Qosy 

Boudoir  Slippers 

In  all  shades  of  Plain,  Kid  and  Suede 
Leathers,  with  Silk  Pom-Poms 


The  Ideal  Shoe  for  Children 
Hurlbut  Welt  process  patented  Cushion  Sole 


Angle  Strap  —  EE.  Width 


No.  3028  Patent 


A  FULL RANGE 
OF  EVERY 
STYLE  ON 
HAND 

A  Real  Welt 
Not  a  Stitchdown 

TAGKLESS 

and 
NOISELESS 


No.  3393  Calf  Tan 


Sole  Distributor 


PHILIP  JACOBI 


5  Wellington  East 
Toronto 
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The  Universal  Brand 

Competition  in  Felt  Footwear  is  so  marked  that  special  attention  has  to  be  paid 
to  the  finer  details  of  manufacture  in  order  to  gain  recognition  fiom  the  trade. 
The  manufacturers  of  Kimmel  Felts  claim  superiority  in  all  pomts  in  their 
products,  and  this  claim  has  been  substantiated  by  retailers  and  consumers 
throughout  Canada. 

The  increasing  output  of  Kimmel  Felts  is  commensurate  with  the  growing 
demand  for  this  famous  brand  of  Felt  Footwear. 

A  big  stock  carried  at  all  our  branches. 

SOLE   SELLING  AGENTS 

Ames  Holden  McCready,  Limited 

Montreal  St.  John  Toronto  Winnipeg 

Calgary  Edmonton  Vancouver 


14 


FOOTWEAr<    IN  CANADA 


Minister  Myles  Shoe 

Company,  Limited 


Toronto 
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llFMOfllf;  WeWantYour 

Placing  Order 


THE  QUESTION  IS 


What  Brand  of  Rubber  Footwear  will  it  pay  you  best 
to  handle  for  1914  ? 

DOES  IT  PAY 

you  to  handle  a  Brand  that  only  gives  average  sat- 
isfaction in  Fit  and  Wearing  Quality? 

THE  ULTIMATE  NET  PROFIT 

at  the  end  of  the  Season  depends  on  a  big  sale  of  the 
best  Rubber  Footwear  on  the  market  and  this  profit 
will  undoubtedly  be  yours  if  you  stock  the  LIFE- 
BUOY line  of  Superior  Quality  Footwear. 

Do  justice  to  yourself  this  season — buy  Life  Buoy  Rubbers 
— the  only  brand  that  has  withstood  the  test  of  the  past 
strenuous  season.  You  will  have  the  most  modern  Rubber 
Footwear  factory  in  Canada  behind  you. 


Extremely  Popular  for 
General  Wear 

Men's  WOODBINE— Medium  Heel,  Hump 
Toe,  full  on  outside. 

Men's  WINDSOR-Large  Heel,  Hump  Toe 
straighter  and  not  quite  so  wide  across  ball  as 
the  WOODBINE.    Sizes  5-11. 


The  Kaufman 
Rubber  Co. 

Limited 

Berlin,  Ontario 

Branches  in  all  principal  cities 

Vancouver,  Edmonton,  Saskatoon,  Winnipeg, 
London,  Toronto,  Ottawa,  Montreal,  Truro, 
Fredericton,  Charlottetown,  P.E.I. 
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To  properly  satisfy  your 
customer's  needs  you  re- 
quire Rubbers  that  will 
give  you  Style^  Fit  and 
Honest  Wearing  Re- 
sults.   Try  Life-Buoys. 

"Life-Buoy'^  Patented  Leather 
Innerheel  Rubbers 

An  improved  method  of  heel  construction  in  all  our  Wo- 
men's "Life-Buoy"  high-heeled  lines. 

When  ordinary  rubbers  give  out  early  by  abuse  to  the 
Heels,  Life-Buoy  Leather  Innerheel  Lines  still  stand  the 
strain  for  a  long  time.  They  wear  much  longer  than  the 
ordinary  rubber,  yet  cost  no  more. 

If  the  Rubbers  you  have  been  handling' wear  out  too  quickly 
at  the  Heels,  try  a  case  of  our  Leather  Innerheels  and  be 
convinced. 

LIFE-BUOY  Brand  is  the  only  Brand  in  which  you  can 
get  the  PATENTED  LEATHER  INNERHEEL. 


Women's  CLASSIC  —  The  merchant  will 
recognize  this  style  as  a  necessary  require- 
ment for  the  present  new  "  GROWING 
GIRL'  shoes.  It  has  been  designed  with 
full  toe  and  ample  room  throughout  the 
forepart. 


Wait  for  our  Salesman.    You  have  nothing  to  lose  thereby. 


The  Kaufman 
Rubber  Co. 

Limited 

Berlin,  Ontario 

Branches  in  all  principal  cities 

Vancouver,  Edmonton,  Saskatoon,  Winnipeg, 
London,  Toronto,  Ottawa,  Montreal,  Truro, 
Fredericton,  Charlottetown,  P.E.I. 


For  Fine  Shoes 

Men's  AUTO — An  entirely  new  shape  intro- 
duced by  us  for  the  coming  Season.  Medium 
to  large  low  Heel,  Receding  Toe,  for  Fine 
goods,    Sizes  5  - 1  I . 


N    C  A  N  A  D  A 


Money  -  Making 

Fixtures 
for  Shoe  Stores 


No.  26 

THIS  FIXTURE  COMPLETE 
ONLY  $45.00 

Absolutely  no  vibration.  W  ill  lit  any  window, 
givin.t>  you  three  glass  shelves,  size  48  x  IC, 
46  X  ]4,  44  X  12.  Prices  on  api)lication  for 
special  sizes.  Sec  over.  Send  height  from 
Hoor  to  ceiling  when  ordering. 


No.  27 

PRICE  COMPLETE,  ONLY  $21.50 

This  fixture  can  be  used  in  the  window  or  ni 
the  interior  of  store  over  counters,  etc.  It  is 
made  of  nickle  plated  brass,  and  enables  you 
to  raise  or  lower  each  shelf  to  the  exact  height 
required,  giving  you  three  plate  glass  shelves 
42  X  10,  polished  edges.  Send  hei.ght  from 
floor  to  ceiling  when  ordering. 


No.  28 

PRICE  COMPLETE,  $21.00 

This  handsome  fixture  with  bold  nickle  plated 
base  and  stem,  giving  two  oval  plate  glass 
shelves  18  x  10;  one  long  shelf  on  top  42  x  10. 


No.  201 — Made  in  nickle- 
plated  Ijrass.  Telescope's 
open  up  from  15  to  27  inches 
high.  Price  $24.00  a  dozen. 
Same  stand  12  x  1.5  inches 
high,  stationary.  $18.00. 


No.  101— Cor- 
rect angle  for  de- 
sired  position, 
Made  in  nicklc- 
l)lated  brass,  in 
heights  of  3,  5 
and  7  inches. 
Trice  .$3.00  a  doz. 
Any  size. 


The  Showall  Window 
Fitting  Company,  Ltd. 

67  William  Street 
BRANTFORD,  ONT. 
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Rubbers 

FOR  trade  in  heavy  grade  rubbers  and 
a  lower  priced  line  these  two  brands 
cannot  be  equalled. 

The  KANT  KRACK  duck  ines,  being  in- 
tended for  camp,  farm  and  factory,  are 
extra  strong  and  are  reinforced  at  every 
point  requiring  additional  resistance.  They 
are  known  from  coast  to  coast. 

BULL  DOG  styles  are  tough  and  strong, 
and  are  easily  first  in  the  field  of  second 
o-rade  rubber  footwear  in  America. 

o 

I  will  be  glad  to  have  one  of  my  sales- 
men call  and  show  you  these  rubbers — 
when  you  see  them  you  will  buy  them. 


antes  Robinson 

Montreal 
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JAMES  ROBINSON 


Style,  Fit- 
Everything 

IN  my  search  for  a  shoe  that 
would  be  as  good  as  the  best 
and  better  than  most  I  chose 
"The  Bostonian  Shoe."  As  an  old 
hand  in  the  shoe  business  I  am 
qualified  to  recognize  "A  Winner" 
when  I  see  it,  and  I  choose  "Bos- 
tonian "  as  the  shoe  for  my  custom- 
ers— 'nuff  said. 


James  Robinson 

Montreal 
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Bostonian 
Shoes 


Dainty  Mode 

and 

Royal 
Rubbers 


Large 
Stocks 


My  Lines 

FOR    prompt    shipment  of  rubber 
and  leather  footwear,  I  have  the 
stock  and  the  service  that  spells 
"  satisfaction." 

My  rubbers  are  the  four  famous  brands 
of  the  Independant  Rubber  Co.,  which 
have  been  the  popular  brands  since  the 
first  day  they  were  marketed. 

My   Bostonian    shoes  are  real  quality 
footwear. 

James  Robinson 

Montreal 


Bostonian 
Shoes 


Bull  Dog 

and 

Kant  Krack 
Rubbers 


Prompt 
Deliveries 
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Rubbers 

As  the  new  footwear  lasts  come  and 
go — so  do  the  corresponding  shapes 
vary  in   these  two  noted   brands  of 

rubbers. 

DAINTY  MODE  have  never  been  touched 
for  quality  and  style,  and  represent  the 
highest  grade  of  light  rubbers. 

The  ROYAL  BRAND  have  always  lived 
up  to  their  name,  and  are  indeed  king  of 
all  heavy  gum  lines.  The  Tiger  Head 
means  quality  above  the  ordinary. 

Their   reputation  is  made — sell    them  and 
make  yours. 


James  Robinson 

Montreal 
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Breakindown  Busted 

Business  Bigger ! 

Boots  Better! 

Brains  Brighter! 

The  Williams  Shoe  Co.,  Limited 

BRAMPTON 
Reorganized^  Rejuvenated,  Rehabilitated 

Mr.  S.  Mullett,  formerly  associated  with  this  Company, 
has  been  successful  in  re-organizing  this  business  and  more 
than  double  the  capital  of  the  old  Company  has  been  sub- 
scribed, and  is  being  paid  up  in  full,  thereby  putting  this 
Company  in  a  very  strong  financial  position. 

Under  the  capable  management  of  Mr.  Mullett,  one  of 
Ontario's  most  successful  business  men,  the  future  of  this 
industry  is  ensured. 

The  Factory  is  Again  Running 

Spring  orders  on  hand  will  be  filled  and  shipped  as 
promptly  as  possible,  the  factory  running  night  and  day  in 
its  endeavor  to  catch  up  with  back  orders. 

The  re-organized  Company  bespeaks  the  hearty  co- 
operation of  the  trade. 
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osch 
Felts 


THERE    is  much  in  a   name — especially 
in    the  footwear  business.    The  name 
"Grosch"  stands  for  Felts — well  made, 
stylish,  high  quality  Felts. 

Our  usual  thorough  workmanship  and  high 
grade  materials  will  be  found  in  Grosch  Felt 
Footwear  for  1914. 

This  is  a  capital  line  for  any  retailer — it  is  a 
real  pleasure  to  sell  footwear  of  such  genuine 
good  value  as  Grosch.  Stock  this  line  for 
1914  and  prosperity  will  be  yours. 


The  Grosch  Felt  Shoe  Co. 


Limited 


Milvertony  Ont. 
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No.  102 

No.  102.    Men's  Felt  Blucher,  Vamp  Lined, 
Leather  Facing  and  Back  Strap,  Felt 
Sole  and  Heel. 


Warmth 
Comfort 
Wear 


These  three  essential  features  are 
found  in  our  "Cold  Proof"  felt  boots, 
shoes  and  slippers.  Our  carefully 
made  felt,  original  designs  and  thor- 
ough workmanship  are  responsible 
for  the  lasting  wear  they  give. 


No.  168 

No.  168.    Men's  Felt  Blucher,  Chrome  Fox- 
ed and  Toe  Cap,  Leather  and  Back  Strap, 
Vamp  Lined,  Elk  and  Felt  Sole  and 
Rubber  Heel. 


The  Great  West  Felt  Go's.  "  Gold 
Proof"  felts  include  every  style  and 
shape  for  men,  women  and  children 
— for  wear  indoors  or  outdoors  -  fur 
trimmed  or  plain. 

Samples  are  now  being  shown  by 
Independent  Jobbers. 

Illustrated  Catalogue  sent  upon 
request. 

We  are  not  in  any  trust. 

The 

Great  West  Felt  Co. 

Limited 

Elmira  Ont. 


No.  205 

No.  205.    Women's  Felt  Ruskin,  Plush 
Bound,  Leather  Facing,  Flexible 
Leather  Sole  and  Heel. 


No.  202 

No.  202.  Women's  Felt  Hal,  Dongola  vamp 
and  Back  Foxing,  Leather  Facing  and 
Back  Strap,  Leather  Sole  and  Heel. 
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This  Year  Our 
Salesmen  and  Designers 
Got  Together 

The  result  is  the  finest  fine  of  Fall  and  Winter  samples  we 
ever  got  out.     The  boys  are  now  on  their  way  with  them. 

They  are  all  practical   profit-builders.     Watch   for  them. 
For  Men,  Boys  and  Little  Gents. 

Thirty    styles   in  stock   ready  for  immediate  shipment. 
Write  for  In-Stock  catalog. 


Men's  Gun  Metal  Eng.    Whole  Quar. 

Blucher.    Last  381.    Made  to  Order,  Men's  Schmidts  "SS"  Shade  Tan  Russia 

AA  to  E  Widths.    Any  Leather.     Price  Eng.  Bal.  Last  383.    Made  to  Order, 

$3.25.    Sizes  5-11.  AA  to  E  Widths.     Any  Leather.  Price 


$3.25.    Sizes  5-11. 


Excelsior  Shoe  Company 

Portsmouth,  Ohio 
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W.  J.  YOUNG  MACHINERY  CO. 

Makers  of  a  Complete  Line  of 

Counter  and  Heel  Making  Machinery 

Including  the  Following  Machinery: 


Young  Automatic  Heel  Compressor 

Grover  Heel  Building  Machines  (for  wliole  and  pieced 
lifts) 

Wedge  Stripping  Machine  (for  stripping  leather  Ixjard  or 
other  material  for  making  wedge  lifts) 

Lift  Gouging  Machine 

Heel  Lip  Cutting  Machine  (for  cutting  out  lij)  at  breast  of 
heel) 

Automatic  Wedge  Dinking  Machine 


Automatic  Lift  Dinking  Machine 
Spring  Heel  Scarfing  Machine 
Automatic  Shank  Skiving  Machine 
Automatic  Counter  and  Box  Toe  Skiver 
Counter  Rolling  and  Waxing  Machine 
Counter  Moulding  Machines 

Machine  for  moulding  heel  seat  of  stitch  down  shoes 

Counter  and  Box  Toe  Buffer 

Thurston  Counter  End  Clipping  Machine 


W.  J.  YOUNG  MACHINERY  CO. 

416  Union  St.,  Lynn,  Mass.,  U.  S.  A. 


FOOTWEAR    IN  CANADA 


29 


''Onyx  " 


TRADE 


Hosiery 


MARK 


A  "Six  Cylinder''  Selling  Power 


Give  most  any  motorist  his  choice,  and  he  would 
take  a  six-cylinder  car,  in  preference  to  any 
other. 

Because  of  its  steady  flowing,  constant  power 
supply,  that  lifts  it  over  the  steepest  grade,  with 
never  a  "  cough  "  of  protest  from  the  engine. 

"  Onyx  "  hosiery  sells  much  the  same  way  as  a 
six-cyhnder  engine  runs — constantly,  powerful, 
with  the  least  effort  and  worry  on  the  part  of  the 
merchant  who  sells  it. 

But  while  a  six-cylinder  automobile  costs  far 
more  than  an  ordinary  four-cylinder  type,  "Onyx" 
hosiery  costs  the  merchant  who  handles  it  no 
more  than  ordinary  grades,  despite  the  fact  that 
it  embodies  so  much  general  superiority. 

In  the  first  place,  "  Onyx "  hosiery  is  the  best 
known  line  of  stockings  in  the  world. 

Nine  women  in  ten  look  for  the  "  Onyx  "  trade 
mark  when  they  buy,  knowing  it  means  the 
highest  hosiery  standard  of  quahty. 

But  the  prestige  of  "  Onyx  "  hosiery  is  only  half 
the  force  the  merchant  who  sells  it  has  at  his 
back. 

Our  great  warehouse  in  New  York,  stocked  to 
the  roof  with  a  limitless  supply  of  every  kind  of 
"  Onyx  "  hosiery  a  customer  can  express  a  wish 
for,  gives  instant  response  to  the  demands  of 
"  Onyx  "  dealers  all  over  the  United  States. 


Through  such  service,  any  "  Onyx  "  hosiery  de- 
partment can  be  as  efficient  in  style  as  it  desires. 
It  need  not  take  off  its  hat  to  the  best  Fifth 
Avenue  stores. 

Install  an  "  Onyx  "  hosiery  department  in  your 
store,  and  you  have  a  real  "  six-cylinder "  selling 
power,  that  will  fill  you  and  your  sales  force  with 
pride,  and  that  will  steadily  multiply  your  sales. 

You  may  call  upon  us  for  any  assistance  and 
advice  in  starting  your  department  in  the  right 
terms, 

— and  you  will  find  any  advice  that  we  give 
conscientiously  rendered  according  to  your  needs, 
as  we  see  them. 

We  believe  in  starting  a  department  moderately, 
and  developing  it  in  steady  and  healthy  terms, 
rather  than  commencing  in  too  large  ones. 

We  want  a  frank  heart-to-heart  talk  with  you  on 
the  subject  of  an  "  Onyx  "  hosiery  department  in 
your  store,  and  if  you  will  write  us  fully  and  freely 
just  what  your  present  general  facilities  are,  we 
will  answer  just  as  fully  and  frankly. 

95%  of  the  most  successful  hosiery  departments 
in  shoe  stores  today  have  been  opened  by  their 
proprietors  taking  just  such  a  step  as  we  urge 
you  to  do. 

Here's  looking  to  an  early,  mutual  consideration 
of  the  subject. 


J  nrd  &  Tnv/nr  piniaaeipkia 

Lytton  Bldg.  U  I    14/       W'         ±    W ^  1/  \J  I  /0J3  Chestnut  St. 

WHOLESALE  DISTRLBUTORS 

Boston  '  San  Francisco 

ji  Bedford  St.  NeW    Yovk   City  Bankers  investment  Bldg. 
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Eclipses  All  Others 


The  Eclipse  Shoe  for  Youths,  Misses  and  Children  is 
outside  the  pale  of  ordinary  footwear,  by  reason  of  its 
sterling  qualities.  During  every  stage  of  manufacture 
we  are  constantly  prompted  by  the  same  object — to 
produce  a  shoe  that  will  stand  most  rigorous  tests 
at  every  point,  thereby  ensuring  satisfaction  for  re- 
tailer and  consumer,  and  developing  through  the 
medium  of  the  trade  the  confidence  placed  in  the 
Eclipse  Shoe  by  the  public. 

This  line  of  footwear  merits  your  investigation  as 
being  exceptional  value  for  your  money  and  a  sure 
sales-getter. 


Gait  Shoe 
Mfg.  Co. 

Limited 

Gait  -  Ontario 
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The  Custom  Made  Folding  Slipper 
for  Travelling  and  Home  Wear 


50'lo  and  More  Profit 

Here's  a  line  exclusive  in  its  patented  construction.  Its  popularity  is  increasing 
by  "  leaps  and  bounds."  Men  and  Women  find  the  FOOTGLUV  a 
necessary  luxury.  In  the  bedroom,  boudoir  and  for  travel,  no  other  footwear 
fills  the  requirements  so  perfectly.  Soft  and  light  as  a  fine  kid  glove — as  good 
fitting  as  a  dress  shoe. 


Of  soft  calf,  kid.  morocco,  satin  and  ^%iP^  KIMONA— Of  kid,  morocco,  and  leathers 

silk — all  colors ;  for  men  and  women  Carrying  Case  embossed  with  delicate  hued  flowers 


The  Prom 

is  as  easy  to  make  as  it  is  big — 50  to  75%.  The  Footgluv  is  so  sensible,  so 
handsome,  and  so  delightful  to  the  touch,  that  buying  is  almost  irresistable. 
It's  a  year  round  seller.  You  have  only  to  shovs^  Footgluv.  Write  us  at 
once — we  are  sole  manufacturers  of  the  Patented  Footgluv. 

Samples  Sent  Prepaid 


SALESMEN  WANTED 

To  carry  the  Footgluv  as  a  side  line ;  pocket  size 
samples ;  worthwhile  commission. 


The  Sultana  Manufacturing  Company 

313  '  319  Findley  Street  -  Cincinnati,  Ohio 
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No.  F306R 


Women's  Patent  Welt  Boot, 
Belmont  Last,  Black  Cloth 
Quarter,  Satin  Top  Facing, 
1-7/8  inch  Leather  Spanish 
Louis  Heel.    AA  to  D. 


$3.25     No.  F0382S 


$3.10 


Women's  Black  Ooze  Calf 
Welt  Boot,  Panama  Last. 
Three-quarter  Fox,  Tip,  1-7  8 
inch  Heel.    A  to  D. 


You  Can  Bank 
On  These  Styles 
For  Ready  Selling 

The  models  shown  here  are  the 
nucleus  of  the  present  season's 
style  trend.  They  are  the  cor- 
rect styles  for  you  to  feature 
in  your  store  because  the  most 
desirable  trade  emphatically  de- 
mands them  today. 


No.  F0308F 


$3.00 


Women's  Patent  Welt  Boot, 
Belmont  Last,  Mat  Kid  Top, 
Three-quarter  Fox,  Tip,  Seven 
inch  Height,  Close  Edge,  1-7  8 
inch  Full  Kidney  Heel.  AA 
to  D. 


No.  F308A 


Women's  Patent  Welt  Boot, 
Fairmont  Last,  Black  Cloth 
Top,  Three-quarter  Fox,  1-3/4 
inch  Heel.    AA  to  D. 


F0327H 


$3.00 


Women's  Dull  Calf  Welt  Boot, 
Belmont  Last.  Mat  Kid  Top, 
Three-quarter  Fox  Tip,  Seven 
inch  Height,  Close  Edge,  1-7/8 
inch  Full  Kidney  Heel.  AA 
to  D. 


$2.75     No.  F0327M 


$2.75 


Women's  Dull  Calf  Welt  Boot. 
Ardsley  Last,  Mat  Kid  Top, 
Three-quarter  Fox,  1-3/4  inch 
Heel.    AA  to  D. 


Shoes  of  Quality 

That  Make 
Permanent  Friends 

You  can  bank  on  Utz  &  Dunn  Co. 
shoes  to  not  only  attract  trade 
through  their  constant  newness  of 
style,  but  to  bring  customers  back 
for  "another  pair  just  like  the  last" 
because  of  their  perfect  fit  and  sub- 
stantial wear.  Business  will  not 
go  by  your  door  with  such  shoes  to 
offer. 

These  and  More  Than  Fifty 
Other  Styles  Ready  In  Stock 

and  will  be  forwarded  on  a  mom- 
ent's notice  by  our  Double-Quick 
Stock  Department. 

New  Spring  Catalog  sent  on  request. 
Stock  Shoes — 3%  off,  30  days. 

UTZ  &  DUNN  CO. 

Rochester,  N.  Y. 
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AfaAe  Your  Show  Windows 

Pay  Your  Rent 

Many  Sales  are  made 
from  the  Sidewalk. 


PATO,  I 

umrEO 

AND  fOREIGN 
COUNTRIES 


This  particular  set  of  Inter- 
changeable  Window  Fixtures 
will  make  the  finest  of  Win- 
dow Trims— will  display 
your  merchandise  to  a  Sell- 
ing Point/'  will  give  you 
snappy  trims  which  will  at- 
tract local  and  transient 
trade.  This  set  affords  quick 
and  frequent  changes. 

Read  further  about  this  wonderful 

Set  for  Shoe  Stores 

Hundreds  of  Trims.  With  this  set  over  500  original  trade  pulling  win- 
dow trim  can  be  made  and  at  no  time  making  any  two  ahke,  besides 
hundreds  of  standard  and  odd  window  fixtures  can  also  be  made. 
Can't  Wear  Out.  ONKEN  YOUNITS  are  now  made  so  they  cannot 
show  any  wear.  The  NEW  construction  the  "Sunken  Steel  Socket" 
takes  the  place  of  the  old  construction.  There  are  now  NO  Screws 
Screwing  Into  Wood.  They  will  now  last  for  many  years.  The  cori- 
fitruction  is  sturdy  and  high  grade  throughout.  Simplicity  in  detail  is 
the  principle. 

A  Book  of  Window  Trims  Included.  A  large,  beautiful  book  of 
many  captivating  trims  made  with  this  set  will  be  sent  FREE  with 
this  set.     This  book  is  a  help  to  any  window  trimmer. 

Made  of  Oak.  The  entire  set  is  made  of  thoroughly  Kiln  Dried 
Oak,  the  metal  parts  of  cold  rolled  steel,  each  YOUNIT  is  accurately 
machined  to  fit  right  and  made  interchangeable. 

Our  Guarantee.  We  guarantee-  to  replace  this  set  FREE  of 
CHARGE  any  time  within  one  year  if  it  proves  defective  in  any 
way  through  construction  or  parts  not  fitting  satisfactory. 

Our  Standard  Finishes.  We  will  ship  this  set  in  either  Weathered, 
Golden  or  Antique  Oak,  all  in  a  soft,  mellow  wax  non-scratchable  finish. 

Just  ask  the  merchantwho  has  bought  a  set  of  these  fixtures  with  the 
(NEW  CONSTRUCTION)   what  he  thinks  of  them. 


$43  .75 


NET 


The  Storage  Chest  The  220  YOUNITS  that  make  up  this  set 
are  put  up  in  A  HARDWOOD,  HINGED  LID  STORAGE 
CHEST  (oiled  finish).  A  good  place  to  keep  any  part  of  the  set 
that  is  not  being  used. 


Price  for  the  Full  Set  No.  101 

Price  for  a  Medium  Set  No.  101*  $25.00 
Price  for  a  Small  Set  No.  lOli  $15.75 

F.  O.  B.  Hamilton,  Ontario,  Canada 
Order  thru  your  JOBBER  or  DIRECT 

The  Oscar  Onken  Co. 

No.  591  W.  4th  Street,  Cincinnati,  0.,  U.S.A. 

Quick  Shipments.   Addresi  All  Correspondence  to  Cincinnati.  Send 
for  Younit  Catalog.   Stock  is  aUo  carried  in  CANADA, 
ENGLAND  and  AUSTRALIA 
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THE  NEW  HOME  OF  THE 

MACFARLANE  SHOE 


To  cope  with  the  ever  increasing  demand  for  the 
Macfarlane  shoes  we  are  forced  to  increase  our 
capacity. 

We  are  moving  next  month  to  our  new  plant, 
6 1  De  Normanville  Street,  where  we  will  be  in 
a  position  to  make  more  and  better  shoes. 

The  standard  of  quality  in  children's  footwear. 


The  Macfarlane  Shoe  Company 

61  De  Normanville  St.  LIMITED  MONTREAL,  QUE. 
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NOAT 


Tebbutt 

Fall 

Styles 


For  the  Fall  of  19 14  we 
are  showing  some  new 
styles  in  Doctors  and 
Professor  shoes. 

The  usual  Tebbutt  high 
grade  workmanship  and 
good  quality  materials  that 
have  made  Tebbutt  shoes 
so  popular,  will  be  found 
in  these  new  models. 

In  addition  to  their  smart 
appearance  the  Doctors 
and  Professor  shoes  have 
special  antiseptic  features 
which  make  them  favorites 
with  particular  people. 


Tebbutt  Shoe  &  Leather 


Company,  Limited 

Three  Rivers,  Quebec 
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Small  Shoe  Slides 

are  now  recognized  as  the  latest  dictum  of  Fashion.  We  are 
showing  a  most  magnificent  line  of  over  two  hundred  original  de- 
signs in  small  slides. 

Our  Canadian  representative,  Mr.  William  J.  Gowen,  Goristine 
Building,  Montreal,  will  be  pleased  to  show  you  our  new  line  of 
Gut  Steel,  Gold  and  Silver  Plated,  and  exclusive  Enamel  Buckles. 

Write  for  catalogue 

Fishel  Nessler  Company 

Largest  Manufacturers  of  Fine  Shoe  Ornaments  in  the  World 
184  Fifth  Avenue,  NEW  YORK 

Established  over  a  Quarter  of  a  Century 
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PASSIMG-  , 
PAJSERJ-BY  don't  EVEN  STOP 
TO  LOOK  IN  SUCM  A  WINDOW 


PAUSING  -  ENTERING  , 
ATrnACTEDDYA  DIJPLAY  IN  A 
KAWNEER   STORE  FRONT 
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BUYING. 

X  THE  EXPECTED  PURCHAJE 
«i»AN  EXTRA  PURCMAJE 
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SATI  SFIED  . 
SHE  SAW  WHAT  SHE 
WANTED    AND    BOUGHT  IT 


It  Happens  on  Every  Street  Every  Day. 


Here's  a  picture  story  of  an  every-day  oc- 
currence. It  tells  the  truth  about  good  Store 
Fronts. 

It  tells  what  is  happening  in  Front  o£  your 
Store  every  time  a  person  passes. 

To  sell  you  must  attract  and  interest.  You 
must  get  the  people  into  your  Store,  and  you 
realize  the  great  number  of  extra  sales  (see  Fig- 
ure 3)  made  after  the  customer  has  entered. 
As  the  result  of  interior  sales 
helps  most  people  make  extra 
purchases  after  they  have  en- 
tered the  Store. 

One  M  erchant  says,  "Our 
old  Front  was  fair  but  it  takes 
a  modern  K AWEEER 
FRONT  to  get  the  business. 
One  of  the  best  arguments  for 
good  show  windows  is  the  fact 
that  one  can  sell  the  people 
what  he  wants  to  sell  rather  than  what  they 
want  to  buy."  Think  what  a  stock  free  of 
over-stock  would  mean  to  you —  think  of  the 
money  you  have  tied  up   in   over-stock.  A 

KAWNEER  STORE  FRONT  will  not  only 

clean  up  your  old  stock,  but  it  will  increase 
the  sales  of  the  new  lines. 


30,000  Proofs 


Do  30,000  proofs  of  one  thing  mean  any- 
thing to  you?  If  you  had  30,000  customers 
wouldn't  you  have  the  same  faith  in  your 
Store  that  we  have  in  KAWNEER  STORE 
FRONTS? 

You  may  go  from  coast  to  coast — slop  off 
at  big  cities  and   little   hamlets  and  you  will 

find  KAWNEER  STORE  FRONTS  making 

money  for  the  Merchants  behind  them.  Many 
of  the  keenest  and  most  conservative  Mer- 


chants have  manifested  their  faith  in  KAW- 
NEER  STORE  FRONTS  by  adopting  them. 
During  the  past  sixty  days  more  than  1,000 
Merchants  have  written  to  us  asking  for  more 
information  about  KAWNEER  STORE 
FRONTS  and  for  suggestions  for  their  busi- 
nesses. 

These  M  erchants  have  investigated  thor- 
ou  ghly  enough  to  know  that  their  businesses 

need  KAWNEER  FRONTS 

— their  initial  steps  (seeking 
information)  are  business-like 
and  that's  just  what  we  want 
you  to  do. 

Send  this  coupon  for  "Boost- 
ing Business  No.  25  "  and  see 
the  actual  photographs  of  many 
of  the  best-paying  Store  Fronts 
in  the  country.  See  the 
photographs  of  the  Fronts  be- 
fore alteration —  the  changes  are  truly  won- 
derful. 

Your  only  business  reason  for  putting  in  a 
new  Front  is  to  increase  your  sales — be  sure 
you  adopt  a  Front  that  will  do  that.  In  mak- 
ing your  decision  let  the  experience  of  30,000 
other  Merchants  help  you. 

First  get  "Boosting  Business  No.  25" — 
it's  free  for  this  coupon,  and  it  will  not  obligate 
you  m  the  le  ast. 


38 


FOOTWEAR    IN  CANADA 


This  is  A  "Star" 

Do  you  get  the  Boys'  trade  ? 

Our  Boys'  shoe  will  give  you  the  best  kind  of 
help  to  get  and  keep  this  trade. 

Wet  proof  sole  and  upper,  in  Tan  and  Black 
Calf.     McKay  and  Standard  Screw  in  stitchaloft. 

This  is  an  all  leather  shoe  and  we  want  to 
show  you  before  you  place  your  fall  order. 

Star  Shoe  Limited 

MONTREAL 

Montreal  Agent 
Medard  Gauthier,  La  Patrie  Building 
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Miner  Rubbers 

Why  You  Should 
Sell  Them 


429  Women's  Juliet  430  Women's  Fairy. 


Because  the  Miner  Rubber  Company  stand  back  of  every  pair,  their 
range  of  lasts  is  complete,  and  any  leather  shoe  can  be  easily 
fitted.  Every  improvement  is  incorporated  in  Miner  rubbers.  Our 
service  is  unexcelled.  Full  stocks  carried  at  convenient  shipping 
points  throughout  Canada.  One  trial  order  will  convince.  Let 
us  have  this  one. 


423  Women's  Donalda.  254  Boy  Scout  Over.  420  Women's  Elite. 


The  Miner  Rubber 

Company,  Limited 

Granby      Quebec       Montreal       Toronto  Ottawa 

SELLING  AGENCIES; 

Blachford,  Davies  &  Company,  Limited,  60-62  Front  Street  West,  Toronto,  Ont.  Coates, 
Burns  &  Wanless,  London,  Ont.  Dowling  &  Creelman,  Brandon,  Man.  R.  B.  Gritifith 
&  Company,  Hamilton,  Ont.  J.  M.  Humphrey  &  Company,  St.  John,  N.B.  J.  M. 
Humphrey  &  Company,  Sydney,  C.B.  Jackson  &  Savage,  Limited,  73  St.  Peter  Street, 
Montreal,  Que.  The  Wm.  A.  Marsh  Co.,  Western,  Limited,  72  Princess  Street,  Win- 
nipeg, Man.     The  Miner  Rubber  Co.,  Ltd.,  21  Notre  Dame  Street.  Quebec,  Que. 


]•()()  I' W  i  :    R    IX  CAXADA 


Where 

Miner  Rubbers 

Are  Made 


The  Miner  Rubber 

Company,  Limited 

Granby  Quebec  Montreal 

Toronto  Ottawa 

SELLING  AGENCIES: 

lUaclifoi  (I,  Davies  &  Company,  Limited,  GO-62  Front  Street  West,  Toronto,  Ont.  Coates, 
lUirns  &  Wanless,  London,  Ont.  Uovvling  &  Creelman,  Brandon,  Man.  R.  B.  Griffith 
&  (  onipany,  Hamilton,  Ont.  J.  M.  Humphrey  &  Company,  St.  John,  X.B.  J.  M. 
Humplirey  &  Company,  Sydney,  C.B.  Jackson  &  Savage,  Limited.  73  St.  Peter  Street, 
.Montreal,  One.  The  Wni.  A.  Marsh  Co.,  Western,  Limited,  72  Princess  Street,  Win- 
nii)eg-,  Man.    The  Miner  Rubber  Co.,  Ltd.,  21  Notre  Dame  Street,  Quebec,  Que. 
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Toronto 

Miner  Rubber 


Warehouse 


153  Men's  Actor. 


428  Women's  Petite. 


415  Women's  Alaska. 


The  Miner  Rubber  Co.,  Limited 

Granby       Quebec       Montreal       Toronto  Ottawa 

SELLING  AGENCIES: 

Blacliford,  Davies  &  Company,  Limited,  60-02  Front  Street  West,  Toronto,  Ont.  Coates, 
Burns  &  Wanless,  London,  Ont.  DovvHng  &  Creelman,  Brandon,  Man.  R.  B.  Griffitli 
&  Company,  Hamilton,  Ont.  J.  M.  Humphrey  &  Company,  St.  John,  N.B.  J.  M. 
Humphrey  &  Company,  Sydney,  C.B.  Jackson  &  Savage,  Limited,  73  St.  Peter  Street, 
Montreal,  Que.  The  Wm.  A.  Marsh  Co.,  Western,  Limited,  72  Princess  Street,  Win- 
nipeg, Man.     The  Miner  Rubber  Co.,  Ltd,.  21  Notre  Dame  Street,  Quebec,  Oue. 
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Our  New  Catalogue 


Write 
72  St.  Peter  St. 
Montreal, 

for  our 
Catalogue. 


You 
will  be 
pleased 

with 
it. 


The  Miner  Rubber  Co.,  Limited 

Granby       Quebec      Montreal      Toronto  Ottawa 

SELLING  AGENCIES : 

Blachfoid,  Davies  &  Company,  Limited,  60-62  Front  Street  West,  Toronto,  Ont.  Coates, 
Burns  &  Wanless,  London,  Ont.  Dowling  &  Creelman,  Brandon,  Man.  R.  B.  Griffitli 
&  Company,  Hamilton,  Ont.  J.  M.  Humphrey  &  Company,  St.  Jolin,  X.B.  J.  M. 
Hiuiiphrey  &  Company,  Sydney,  C.B.  Jackson  &  Savage,  Limited.  73  Si.  Peter  Street, 
Montreal.  Que.  The  Wm.  A.  Marsh  Co.,  Western,  Limited,  72  Princess  Street,  Win- 
nipeg-, Man.     Tlie  Miner  Rubher  Co.,  Ltd..  21  Notre  Dame  Street.  Quebec.  'H>e. 
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For 


The 


Fall  19H 


and  "Cleo"  Shoes 


for  Men  and  Women 
are  now  in  the  hands  of 
our  travellers. 

We  are  confident  that 
this  line  will  be  unequal- 
led in  quality  and  price. 
Made  to  give  satisfaction 
to  the  wearer  and  dollars 
to  the  Dealer. 


Murray  Shoe 


Company,  Limited 

London,  Ontario 


Branch  Warehouse 

214  Lemoune  St.,  Montreal 
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High-Grade 


Goodyear  Welt 

Staples 


This  is  a  staple  Goodyear  Welt  made  of  a 
hiorh  orade  Elk  and  Storm  Calf.  It  is  all 
solid  leather  and  is  particularly  popular 
amongst  prospectors,  lumbermen,  mmers 
and  hunters. 

The  leather  used  in  the  Valentine  Boot  is 
as  near  waterproof  as  leather  can  be  made, 
and  is  done  up  in  Chocolate,  Pearl,  Black, 
Tan  and  Smoked. 

—Sold  to  jobbers  only — 

The  opposite  page  shows  some  of  the  good 
points  of  this  boot. 


Valentine  &  Martin 

Waterloo,  Ontario 


PATENTED  1913.     MADE  BY 

VALENTINE  &  MARTIN  r.u".»7s"o.f  WATERLOO,  ONT. 
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IN  STOCK 

We  sell  everything  in  ladies'  fine  shoes 


No    939    Black    Cloth    lop,    Patent  953.   Bi^ck  Cloth  Whole  Quarter, 

Vamp,  button,    light    welt    Cuban               y.^-  ^  ^^^^  5^,^^  Spanish 

heel,  new  receding  toe.  Plaza  last.             ,    ^^.^  p^j^^  ^3  ^5 
Price  $3.60. 


No.  707.  Mat 
Vici  Kid  Col- 
onial, light 
weight  welt 
sole,  Spool 
heel,  Eden 
Last.  Price 
$3..'-)0. 


No.  947.  Black  Satin,  Button  Boot, 
light  welt  sole,  Cuban  heel.  Plaza 
last.    Price  $2.60. 


No.  950.  Black  Satin  De  Lane,  Top, 
patent  vamp,  light  welt  sole,  but- 
ton boot,  with  leather  kidney  heel 
Plaza  last.    Price  $2.75. 


No.  708.  Patent  Colonial,  light  weight 
welt  sole,  kidney  heel,  Eden  last. 
Price  $2.50. 


No.  948.  Black  Cloth  Top,  Black 
Ooze  Calf  Vamp,  Button  Boot, 
medium  welt  sole,  high  military 
heel.  Dash  last.     Price  $2.75. 


Moore-Shafer  Shoe  Manufacturing  Co. 

Send  for  Catalog  BROCKPORT,   N.  Y.,  U.  S.  A. 

L.  B.  Shafer — Canadian  Salesman 
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READY  TO  SHIP 

Send  for  our  catalogue  of     Ready-to-ship shoes 


No.  709.  Patent  Colonial,  light  weight 

wfplt  Mill',  Si'Miii'li  h"'+^^''^PH•^^T~"^'3'gt 


Price  $2.50. 


No.  953.  Black  Cloth  Top,  Patent 
Whole  Fox  Vamp,  medium  turn 
sole  on  a  new  Iris  last.   Price  $3.00. 


No.  736.  Black  Satin  Pump,  light  welt 
sole,  Cuban  heel,  Ae-ro  last.  Price 
$3.25. 

Same  in  Colonial,  Price  $3.35. 


No.  951.  Gun  Metal  with  Calf  top, 
medium  welt  sole.  Kidney  heel, 
Plaza  last.     Price  $3.75. 


No.  944.  Cloth  Top,  Patent  14-But- 
ton  Boot,  Tip,  medium  welt,  high 
heel,  Plaza  last.    Price  $3.60. 


No.  706.  Patent  Colonial,  Turn,  Spool 
heel,  Eden  last.    Price  $3,50. 


No.  946.  Black  Cloth  Top,  Gun  Met- 
al Button  Boot,  Tip,  heavy  welt 
sole,  medium  heel.  Plaza  last.  Sizes 
21/2  to  7;  widths  A  to  D.  Price  $2.60. 


Moore-Shafer  Shoe  Manufacturing  Co. 


Send  for  Catalog 


BROCKPORT,  N.Y.,  U.S.A. 


L.  B.  Shafer — Canadian  Salesman 


Men's  Button.    An  appealing 
English  style  last. 


Exclusive  wing  tip  design. 


The  Cook-Fitzgerald  Co.,  Limited 

London,  Ont, 
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Mr.  Retailer 


EYES  LEFT !  Permit  us  to  introduce 
a  few  photographic  half-tone  reproduc- 
tions of  our  newest  creations. 

Your  continued  patronage  has  encour- 
aged us  to  fresh  endeavors — ASTORIA 
and  LIBERTY  shoes  have  made  friends 
— we  present  their  youngest  brother — 
TECUMSEH. 


With  our  second  factory  we  are  prepar- 
ed to  take  care  of  ALL  your  men's  fine 
shoe  requirements  from  $4  upwards. 
Our  representatives  will  show  you  the 
full  range  shortly. 


The 

Cook  -  Fitzgerald 

Company y  Limited 

London^  Ont 


FOOTWEAR 


"High-Speed" 

is  popular 


Style  No.  280.  The  trimmiest, 
dressiest,  high-toe  we  ever  made, 
and  we  made  the  first  high-toe  on 
the  market.  Did  you  know  that  ? 
Put  ginger  into  your  trade  by  show- 
ing this  style  now.  This  shoe  will 
bring  you  more  and  better  business 
than  a  sacrifice  sale  at  any  time. 
The  "high  speed"  way  to  increase 
sales  is  the  safest  way.  Made  of 
Nut  Brown  Gun  Metal,  carries  a 
9-8  inch  heel. 


E. T.Wright  &  Co.,  Inc. 

Rockland,  Mass. 
St.  Thomas,  Ont. 


T  N  CANADA 


"Cosmos"  has  the 
custom  look  that 
appeals  to  cor- 
rect dressers 


Style  No.  406.  Patent  vamp,  with 
a  light  mode  cloth  top.  The  seven 
handsome  buttons  are  sewed  on, 
thus  helping  to  create  the  custom, 
hand-made  appearance  which  is  so 
generally  in  demand.  This  shoe  is 
of  the  "Just  Right"  quality  through- 
out, and  will  be  found  a  ready  and 
steady  seller  in  your  store. 


E.T.  Wright  &  Co.,  Inc. 

Rockland,  Mass. 
St.  Thomas,  Ont. 
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"Uncle  Sam" 
sets  the  pace 

in  the 
business  race 


Style  No.  324.  Gun  Metal  College 
Bal,  with  pebbled  top.  One  inch 
broad  heel,  pegged  top  piece.  All 
invisible  eyelets,  A  shoe  which  em- 
bodies distinctly  new  features.  The 
toe  is  low,  still  it  is  roomy.  It  is 
sufficiently  narrow  to  give  a  most 
stylish  appearance.  This  shoe  fills 
requirements  perfectly  of  those  who 
want  the  recede  toe,  but  have  not 
been  able  to  be  fitted  comfortabl)'. 


E.T.Wright&Co.,Inc. 

Rockland,  Mass. 
St.  Thomas,  Ont. 


"Bellevue" 
pleases  every 
man  seeking 
foot  comfort 


Style  No.  295  is  a  Gun  Metal  seam- 
less blucher.  A  fine  sample  of  the 
"Just  Right"  way  of  combining 
style  and  comfort  qualities.  Here 
is  a  new  last  with  medium  widetread. 
Has  ample  room  for  each  toe.  Heel 
is  one  inch  high,  semi-flange,  heavy 
single  sole.  "Bellevue"  and  custcm 
comfort  are  synonymous. 


E.T.Wright&Co.,Inc. 

Rockland,  Mass. 
St.  Thomas,  Ont. 
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Oirm  WATERftDAilPHESt 


 m 

Upper  is  made  of  Defiance 
Leather,  Tanned  by  a  pro- 
cess that  makes  it  absolutely 
waterproof. 


Outer  Soles  are  viscolized 
and  cut  from  the  best  oak 
leather. 


There  is  a  new  rawhide 
waterproof  welting  between 
the  ordinary  welting  and  the 
upper. 


Tetrault 
Shoe  Mfg. 
Company 


m 
i®! 

im 

I®? 

®  J 

TH  e: 


The  seams  of  the  upper  re- 
sist the  water  and  are  smooth 
inside. 


The  full  length  slipsole  is  of 
waterproof  Chrome  Elk. 


A  special  process  of  our  own 
is  used  in  the  bottoming, 
making  it  absolutely  water- 
proof. 


Montreal 

Quebec 

Canada 
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IDEFIANCF 


Discovered  at  Last 

"Defiance" 


Defiance  is  a  Waterproof  Hunting  and  Fishing  Boot 

WE  have  experimented  for  over  one  year  with  actual  wearing- 
trials  in  the  woods,  in  water,  slush  and  rough  wearing  especially 
to  see  if  a  boot  could  be  made  defying-  the  water  and  dampness.  We 
have  made  72  wearing  trials  and  always  something  turning  up  either 
in  the  upper  stock,  water  coming-  through  at  the  welting  or  at  the 
tong-ue,  then  only  begin  all  over  agian  and  find  out  the  seams  would 
take  water,  and  water  coming  through  the  Blucher  corners,  and  with 
our  73rd  trial  we  had  the  satisfaction  of  overcoming  all  obstacles, 
and  herewith  present  you  with  the  Defiance  the  only  boot  that  will 
keep  your  feet  Watertighted. 

Design  The  design  of  this  boot  is  made  so  that  it  tits  comfortably.    Note  the  nev,' 

bellows  tongue  pattern.  See  how  smooth  from  top  to  Blucher  vamp.  (No 
pockets  near  Blucher  vamp  as  on  other  boots  absorbing  the  water).  Tongue 
is  made  from  same  quality  of  stock  as  upper.    It  must  be  so  to  turn  water. 

Upper  Made  from  "Defiance"  mahogany  color,  the  latest  shade,  or  black  "De- 

fiance." This  leather  is  tanned  with  a  new  process  making  this  leather  abso- 
lutely waterproof  and  damp-proof. 

Fitting  of  This  boot  is  fitted  in  such  a  way  that  the  seams  resist  the  water.  The 

Upper  seams  are  very  smooth  so  the  most  tender  foot  can  wear  them  with  ease. 

Sole  Leather  The  outersoles  are  viscolized  and  cut  from  the  hest  oak  leather  and  no 

soles  less  than  11  gauge  are  put  in  these  boots,  thereby  insuring  wearing- 
qualities.  Heels  are  made  with  one  piece  lifts  and  heavy  solid  leather 
counters. 

Slip  Sole  This  full  length  slip  sole  is  made  from  Chrome  Elk  which  is  water- 

proof and  is  used  in  order  to  make  this  boot  so  remarkably  light  in  weight 
a  very  essential  feature  for  a  Hunting  Boot. 

New  Raw  have  a  new  waterproof  Raw  Hide  welt  in  between  the  ordinary  sole 

Hide  Water-  leather  welting  and  the  upper  which  stops  any  water  from  entering  bkCtween 
proof  Welt-     soles  and  uppers. 

ing  Bottom-  A  special  process  of  our  own  is  introduced  in  the  bottoming  which  de- 

•"K*  mands  a  lot  of  hand  work  and  a  great  number  of  necessary  small  details 

(v/hich  we  encountered  in  our  trials)  and  must  be  carefully  looked  after  to 
make  this  the  only  ALL  LEATHER  BOOT  that  positively  DEFIES  THE 
WATER. 


Tetrault  Shoe  Manufacturing  Co. 

Montreal 
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Give  Your  Shoe  Business  a  Square  Deal 

!DONT  OVERLOAD  IT! 

Just  keep  it  loaded  with  a  constant  fire  of  sizes  and  widths  in 
the  best  selling  items  from  this  instantaneous  instock  department. 

ORDER  ONCE  A  WEEK  AND  KEEP  THEM  COMING 


STYLE  F608 

Patent  Colt  Galiy,  J)ress  Welt, 
Import    Cloth    Quarter,  Argen- 
tine Kidney  Heel,  A  to  D,  2"/^ 
lo  7  $2.50 
F509,  Same  in  Guu  Mclal,  $2.50 


STYLE  F412 

Patent   Colt   Button   Oxford  (5 
Buttons),  Mat  Top  Dress  Welt, 
IVs  Heel,  A  to  D,  2H  to  7. 
$2.35 

F413,  Same  in  Mat  Goat,  $2.35 


STYLE  FilVA 

Patent  Colt  Tango,  Dress  Welt, 
Attractive  Nickel   Ornament,  A 
to  D,  2y2  to  7,  $2.35. 
F400^,    Same    in    Gun  Metal. 
$2.35 


IT  IS  TIME   TO  PLAN   FOR  SPRING 


STYLE  F500 

Patent  Colt  One  Eye  Colonial. 
Dress  Welt,  Full  Leather  Louis 
Heel,  A  to  D,  2i/^  to  7,  $2.60. 
F601,  Same  in  Gun  Metal,  $2.60 


STYLE  F411 

Patent  Colt  Pump,  French 
Bound,  Dress  Welt,  I'A  in. 
Heel,  A  to  D,  21/2  to  7,  $2.25. 
F400,  same  in  Gun  Metal,  $2.25 


STYLE  F507J4 

Patent  Colt  Tango,  Dress  Welt, 
Cut  Steel  Ornament,  A  to  D, 
214  to  7,  $2.35. 

F506^,    Same    in    Gun  Metal, 
$2.35 


STYIE  F493 

Patent  Colt  Gaby,  Hand  Turn- 
ed,  Spanish   Louis   Heel,   A  to 
D,  2'A  to  7,  $2.60. 
F494,  Same  ir  Light  Gun  Met- 
■il.  $2.60. 


STYLE  F496}^ 
Demi  (Gun)  Calf  Tango,  Turn, 
French  Bound,  A  to  D,  2J4  to 
7.  $2.35. 

F497'/^,  Same    in    Gun  Metal, 
$2.35 


HELPFUL  HINTS  OF  TIMELY  FOOTWEAR 


STYLE  333 

Patent  Colt  Button,  Import 
Cloth  Quarter,  Dress  Welt, 
Full  Leather  Louis  Heel,  A  to 
D,  2'/2  to  7,  $3.00. 


STYLE  F423 

Patent  Colt  Button,  Import 
Cloth  Top,  Dress  Welt,  Argen- 


tine Kidney  Heel, 
$2.75. 


A  to  D,  2y2 


STYLE  F342 

Patent  Colt  Button,  Imi)ort 
Cloth  Top,  Dress  Welt,  Kidnev 
Heel,  A  to  D,  2'/2  to  7,  $2.60. 
F344,  Same  in  Gun  Metal,  $2.60 


STYLE  F334 

Patent  Colt  Button,  Import 
Cloth  Quarter,  Dress  Welt,  Ar- 
gentine Kidney  Heel,  A  to  D, 
2'/.  to  7,  $2.76. 


Footwear  that  Follows  the  Finger  of  Fashion  and  Now  in  Great  Demand-  Order  Right  Now 


Write  For 

Catalog 


The  Menihan  Company 

Instantaneous  In-Stock  Department 


ROCHESTER, 
N.Y. 
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You  Will  Find  in  the  Walk- 
Over  Line  for  Spring  1914 

the  fine^  assortment  of  shoes  for  Men  and  Women  that  the 
WALK-OVER    travelers    ever    spread  for   your  inspedtion 

from    the   popular   flat  la^s 
and    high    toe    models  for 
Men  to  the  dainty  Colonial   pumps  and 
the  ^ylish  boots  with   the  lateft  kidney 
and  Louis  Heels  for  Women. 

We  illu^rate  here  two  popular 
WALK-OVER  models:  The  "Carlton" 
for  Men  and  the  "Modi^e"  model  for 
Women.  These 


Model 


"  Carlton 
Stock  Dept.  No.  5333 
Sizes  5  to  11,  Widths  A  to  D 


with    1 75  others 
are  carried  in  Stock 
ready  to  ship  same 
day  your  order  is  received  at  our  two 
diSributing  points — Campello,  Massachu- 
setts and  St.  Louis,  Missouri. 

Our  traveler  is  now-  on  the  territory  and 
will  welcome  the,  opportunity  of  showing 
you  the  WALK-OVER  line  and  ex- 
plain the  proposition  to  you  in  detail. 


Modiste  Model 
Stock  Dept.  No.  2063 
Sizes  3V2  to  7,  Widths  A  to  D 


Geo.  E.  Keith  Company 


Manufacturers  of  WALK -OVER  Shoes  for 
Men  and  Women. 


Campello 
Brockton 

Mass. 


1117-19  Locust  St. 
St.  Louis 
Missouri 


.^6 
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The  Hartt  Boot  &  Shoe  Co. 

Limited 

In  making  up  our  Samples  for  Fall  1914,  wc  have 

eclipsed  all  former  efforts — New  Lasts,  New  Patterns, 
New  Stocks,  New  Ideas. 

Our  range  will  include  three  new  lasts — two  of 

which  are  shown  below. 


Our  travellers  are  just  starting  out.    Do  not 
fail  to  see  our  samples  before  booking 
your  fall  requirements. 

The  Hartt  Boot  &  Shoe  Co. 

Fredericton,  N.  B.  Limited 

CANADA'S  BEST  SHOEMAKERS. 
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Smooth  Working  Progressive  Finishing  Machines 


SEND  FOR  CATALOG  M 


SEND  FOR  CATALOG  M 


Progressive  Shoe 
Machines  are  built 
of  the  best  materials 
by  thorough  and 
practical  men  who 
know  the  needs  of 
the  shoe  repair  shop 
from  actual  experi- 
ence. We  make  sure 
that  every  part  works 
smootlily  and  effici- 
ently. 

There  are  twenty- 
four  different  models 
of  Progressive  Fin- 
ishers. Both  motor 
(I  rive  n  and  foot 
power.  Built  to  last 
and  built  for  satis- 
factory service. 

Progressive  Mach- 
ines are  reasonable 
in  price  and  are  sold 
on  the  payment  plan 
or  for  cash.  With  a 
Progressive  Finisher 
your  shop  will  make 
more  money. 


PROGRESSIVE  SHOE  MACHINERY  CO.,  KTT 

The  Best  Shoe  Finishing  Machinery  Manufactuied. 


Fraserville 


The  new  Fraserville  models  for  Fall 
are  well  worth  your  consideration. 
They  comprise  the  newest  lasts  for 
men,  women  and  children,  and  bear 
the  stamp  of  superiority  at  every 
point. 

We  can  fill  your  orders  for  lace 
or  button  shoes  promptly  and  satis- 
factorily. 


Footwear 


Fraserville  Shoes  are  made  of  only  the 
highest  grade  leather  and  are  designed 
to  meet  the  needs  of  your  "value  for 
money  "  customers. 

Another  of  our  specialties  is  the 
famous  "  Tiger  "  Brand  Heavy  Shoe, 
particularly  adopted  for  railroad  and 
mining  work. 

Catalogue  on  request 


Fraserville  Shoe  Co. 


MANUFACTURERS  Limited 
and  WHOLESALERS 


Fraserville 


Quebec 


W.  DAVIS 
124  Wellington  St.  W.,  Toronto 

Special  Ontario  Representative 
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P.  J.  Harney  Shoe  Company 

Lynn,  Massachusetts 

STILL  IN  THE  LEAD 

for 

Stylish    —   Goodwearing    —    Reasonable  Priced 

Women^s  Footwear 


PATENT  APPLIED  FOR 

€[1  Harney's  "  Tred  Fast"  Non  Slipping  Sole  is  the  best  talking 
and  selling  feature  offered  the  retailer  for  years. 

€S\  Good  to  use  with  dancing  or  walking  shoes. 

€{I  Drop  us  a  post  card  and  invite  our  Canadian  salesmen  to  show 
you  this  line  on  their  spring  trip. 

P.  J.  HARNEY  SHOE  COMPANY  'TsT 
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H.  F.  Glass,  Comptroller 


Ed.  F.  Leonard,  Superintendant 


Slater 
Plant 

Since  its  inception 
some  fifty  years  ago 
the  Slater  plant  has 
kept  pace  with  the 
latest  factory  equip- 
ment. Every  machine 
that  can  improve 
Slater  footwear  is  in- 
stalled. 


Slater 
Name 

Almost  symbolic  of 
the  word  footwear  is 
the  name  "  Slater." 
It  has  always  stood 
for  the  best  in  boots 
and  shoes  plus  square 
dealing. 


F.  B.  Dermody,  Sales  Manager 


Slater  Shoe 

Company,  Limited 

Montreal 


6o 
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R.  M.  Smith 
British  Columbia  and  Alberta 


J.  V.  Grant 
Northern  Ontario 


^^^^^^ 


Jos.  Laurin 
City  of  Montreal 


W.  R.  Grosskurth 
Western  Ontario 


Hugh  M.  Graham 
Manitoba 


Slater  Shoe 

Company,  Limited 

Montreal 
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Harry  Adams  W.  E.  Campbell 

City  of  Montreal  Maritime  Provinces 


H.  R.  Smith  T.  D.  Kinsella  F.  C.  Smith 

Quebec  Province  Eastern  Ontario  Saskatchewan 


Slater  Shoe 

Company,  Limited 

Montreal 
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Slater  Shoes  for  Fall 

A  MONG  the  new  Slater  features  for  fall  trade  is  a 
i\.  "  Machine  Made"  shoe  for  boys.  Made  in  twelve 
lines  on  four  lasts.  Sizes  i  to  5.  Prices  210-240.  This 
is  a  good  line  of  solid  shoes  to  retail  for  $3.00  to  $3.50. 

Other  Slater  fall  specialties  are 
Women's  Turns 

Louis  Kidney  Heels — all  leather 
Louis  Cuban  Heels — all  leather 
Men's  Turn  Dancing  Pumps 
Men's  Turn  House  Slippers 

On  the  foregoing  pages  is  portrayed  "  Our  Firing  Line.*' 
See  the  samples  of  the  Stater  Man 

Slater  Shoe 

Company^  Limited 

Montreal 
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A  Flat  Last  With  Flange  Heel 


You  are  already  well  acquainted  with  the  ALL  AMERICA  SHOE  made  in  New 
England  by  RICE  &  HUTCHINS.  Here  is  one  of  the  styles  for  Fall,  made  up 
in  Mahogany,  Russia,  Dull,  and  Willow  Calf.  Note  the  invisible  eyelets,  the  flat 
last,  and  the  flange  heel.    It  is  a  style  that  is  aristocratic  in  every  line. 

Although  RICE  &  HUTCHINS  are  in  Boston,  Mass.,  they  are  immediately 
accessible  to  Canadian  merchants  through  the  following : 


Western  Shoe  Distributing  Co. 

719  Main  Street       -       -       Winnipeg,  Canada 


J.  K.  Rose 

Lumsden  Bldg.,       Toronto,  Canada 
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Rubbers 


I.R.C9  ' 


"  Royal  Brand  " 

''THE  BIG  FOUR" 

LEADERS  IN  RUBBER  FOOTWEAR 

You  can  lia\e  a  range  from  the  lightest,  snuggest  fit- 
ting rul)bcr  to  the  strongest  rubber  shoe  built  for 
rough  wear.  You  can  have  besides  a  range  of  prices 
that  will  suit  all  purses  without  sacrificing  your  profit 
and  at  the  same  time  give  the  utmost  in  value. 
Only  the  best  in  rubbers  is  worth  while. 
Make  your  selections  from  our  illustrated  catalogue — 
There's  a  wide  variety  of  patterns  for  you  to  choose 
from,  or  see  the  samples  our  salesmen  will  be  pleased 
to  show  you. 

McLaren  &  Dallas 


BOOTS  SHOES 

30  Front  St.  W. 


RUBBERS 

Toronto 
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Rubbers 


"  Bull  Dog  Brand" 


Rubber  Season  1914-15 

Make  Sure  of  These  Reliable  Brands 

Your  clerks  will  be  eager  to  show  these  brands  be- 
cause their  style,  fit  and  wearing  qualities  are  well 
known. 

These  brands  will  not  only  uphold  the  excellent  repu- 
tation alread}^  gained,  but  they  are  going  to  beat  all 
previous  records. 

Will  it  pay  you  to  handle  such  a  line?  Surely! 
Salesmen  are  now  covering  their  territories  and  one 
of  them  will  see  you  at  an  early  date. 


McLaren  &  dallas 


BOOTS  .-.  SHOES 

30  Front  St.  W. 


RUBBERS 

Toronto 
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To  The  Shoe  Dealer 

We  want  every  Shoe  Dealer  to  know  that  our  new 
Hne  of  Men's  Calf  Welts  is  the  greatest  profit 
maker  to  retail  at  $5.00  that  has  yet  been  put  on  the 
market. 

Our  range  comprises  all  the  newest  lasts  and  patterns 
that  are  contained  in  the  best  lines  of  American 
footwear. 


Ames  Holden  McCready,  Limited 

Agents  for  GRANBY,  MAPLE  LEAF  and  ANCHOR  Rubbers. 
Montreal       St.  John       Toronto       Winnipeg       Calgary  Edmonton 

Revised  prices  on  Rubber  Footwear  now  ready.     Write  for  list. 
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The  March  Issue  of 


contains  the 


1914  CATALOGUE 

of 

Jacques  Cartier" 
^'Merchants" 
^^Dominion" 
**Anchor^^  and 
''Fleet  Foot" 

Brands  of  Rubber  Footwear 

It  is  full  of  new  and  improved  styles  and  shapes.  If  your 
copy  has  not  reached  you,  write  for  one.  It  is  largest  and 
most  complete  catalogue  of  Rubber  Footwear  ever  issued. 

Canadian  Consolidated  Rubber  Co. 

Selling  Agents  Limited 

Montreal,  P.  Q. 

28  Branches  Throughout  Canada 
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Don't  Be  Misled 

By  Discounts  From 
Hi^h  Lists! 


Canadian  Consolidated  Rubber  Co. 


Montreal,  P.  Q. 

28  Branches  Throughout  Canada 
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Our  Prices  Are 

NET 


This  Method  Tells  You 
The  Real  Cost 


This  is  Your  Way, 
Isn't  It  ? 


Canadian  Consolidated  Rubber  Co. 

Limited 

Montreal,  P.  Q. 

28  Branches  Throughout  Canada 
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"We 
Do 
Business 

Your 
Way." 


Canadian  Consolidated  Rubber  Co. 

Montreal,  P.  Q. 

28  Branches  Throughout  Canada 


FOOTWEAR 


A  Journal  of  its  Findings,  Making  and  Sale. 
Published    for    the    Good    ot  the 
Trade  by 

HUGH  c.  Maclean,  limited 

HUGH.   C.   MacLEAN,   Winnipeg,  President. 
THOMAS   S.    YOUNG,    General  Manager. 

HEAD    OFFICE  -  -  220  King  Street  West,  TORONTO 
Telephone  A.  929 


MONTREAL  -  Tel.  Main  2299  -  Room  119,  Board  of  Trade 
WINNIPEG  -  Telephone  Garry  856  -  303  Travellers'  Bldg. 
VANCOUVER  -  Tel.  Seymour  2013  -  Hutchison  Block 
NEW  YORK  -  Telephone  3108  Beekman  -  931  Tribune  Bldg. 
CHICAGO  -  Tel.  Randolph  6018  -  659  Peoples  Gas  Bldg. 
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Fall  Styles  for  1914  is  the  theme 
Fall  Styles        of  this  issue,  and  we  have  gone 

to  considerable  pains  to  give  our 
readers  as  complete  and  accurate  a  forecast  as  is  pos- 
sible at  the  present  time.  The  opinions  expressed  in 
regard  to  styles,  leathers,  lasts,  etc.,  are  those  of  lead- 
ins'  men  in  the  shoe  trade  and  are  without  doubt,  as 
accurate  as  trade  forecasts  of  this  nature  usually  are. 
Besides  the  result  of  our  own  editorial  enquiries,  we 
are  publishing  those  of  two  other  independent  investi- 
gators, one  being  the  superintendent  of  one  of  Can- 
ada's leading  shoe  factories,  and  the  other  a  prominent 
Toronto  shoe  retailer.  Both  of  these  gentlemen  have 
had  wide  experience  in  the  trade  and  have  recently 
returned  from  trips  through  the  New  England  shoe 
centres  which  were  taken  for  the  express  purpose  of 
investigating  fall  styles  for  1914. 

It  is  not  our  intention  to  enlarge  upon  this  sub- 
ject just  here  as  it  is  gone  into  more  fully  elsewhere  in 
this  issue,  but  we  will  give  a  brief  outline  of  the  style 
tendencies  for  fall  1914,  In  men's  there  is  not  much 
that  is  new.  The  recede  toe  with  low  broad  heel  will 
cvidcntl}-  be  stronger  than  ever,  while  the  medimn 
high  toe  will  have  considerable  sale,  particularly  in 
the  smaller  centres.  The  extreme  high  toe,  however, 
is  not  shown  in  any  of  the  samples  we  have  seen,  and 
will  probably  be  a  "dead  one." 

In  women's  lines  the  styles  are  more  varied,  indeed 
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probably  too  much  so  to  suit  the  majority  of  our 
readers.  With  fewer  and  simpler  styles,  buying  would 
not  be  so  much  a  matter  of  guess  work  and  luck  as  it 
is  at  the  present  time.  Shoe  retailers  are  constantly 
complaining  of  the  multiplicity  of  styles,  with  the  con- 
sequent loss  this  entails  to  them  through  having  to 
resort  to  the  bargain  counter  to  clear  out  dead  stocks. 
Elsewhere  in  this  issue  we  are  publishing  an  inter- 
view with  one  of  Canada's  leading  shoe  manufacturers 
who  expresses  the  idea  that  the  majority  of  shoe  man- 
ufacturers are  quite  ready  to  discuss  this  point  with 
the  retail  trade,  and  to  endeavor  to  arrive  at  some 
means  of  mitigating  the  evil.  The  fall  styles  in  wo- 
men's lines  seem  to  vary  from  high  heels  and  toes  to 
low  heels  with  recede  toes,  the  latter  being  shown  in 
the  highest  grades.  The  heels  themselves  are  of  great 
variety,  Louis,  Cuban,  Kidney,  Cuban-Louis,  Heart, 
and  other  shapes  being  prevalent.  There  also  seems 
to  be  a  strong  tendency  towards  wooden  heels,  al- 
thougii  leather  ones  will  also  be  popular. 

*      *  * 
In  this  third  Annual  Fall  Styles 

Special  Number  Number  of  Footwear  in  Canada, 
we  present  articles  dealing  with 
most  of  the  important  methods  and  systems  that 
are  necessary  to  the  shoe  retailer,  or  are  advan- 
tageous for  him  to  adopt.  For  various  reasons,  the 
most  important  of  which  is  lack  of  space,  we  have 
been  unable  to  cover  the  field  thoroughly  in  this  issue, 
but  we  i^resent  to  our  readers  a  number  of  articles 
along  these  lines,  which  we  hope  will  be  both  interest- 
ing and  helpful  to  them.  One  of  the  greatest  needs  of 
the  present-day  shoe  retailer  is  to  have  a  simple  and 
acciu^ate  accounting  system  that  will  give  him  all  the 
details  of  his  business  at  a  moment's  notice.  Of 
course  a  system  suitable  to  a  shoe  store  would  not  be 
exactly  appropriate  to  the  shoe  department  of  a  de- 
partmental store.  The  article  on  shoe  store  account- 
ing in  this  number  deals  with  these  two  difterent 
problems,  and  is  written  by  a  thoroughly  competent 
accountant  who  understands  and  has  made  a  study 
of  the  subject  for  years.  The  article  cannot  but  be 
interesting  and  instructive  to  the  up-to-date  retailer. 

The  first,  and  one  of  the  most  important  points  to 
be  considered  in  the  construction  of  a  new  store  is 
the  store  front.  On  this  depends  to  a  large  extent 
the  success  of  the  business.  An  attractive  and  scien- 
tifically designed  store  front  attracts  trade,  while  the 
unsuitable  one  repels  it.  We  recommend  the  article 
on  this  topic  in  this  issue  to  every  reader  who  is  alive 
to  the  importance  of  the  subject. 

Another  article  that  is  worthy  of  special  mention 
is  on  the  subject  of  stock  numbering.  One  of  Canada's 
oldest,  largest  and  most  progressive  retail  shoe  firms 
recently  decided  to  inaugurate  a  new  system  of  stock 
immbering  that  would  be  as  complete,  convenient  and 
up-to-date  as  possible.  The  firm  had  not  only  its  own 
fifty  years  or  so  of  experience  in  the  trade  to  guide 
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tlicin,  but  investigated  the  systems  in  vogue  in  many 
other  of  the  leading  shoe  stores  in  Canada  and  the 
United  States,  besides  learning  what  tiiey  cuuld  Irum 
the  various  shoe  journals.  The  result  oi  their  investi- 
gation and  endeavors  is  a  system  which  they  think  to 
be  the  best  obtainable.  Stock  numbering  is  of  much 
importance  to  the  shoe  retailer  and  although  doubt- 
less this  system  in  its  entirety  would  not  suit  all  of  our 
readers,  yet  there  are  ideas  to  be  gained  therefrom  that 
will  amply  repay  a  perusal  of  the  article. 

There  are  many  other  articles  of  interest  in  this 
number  of  which  space  does  not  permit  mention  ijeing 
made,  but  we  trust  that  our  readers  will  lind  much 
that  is  interesting  and  beneficial  to  them  in  the  way 
of  helpful  business  ideas  and  information  throughout. 
*     *  * 


The  Traveller's 
View  Point 


At  this  season  of  the  year,  the 
traveller  with  his  smiling  face 
and  hearty  grip  is  again  on  his 
rounds,  and  the  retailer  is  on  the  look  out  for  him. 
The  former,  for  all  his  smiling  geniality  is  a  very  hard 
working  man,  and  has  often  a  pretty  "hard  row  to 
hoe."  There  are  two  outstanding  classes  of  shoe  re- 
tailers, so  far  as  the  travelling  man  is  concerned.  One 
always  seems  glad  to  see  him,  no  matter  whether  he 
wishes  to  buy  from  the  hrm  the  traveller  represents, 
ur  not,  while  the  other  seems  to  have  a  continual 
grouch  on,  and  is  very  hard  to  do  business  with. 
Which  of  the  two,  do  you  think,  will  be  granted  any 
favors  the  traveller  has  it  in  his  power  to  give?  And 
tlie  traveller's  goodwill  is  often  well  worth  having. 

There  is  just  one  more  point,  Mr.  Retailer,  whicii 
we  would  like  to  impress  upon  your  mind,  and  it  is 
this;  when  you  make  an  appointment  with  a  traveller, 
keep  it.  We  are  sorry  to  say  that  shoe  retailers  too 
frequently  do  not  keep  their  promises  in  this  respect. 
Perhaps  something  makes  it  a  little  inconvenient  for 
them  to  keep  an  appointment  and  they  think,  "Oh  well, 
he  wishes  to  sell,  and  he'll  come  round  again."  It  is 
not  right  to  take  up  the  traveller's  time  and  disappoint 
him  in  this  way,  and  the  man  in  business  who  does 
not  keep  his  promise  is  apt  to  get  a  bad  name ;  besides 
it  is  neither  fair,  honest  nor  honorable. 


The  Backbone  of 
Business 


It  is  not  an  easy  thing  to  say 
which  of  the  three  parts  of  a  re- 
tail business  is  the  most  import- 
ant, whether  the  buying,  the  selling,  or  the  collecting, 
Init  one  thing  is  quite  certain,  though  each  is  depend 
ent  on  the  other,  no  profits  can  be  made  unless  there 
is  a  continuous  stream  of  customers  coming  into  the 
stole  to  purchase.  Advertising  in  all  its  branches  is 
important,  for  it  brings  to  the  attention  of  the  people 
what  the  store  has  to  ofifer.  But  a  customer  brought 
])y  advertising  and  not  so  treated  as  to  wish  to  com.e 
back  again  is  a  waste,  not  only  of  the  advertising 
money,  but  also  of  every  other  expenditure  of  the  stoic. 


The  thing  the  merchant  needs  is  repeat  orders.  To 
get  repeat  orders,  not  only  must  good  merchandise, 
piijpcrly  priced,  be  sold,  but  the  buyer  must  be  made 
to  feel  that  his  trade  is  appreciated  and  the  service 
rendered  should  be  beyond  question.  The  retailer  who 
would  keep  people  coming  to  his  store  again  and  again 
is  the  man  who  gets  close  to  them.  He  puts  himself 
in  the  place  of  each  man  or  woman  who  enters  his 
doors  and  gives  to  them  what  he  would  like  to  receive 
were  he  buying  instead  of  selling.  It  is  the  application 
of  the  old,  old  rule,  that  is  always  new;  "Do  unto 
others  as  you  would  they  should  do  unto  you."  He 
who  carries  it  out  will  never  lose.  He  will  secure  the 
goodwill  of  his  trade  and  they  will  not  desert  him,  Init 
will  come  again  and  again  toTiis  store. 

The  rei)eat  orders  and  the  steady  custi Jiiicrs  are  tlie 
harkbdiic  of  any  business. 

*  *  * 

This  year  Easter  Sunday  falls  on 
Easter  April  12th.    Don't  forget  the  date. 

This  is  one  of  the  best  selling 
seasons  of  the  year,  and  your  turnover  at  this 
period  depends  entirely  upon  how  you  are  pre- 
senting it.  First,  you  must  have  the  goods  re- 
quired. Everyone  is  purchasing  new  clothes  at 
tliis  time,  the  women  especially  going  in  for  bright- 
ness and  style.  While  no  doubt,  your  staple  lines 
will  se'.l,  at  least  up  to  the  average  during  the  Easter 
season,  it  is  the  novelties  that  you  should  push.  This 
will  be  the  best  chance  to  dispose  of  them — and  they 
will  bring  you  in  a  handsome  profit.  The  staples  will 
take  care  of  themselves  afterwards.  Neglect  to  take 
advantage  of  the  opportiinities  of  the  Easter  season 
means  that  some  of  your  novelties  will  find  their  way, 
later  on,  to  the  bargain  ccninter,  with  con-sequent  loss 
of  profit  to  you. 

*  *  * 

Trade  has  been  rather  dull  in 
Get  a  Profit        the  last  few  months  and  many 

shoe  retailers  throughout  Can- 
ada belong  to  the  class  that  have  been  "just  getting  a 
living."  This  hardly  seems  adequate  recompense  for 
the  money  investment,  time  and  energy  put  into  the 
business,  but  in  many  cases,  and  we  think,  practically 
in  a'.l  cases  where  failure  stares  the  retailer  in  the  face, 
he  has  arrix  ed  at  that  point  through  his  own  folly  in 
not  getting  a  fair  profit  out  of  his  business.  There  can- 
not be  two  opinions  in  regard  to  the  matter.  Your 
profits  are  either  large  enough,  or  they  are  not,  and 
you  must  take  pencil  and  paper,  and  decide  where  you 
>tand.  If  you  are  unable  to  do  this  you  should  call 
in  an  expert  accountant.  It  is  only  by  knowing  the 
real  naked  truth  that  a  man  can  make  a  success  of 
business,  particularly  the  shoe  business,  to-day.  First 
discover  accurately  what  it  costs  you  to  sell  shoes,  and 
then  you  will  be  in  a  position  to  know  what  you  should 
sell  them  for. 
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1914  Fall  Styles 
from 

Canadian  Factories 


Men's  mahogany  bal,  blind  eyelets,  two  rows  of 
hooks,  rope  stitched,  low  broad  heel, 
recede  toe. 
The  Slater  Shoe  Company. 


Men's  mahogany  bal,  blind  eyelets,  fancy  perforated 
tip,  long  vamp,  low  broad  heel,  recede  toe, 
English  last. 
Hartt  Boot  &  Shoe  Company. 


Men's  tan  bal,  leather  lined,  rope  stitched 
waterproof  sole. 
Diifresne  &  Galipeau. 


Men's  gunmetal  bal,  blind  eyelets,  low  broad  heel, 
long  vamp,  recede  toe. 
Cook-Fitzgerald  Company. 


Men's  gunmetal  bal,  blind  eyelets,  low  broad  heel,  sharply 
receding  pointed  toe. 
Cook-Fitzgerald  Company. 
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Trend  of  Footwear  Styles  for  the  Fall 

Season  of  1914 


OWING  to  the  frequent  ai)i)earance  of  new  types 
and  the  maintained  popularity  of  the  old  ones 
there  will  be  a  considerable  increase  in  the 
number  and  variety  of  styles  ofifered  for  the 
I'"a!l  (if  1914.  It  was  due  perhaps  to  the  multiplicity  of 
new  styles  and  to  the  uncertainty  in  designing,  that 
the  shoe  manufacturing  trade  in  both  Canada  and  the 
United  States  were  delayed  this  season  and  are  get- 
ting (nit  their  samples  a  little  later  than  usual.  The 
reason  for  this  liesitancy  on  the  part  of  the  designer 
and  manufacturer  is  undoul)tedlv,  to  some  extent,  due 


The  Duck  Bill  Last  — Low  recede  toe  squared  at  corners. 
Mawhinney  Last  Company. 

to  tlie  influence  that  foreign  fashions  have  at  present 
on  the  American  trade.  A  few  years  ago  the  United 
States  shoe  manufacturer  was  supreme  throughout 
the  world  in  regard  to  style,  and  American  lasts  and 
patterns  were  copied  more  or  less  closely  by  foreign 
competitors.  Even  with  tlie  American  lasts,  patterns 
and  machinery  there  still  was  a  certain  distinction  in 
style  about  the  American  made  shoe  that  could  not  be 
equalled  by  the  foreign  manufacturers.  However, 
a  ciiange  has  come  about  and  there  are  some  shoemen 
in  England,  France,  Germany,  and  perhaps  also  in 
Switzerland  and  Austria,  who  can  turn  out  a  shoe  the 
equal  in  style  and  workmanship  to  the  American  ar- 
ticle. This  fact  is  becoming  pretty  well  recognized 
by  the  footwear  fashion  makers  on  this  continent  and 
instead  of  the  foreigners  adopting  our  styles  and  lasts 
it  has  come  about,  to  a  certain  extent,  that  we  are 
copying  them.  It  is  undoubtedly  the  clash  between 
the  American  and  European  styles,  patterns  and  lasts 
that  has,  to  a  large  extent,  caused  the  present  un- 
certainty. 

The  Lasts 

'Jlie  last  maker  was  about  the  first  to  make  up  his 
mind  as  to  what  he  considered  suitable  and  so  the 
pr()l)lem  of  fall  styles  is  more  settled  in  regard  to  lasts 
I)erhaps  than  in  any  other  particular.  In  high  grade 
footwear  the  receding  toe  in  its  many  varieties  of 
last  will  undoubtedly  lead.  Perhaps  the  most  popular 
variety  of  this  last  will  be  the  City  type.  A  new  dis- 
tinctive and  stylish  last  is  called  the  Duck-bill.  It  is 
a  low  receding  toe  and  is  squared  at  the  corners.  It  is 
undoubtedly  an  adaptation  of  a  fairly  common  last 
amcjug  the  French,  Austrian  and  English  trade.  We 
do  not  expect  this  will  be  a  heavy  seller  but  many  of 
our  leading  manufacturers  are  showing  it  and  it  un- 
doul)te(llv  will  he  used  to  some  extent.  Considerable 


interest  is  manifested  in  the  Stage  last  and  modifica- 
tions of  the  same.  This  is  a  short  French  last.  The 
medium  high  toe  will  still  be  a  strong  seller  particu- 
larly in  MacKays.  The  extreme  high  toe  is  conspicu- 
ous by  its  al)sence.  W'e  illustrate  four  new  lasts 
sliowing  both  side  and  top  views. 

Men's  Lines 

In  men's  footwear  the  tendency  is  toward  more 
conservative  lasts,  styles  and  patterns.  While  patent 
leather  with  gun  metal  or  fabric  upper  will  be  strong, 
we  believe  that  gun  metal  and  dull  calf  will  be  the 
favorites.  The  new  styles  for  men  mostly  have  the 
low  broad  heel  and  recede  toe.  Many  buttons  are 
shown  but  we  believe  that  while  many  of  these  will 
be  sold,  the  tendency  is  strongly  toward  laces,  in 
men's  clotii  uppers  the  samples  we  have  seen  have 
avoided  the  extremes,  holding  to  the  plainer  colors  of 
grey,  brown,  fawn,  London  Smoke  and  Melton.  The 
fall  of  1914  new  samples  follow  in  general  the  most 
advanced  custom  last,  which  will  produce  shoes  of 
rich  simplicity  in  style. 

New  Pull-Straps 

One  of  the  novelties  added  to  men's  shoes  recently 
is  a  so-called  dumb-bell  pull-strap  which  furnishes  a 
substitute  for  the  long  woven  fabric  strap  formerly 
used.  The  object  of  this  innovation  is  to  give  the 
wearer  a  grip  upon  a  short  thick  substance,  just 
enough  to  pull  on  the  shoe  and  not  long  enough  to 
necessitate  being  tucked  in.  It  should  have  a  good 
sale  but  there  will  not  be,  in  our  opinion,  any  over- 
whelmingly strong  demand  for  it  at  first,  although, 
like  other  inconspicuous  and  good  features,  it  may 
work  itself  into  an  established  place  in  the  shoe  trade. 

Another  new  form  of  pull-strap  is  a  wedge-shaped 
piece  of  felt  with  a  narrow  strap  of  leather  cemented 
a'l  the  wav  around  it  and  extending  unattached  lialf 


The  City  Last  -Low  recede  toe,  popular  in  men's  high-class 
styles.    Mawhinney  Last  Company. 

wa\  around  again.  This  loose  end  is  stitched  into  the 
seam  so  that  the  top  of  the  wedge  will  be  just  even 
with  the  top  of  the  shoe,  while  the  bottom  is  fastened 
on  the  outside. 

Women's  Lines 

In  women's  footwear  the  situation  is  much  more 
complicated,  the  tendency,  however,  being  toward  the 
lighter  and  more  refined  types  oii  all  occasions.  But- 
tons maintain  their  popularity  although  laces  are  com- 
ing more  into  use,  particularlv  in  the  high  class  trade. 
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l''rom  all  indications  patent  leather,  with  cloth  or  mat 
kid  tops,  will  be  the  strongest  seller.  Fabrics  will  have 
a  great  run,  brocade  of  various  kinds  being  extremely 
popular,  particularl}^  in  black  and  gray.  All  the  lead- 
ing women's  shoe  manufacturers  throughout  America 
are  talking  brocade  tops  and  quarters,  which  will  un- 


Stage  Last— A  French  model  that  is  creating  considerable 
interest  in  the  trade.    Mawhinney  Last  Company. 

doubtedly  have  a  great  vogue  during  the  fall  and  win- 
ter. These  will  be  popular  undoubtedly  in  the  high 
and  medium  grades.  It  is  very  important  that  the  re- 
tailer select  shoes  that  have  a  good  grade  of  mercerized 
silk  brocade  for  unless  the  wearing  qualities  of  the 
materials  are  satisfactory,  serious  damage  may  be 
done  his  trade.  The  demand  for  cloth  tops  in  boots 
will  be  paralleled  by  the  popularity  of  cloth  quarters 
in  pumps  and  in  these  fancy  brocaded  materials  will 
also  be  strong.  The  novelty  types  in  pumps  include 
buckskins  in  various  colors  but  these  will  have  to  be 
considered  upon  the  basis  of  novelties  and  the  buying 
done  in  accordance  with  the  retailer's  knowledge  of 
the  local  trade.  Button  and  lace  oxfords  do  not  seem 
to  be  looked  upon  with  any  degree  of  favor  and  their 
popularity  will  be  doubtful  to  say  the  least.  Cloth, 
imported  buck  and  ooze  calf  uppers  with  patent  lea- 
ther vamp  and  foxing  will  be  strong,  while  bronze  kid 
for  evening  slippers  is  likely  to  have  a  good  run. 

The  character  of  women's  dresses  calls  for  light 
and  dainty  footwear  and  this  is  in  harmony  with  the 
prevailing  fads  and  fashions  in  the  great  European  and 
American  centers. 

Toes  and  Heels 

The  tendency  is  toward  lighter  toes  with  the  same 
recede  effect  as  the  present  season.  Spanish,  Louis, 
kidney,  and  spool  shape  will  be  the  vogue  in  heels. 


A  new  last,  medium  high  toe,  expected  to  be  a  strong  seller 
in  medium  grade.    Mawhinney  Last  Company. 


Indications  point  to  wood  heels  being  strongest,  al- 
though manufacturers  are  counting  upon  a  good  sale 
of  leather  ones  as  well.  The  chief  objection  to  the 
wooden  heel  is  that  it  presents  certain  difficulties  in 
repairing.  In  pumps  the  colonial  will  undoubtedly 
cairry  the  bulk  of  the  business,  although  strap  pumps 
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will  be  popular.  A  new  innovation  is  a  specially  treat- 
ed leather  sole  which  may  compete  strongly  with  the 
rubber  sole. 

A  novelty  in  both  men's  and  women's  laces  is  a 
new  fast  color  eyelet  smaller  in  size  than  the  "blind'' 
variety  and  requiring  a  special  lace. 

The  old-fashioned  elastic  side  shoe  seems  to  be 
again  coming  into  popularity.  The  modern  variety  is 
built  on  stylish  lines  and  is  already  selling  strongly 
in  Europe;  indications  would  point  to  a  certain  popu- 
larity for  it  in  this  country. 

The  Tango  and  the  Cothurne 

An  article  on  fall  styles  would  hardly  be  complete 
without  some  mention  being  made  of  the  tango  pump 
and  the  cothurne,  which  are  creating  so  much  talk. 
The  cothurne  is  a  shoe  with  a  history,  the  modern  var- 
iety being  a  more  or  less  fanciful  revival  of  a  shoe 
worn  by  the  tragedians  of  ancient  Greece  and  Rome. 
The  cothurne  in  those  days  was  a  lace  boot  reaching 
to  the  knees  and  usually  had  a  very  thick  sole  and  high 
heel  to  impart  a  gigantic  stature  to  the  actor  on  the 
stage.  In  the  modern  variety,  of  course  the  sole  is  as 
nearly  eliminated  as  possible,  although  the  high  heel 
remains. 

Adapted  to  Slit  Skirt 

The  cothurne  undoubtedly  owes  a  great  measure  of 
its  popularity  to  the  slit  skirt,  for  which  its  design  is 
specially  adapted.  This  skirt  shows  the  beautiful  lines 
of  the  cothurne  and  the  artistically  laced  ribbon  with 
which  it  is  fastened.  This  shoe  will  also  prove  popu- 
lar at  sea-side  resorts  and  watering  places  or  anywhere 
^vhere  the  custom  lends  itself  to  showing  its  beauties. 

Buy  with  Discretion 

These  two  shoes  are,  and  will  be  for  some  time,  in 
great  demand  in  the  cities,  although  their  popularity 


Tango  Pump.    Note  non-slip  sole. 


is  bound  to  wane  sooner  or  later  and  the  retailer  should 
be  careful  in  buying.  If  due  care  is  exercised  a  con- 
siderable profit  may  be  got  out  of  these  novelties,  but 
injudicious  buying  by  the  retailer  who  has  not  suffici- 
ently studied  the  wants  of  the  class  of  trade  he  caters 
to  may  result  in  loss.  One  things  is  absolutely  certain, 
however,  so  far  as  anything  can  be  in  the  footwear 
world,  and  that  is  that  the  party  season,  which  starts 
in  the  fall  and  continues  through  the  winter  and  early 
spring,  will  be  productive  of  large  sales  in  these  vari- 
eties of  ladies  footwear  and  the  retailer  Avho  is  so  situ- 
ated as  to  take  advantage  of  this  trade  should  do  so. 
A  strong  feature  of  these  shoes  and  of  practically  all 
ladies'  pumps,  is  the  ornamentation  which  endears 
this  style  of  footwear  to  the  feminine  mind  and  should 
be  a  source  of  much  profit  to  the  retailer. 
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Men  s  gunmetal  seam- 
less blucher,  medium 
wide  tread,  1"  semi- 
flange  heel,  single  heavy 
sole. 

E.  T.  Wright  &  Co. 


Men's  nut  brown  gun- 
metal  button,  9/8  heel, 
medium  high  toe. 
E.  T.  Wright  &  Co. 
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Women's  patent  button,  fabric  upper, 
plain  tip,  spool  heel,  pointed 
recede  toe. 
Getty  &  Scott 


Women's  patent  button,  fabric  upper, 
S  I  high  heel,  plain  tip,  pointed 
recede  toe. 
Getty  &  Scott. 


Misses'  gunmetal  high  cuttblucher.  patent  tip, 
low  broad  heel,  medium  high  toe. 
Getty  &  Scott. 


Misses'  blucher,  patent  vamp  and  quarter, 
gunmetal  upper,  low  broad  heel, 
medium  high  broad  toe. 
Getty  &  Scott. 


Misses'  gunmetal  blucher,  low  broad  heel, 
patent  tip,  medium  high  broad  toe. 
Getty  &  Scott. 


Men's  blucher,  blind  eylets,  low  broad 
pointed  recede  toe. 
The  Brandon  Shoe  Company. 


heel, 


Women's  patent  button,  gunmetal  top, 
high  heel,  round  recede  toe. 
Getty  &  Scott. 


Women's  patent  button,  fabric  up- 
per, spool  heel,  recede 
pointed  toe. 
Getty  &  Scott. 
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Some  New  Fall  Styles  from  Canadian 

Shoe  Factories 


As  this  issue  reaches  you  the  travellers  of  the 
various  shoe  manufacturing  and  wholesale 
firms  will  be  on  the  way  to  you  with  their 
new  samples  of  Fall  styles  for  1914.  For  one 
reason  or  another  some  of  our  Canadian  shoe  manu- 
facturers were  a  little  backward  in  getting  out  their 
samples  this  year  and  our  representative  in  calling  on 
these  firms  was  informed  that  they  would  not  have 
them  out  in  time  for  description  or  illustration  in  this 
issue.  The  following  however  are  a  few  of  the  styles 
being  offered  to  the  retail  trade  by  the  Canadian 
manufacturers  and  we  also  quote  the  opinions  of  the 
latter  as  to  what  will  be  popular  witli  the  public  for 
the  Fall  of  1914. 

One  of  the  factories  to  get  their  samples  in  shaijc 
the  earliest  was  the  Cook-Fitzgerald  Company,  of  Lon- 
don, Ont.  The  man  who  remarked  tliat  it  wasn't  ne- 
cessary to  go  abroad  for  fine  shoes  for  men  should  look 
over  the  line  of  this  firm  for  the  coming  trade.  Jlis 
judgment  would  be  confirmed  with  a  vengeance  for 
thev  have  turned  out  three  lines  of  welts  for  men  of 
which  they  may  well  feel  proud. 

New  Lasts  and  Patterns 

Eight  new  lasts  and  many  new  patterns  are  featur- 
ed in  the  styles  for  the  two  factories — the  London 
manufacturers  having  been  compelled  to  open  a  second 
establishment  in  order  to  take  care  of  their  ever-in- 
creasing trade,  and  the  style  trend  is  demonstrated 
most  forcibly  in  the  latest  models  introduced  by  this 
up-to-the-very-minute  organization,  which  has  always 
been  noted  for  the  quality  of  its  products.  There  is 
one  medium  high  toe  and  one  conservative  toe  that  are 
dressy  models  which  should  run  for  many  years.  The 
others  are  English  or  French  models  and  they  fit  in 
perfectly  with  the  lasts  already  featured,  such  as  the 
Hyde  Park,  Swagger  and  Pastime.  The  French  model, 
known  as  the  Parisian,  is  a  shape  that  the  smartly 
dressed  men  of  Continental  Europe  and  the  United 
States  have  stamped  with  their  approval.  It  is  of  the 
duck-bill  variety  and  in  a  rich  shade  of  mahogany  tan, 
the  Cook-Fitzgerald  boot  is  assuredly  smart  to  the  last 
degree.  The  Yale  is  the  very  latest  fashion  in  a  reced 
ing  English  last.  It  is  a  winner  beyond  a  doubt,  with 
its  broad  tread,  ultra  fashionable  lines  and  extra  low 
heel.  It  is  the  correct  thing  in  such  cities  as  New 
York  and  Boston  and  after  all  sooner  or  later  w^e 
model  our  styles  on  what  the  arbiters  of  fashion  in 
those  centres  demand.  Seen  in  either  of  the  fashion- 
able shades  of  tan,  particularly  the  mahogany,  it  is  a 
very  handsome  specimen  of  the  model-makers  art. 
The  Newton  and  Tremont  are  also  of  the  English  type, 
but  scarcely  so  pronounced  as  the  Yale,  having  slightly 
more  raise  at  the  toe.  They  are  between  the  Yale  and 
the  Hyde  Park,  and  with  the  Swap'eer,  President,  Pas- 
time and  Harvard  all  moderate  English  lasts  in  their 
line  already,  there  will  be  no  gap  to  fill  as  long  as  low 
or  receding  toes  remain  popular.  The  Merchant  is  on 
the  order  of  the  Blarney  but  has  no  raise  at  the  toe 
as  the  latter  has.  It  is  a  gentleman's  model  and  should 
be  a  staple  for  very  many  vears.  A  verv  slight  recede 
at  the  point  of  the  toe  gives  the  rather  broad  round 
forepart  a  smart  aspect.   The  Harvest  and  Reaper  are 


medium  liigli  rounding  toes  that  do  not  conflict  with 
the  Roundup,  Ginger,  Stampede,  Buster  or  any  other 
models  and  have  been  favorites  with  the  Canadian 
shoe-wearing  pul)lic  for  a  long  time.  The  toe  is  slight- 
ly rounding  and  tliere  is  just  enough  swing  to  the  last 
to  make  it  attractive  to  the  young  man  who  wants 
something  neat  and  new  at  the  same  time  but  does  not 
fancy  the  English  models. 

Then  there  is  a  pump  last,  made  by  a  Newark  spe- 
cialist, that  should  be  a  joy  to  every  man  who  dance.- 
or  aftects  this  most  comfortable  type  of  indoor  foot 
wear  for  evenings.  The  pattern  for  this  last  came 
from  Newark  too  and  the  pump  is  warranted  to  clin^- 
at  the  ankle  like  a  long  lost  brother.  This  pump  has  a 
\  er'-  flexible  innersole  and  an  outersole  with  a  bevelled 
edge. 

The  Leathers 

Among  the  leathers  of  which  the  shoes  are  made 
the  "Footwear"  representative  noted  Creese  &  Cook's 
maliogany,  Pfister  &  Vogel's  tan  lotus,  Lawrence's  tan 
gun  metal,  Davis'  various  tans,  velours  and  gun  metals. 
Beardmore's  gun  metal  and  Clarke's  patent  colt. 
There  are  some  very  fetching  shoes  in  the  lines,  one 
particularly  smart  example  being  a  mahogany  bal  on 
the  Yale  last.  This  shoe  is  made  exceedif"^!-'-  plain 
with  a  corded  tip  and  its  very  plainness  accentuates  its 
richness.  Another  very  fine  specimen  of  the  shoe- 
maker's art  is  a  heavy  doubled  soled  shoe  on  the  Pas- 
time. This  carries  a  little  perforation  on  the  vamp  and 
quarter.  A  circular  seam  whole  quarter  laced  bal,  on 
the  Tremont,  in  a  gun  metal,  would  appeal  to  every 
student  of  St.  Crispin's  craft  as  a  model  of  what  a  good 
shoe  should  be.  But  it  is  difficult  to  particularize.  Tiie 
entire  line  bristles  with  appetizing  stvles  that  must  be 
seen  to  be  appreciated.  There  are  hand  welted  shoes 
that  have  that  custom  look  that  all  shoemakers  strive 
to  imitate  and  there  are  bal  patterns  that  are  dreams, 
one  with  a  square  throat  and  a  square  cornered  top  that 
throws  a  beautiful  shoe.  Enp'lish  backstavs — you  find 
them  on  the  smartest  American  lines  nowadavs — are 
shown  and  so  are  pegged  top  pieces,  which  were  first 
shown  in  Canadian  lines  by  the  Cook-Fitzgerald  Com- 
pany. Corded  tips  with  one  or  two  rows  of  stitching 
are  noticeable  in  some  of  their  best  shoes  and  for  tlie 
man  with  cold  feet  or  whose  work  or  habitat  demands 
comfortable  footwear  there  are  all  sorts  of  wool  and 
felt-Hned  boots,  one  with  a  felt  innersole,  a  felt  doubler 
and  a  chrome  outersole.  This  boot,  which  is  wool- 
lined,  should  put  a  man  beyond  the  terrors  of  "Jack 
Frost,"  even  at  the  North  Pole.  Lindenoid  chrome 
soles  that  never  slip  are  accompaniments  of  smart  city 
slioes  of  tan  or  gun  metals,  and  so  are  juniper  soles 
that  are  flexible  and  non-slip  to  a  reasonable  degree. 
English  corkscrew  and  mohair  tops  are  shown  in  com- 
bination with  patent  leather  and  this  class  of  shoe  is 
having  a  tremendous  vogue  in  all  parts  of  the  country. 
Many  innovations  in  vamp  and  quarter  stitching  and 
perforations  were  noted,  some  of  them  most  novel  and 
handsome.  Tliere  is  nothing  splashv  or  vulear,  good 
taste  being  evident  in  the  treatment  of  the  line  through- 
out. One  model,  which  shows  splendid  shoemaking,  is 
a  wing  tip  on  the  Tremont,  with  perforations  on  vamp 
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and  quarter.  It  is  one  of  Superintendent  Fred  Lovell's 
own  designs  and  must  be  seen  to  be  appreciated.  The 
style  is  a  full  wing  on  the  outside  and  a  three-quarter 
wing  on  the  inside,  making  it  a  most  unique  and  hand- 
some shoe. 

There  are  some  very  fine  boys'  shoes  too.  Tlie 
lasts  are  very  aptly  named,  the  Gadabout  and  the  Run- 
about and  they  are  finished  with  the  same  shoemaking 
care  as  the  men's  lines.  One  noticeably  fine  boy's  shoe 
was  made  of  Davis'  tan  cresco  and  was  8  inches  higli 
with  two  straps  and  buckles. 

All  in  all  the  Cook-Fitzgerald  Company's  line  for 
Fall,  1914,  will  make  many  new  friends  for  the  London 
firm. 

Ames-Holden-McCready,  Limited,  Montreal,  will 
manufacture  several  new  lines  for  the  Fall.  In  men's, 
the  styles  are  distinctly  conservative,  the  freaks  hav- 
ing given  way  to  long  vamps  and  more  narrow  toes. 
The  company  will  put  out  some  very  attractive  shoei 
in  women's,  a  feature  being  lines  with  fancy  fabric 
tops,  Kidney  and  spool  heels  will  also  be  in  vogue. 

Hitherto  they  have  made  two  grades — very  fine 
shoes  and  popular  lines.  A  new  range,  both  men's  and 
women's,  will  now  be  added — medium  shoes  to  retail 
at  $5,  thus  making  complete  lines. 

About  25  new  lines  of  the  Daisy  Brand  Goodyear 
Welts  are  being  shown  by  Dufresne  &  Galipeau, 
Limited,  Montreal.  These  are  heavy  shoes,  made  in 
tan  and  black,  the  soles  being  viscolised.  Some  are 
lined  with  leather  and  others  with  felt.  The  majority 
have  a  medium  toe  and  vamp.  One  very  strong  line  is 
in  tan  elk  leather,  with  an  unusually  wide  toe. 

A  heavy  working  shoe,  pegged,  in  the  Calf's  Head 
brand  is  also  being  shown.  It  is  made  in  several  styles, 
from  leather  tanned  at  the  firm's  factory  in  Acton 
Vale.   The  shoe  is  guaranteed  absolutely  water-proof. 

Dupont  &  Frere,  Maisonneuve,  Que.,  did  not  have 
their  samples  ready  when  our  representative  called 
upon  them,  but  will  furnish  us  with  illustrations  of 
these  for  our  next  issue.  They  say  that  for  next  Fall 
there  will  be  no  change  in  last  for  MacKays,  as  the  me- 
dium high  toes  in  this  line  are  in  great  favor  because 
they  fit  the  foot  so  well  and  have  a  nice  appearance. 
They  do  not  anticipate  that  Fall  orders  will  be  very 
large. 

J.  A.  &  M.  Cote,  of  St.  Hyacinthe,  Que.,  while  they 
do  not  go  in  much  for  new  styles,  producing  footwear 
mainly  for  the  laboring  classes,  are  this  season  intro- 
ducing the  American  Army  Last  for  heavy  work  and 
will  show  several  of  their  staples  in  that  last,  which  has 
the  same  fitting  qualities  as  those  formerly  employed 
by  the  firm,  but  presents  a  more  stylish  appearance. 
They  expect  this  new  last  will  be  very  popular.  Their 
experience  is  that  peg  work  seems  to  be  going  out, 
people  prefering  the  standard  screw  bottom. 

The  Slater  Shoe  Company,  Limited,  of  Montreal, 

are  sho^ving  for  fall  a  long  line  of  men's  shoes  in  all 
leathers  and  up-to-date  lasts.  They  are  featuring  a 
number  of  plain  dressy  shoes  in  mahogany  Russia, 
gun  metal,  velour  and  patents.  These  shoes  are  made 
to  suit  the  fastidious  city  dressers,  and  are  on  the  per- 
fect fitting  English  style  lasts,  with  slightly  recede  toe 
and  broad  shanks  with  the  edges  trimmed  square  to  a 
low  broad  one-inch  heel.  The'  tips  show  no  perfora- 
tion, and  are  folded  edges,  with  three  close  rows  of 
stitching,  making  a  clean  neat  dressy  shoe.  Many  new 
lieavv  lines  made  in  new  storm  leathers  are  included 
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in  the  samples,  and  these  should  appeal  to  the  western 
trade. 

The  Slater  women's  lines  are  being  featured  to  a 
greater  extent  than  ever  before.  Eight  new  lasts  have 
been  added  and  many  new  patterns ;  also  several  new 
turn  lines  are  being  featured,  making  a  complete  range 
to  retail  from  $4.00  to  $6.00.  Among  the  lines  are 
patent  vamps,  with  whipcord,  cravenette  and  brocade 
quarters,  with  leather  Louis,  kidney,  and  Louis-Cuban 
heels.  Another  new  heel  is  the  shield  heel,  with  a 
slight  point  in  the  back,  and  brought  in  on  the  sides, 
making  a  very  light  appearing  and  neat  heel. 

Boys'  shoes  are  being  shown  in  welts  to  retail  from 
$3.50  to  $4.00 ;  and  in  machine-made  at  $3.00  and  $3.50. 

The  Brandon  Shoe  Company,  Limited,  of  Brant- 
ford,  Ontario,  state  that  fabric  tops  will  be  selling 
heavily.  Gunmetal  will  be  as  strong,  as  ever,  and  also 
patent  leather.  Tan  shoes  will  be  lighter,  as  they  have 
been  very  strong  for  the  last  two  years.  This  firm 
consider  that  the  English  last  is  losing  its  favor  in  the 
Eastern  States,  but  gaining  more  pojaularity  in  Canada. 
They  consider  it  would  be  well  for  the  merchants  to 
avoid  this  last,  as  it  does  not  give  a  satisfactory  fit. 
The  company  are  showing  the  same  range  this  season 
that  they  were  last,  and  maintain  that  the  lasts  they 
are  building  their  shoes  on,  make  better  fitters  and 
give  more  satisfaction  to  customers. 

The  Hartt  Boot  &  Shoe  Company,  Limited,  Fre- 
dericton,  N.B.,  state  that  as  far  as  definite  information 
is  concerned  regarding  the  demands  for  next  season,  it 
is  more  or  less  guess  work,  as  it  is  too  early  in  the 
season  to  know  absolutely  what  leathers  will  sell  most 
strongly.  They  are  inclined  to  believe,  however,  that 
|)atents  and  all  black  leathers  will  have  a  larger  sale 
than  they  have  had  for  the  past  season  or  two.  This 
firm's  line  of  samples  for  Fall  1914  will  surpass  any- 
thing they  have  yet  produced  and  they  look  forward  to 
booking  a  good  business.  They  have  added  three  new 
lasts  for  fall,  two  men's  and  one  boy's — the  latest  thing 
in  lasts  being  the  new  Paris  model. 

The  Smardon  Shoe  Company,  of  Montreal,  are 

showing  a  most  complete  array  of  modern  footwear 
for  women.  To  their  alreadv  extensive  list  of  lasts 
they  have  added  several  new  ones  which  are  decidedl}^ 
correct.  In  the  new  lasts  shown,  the  tendency  is  to- 
wards longer  and  narrower  toes  of  the  recede  type. 
There  are  very  many  new  and  attractive  lines  shown 
in  cloth  and  vesting  effects  which  are  very  pleasing. 
The  firm  are  also  offering  an  extensive  line  of  even- 
ing slippers,  which  range  from  the  ordinary  one  strap 
slipper  to  the  most  modern  creation  for  dress  occa- 
sions. 


Sole  vs.  Upper  Leather 

Frequently  one  hears  the  remark  that  upper  leather 
wears  longer  than  sole  leather,  but  how  this  compari- 
son can  be  justly  made  is  hardly  clear.  The  sole  lea- 
ther in  walking  is  scarified  against  the  ground  or  side- 
walk while  the  upper  does  not  meet  with  this  rough 
treatment.  In  comparing  sole  leather  with  upper  these 
differences  should  be  borne  in  mind  as  there  is  a  great 
difference  in  the  wear  they  are  subjected  to. 


Two  new  heels  for  women  are  the  "heart"  and 
"semi-heart."  The  first  is  heart-shaped  and  the  other 
between  the  shape  of  a  heart  and  a  shield.  They  both 
present  a  novel  appearance,  with  the  point  in  rear. 


8o 


FOOTWEAR    IN  CANADA 


A  Forecast  of  Fall  Footwear  Trade 

Montreal  Factory  Superintendent  Writes  of  What  Styles 
Will  be  in  Demand  —  The  City  and  Country  Trades 

By  E.  F.  Leonard,  Slater  Shoe  Company 


FOR  tlic  city  tiadc,  the  lasts  have  a  long  fore- 
inirl,  slightly  recede  toe,  imt  Ido  prominent 
and  a  broad  shank  with  a  one-inch  square  heel. 
The  low  broad  flange  heel  is  going  out,  except 
on  heavy  boots,  and  dealers  who  know  are  buying  this 
style  of  shoe  with  a  one-inch  or  a  one  and  one-eighth 
inch  square  heel.  The  reason  is  because  of  the  extreme 
difficulty  of  fitting  a  rubber  over  the  flange  heel.  The 
medium  high  toe  slightly  round  lasts  will  still  be  good 
seUers,  but  the  high  wall  toe  freak  sha))c  lasts  arc  gone, 
let  us  hope  for  ever. 

Leathers 

Mahogany  Russia  of  a  rich  dark  shade  and  not 
brown  will  be  the  heavy  seller  in  coloured  leathers, 
but  the  lighter  shades  that  take  a  high  polish  will  still 
be  in  demand.  Patent  leatlier,  with  cloth  tops,  will  be 
in  favour,  most  of  the  topping  being  cravenette,  but  in 
some  of  the  larger  cities  the  classy  dressers  are  wear- 
ing brocaded  tops  and  plaid  ones  of  green  and  blue 
combination.  This  is  a  little  far  advanced  for  the  aver- 
age man  but  will  be  taken  up  b\-  a  few  as  a  novelty. 
The  heaviest  sellers  will  be  the  gunmetal  and  velour 
calf  shoes  in  bal  and  button  shapes.  Many  cloth  tops 
with  gunmetal  vamps,  witli  plain  fitted  uppers  and  of  a 
neat  dressy  appearance,  will  be  sold,,  althougii  in 
dressy  shoes  the  bal  and  button  lines  will  be  in  request 
diu'ing  the  coming  season.  The  blucher  cuts  still  re- 
tain their  popularity  for  storm  and  winter  shoes.  Some 
bluchers  will  be  sold  in  a  long  \amp,  with  a  wide 
throat  eft'ect,  in  the  dressy  lines. 

Women's  Lines 

Since  the  advent  of  the  motor  car  and  the  almost 
universal  use  of  the  street  cars,  together  with  the 
shorter  skirts,  the  clinging  skirts,  and  tlie  slit  skirts, 


Double  Soled  Blucher— The  Cook-Fitzgerald  Company. 


ladies'  shoes  have  undergone  a  complete  change  in 
construction,  and  instead  of  being  made  for  hard  rough 
wear,  are  now  manufactured  for  looks  and  style.  Light 
fancy  leathers,  with  cloth  tops  and  fancy  coloured  kid 
tops,  are  being  shown. 


Tile  lasts  will  be  for  city  trade  on  the  more  pointed 
slightly  recede  toes,  witli  a  little  longer  vamp  than  in 
past  seasons.  Patents  will  be  in  good  demand  in  but- 
tons with  cloth  tops,  and  some  brocade  tops;  al.so  a 
patent  vamp  with  cravenette,  whipcord  and  brocaded 
whole  quarters,  with  leather,  kidney,  and  leather 
C"uban  Louis  and  I^ouis-kidney  heels.  These  heels 
siTould  be  popular,  as  tiiey  come  well  under  and  give 
good  support  to  the  arch  of  the  foot. 

High  Toes  Steady 

Country  trade  in  men's  w  ill  Ijc  strong  in  all  leathers 


"Calf's  Head  "  brand,  waterproof  workman's  shoe— 
Dufresne  &  Galipeau. 


on  the  mediinu  high  toe  lasts,  with  Ij/j-inch  military 
heel.  ]t  should  be  a  good  season  for  all  shoes  with 
this  style  toe,  as  those  who  have  experienced  the  great 
foot  comfort  in  the  medium  high  toe  will  never  go 
back  to  the  recede  ones  for  long. 

Great  care  should  be  taken  in  fitting  shoes,  as  the 
majority  of  shoe  salesmen  fit  the  high  toes  too  short; 
if  they  adhere  to  the  same  practice  in  recede  toe  they 
will  nm  into  difficulty.  Better  to  fit  the  recede  toes  a 
size  longer  and  down  a  width. 

Country  trade  in  women's  will  still  adhere  to  the 
mediiun  high  wide  full  fitting  lasts  in  all  leathers.  The 
best  selling  lines  will  be  in  gunmetal,  velour  and  pat- 
ents. Russia  leather  of  all  kinds  seems  to  have  gone 
out  for  a  time  in  women's  shoes.  Whites  will  be  in 
particular  request  in  July  and  August,  as  the  lady 
who  dresses  in  white  in  the  hot  summer  months  will 
never  wear  anything  but  a  white  shoe. 

The  annual  banquet  of  the  New  England  Leather 
&  Shoe  Finders'  Association  was  held  on  the  evening 
of  February  19th  at  the  American  House,  Boston, 
Mass. 


Do  you  pay  your  clerks  sufficient  salaries  in  order 
to  secure  the  best?  Cheap  help  is  often  the  dearest  in 
the  long  run. 


Some  people  are  so  fond  of  hard  work  that  they 
Avould  take  a  job  picking  blossoms  oft'  century  plants. 
Th  shoe  trade  has  no  room  for  this  type. 


If  you  are  looking  for  information,  read  "Foot- 
wear." If  you  do  not  find  what  you  are  looking  for, 
tell  the  liditor.   He  is  conducting  this  journal  for  you. 


FOOTWEAR    IN    CANADA  Hi 

A  Practical  Stock-Numbering  System  for  the 

Shoe  Store 

four  figures  100  numbers  cannot  be  allowed  for  each 
leather.  As  in  the  women's  department,  the  amount 
of  numbers  allotted  to  each  section  must  depend  on 
the  total  number  of  lines  carried  in  stock  by  the  re- 
tailer, and  then  an  additional  allowance  made  for  fu- 
ture lines  that  may  be  added. 

We  find  in  Messrs.  Blachford's  system,  the  infants' 
soft  soles  and  moccasins  using  the  first  125  numbers, 
which  is  allotting  25  numbers  each  for  ankle  straps, 
Roman  sandals,  button  boots,  laced  boots  and  moc- 
casins ;  then  begins  the  infants'  goods  without  heels, 
which  use  up  the  numbers  to  300 ;  after  which  the 
children's  spring  heel  department  takes  all  that  is  left 
of  the  first  1,000  figures.  The  misses'  correspond  in 
every  line  to  the  number  of  the  children's  line  with 
1,000  added;  as  for  example,  a  child's  patent  Avelt  but- 
ton might  be  No.  606  and  the  misses'  of  the  same  line 
would  be  No.  1606,  thus  making  it  very  easy  for  any 
clerk  to  find  the  corresponding  shoe  in  the  misses  size, 
w  liere  they  have  been  fitting  the  child's  size.  In  the 
children's  department,  where  there  are  two  runs  of 
sizes,  such  as  5  to  8  and  8}4  to  11,  or  5  to  7^  and  8 
to  10 there  must  be  two  numbers  given  and  the 
misses  run  of  11  or  11^2  to  2  in  every  case  corres- 
ponds to  the  first  of  the  children's  numbers  with  the 
additional  thousand.  There  has  been  naturally  a  slight 
waste  of  numbers,  especially  in  the  misses'  depart- 
ment, but  this  must  be  in  order  to  carry  out  the  sys- 
tem. 

Great  care  must  be  taken  by  the  buyer  to  keep 
close  tab  on  the  last  number  given  in  each  section  of 
each  department  or  duplicating  will  occur  to  the  detri- 
ment of  both  the  retailer  and  manufacturer.  These 
stock  numbers  must  be  used,  in  order  to  be  of  any 
practical  use,  on  the  linings  of  all  shoes,  as  it  is  found 
in  the  mail  order  department  that  invariably  custo- 
mers will  write  in  an  order  something  as  follows : — 
"Two  years  ago  this  fall  I  purchased  at  your  es- 
tablishment a  very  comfortable  pair  of  shoes.  The 
numbers  on  the  lining  are  24-13,  77614390.  Please 
send  nie  another  pair  just  the  same." 

AVhile  you  are  sure  of  the  size  and  perhaps  the 


vStylk  of  vStocpc  Ntjnibe:rBooi^ 

— Z- 

NuMBER- 

Co6T 

\S-Pbice 

Maker 

Heel 

Run  of 

Q 

— 2- 

3.50 

5.00 

LXV 

cQ 

zzoz 

IL 

< 

— tth 
—1 

1 

LU 

if) 

— 0- 

0 

_J 

I 


'T  has  been  proved  by  the 

VT.  B      I  ^'  ^' 

~    '  Blachford,  ixcently  in- 

corporated   'TL   &  C. 
Blachford,  Limited,"  now  in 
^  their  semi-centennial  year  of 

 ^-H.-^^f- 1'^    retail  footwear  business  in 

Label  with  size,  width,  selling  price    Toronto,  that  it  is  almost 

and  stock  number  as  well  as  details  imn<-i<i«ihV  tn  Irppn  an  im_tn- 
suchas  manufacturer's  initials,  de-      impOSSlD.e  tO  Keep  an  Up  lO 

scription  of  heel  and  tip,  etc.  date  Satisfactory  stock  with  - 

out the  use  of  a  private  stock 
number  system,  that  is  to  say,  a  number  given  to  each 
individual  line,  or  portion  of  the  line  at  a  given  price, 
and  therefore  this  firm  of  progressive  merchants  has 
installed  a  complete  system  of  numbers,  part  of  which 
is  given  below. 

Taking  the  women's  department  as  an  example  of 
the  system,  we  find  the  slipper  section  using  numbers 
in  the  2,000's,  the  oxford  and  pump  section  in  the 
3,000's,  button  boots  in  the  4,000's,  and  laced  boots  in 
the  5,000's,  and  in  each  thousand  we  have  the  order  of 
leathers  such  as  patent,  kid,  black  calf,  tan,  chocolate, 
and  miscellaneous,  each  using  100  numbers.  There- 
fore, with  very  little  memorizing  a  clerk  may  easily 
discern  No.  4211  as  No.  11,  of  a  \4000)  patent  boot  in 
(200)  calf  skin,  or  a  calf  button  boot  No.  11.  Again, 
No.  3144  may  be  interpreted  No.  44  of  the  (3000)  ox- 
ford in  (100)  kid  or  a  dongola  kid  oxford  No.  44. 

Although  this  is  a  general  idea  of  the  numbering 
in  this  department,  there  must  be,  of  course,  a  few 
additions,  such  as  in  the  slipper  section,  where  we 
find  another  100  number  allotted  to  satins,  and  per- 
haps still  another  100  numbers  for  suedes,  although 
the  latter  might  easily  be  classed  in  the  miscellaneous 
100  numbers.  In  each  section  an  ef¥ort  is  made  to 
give  the  most  expensive  lines  but  small  numbers,  and 
in  this  way  allow  a  new  clerk  the  extra  assistance  in 
locating  the  desired  numbers  for  his  customer. 

The  infants',  children's,  and  misses'  department,  is 
based  on  the  same  idea  as  to  leathers,  patent,  kid,  gun 
metal,  tan  and  miscellaneous,  being  the  order  in  each 
section,  but  in  order  to  confine  the  entire  system  to 


A  loose  leaf  from  the  Stock  Number  Book.    Details  supplied  in  article. 
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width,  you  are  entirely  at  a  loss  to  know  the  style  of 
the  shoe.  If,  however,  the  order  read  No.  24-13,  5382, 
or  even  had  the  factory  added  their  number  as  well, 
you  could  interpret  at  once  a  (5000J  laced  boot  in 
(300)  tan  or  No.  82  tan  l)al.  Thus  by  consulting 
your  stock  book  you  could  locate  the  exact  shoe,  style, 
maker,  cost  and  all  details,  no  matter  how  old  the  shoe, 
as  a  mimber  is  never  duplicated.  If,  however,  in 
cases  where  numbers  allotted  to  a  certain  section  be- 
come entirely  exhausted,  tlTcre  is  always  an  extra  26 
numl)ers  that  may  be  added  to  each  by  using  the  old 
numbers  with  any  one  of  the  twenty-six  letters  of  the 
alphabet.  This  applies  also  in  cases  where,  say,  a 
|)atent  tip  has  been  used  on  a  certain  line  and  the  buy- 
er wishes  to  change  to  the  self  tip  or  plain  toe ;  he 
must  use  a  new  number,  of  course,  but  No.  324  in  a 
patent  tip  may  become  No.  324A  in  a  self  tip  or  a 
])lain  toe  and  yet  the  lines  may  be  sized  to- 
gether in  stock  if  desired  and  not  be  confus- 
ing to  the  clerk. 

The  men's  and  boy's  departments  correspond  in 
detail  according  to  the  number  of  lines  in  eacli  section 
and  also  in  leathers,  using  the  numbers  in  the  eight 
and  nine  thousands.  The  numbers  in  the  system  in 
general  are  also  useful  at  stocktaking  time,  as  it  is 
necessary  for  the  clerk  to  make  only  a  count  of  the 
exact  number  of  pairs  of  each  number  and  the  re- 
mainder of  the  work  may  be  done  by  the  ofifice  stafif. 
The  full  details  involving  cost,  etc.,  of  eacli  number 


are  to  be  found  in  the  stock  book.  In  cases  where  a 
line  may  change  cost  price,  there  is  no  necessity  to 
give  a  new  number  for  this  change,  alone,  as  all  shoes 
of  this  particular  line  are  now  worth  the  new  price  and 
the  cost  in  the  stock  book  must  always  be  kept  at  the 
latest  value  paid.  This  will  work  equally  as  well  in 
the  reverse  case  where  the  price  decreases,  and  then 
the  older  stock  will  be  worth  the  new  figure.  The 
system  may  be  carried  so  far  as  to  need  only  the  stock 
number,  size  and  width  of  the  shoe  on  the  carton 
'abcl,  but  for  the  assistance  of,  say  a  new  clerk,  or  one 
Ironi  another  department,  and  not  knowing  the  stock 
that  lie  is  endeavoring  to  sell,  it  is  much  better  to  use 
a  slight  description,  such  as  perhaps,  the  maker's  in- 
itials, patent  or  self  tip  or  kidney  heel,  as  well  as  the 
number  on  the  label.  There  is  not  an  up-to-date  man- 
ufacturer of  to-day  who  will  refuse  to  mark  an  order 
with  private  stock  numbers  if  requested  and  it  is  by 
all  means  the  only  satisfactory  method  of  keeping  a 
stock,  no  matter  how  large  or  small. 

Messrs.  Blachford's  system,  which  is  very  com- 
plete in  every  detail,  is  not  one  copied  from  any  other 
retailer  or  taken  from  any  magazine,  but  is  composed 
of  the  cream  of  many  systems,  the  details  of  which 
lias  taken  months  to  collect  from  all  parts  of  the  con- 
tinent; when  portions  of  each,  which  appeared  to  be 
most  suitable  to  their  stock,  were  selected  and  com- 
bined into  one  which  they  believe  to  be  one  of  the 
most  complete  in  use  to-day. 


The  Importance  of  Fitting  the  Foot 

By  Dr.  Robt.  Ashton,  Surgeon  Chiropodist 


I T  can  never  be  too  forcibly  impressed  that  the  feet 
should  receive  their  due  share  of  attention  for 
tlie  sake  of  comfort  and  general  health — that  neg- 
ligence in  this  respect  is  in  many  ways  produc- 
tive of  discomfort  and  sufifering.  It  is  of  the  greatest 
consequence  that  we  should  preserve  the  feet  in  a 
healthy  state,  so  that  they  may  be  as  free  from  pain 
and  disease  as  the  hands.  We  find  a  long  train  of 
evils  more  or  less  due  to  defective  footwear,  Imt  while 


Normal  foot  in  properly  fitting  shoe.    Dotted  line  shows  shape  of  socks 
and  shoes  usually  worn. 


this  may  be  recognized  and  admitted  in  regard  to  boots, 
a  great  amount  may  also  be  traceable  to  socks  and 
stockings. 

In  the  human  foot  there  are  26  bones  and  26  joints 
— yet  we  find  that  men  and  women,  at  the  dictate  of 
unreasoning  fashion,  (many  boots  and  shoes  are  man- 
ufactured regardless  of  the  principles  on  which  i)ro- 
per  footwear  should  be  constructed)  will  crami)  and 
confine  them  into  imperfect  boots  and  shoes  and  turn 
these  bones  and  joints  into  centres  of  pain.  In  many 
instances  the  fault  lies  with  the  wearer,  who  will  un- 
wisely insist  on  wearing  boots  too  narrow,  or  too 


short,  or  both — thus  crowding  the  five  toes  into  a 
space  scarcely  large  enough  for  three. 

Ready  made  shoes,  as  a  rule,  are  purchased  with- 
out proper  attention  being  paid  to  the  flexibility  of 
the  material  and  still  less  attention  to  the  form  of  each 
foot — believing  that  buying  one  boot  is  sufficient  and 
that  the  other  is  sure  to  fit.  A  thoughtless  person 
like  this  often  has  to  undergo  considerable  sufl:'ering 
as  a  consequence  of  his  neglect  to  try  on  the  other 
shoe. 

The  chief  consideration  in  choosing  a  shoe  ought 
to  be  not  to  impede  the  natural  action  of  the  foot  by 
encompassing  it  with  unyielding  material  and  to  in- 
cumber it  as  little  as  possible.  Particular  attention 
should  be  paid  to  the  position  of  corns,  etc.,  and  the 
circumstances  under  which  they  have  been  produced, 
as  by  so  doing  much  personal  comfort  may  be  en- 
joyed by  the  wearer.    Whether  the  shoe  be  broad  or 


Skelton  of  normal  foot. 


narrow,  rounded  or  pointed,  long  or  short,  thick  or 
thin  soled  is  of  immense  importance.  The  shoe  should 
protect  the  foot,  not  distort  it,  and  where  fashion  as- 
sumes the  right  to  determine  the  shape  of  the  feet, 
she  steps  outside  her  province  and  nature  sooner  or 
later  revenges  herself  upon  the  willing  "slave  of  fash- 
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ion"  by  the  infliction  of  corns,  bunions,  ingrowing 
nails  and  other  foot  troubles. 

It  is  quite  clear  that  the  foot  must  enter  the  shoe, 
and  if  the  shoe  differs  in  shape  from  the  foot,  the  lat- 
ter— being  more  pliable — will  of  necessity  be  compell- 
ed to  conform  to  the  shape  of  the  shoe.  We  thus 
see  how  health  and  comfort  depends  on  the  shape  of 
the  shoe,  which  should  in  no  case  be  left  to  the  dic- 
tates of  fashion. 

A  shoe  which  will  really  be  a  help  in  walking  and 
not,  as  is  often  the  case,  a  hindrance,  must  conform 
to  the  natural  shape  of  the  foot.  It  should  protect  the 
foot  and  not  distort  its  shape.  Especially  is  this  true 
in  the  case  of  young  children,  whose  feet  are  in  the 
actual  process  of  development — the  bones  and  liga- 
ments being  soft  and  pliable  and  so  will  easily  con- 
form to  the  bad  as  well  as  to  the  properly  shaped  shoe. 
Points  to  Observe 

The  most  essential  points  in  fitting  are  sufficient 
length  and  breadth,  with  snug  heels  and  close  fitting 
insteps.  These  alone  can  make  it  possible  for  the 
child  to  grow  up  with  perfect  feet.  Many  of  the  foot 
troubles  of  adults  can  be  traced  back  to  the  neglect 
of  their  parents  to  select  properly  fitting  shoes  in 
childhood. 

It  is  most  important  that  the  feet  be  not  distorted 
from  the  form  in  which  they  were  created  and  the  fit  of 
footwear  has  a  great  influence  on  the  general  health. 
If  the  feet  are  sick  the  whole  body  is  aflected — as  a 
result  of  the  pliable  bones  and  ligaments  of  the  f(3ot 
being  forced  into  a  mold  to  which  they  are  obliged  to 
conform.  The  joints  are  thrust  out  of  place — friction 
and  pressure  causing  inflammation — and  all  sorts  of 
foot  diseases  are  the  inevitable  result. 

It  cannot  be  stated  too  often  that  boots  and  shoes 
should  be  both  long  enough  and  wide  enough  to  allow 
all  five  toes  to  lie  in  their  natural  position  without 
crowding.  In  the  natural  position  the  great  toe  lies 
in  a  straight  line  from  the  centre  of  the  heel  to  the 
centre  of  the  great  toe.  If  we  force  the  latter  out  of 
line  the  result  will  be  a  distortion.  Shoes  which  are 
too  short  are  the  greatest  cause  of  this  trouble,  but 
when  the  result  has  been  accomplished  the  boots 
and  shoes  should  not  be  made  to  conform  to  the  bent 
toe.  A  straight  last  should  be  worn  inside,  so  that  the 
toe  will  be  afforded  room  and  may  gradually  resume 
its  natural  position.  Other  results  of  the  short  shoe 
are  ingrowing  nails  and  bunions. 

Shoes  with  too  narrow  and  too  pointed  toes  cause 
a  bunching  up  of  the  toes,  and  by  the  pressure  thus 


Skelton  of  human  foot  distorted  by  pressure. 


created  the  great  toe  is  gradually  forced  outward,  the 
head  of  the  matatarsal  bone  being  rendered  more  pro- 
minent  and  more  exposed  to  injury  and  consequent 
inflammatory  processes  of  the  joint. 

The  most  comfortable  shoe  is  the  one  with  a  low 
and  broad  heel,  which  gives  a  firni  and  steady  support 
to  the  foot.  If  the  last  is  constructed  to  allow  the 
heel  to  fit  well  down  into  the  shoe,  a  very  light  pres- 
sure over  the  instep  will  prevent  the  foot  from  slip- 


ping forward.  This  should  be  combined  with  an  up- 
per of  a  material  sufiiciently  loose  to  allow  the  great 
toe  to  retain  its  natural  position,  or  if  distorted  to  re- 
sume the  same. 

Too  high  heels  placed  under  the  arch  of  the  foot 
are  productive  of  many  evils,  and  they  aggravate  those 


Foot  of  Chinese  lady,  distorted  by  bandaging  and 
small  shoe  put  on  in  infancy. 


above  described.  They  throw  the  body  forward  and 
keep  it  in  an  unnatural  position ;  the  knee  becoming 
peculiarly  affected,  causing  disturbance  of  the  nervous 
system  with  which  the  knee  is  closely  allied. 

The  above  are  some  of  the  most  common  foot 
troubles  and  are  all  caused  by  ill-fitting  footwear.  It 
is  therefore  clearly  the  duty  of  the  retail  shoeman  to 
study  the  foot  in  order  that  he  may  fit  it  correctly. 


Catalogue  of  Spring  Styles 

The  Geo.  E.  Kieth  Company,  of  Brockton,  Mass., 
makers  of  the  world-famed  "Walk-Over"  shoes  have 
recently  mailed  their  Spring  catalogue  to  the  trade. 
This  shows  one  hundred  and  twelve  styles  for  men, 
including  a  good  range  of  low  toes  which  are  growing 
in  popularity,  as  well  as  a  full  range  of  medium  high 
toes.  Sixty-three  styles  of  women's  shoes  are  also 
shown  which  include  the  popular  Louis  and  kidney 
heels.  All  these  shoes  are  carried  in  the  firm's  stock 
department  and  are  ready  for  immediate  shipment. 
The  company  are  showing  films  giving  a  complete  idea 
of  the  different  operations  through  which  the  shoe 
passes,  two  of  these  films  being  now  shown  to  the 
Canadian  trade.  Their  Canadian  business  is  extend- 
ing rapidly  and  a  new  exclusive  "Walk-Over"  Shoe 
Store  has  recently  been  opened  in  Calgary,  Alta.,  by 
Glass  Bros. 

R.  E.  Jackson,  the  Canadian  representative  of 
Kieth  Company  is  now  calling  on  the  trade  with  their 
Fall  lines. 


It  is  easier  to  keep  the  stock  up  than  down.  Any 
man  can  buy  so  much  that  he  will  be  sure  to  have 
enough,  but  it  takes  a  good  buyer  to  buy  enough  and 
yet  not  have  any  left  over. 


Assuming  that  the  demand  for  leather  will  be  at 
least  normal  this  year,  and  many  are  inclined  to  the 
l)elief  that  the  demand  will  exceed  last  year's,  the  pros- 
pect seems  to  l)e  for  a  very  firm  market. 


The  lace  spat  is  finding  favor  with  the  women's 
trade.  Many  of  our  best  shoe  stores  are  stocking  them 
and  they  are  expected  to  be  popular  for  spring  and 
summer.    They  certainly  look  classy. 
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A  Practical  and  Attractive  25-Ft.  Store  Front 


Hy  W.  S.  Frt-nch 


F 


I', I),  I 
want 

IR'SS." 


'\c  decided  lu  jnil  in  a  new  Iron!  and 
to  t^et  at  it  as  soon  as  possible  s(j  the 
will  not  interfere  witii  our  spring  busi- 
Garnes,  of  the  "Hub  Shoe 
called  in  his  carpenter, 


Mr. 

Store,"  was  talking.    He  had 
I'rid.  1(1  discuss  store  fronts. 

"AH  right,  I  guess  I  can  begin  tiie  work  at  once," 
was  the  reply.  "What  kind  (jf  a  front  do  you  want — 
something  like  ('randon's,  down  the  street — that  is  a 
go(jd,  sul)stantial  front  and  will  last  a  good  many 
years." 

"N'es — 1  tiiink  that  would  be  all  right,"  said  Games. 
"I  believe  my  front  ought  not  to  run  back  into  tiie 
store  (piite  so  far,  though.  Wliat  would  such  a  frr^nt 
cost,  iM-ed?" 

"Well,  let's  see."  (A  moment  of 
wrinkled  brow).  "I  think  $600  would 
tire  cost." 

"Isn't  tiiat  pretty  high   for  just 
asked  the  storekeeper. 

"Well,  my  estimate  is  only  approximate  and  with- 
out a  doubt  1  can  get  out  for  this,  or  possibly  less," 
rei)lied  the  carpenter. 

"Go  ahead  then,  Fred,  and  order  t'iie  material.  We 
want  to  get  the  thing  cleaned  up  so  we  can  come  out 
in  the  spring  with  a  brand  new  front — I  Ijclieve  we'll 
have  a  good  business." 

A  Snow  and  Rain-Proof  Front 

That's  the  way  "The  Hub  Store"  bought  their  new 
front.  Easy  enough,  wasn't  it?  Not  much  trouble 
and  the  whole  responsibility  rested  upon  l<"red's 
shoulders.  Fred  is  a  good  carpenter  and  has  had  a 
good  many  years  of  general  carpentry  experience,  l)ut 


Irowns  and  a 
cover  the  en- 


a  store  front?' 


uu loriunately  Air.  (jarnes  never  took  into  considera- 
tion that  l-red's  store  front  experience  had  been 
mighty  limited.  "One  similar  to  Crandon's"  expresses 
concisely  Fred's  viewpoint  of  a  store  front.  To  him 
it  means  simply  a  i)artition  to  keep  out  the  snow  and 
rain  and  to  admit  a  little  daylight. 

The  new  front  was  put  in  and  it  didn't  take  very 
many  days  for  "Tiie  Hub"  to  wake  uj)  to  the  cold  fact 
tliat  they  had  misspent  in  the  neighborhood  of  $800 
($200  more  than  h'red  estimated).  And  this  is  not 
an  imusual  experience — you'll  find  new  fronts  going 
up  to-day,  all  over  the  country,  that  Avill  simply  act 
as  insulations  or  partitions  to  keep  out  the  cold  and 
rain. 

Sales-producing  fronts  are  the  kind  that  pay.  How 
diilerent  it  would  have  been  if  Games  had  gone  about 
the  construction  of  his  new  front  in  a  more  business- 
like manner.  Why,  I-'red  never  considered  for  a  mo- 
ment that  lie  was  to  build  a  shoe  store  front — and  that 
Grandon  nms  a  furniture  store.  It  never  occurred  to 
him  that  the  requirements  of  a  shoe  business  widely 
vary  from  those  of  a  furniture  one.  But  that  isn't  to 
be  wondered  at — he's  a  carpenter  and  is  bound  to  de- 
sign store  fronts  from  his  viewpoint — from  the  struc- 
tural viewpoint. 

"^'ou  Iia\c  often  noticed  the  montony  of  store 
fronts — have  often  wondered  why  so  many  were  built 
just  alike,  regardless  of  the  kind  of  shop  behind  them 
— and  here  you  have  the  reason.  You  cannot  reason- 
ably expect  a  carpenter  to  know  enough  about  your 
business  to  understand  how  to  lay  out  a  front  for  it. 
To  design  a  store  front  the  requirements  of  your  busi- 
ness must  guide  you — not  your  personal  tastes.  That's 


Fig.  1.    Front  Elevation  of  Store  Front. 
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the  reason  for  the  short  duration  of  many  "novelty" 
store  fronts.  Elaborateness  and  outlay  of  money  does 
not  designate  store  front  efficiency. 

Baker's  Shoe-Selling  Store  Front 

Now,  to  show  you  what  has  proved  the  practical 
way  to  install  a  new  store  front  I  will  cite  the  experi- 
ence of  Baker,  the  shoe  man.  About  two  years  ago 
he  decided  to  boost  his  business  by  installing  a  new 
front.  He  had  becorne  firmly  convinced  of  its  neces- 
sity— had  learned  by  actual  observation  that  he  was 
losing  many  sales  simply  because  of  his  inability  to 
show  shoes  to  the  passersby.  He  knew  his  stock  was 
up-to-date — knew  what  the  people  wanted,  but  that 
was  of  little  advantage  if  they  would  not  come  into 
his  store.  Annually  he  spent  hundreds  of  dollars  in 
newspaper  advertising,  but  outside  his  own  circle  of 
friends  the  effect  of  his  ads  fell  flat  because  of  the 
lack  of  co-operation  on  tht  part  of  his  store  front. 
Its  appearance  was  not  in  harmony  with  his  adver- 
tisements. 

Baker  had  seen  so  many  new  store  front  failures 
that  he  concluded  to  "go  easy"  and  not  rush  at  the 
work  blindfold.  He  well  knew  that  the  only  way 
he  could  realize  on  the  money  invested  would  be  to 
install  a  front  that  would  actually  increase  his  sales 
— he  knew  merely  a  new  front  would  not  do  it.  A 
thorough  investigation  followed,  and  at  the  end  of  six 
months  he  had  enough  data  to  begin  laying  out  a 
front  for  his  business. 

Unlike  Games  of  "The  Hub,"  he  didn't  call  in  his 
carpenter  and  say,  "Fred — I  vvant  a  new  front — what 
will  it  cost?"  He  went  about  it  in  a  different  way. 
Of  course  the  carpenter  had  his  part  to  take  care  of, 
but  his  work  didn't  begin  until  Baker  knew  what  he 
wanted — commercially.  Plans  were  drawn  up  and 
after  a  multitude  of  details  had  been  decided  upon  the 
contract  was  awarded. 

Figure  1  shows  the  elevation  of  Baker's  new  shoe 
store  front.  Could  you  pass  it  without  looking — 
wouldn't  you  be  tempted  to  stop  and  inspect  the  shoes 


on  display — then  see  how  easy  and  natural  it  would 
be  to  edge  around  into  the  vestibule — then  into  the 
store.  Baker's  new  front  has  been  in  about  a  year 
and  a  half — it's  all  paid  for — paid  for  by  the  profits 
on  the  increased  business  it  produced — and  now  it  is 
making  net  profits  every  day — 365  days  and  nights  of 
the  year.  And  this  front  cost  a  very  little  more  than 
Games'  new  one.    Just  compare  the  investments. 


!i  li  ii  ii  |i  t  IJi  I  li  «.JI_Ll'-'L.iL 
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Fig.  3— Design  of  Sign  in  Prism. 

See  how  well  balanced  this  front  is — the  propor- 
tions are  pleasing  and  it  has  the  very  air  of  up-to- 
dateness,  still  it  is  not  gaudy  or  of  the  "tin  foil"  kind. 
The  rich,  somber  colors  carried  out  lend  dignity  and 
at  night  people  simply  stand  in  awe  and  gaze  at  the 
front. 

It  is  well  lighted,  the  lamps  being  concealed  behind 
the  simple  valances.  Light  rays  should  always  be  di- 
rected upon  the  displays,  not  into  the  eyes  of  the 
passers-by.  During  the  day  there  is  a  veritable  flood 
of  light  through  the  prisms  into  the  store — a  point  in 
itself  that  has  resulted  in  a  wonderful  saving.  Each 
additional  hour  you  can  daylight  your  store  you  are 
effecting  the  monthly  lighting  bill  just  that  much.  A 
well  proportioned  transom,  such  as  this,  also  adds 


Fig.  2.— Ground  Plan  of  Store  Front. 
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more  to  the  general  appearance  of  the  front— it  bal- 
ances it.  Figure  3  is  a  detail  of  the  sign  in  the  prism. 
The  letters  are  formed  witii  dark,  amber-colored  opal- 
escent glass,  set  in  metal.  The  tile  prism  manufac- 
turer takes  care  of  this  part  of  the  work  when  making 
the  prism  glass.  At  night  three  or  four  highly  power- 
ed Tungsten  lamps  are  placed  in  a  trough  directly  be- 
hind this  sign  and  it  indeed  is  attractive.  It  has  all 
the  drawing  power  of  an  elaborate  electric  sign  and 
its  cost  is  most  nominal  in  comparison.  Such  letters 
cost  from  v^l.OO  to  $2.00  each,  and  are  well  worth  it. 
The  word  "shoes"  is  also  incorporated  in  the  prism 
in  the  same  manner  at  either  end.  Many  times,  how- 
ever, some  ventilators  are  substituted  in  place  of  the 
end  signs  and  this  facilitates  the  ventilation  of  the 
store  room. 

Let's  make  a  rough  analysis  of  the  grcjund  plan — 
see  Fig.  2.  First  notice  the  general  layout — there 
is  plenty  of  actual  window  area,  still  ample  vestibule 
space  for  the  movement  of  many  people  without  tiie 
least  congestion.  A  great  area  of  actual  show  window 
space  is  not  of  the  most  importance  in  displaying  shoes 
— arrangement  is  the  element  to  be  more  seriously 
considered.  It  is  not  your  endeavor  to  see  how  much 
stock  you  can  get  in  your  windows — on  the  contrary 
to  see  how  attractive  your  displays  can  be  made.  The 
two  front  windows  are  4  feet  wide,  large  enough,  still 
not  too  big  to  cause  a  waste  of  space.  The  island 
showcase  is  5  ft.  x  30  in.  and  has  proved  to  be  an  ex- 
cellent place  to  display  specials,  or  it  can  be  used  ex- 
clusively for  men's  or  women's  shoes.    Now,  there  is 


one  point  in  this  front  that  shows  the  good  judgment 
of  Baker — he  didn't  crowd  the  vestibule  in  order  to 
l)nt  in  an  island  case.  There  is  a  space  of  6  feet  on 
either  side  which  is  large  enough  for  all  practical  pur- 
poses. Many  merchants,  in  their  anxiety  to  gain  act- 
ual show  window  area,  do  so  at  the  sacrifice  of  vesti- 
bule space.  It's  a  proved  fact  that  no  matter  how  at- 
tractive displays  may  l)e  people  will  not  enter  a  store 
if  crowding  and  jostling  becomes  necessary — and  un- 
less they  do  enter  they  are  of  no  particular  interest  to 
you.  It's  the  people  that  enter  who  pay  you  profits — 
not  those  that  pass.  The  3  ft.  6  in.  door  is  large 
enough  under  Baker's  conditions,  however,  in  many 
cases  a  greater  opening  is  necessary,  then  it  is  well  to 
use  doul)le  doors.  A  store  door  of  over  3  ft.  6  in.  in 
width  is  impractical  because  of  its  tremendous  weight. 
Baker's  door  is  7  ft.  high  and  of  compound  construc- 
tion, 2j4  ill-  thick.  Oftentimes  art  glass  panels  are 
used  in  shop  doors,  but  Baker  used  the  customary 
plate  glass  with  13/2-in.  bevelled  edges. 

The  very  fact  that  this  front  paid  for  itself  in  such 
a  short  time  is  sufficient  proof  of  its  practicability. 
Don't  misunderstand  this  suggestion.  All  shoe  stores 
25  feet  wide  could  not  satisfactorily  use  this  style  of 
front,  but  under  the  same  conditions  as  outlined  here 
you  would  find  this  style  to  be  most  practical  and  a 
sales-producer. 

There  is  one  thing  to  remember  above  all  others, 
when  designing  a  store  front — i.e.,  let  it  fit  your  busi- 
ness— not  merely  to  act  as  a  partition  to  keep  out  the 
snow  and  rain. 


Get  Ready  for  the  Easter  Trade 


THIS  year,  Easter  falls  on  April  12tli,  and  at  this 
season  comes  the  great  opportunity  for  the 
shoe  retailer  to  create  new  business  and  ex- 
tend old.  Then,  more  than  at  any  other  time, 
people  will  think  of  new  apparel,  and  in  the  new  out- 
fitting, shoes  play  an  important  part.  The  merchant 
sliould  take  advantage  of  the  state  of  the  popular 
mind,  and  reap  all  possible  benefit  to  be  derived  from 
the  general  inclination  to  buy.  Every  progressive 
merchant  has  his  stock  complete  for  the  increased 
Easter  business  with  styles  strictly  up  to  the  minute. 

Advertising  is  an  important  consideration  in  con- 
nection with  the  disposal  of  the  stock.  Be  liberal  in 
your  use  of  newspaper  space  and  do  not  allow  the  buy- 
ing public  to  overlook  the  Easter  season.  Din  into 
tiieir  ears  Easter!  Easter!  Easter!  Drive  home  the 
fact  that  this  is  the  time  for  the  donning  of  fine  ap- 
parel, that  all  the  world  will  appear  in  its  finest  and 
best  on  Easter  Sunday  and  that  shoes  are  no  exception 
to  the  general  rule.  This  is  the  time  of  year  when 
you  should  talk  styles,  rather  than  prices,  for  at  this 
period  a  fine  appearance  will  carry  more  weight  than 
cost,,  and  it  is  the  dealer's  opportunity  to  get  the  just 
prices  that  should  prevail  throughout  the  year. 

More  novelties  should  be  sold  at  this  season  than 
during  any  other  similar  period  throughout  the  year. 
These  should  be  pushed  as  hard  as  possible,  and  the 
demand  for  staple  goods  later  on  in  the  season  will  not 
l)e  so  much  afl'ccted  as  if  regular  goods  were  pushed. 

Use  cuts  in  your  Easter  advertising  as  they  bright- 
en it  up  noticeably  and  the  advertising  should  be  ap- 
propriate to  the  season.  A  display  window  can  be 
made  of  more  than  usual  effectiveness  as  an  auxiliary 


to  your  Easter  advertising  and  the  chances  for  eflfec- 
ti\e  window  display  are  at  the  maximum.  Flowers, 
particularly  Easter  lilies  should  be  used  in  decorating 
the  windows.  The  most  appropriate  styles  should  be 
shown,  and  care  taken  not  to  crowd  the  display,  as  a 
few  shoes  will  attract  more  attention  than  would  a 
crow'ded  window.  The  interior  of  your  store  should 
also  be  put  in  order  and  present  an  attractive  appear- 
ance suitable  to  the  season. 

Do  not  fail  to  ginger  up  your  sales  stafif  by  all 
means  in  your  power  in  order  that  they  may  throw 
themselves  with  enthusiasm  into  the  work  of  this,  the 
most  important  period  of  the  year,  from  the  sales 
standpoint. 


Even  if  you  do  not  want  w-hat  the  salesman  carries 
afford  him  a  courteous  hearing.  He  is  a  friend  worth 
cultivating. 

If  you  make  an  appointment  with  the  shoe  travel- 
ler— keep  it.  He  will  appreciate  it  and  it  will  pay  you 
in  many  ways.  Besides,  every  upright  man  keeps  his 
word. 

If  in  doubt  as  to  what  to  buy  and  if  you  have  con- 
fidence in  the  shoe  traveller — ask  his  advice.  If  he  is 
reliable  and  knows  his  business  his  advice  is  worth 
listening  to. 


Leading  shoe  manufacturers  throughout  the 
I'nited  .States  and  Canada  are  unanimous  that  the 
price  of  footwear  must  increase  on  account  of  the 
scarcity  and  high  cost  of  leather,  as  well  as  the  in- 
creased cost  of  other  materials  employed  in  shoe  man- 
ufacturing, and  of  labor. 
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Buyers  of  Leading  Canadian  Shoe  Stores 

On  this  and  following  pages  we  publish  photographs  of  a  number  of  buyers  of  the 
largest  shoe  stores  throughout  Canada.  These  stores  are  located  in  various  parts  of 
the  Dominon,  from  the  Atlantic  to  the  Pacific.  The  series  should  prove  especially 
interesting  to  the  travelling  representatives  of  wholesale  and  manufacturing  shoe  houses 
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BUYERS    OF    LEADING    CANADIAN    SHOE  STORES 


J.  A.  LALIBERTE 
Dupuis  Freres,  Montreal 


FRANCIS  A.  GUINEVAN 
VValk  Over  Boot  Shop.  Montreal 
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BUYERS    OF    LEADING    CANADIAN    SHOE  STORES 


GEO.  E.  CHAMBERS 
Regal  Shoe  Store,  Toronto 


WM.  HOWARTH 
Howarth's  Shoe  Stores,  Toronto 
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BUYERS    OF    LEADING    CANADIAN    SHOE  STORES 
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BUYERS    OF    LEADING    CANADIAN    SHOE  STORES 


J.  HOWARD  CARKNER 
The  2  Macks,  Ottawa 


E.  A.  STEPHENS 
A.  J.  Stephens  &  Son,  Ottawa 
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BUYERS    OF    LEADING    CANADIAN    SHOE  STORES 


].  D.  M.  McGEARY 
Royal  Shoe  Store,  Saskatoon,  Sask. 


C.  H.  DROUIN 
L.  F.  Falardeau.  Quebec  City 
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BUYERS    OF    LEADING    CANADIAN    SHOE  STORES 


FRANK  BAUSLAIIGH  K.  R.  McBRlDE  DAVID  CREIGHTON 

John  Agnew.  Limited,  Brantford,  Woodstock.  The  J.  J.  Haines  Shoe  Houses,  Napanee,  The  Adams  Shoe  Company,  Brandon.  Man. 

Stratford,  Berlin  and  Hagersville,  Ont.  Trenton,  Belleville  and  Smith  Falls,  Ont. 
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Footwear  Fashions  in  New  York  City 

The  Strong  Sellers  in  Three  of  America's  Greatest  Centres — 
Colored   Brocade  Popular  —  Big  Call  for  Patent  Leather 


A shoe   retailer,  just    returned   from    a    trip  to 
New  York,  Boston  and  Philadelphia,  gives 
Footwear  the  result  of  his  observations  in 
those  cities.  ^  The  journey  was  undertaken  to 
get  pointers  about  Fall  styles  for  1914,  but  our  corres- 
pondent confines  his  remarks  to  what  is  now  being 
oft'ered  for  spring. 

There  has  not  been  for  many  seasons  a  more  un- 
interesting or  unattractive  spring  to  the  shoe  retailer 
visiting  the  great  eastern  centres  of  the  trade,  such  as 
New  York,  Boston  or  Philadelphia,  than  this  one  of 
1914.  The  heretofore  ever-changing  styles  seem  to 
have  come  to  more  or  less  of  a  standstill  or  else  leaped 
to  such  extremes  that  the  average  retailer  could  not, 
or  would  not,  with  his  average  use  of  judgment,  fol- 
low them.  For  example,  the  old  "Thea"  instep  strap 
slipper  for  women  is  coming  back  into  favor  but  this  is 
nothing  particularly  new  for  most  of  retailers  until 
they  start  to  consider  them  in  combination  colors  and 
then  who  can  tell  where  to  stop?  The  same  applies  to 
the  various  colored  brocades  shown  in  evening  slip- 
pers to  say  nothing  of  their  use  in  the  uppers  of  wo- 
men's button  boots,  etc  ; — these  are  the  puzzles  set  be- 
fore the  retailer  if  he  will  consider  their  purchase  at  all. 

The  new,  or  we  might  term  it  the  very  old  sc|uare 
or  Philadelphia  toe  is  being  talked  of  considerably.  The 
retail  trade  are  not  as  yet  taking  very  kindly  to  the 
idea,  however,  and  it  seems  about  the  only  way  left  for 
the  manufacturer  of  lasts  and  patterns  to  continue  to 
puzzle  the  retailer.  He  has  used  all  other  ideas  within 
the  past  few  seasons,  viz.,  from  the  stubby  short  vamp 
stage  lasts,  with  extremely  high  Louis  XV.  heels,  to 
the  long  French  vamps  with  the  Spanish  heels  or  the 
low  receding  English  styles  with  their  very  flat  broad 
heels,  so  much  shown  and  used  in  Boston  to-day. 

There  is,  however,  a  redeeming  feature  this  spring 
in  the  fact  that  tans  seem  to  be  coming  into  use  again, 
especially  in  men's,  but  to  some  degree  in  women's 
also,  and  they  are  being  shown  in  the  best  of  Fifth 
Avenue's  high  grade  shops  as  amongst  the  newest 
ideas.  The  tango  trimmings  and  slippers  are  fast  be- 
coming a  thing  of  the  past,  but  rhinestones  both  white 
and  colored,  and  also  cut  steel  buckles,  and  especially 
in  the  button  style  as  used  now  on  the  new  fashion- 
able Cleopatra  colonials,  are  very  popular.  Kidney 
and  Spanish  heels  seem  to  be  quite  good  this  spring- 
but  the  talk  among  the  old  established  and  up-to-date 
houses  is  that  they  are  not  going  to  last  long,  owing 
to  their  impracticable  style,  both  from  the  view  of 
durability  and  comfort.  In  a  great  many  instances 
the  retailer  will  welcome  this  lack  of  any  decided 
change  in  styles  as  it  will  allow  him  the  chance  to 
get  more  into  the  way  of  carrying  staple  lines  which 
are  really  the  "bread-winners,"  without  having  to 
make  any  great  outlay  for  some  "new  freak." 

The  full  quarter  and  upper  combination  being  used 
now  in  women's  button  boots  is  very  popular  and  will, 
no  doubt,  continue  to  be  so  for  fall  and  winter  trade. 
These  are  being  used  mostly  with  patent  vamps  and 
either  black  cloth,  vesting,  or  brocade  in  both  black 
or  colored  quarters.  A  great  many  are  shown  in 
black  brocade  with  gold  or  silver  threaded  designs. 


Shoe  Ornaments  and  Trimmings 

In  the  coming  spring  and  summer,  shoe  ornaments 
and  trimmings  will  be  stronger  than  ever,  and  they 
are  being  shown  in  great  variety.  We  illustrate  here 
a  beautiful  rosette  for  ladies'  evening  slippers.  This 
is  the  product  of  M.  B.  Martine.  Inc.,  of  New  York 
Cit)^  who  manufacture  shoe  ornaments  and  trimmings, 
including  rhinestone  and  metal  buckles,  rosettes,  bows 


Rosette  for  Ladies'  evening  slipper. 


and  tango  ornaments.  The  shoe  retailer  will  be  well 
advised  to  lay  in  a  stock  of  these  beautiful  accessories. 
The  demand  for  them  should  be  great  and  will  be 
limited  only  by  the  locality  of  the  store,  the  class  of 
trade  catered  to  and  the  energy,  or  otherwise,  with 
which  the  shoeman  pushes  this  class  of  goods. 


Leather  Boot  Laces 

In  the  advertising  section  of  this  issue  E.  M.  Balm- 
lorth  (lace  leather  manufacturer)  of  Leeds,  England, 
is  soliciting  inquiries  from  bona-fide  importers  and 
finding  houses  for  his  special  boot  laces.  Mr. 
Balmforth  states  that  he  is  now  doing  a  world- 
wide trade,  and  that  his  business  has  been  built  up 
on  the  splendid  wearing  qualities  as  well  as  the  ex- 
ceptional appearance  of  his  goods.  This  is  a  result 
of  special  methods  employed  in  production.  Fie 
claims  that  nowhere  can  laces  be  bought  which  are  as 
strong  and  durable.  Unlike  woven  laces  the  color  is 
permanent  and  there  is  no  trouble  with  shaggy  fray- 
ed ends.  The  laces  are  put  up  under  the  B.L.  Brand 
which  the  manufacturer  claims  soon  become  known  to 
retailers  and  consumers  on  account  of  their  high 
quality. 


Satin  pumps  come  in  many  colors  and  if  you 
would  carry  a  complete  line  you  must  stock  heavily. 
The  problem  may  be  solved  by  carrying  dyes  which 
will  change  the  white  pumps  to  the  desired  color. 


Are  you  preparing  to  turn  the  newly  established 
parcels  post  to  advantage  in  connection  with  your  busi- 
ness? Stop  knocking  the  mail-order  house  and  get 
iKisy  yourself. 
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Fall  Offerings  for  1914 


Women's  patent  button,  fabric  upper  and 
quarter,  plain  tip.  heart  shaped  Louis 
heel,  recede  toe,  Hervey  E.  Guptill. 


"Sorosis"  new  model  Colonial  pump, 
patent  leather  vamp,  jjunmetal 
quarter,  plain  tip,  recede  toe. 


Sorosis"  women's  button,  patent  leather 
vamp,  brocaded  upper  and  quarter,  heart 
shaped  Louis  heel,  plain  tip,  recedingtoe. 


FOOTWEAR    IN  CANADA 


97 


Some 
Dainty  New 
Fall  Styles 


Women's  button,  patent  leather  vamp 
and  quarter,  gunmetal  upper,  Louis 
heel,  recede  pointed  toe,  plain 
tip.  Utz  &  Dunn  Company. 


Women's  patent  leather  button,  fabric 
upper,  whole  quarter,  spool  heel, 
recede  toe,  plain  tip.  John 
Strootman  &  Company. 


Women's  patent  leather  button,  gunmetal  upper, 
medium  heel,  pointed  recede  toe,  plain  tip. 
The  Slater  Shoe  Company. 


Cubist  pump. 
Hazen  B.  Goodrich  &  Company. 
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Accounting  Systems  that  are  Suited 

to  Shoe  Stores 

T 


HE  problem  of  inaugurating  an  accounting  sys- 
tem for  the  slioe  store  is  an  ever  perplexing 
one,  and  possihl}'  no  other  business  requires 
si)  nuicli  supervision,  in  proportion  to  the 
amount  of  accounting  recpiired,  as  the  retail  siioe  ])usi- 
ness.  Tile  departmental  store  with  a  shoe  department 
is  usually  in  a  position  to  take  care  of  its  business, 
but  even  in  some  of  the  largest  of  these,  not  enough 
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Fig.  1.— Order  Form. 

attention  is  given  to  stock  records  and  expense  distri- 
bution to  know  if  the  department  is  paying  or  not. 
We  often  "THINK"  it  does  or  does  not  and  tlie  l)ur- 
den  of  accuracy  is  neglected. 

The  Departmental  Store 

A  very  good  plan  for  a  departmental  store  is  to 
measure  the  floor  space  and  to  allot  a  charge  of  so 
much  per  square  foot  (in  proportion  to  the  total  rental 
value  of  the  entire  store)  for  the  space  used.  Propor- 
tion the  office  and  other  charges  such  as  salaries,  light, 
heat,  etc.,  pro  rata  volume  of  turnover;  and  charge 
directly  to  the  department  sucli  direct  wages,  ex- 
penses, etc.,  as  may  occur.  This  would  give  the  oper- 
ating expense  by  the  day,  the  week,  and  the  month, 
while  the  general  recapitulation  of  sales  would  show 
the  percentage  of  expense  against  sales — a  most  im- 
portant feature,  and  one  that  is  to  some  extent  control- 
lable ;  certainly  one  that  should  Ije  watched  in  regard 
to  the  selling  force.   A  weekly  report  would  be  a  baro- 

MiStER.  6iooD6UY'£R 

"PROGRESS  CiTV   /f 


-IS 


f^'NOUY    SHIP  TO  US 

•SoBJECT    TO  OVR  TCflMi  ^«rfO  COhiatT'OnS 


;^ESCt  iPT  10  N 


meter  of  the  business.  Advertising  should  be  charged 
directly  to  the  department  and  classified  along  the 
specified  lines.  The  results  of  various  mediums  should 
be  watched,  and  your  advertising  charges  credited 
with  some  proportion  of  your  increased  returns. 

Common  Mistakes 

I'ietail  shoe  merchants  are  only  too  likely  to  rely- 
on  some  system  devised  by  tiiemselves  to  take  care  of 
their  own  needs  in  the  matter  of  store  accounting. 
(This  is  true  of  merchants  in  all  lines  of  business.) 
Now,  if  someone  should  apply  for  the  position  of  man- 
ager of  a  store,  with  as  little  experience  and  accuracy 
as  are  found  in  the  so-called  accounting  system,  the 
merchant  would  be  amazed  at  the  audacity  of  the  ap- 
jdicant,  yet  the  ofiice  is  the  chief  factor  in  any  busi- 
ness. Some  of  you  merchants  who  may  read  this  ar- 
ticle are  in  the  above  position,  but  are  either  too  self- 
satisfied,  or  too  careless  to  make  tiie  necessary 
changes. 

The  First  Requisite 

The  first  requisite  of  the  retail  merchant  is  a  pur- 
chase .system.  Figure  1  shows  the  form  to  be  used  in 
placing  the  order  in  the  hands  of  the  vendor  either  by 
mail  or  traveller. 

Figure  2  shows  the  exact  copy  of  the  order  as 
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Fig.  2. —  Exact  copy  of  Order. 


Fig.  3.— Receiving  Sheet. 

given,  containing  the  complete  record  of  purchase  and 
additional  information  for  private  use. 

Figure  ?>  contains  all  the  information  except  the 
cpiantity  ordered  and  the  price — the  latter  need  never 
be  filled  in,  but  the  former  must  be  filled  in  from  the 
count,  as  the  case,  or  cases  are  unpacked.  Any  dif- 
ference in  kind  or  stock  number  must  be  noted  on  this 
sheet,  which  is  the  receiving  sheet,  ."^liould  the  mer- 
chant desire  to  mark  the  cost  and  selling  price  at  this 
time,  he  can  do  so  by  writing  these  prices  on  the  re- 
ceiving sheet,  using  private  mark,  of  course,  but  in  no 
case  should  the  invoice  be  used  in  marking  goods. 

Figuring  Cost 

Your  cost  should  be  figiu-ed  with  a  percentage  add- 
ed to  cover  expense  of  purchasing,  packing,  delivering, 
insurance,  carrying,  etc.,  and  the  gross  cost  should  be 
marked  in  something  of  this  style: — say  the  invoice  is 
entered  in  an  invoice  book  (Fig.  4)  and  given  a  con- 
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secutive  number,  and  say  the  invoice  was  dated  March 
10th,  1914,  you  would  then  have 

(Invoice  Number)  Mar.  3  month  1914  Price. 
43  3  14  Oed 

Altogether  this  would  read  433140ED~  followed 
by  the  sale  price.  You  ask  "What's  The  use  of  all 
that?"  The  number  gives  you  the  exact  invoice,  the 
date  is  of  importance,  as  it  shows  when  the  goods 
came  in,  and  if  they  have  been  in  stock  too  long.  A 
w-ise  merchant  w^ould  watch  his  shelves  as  a  miser 
does  his  money  bags,  and  if  certain  lines  were  drop- 
ping behind  in  style,  he  would  remember  that  a  small 
loss  now,  is  better  than  a  greater  one  later  on.  The 
cost  mark  shows  how  far  you  can  go  without  loss. 

Check  Goods  Carefully 

Just  another  word  about  the  receiving  sheet — Fig. 
3.  Goods  should  be  entered  on  this  sheet,  and  the 
sheet  compared  with  the  invoice  before  the  empty 
cases  are  disposed  of.  This  will  often  save  many 
claims  for  shortages  and  disputed  accounts  with  the 
wholesalers.  The  writer  actually  knows  of  one  manu- 
facturer of  another  line,  who  buys  cases  from  the  retail 
shoe  merchants  in  the  town,  who  has  repeatedly  found 
a  whole  layer  of  shoes  in  a  case ;  also  in  one  instance  a 
lot  of  boxes  that  were  purchased  in  the  winter  lay  out- 
side all  through  the  spring  rains,  with  the  result  that 
over  twenty-four  pairs  of  shoes  were  damaged.  How 
many  were  found  and  not  reported?  It  is  impossible 
to  say,  but  you  may  guess — and  this,  only  because  a 
purchase  and  receiving  system  were  not  kept  up.  Do 
not  let  the  clerk  know  how  many  pairs  are  supposed 
to  have  arrived  and  check  from  that :  make  him  count 
and  record  those  that  did  arrive. 

Keeping  Track  of  Shoes 

All  invoices  coming  in  should  be  entered  in  an  in- 
voice book  (Fig.  4)  immediately  the  goods  have  been 
received,  but  not  before,  because  this  book  becomes 
the  basis  of  your  stock  record  in  case  of  fire,  and  com- 
plies with  the  law  (as  required  in  some  provinces.) 

Some  merchants  go  so  far  as  to  keep  track  of  each 
pair  of  shoes  by  entering  the  kind  and  quantity  re- 


Purchase  Record 


Invoices  for  the  Month  of 


Fig.  5.— Accounts  Payable. 

culars,  and  posting  the  invoice  from  the  invoice  book 
(Fig.  4)  to  the  credit  of  the  wholesaler  or  manufac- 
turer. When  settlement  is  made,  post  the  settlement 
to  the  debit  of  the  same  account. 

Now,  the  advantage  of  this  system  is  that  when  a 
card  account  is  closed  by  payment,  it  is  filed  in  the 
closed  account  index,  and  when  you  again  buy  from  the 
house,  is  brought  back  into  use.  Your  accounts  pay- 
able are  thus  quickly  referred  to.  They  are  now  com- 
pact and  up-to-the-minute,  and  should  be  your  refer- 
ence before  paying  an  account  or  accepting  a  draft. 

General  Expenses 

Your  general  expense  and  operating  accounts  can 
be  handled  the  same  way,  or  kept  in  a  separate  book, 
allowing  a  sheet  or  more  for  each  account,  and  all  your 
expense  items  can  be  separately  classified,  such  as: — 
rent,  heat,  light,  store  expenses;  wages,  delivery,  sales 
expenses ;  interest,  discount,  exchange,  rebates  receiv- 
ed and  allowed ;  sundries,  cleaning,  charity ;  office  ex- 
penses, wages,  postage,  stationery,  etc.  Freight,  ex- 
press, packing-  charges,  etc.,  are  chargeable  direct  to 
the  goods  or  Merchandise  Account,  with  the  invoice, 
and  form  part  of  the  determined  cost. 

The  Sales 

AA^e  have  now  dealt  with  the  purchase-receiving 
and  settling  part  of  the  business,  but  the  most  import- 
ant part  is  to  follow — viz.,  the  sales.  All  sales  (whether 
cash  or  credit)  should  be  recorded  on  a  duplicate 
counter  check  book — no  matter  how  elaborate  a  cash 
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Fig.  4. — Invoice  Book. 


ceived  under  its  own  classification,  and  checking  off 
the  sales  from  the  duplicate  of  the  counter  checks 
(whenever  they  have  time)  ;  but  the  experience  of  the 
writer  is  that  eventually,  this  checking  drops  behind 
and  the  system  is  abandoned.  It  never  should  have 
been  started.  The  merchant  should  study  his  stock — 
not  the  book  record  of  it.  Accounts  payable  are  best 
kept  track  of  by  a  card  ledger  system  (Fig.  5)  Avriting 
the  name  of  the  manufacturer,  terms,  and  other  parti- 


register  you  may  have — and  the  cost  mark,  as  well  as 
the  sale  price,  should  be  recorded  also,  unless  you  have 
a  separate  parcelling  department  as  a  check  on  the 
goods  going  out.  The  cash  sale  checks  should  be  filed 
on  a  spike  file  during  the  day,  and  carefully  checked 
over  next  morning,  after  which  they  may  be  destroy- 
ed or  filed  away.  You  should  do  this.  A  careless 
clerk  or  a  too  generous  one  may  cost  you  hundreds  of 
dollars,  and  yet  resent  the  statement  that  he  has  been 
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dishonest.  No  cash  register  or  any  other  mechanical 
ccjntrivance  can  prevent  an  under  sale,  but  the  mer- 
chant is  to  blame  if  he  fails  to  check  it  up. 

The  Rock  of  Bankruptcy 

So  much  for  the  cash  end  of  the  business.  That 
which  you  have  you  should  be  able  to  take  care  of,  and 
that  which  you  have  not,  but  should  have,  is  quite  an- 


Fig.  6.— Account  Register. 

other  matter.  Here  is  where  a  great  number,  in  their 
self-satisfied  condition,  are  content  with  the  antiquated 
method  of  keeping  track  of  what  is  owing  to  them,  and 
drift,  drift  along,  until  they  land  on  the  rocks  of  bank- 
ruptcy;  not  because  they  gave  credit  (for  the  world  is 
run  on  credit — from  the  nations  down),  but  because 
they  did  not  make  sure  of  the  accuracy  of  their  ac- 
counts, or  have  a  system  whereby  no  account  could  be 
overlooked  or  allowed  to  become  oM  for  want  of  col- 
lection efforts. 

Remember,  an  account  of  $10.00  is  perhaps  worth 
$10.00  up  to  thirty  days ;  if  not,  you  would  not  have 
granted  the  credit,  but  after  that  it  declines  in  value 
faster  than  any  other  asset  you  have.  Your  expense  of 
collection  increases  as  the  account  grows  older  and 
your  chances  of  collection  are  lessened.  Tlien  WHY 
let  the  account  grow  old?  I'll  tell  you  why — you  have 
it  buried  in  an  old  style  ledger  and  you  know  of  it  only 
when  it  is  called  to  mind.  But  it  is  not  forced  on  yoiu' 
mind  always  and  consequently  before  you  realize  it, 
your  debtor  has  moved  away,  or  is  out  of  work,  or 
there  is  one  of  many  reasons  why  he  cannot  pay. 

The  Account  Register 

There  are  a  number  of  excellent  systems  on  the 
market  that  handle  this  vexatious  problem  in  a  metlmd 
quite  novel  to  an  old  timer  and  in  a  way  that  is  a 
complete  change  from  the  old  style  methods  (and  some, 
of  the  so-called  up-to-date  ones).  I  refer  to  the  ac- 
count register,  which  is  to  accounts  of  far  more  ne.  es- 
sity  than  a  cash  register  is  to  cash — because  the  latter 
only  takes  care  of  that  which  vou  already  have  in  your 
possession,  whereas  the  former  takes  care  of  what  you 
have  not,  but  should  have.  After  nearly  thirty  years 
of  general  and  professional  accountancy,  the  writer 
honestly  believes  that  for  taking  care  of  customer's  ac- 
counts in  a  retail  business  an  account  register  oflc's 
many  advantages  over  any  other  system — and  a  gen- 
eral description  will  cover  some  of  the  better  ones.  A 
cut  of  one  is  shown  here  (Fig.  6). 


In  tlie  first  place  the  counter  check  book  and  tilly 
sheets  must  be  used,  and  used  for  every  sale.  Also 
every  check  must  be  accounted  for  on  the  tally  sheet; 
or  how  can  you  know  if  one  is  lost?  Counter  check 
books  must  be  specially  ruled  (Fig.  7)  to  show  the 
past  account  added  to  the  purchase  of  the  day.  In  this 
way  you  render  to  your  customer  an  up-to-date  state- 
ment (and  one  which  he  never  disputes,  as  it  grew 
under  his  eyes)  and  make  a  mute  appeal  for  settle- 
ment. Nine  times  out  of  ten  your  customer  will  him- 
self refer  to  the  past  account  and  make  some  general 
promise  of  payment,  in  which  case  some  notation 
should  be  made  and  you  should  see  that  such  promises 
are  kept. 

Again,  under  the  older  methods  you  would  have  to 
enter  the  charge  in  a  day  book  or  post  the  entry  to  a 
ledger  or  statement,  thereby  deferring  the  payment 
I)eriod  until  you  send  the  statement  to  him — most  gen- 
erally at  a  time  when  every  other  merchant  he  owes 
also  sends  him  statements — thereby  asking  for  pay- 
ment at  the  one  period  he  is  less  able  to  pay  you  on 
account  of  the  other  demands.  Whereas,  with  the  ac- 
count forward  on  the  check  book  at  the  time  of  sale, 
advantage  may  be  taken  of  the  opportunity  to  speak 
of  the  account  without  ofifence  to  the  customer.  Think 
this  over  carefully. 

Of  the  register  itself,  it  merely  saves  all  the  ex- 
pense and  time  wasted  in  posting  the  various  charges 
(no  inconsiderable  item),  it  prevents  the  possibility  of 
posting  to  a  wrong  account,  it  shows  you  on  each 
open  page  (double)  what  twenty  people  owe  you  and 
has,  moreover,  each  customer's  account  made  "up-to- 
the-minute." 

The  charge  slips  are  held  in  place  by  a  double 
spring  steel  finger  that  is  practically  indestructable  and 
that  prevents  any  possibility  of  loss  of  slips.  Your 
approval  and  C.  O.  D.  charges  are  also  taken  care  of 
under  these  "'fingers,"  so  are  your  petty  accounts  (the 
bugbear  of  your  business)  and  you  see  at  a  glance 
what  is  owing  to  you  by  every  customer  (twenty  at  a 


Fig.  7— Counter  Check  Book. 


time)  so  that  it  is  a  merchant's  own  fault  if  lie  lets  a 
customer  get  behind  witiiout  trying  to  collect. 

The  metal  sheets  which  hold  the  fingers  that  liild 
the  accounts  arc  attached  by  "lazy  tongs,"  which  per- 
mit of  the  sheets  being  lifted  out  (all  together)  and 
compressed  into  the  smallest  possible  space  to  fit  your 
safe  at  night.  Some  registers  are  provided  with  ca-h 
drawers  to  save  a  cash  register,  but  as  an  expert  ac- 
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countant,  I  would  not  advise  this  as  they  depend  on 
something  to  be  done  to  complete  the  record  and  tiic 
reason  I  advise  the  account  register  is  that  it  does 
what  is  necessary  with  the  least  possible  effort. 

These  systems  are  complete  with  daily  record 
sheets  that  do  away  with  the  necessity  of  all  books, 
for  instance,  a  daily  sheet  takes  care  of  Sales  (cash, 
credit  and  trade).  Cash  Registers  (cash  sales,  received 
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Fig.  8.— Sample  page  of  Stock  Book  used  by  many  Canadian  retailers. 
Can  be  adapted  to  loose-leaf  system. 


on  account,  bank  withdrawals,  etc.).  Cash  Payments 
(such  as  paid  for  expense,  paid  for  stock,  paid  on  ac- 
count, etc.),  and  next  morning  a  one-line  entry  across 
the  page  of  a  record  book  gives  you  your  cash  record 
sales,  purchase  record  and  the  one  thing  importdut 
above  all  others — a  daily  and  comparative  knowledgf 
of  what  you  owe  and  what  is  owing  to  you.  At  pre- 
sent you  only  know  how  much  you  owe  and  how  much 
is  owing  to  you  once  a  month,  and  that  only  if  you  take 
a  statement  off  your  book.  But  you  never  know  if 
either  is  right  unless  you  take  a  trial  balance.  Mr. 
Merchant,  do  you  do  it?  It  might  surprise  you  to 
know  that  some  do  not  know  the  meaning  of  trial  bal- 
ance. But  unless  you  balance  up  and  prove  your 
figures  to  have  been  correct,  you  never  know  where 
you  are  at — and  what  your  losses  are  through  care- 
lessness and  incompetency. 

This  is  straight  language,  but  none  too  strong,  for 
over  half  the  troubles  that  have  passed  through  my 
hands  were  preventable  had  the  merchant  insisted  on 
an  absolute  check  of  his  accounting  system.  And  yet 
these  merchants  were  honest  in  their  way,  but  is  it 
honest  to  owe  and  extend  credit  (short  credits  are 
everywhere  of  advantage  as  sales  are  increased,  and  in 
some  places  they  are  absolutely  necessary)  beyond 
your  ability  to  pay.  and  on  top  of  all  this  bury  your 
accounts  in  an  old  time  book  where  memory  must  be  a 
factor  in  collection. 

The  account  registers  (the  better  ones)  supply  such 
a  system  that  you  can  balance  your  accounts  daily,  if 
you  so  desire,  and  which  show  you  dail)- — properly 
classified— your  cash  receipts,  cash  disbursements, 
sales,  your  purchases,  bank  re.cord,  liabilities  and  ac- 
counts receivable.  You  have  this  daily,  weekly, 
monthly,  with  no  more  labor  than  in  formerly  keeping 
an  old  time  cash  book  and  at  the  end  of  the  month  you 
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can  figure  your  present  worth  with  considerable  accur- 
acy— ^for  you  know  your  expense  of  doing  business  and 
your  turnover  and  you  can  get  your  approximate 
stock  from  the  records. 

There  are  a  number  of  systems.  Some  do  not  go  as 
far  as  to  give  you  the  above  information.  Do  not  ac- 
cept one  that  does  not.  Get  a  complete  system,  under- 
stand, it  thoroughly,  add  the  purchase  system,  and  if 
you  blunder  on  without  success,  the  fault  (and  it  will 
then  be  a  fault)  will  be  all  your  own. 


Reducing  Cost  of  Samples 

The  enormous  expense  involved  in  the  manufac- 
ture of  samples  to  completely  show  every  style  and 
design  of  shoe  manufactured  by  large  concerns  selling 
to  the  retail  trade  is  an  item  which  represents  a  con- 
siderable burden,  but  one  which  it  has  seemed  impos- 
sible to  reduce.  A  suggestion  has  been  made,  and,  we 
understand,  has  already  been  adopted  by  a  few  manu- 
facturers, of  supplying  salesmen  with  samples  of  only 
one  design  on  each  last,  supplementing  these  will  full- 
size  photographs  made  from  artistic  pictures  of  the  re- 
maining designs.  For  instance,  the  blucher  shoe  may 
be  made  up  over  a  certain  style  of  last,  and  drawings 
are  then  made  of  other  designs,  such  as  lace,  button, 
etc.,  made  over  this  last,  and  as  many  photographs 
are  taken  as  are  necessary  to  suppl}?-  each  salesman 
with  an  illustration  of  each  design. 

Still  another  method  is  the  manufacture  of  one 
pair  of  every  style  and  design  of  shoe,  and  then  to 
supply  photographic  duplicates  of  these  shoes  to  all 
salesmen.  By  the  latter  method,  of  course,  only  one 
sample  on  each  style  of  last  would  be  carried  by  each 
salesman,  and  the  remaining  designs  would  be  shown 
in  the  photographs. 

The  advantage  of  the  above  method  is  twofold.  It 
not  only  largely  reduces  the  cost  of  samples  each  sea- 
son, but,  in  a  great  many  instances,  reduces  the  travel- 
ling expense  of  the  salesman,  as  excess  baggage  is 
eliminated  and  with  a  less  cumbersome  equipment, 
salesmen  can  visit  a  larger  number  of  possible  custo- 
mers each  day.  With  actual  photographs  of  the  shoes 
and  one  sample  shoe  made  over  each  last,  the  pur- 
chaser can  as  readily  select  the  goods  he  wishes  as 
though  shoes  of  all  designs  are  actually  before  him. 

It  is,  of  course,  essential  that  the  photographs  be 
exceedingly  clear  and  made  in  the  actual  size  of  the 
shoe.  We  would  not  be  surprised  to  see  this  idea 
widely  developed  by  all  concerns  employing  a  con- 
siderable number  of  salesmen. 


More  McKays  Will  Be  Sold 

A  prominent  manufacturer  of  men's  shoes  states 
that  he  considers  a  men's  McKay  at  $2.00  to  $2.25 
wholesale,  contains  a  great  deal  more  wearing"  value 
for  the  consumer  than  welts  at  the  same  range  of 
prices.  It  is  reasonable  to  expect  that  this  high  leather 
market  will  cause  many  to  shift  from  welts  to  McKay 
sewed  men's  shoes,  as  is  already  pronounced  in  the 
women's  trade.  The  manufacturing  cost  of  the  latter 
is  about  twenty-five  cents  per  pair  less — a  considerable 
amount  to  be  used  for  better  uppers  and  soles,  with  a 
portion  for  profit  also. 


In  spite  of  its  unsuitability  for  hot  weather,  all  au- 
thorities agree  that  patent  leather  will  have  the  larg- 
est sale  for  spring  and  summer. 
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Shoe  Making  Depicted  on  "Movies" 

It  was  an  excellent  idea  of  the  Association  of  Sup- 
erintendents and  Foremen  of  Montreal  to  secure  the 
co-operation  of  the  United  Shoe  Machinery  Company 
of  Canada,  Limited,  at  the  third  annual  entertainment 
and  ball  held  on  I'^ebruary  13  at  Stanley  Hall,  Mont- 
real. The  United  Shoe  Machinery  Company's  part 
was  providing  a  "movie"  show  depicting  the  process 
of  manufacture  of  shoes.  The  operations  were  no 
doubt  familiar  to  many  of  the  large  audience,  but  the 
show  was  not  the  less  fascinating  for  that,  for  men 
engaged  in  a  particular  business  are  often  more  keen- 
ly interested  in  the  details  than  outsiders.  The  pic- 
tures illustrated  the  many  processes  incidental  to  the 
making  of  shoes,  and  gave  a  good  idea  of  the  compli- 
cated and  ingenious  machines  of  the  United  Shoe  Ma- 
chinery Company,  which  arc  the  result  of  years  of  ex- 
perience and  experiment. 

Mr.  Charles  T.  Cahill,  the  advertising  manager  of 
the  company,  Boston,  gave  a  lucid  explanation  of  the 
processes,  and  also  reviewed  the  history  of  shoe  mak- 
ing machinery.  He  traced,  in  a  brief  way,  the  develop- 
ment of  shoes  from  the  very  earliest  periods,  down  to 
the  cordwainers  or  cobblers'  guild  in  England,  and  so 
on  to  the  time  when  macliinerv  was  introduced.  Mr. 


Cahill  sjjoke  of  the  invention  of  the  sewing  machine 
as  an  important  epoch  in  shoe  manufacture,  and  des- 
cribed the  inventions  of  McKay  and  Goodyear,  with 
the  subsequent  improvements,  which  had  revolution- 
ized the  industry. 

There  were  present  several  officials  of  tlic  United 
Shoe  Machinery  Company  of  Canada,  manufacturers, 
retailers  and  members  of  the  boot  and  shoe  section  of 
tile  Retail  Merchants'  Association  of  Canada. 

A  ball  followed  the  cinematograph  show.  The  fol- 
lowing were  the  entertainment  officers:  Ball  Commit- 
tee: E.  F.  Leonard,  President;  J.  A.  Coleman,  Secre- 
tary; D.  A.  Leighton,  Treasurer.  Reception  Commit- 
tee: E.  F.  Leonard,  J.  McEntire,  Geo.  A.  McMillan, 
H.  VV.  Algoe,  J.  Beauchamp,  A.  Dubois,  A.  O.  Giroux; 
Dancing  Committee:  J.  A.  Mathieu,  director;  C.  A. 
Croteau,  ].  A.  Coleman,  A.  Mortton,  D.  A.  Leighton, 
J'aul  Roy. 


If  the  sIkjc  repairer  wishes  to  be  up-to-date  and 
make  money  he  must  install  machinery.  The  public 
demand  it  as  it  gives  quicker  and  better  service. 


If  you  are  building,  consider  well  your  store  front. 
This  is  one  of  your  greatest  ad\  ertising  assets. 


A  Most  Persistent  Beggar 

(With  Apologies  to  Mr.  Rudyard  KiplinM) 


When  you've  served  your  fussy  client  with  a  smile 
upon  your  face, 
When  you've  finished  making  errand  boys  to  squirm, 
Will  you  give  a  moment's  hearing,  just   by   way  of 
kindly  grace, 
To  a  gentleman  who  represents  his  firm? 
He's  a  most  persistent  beggar,  and  his  energy  is  great, 

But  his  customers  must  take  him  as  they  find  him ; 
He's  engaged  throughout  the  country,  booking  orders 
up  to  date. 

And  he  doesn't  leave  so  very  mucli  I^ehind  him. 

Big  firm;  small  lirm;  firm  of  merchant  kings, 

I*"ifty  thousand  travelers  with  the  same  old  cry ! 
Each  of  them  doing  his  level  best  to  sell  all  sorts  of 
things. 

And  begging,  while  yoiu"  credit's  good,  you'll  buy, 
buy,  buy. 

There  are  firms  he  called  on  ijoldiy,  asking  no  permis- 
sion to, 

For  he  knew  he  wouldn't  get  it  if  he  did. 
There   are  firms   who   pay   up   punctual   when  the 
prompts  are  falling  due  ; 
From  others  he'll  not  likely  get  a  (juid. 
There  are  some  he  sold  too  much  to — they're  not  sorry 
when  he's  gone ; 
A  too  persistent  beggar  they  may  find  him. 
But  you  mustn't  blame  if  sometimes  he  puts  extra 
pressure  on ; 
You'd  be  sorry  if  he  left  a  want  behind  him. 

Big  wig;  small  fry;  chap  like  a  belted  carl ; 

Son  maybe  of  a  publican — all  of  them  having  a  try. 
Each  of  them  doing  his  level  best  (you'll  seldom  find  a 
churl). 

Fill  his  book,  for  your  credit's  good,  and  buy,  buy. 
buy ! 


There  arc  travelers  by  thousands,    not    too  bashful 

what  they  speak, 
And  are  stickers  when  they  once  begin  to  spout ; 
They  have  fairly  tidy  exes  paid  'em  punctual  once  a 

week, 

'Cause  it  costs  'em  just  a  trifie  when  they're  out. 
lie's  a  most  persistent  beggar,  and  he  won't  forget  to 
call. 

And  his  clients  didn't  need  to  send  to  find  him; 
He'll  get  his  line  and  book  it,  and  the  job  that's  best 
of  all 

Is  to  know  that  there's  but  little  left  behind  him. 

Big  job ;  small  job ;  he  has  so  clean  a  broom 

He'll  sweep  the  decks,  ere  he  leaves  the  shop  (at 

least,  he'll  have  a  try). 
Each  man's  doing  his  level  I)est,  and  for  more  there 

isn't  room, 

So  fill  his  book,  for  your  credit's  good,  and  buy,  buy, 
buy ! 

Now  you'll  manage  when  he's  coming  you  can  look 
him  in  the  face. 
And  tell  him — what  he'd  very  much  prefer — 
That  while  you  bought  from  others,  yet  you  gave  his 
firm  a  place ; 
His  opponents  (they  are  many)  won't  demur, 
lie's  a  most  persistent  beggar,  and  he  tries  to  collar  all 

For  he  doesn't  want  employers  to  remind  him 
'i'hat  you  sent  away  the  order  when  advised  that  he 
would  call. 

So  you'll  save  the  line  his  rivals  left  behind  him. 

iiig  line;  small  line;  line  to  make  you  stare. 

Fifty  thousand  travelers,  all  with  the  same  old  cry ! 
Each  of  them  doing  his  level  best.    \\'hat  orders  have 
you  to  spare? 
Trot  them  out,  for  your  credit's  good,  and  buy,  buy, 
buy ! 


FOOTWEAR    IN  CANADA 


Latest  Footwear  Styles 


Botte  Mondaine.   High  Louis  heel,  sky  blue  fabric  upper,  with  red  flap  on  top, 

vamp  and  quarter,  Alice  blue  upper,  gilt  trimming  and  tassel, 

fancy  foxed. 


Bottine  D'Appartement.   Grey  felt  bedroom  slip- 
per, elastic  sides. 


r  Oriental.  Green  satin  strap 
pump,  brown  Louis  heel. 


Cothurne  de  Ville.     Light  tan,"  high  Louis  heel,  high 
cut  quarter,  built  for  slit  skirt. 


Cothurne  Gitania,  Green  satin  tongue 
cothurne. 


Illustrations  from  "  Le  Franc  Parleur. " 


Botte  Dernier  Cri.     Patent  vamp,  high 
heel,  flat  buttons,  grey  plaid  fabric  top. 
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New  Styles  and  Lasts  of  the  Gutta  Percha  and 

Rubber  Company 


Rubber 
Footwear 
Conforms 

to  New 
1914  Lasts 


Royal  Last.    Very  popular. 


English  Last.    For  latest  style  of  men's  shoes. 
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Women's  patent  button,  gunmetal  heel,  plain  tip,  pointed 

upper,  kidney  heel,  recede  toe.  recede  toe. 


Ladies'  patent  bal,  gunmetal  upper,  medium 
high  heel,  round  recede  toe.  Minister 
Myles  Shoe  Company. 


Women's  gunmetal  button,  kidney 
heel,  pointed  recede  toe. 


Women's  patent  leather  button,  gun- 
metal top,  medium  heel,  recede 
pointed  toe. 


io6  FOOTWEAR    IS  CANADA 


Making  Felt  Footwear — From  Raw  Material 

to  Finished  Product 


HAVE  3011  ever  thoiiglit  of  the  making  of  felt 
footwear  which  is  sold  in  all  shoe  stores  and 
all  general  stores  throughout  the  country? 
These  shoes  are  used  by  lumbermen,  team- 
sters, men  on  railway  construction,  and.  in  fact,  by 
every  one  everywhere  who  wishes  to  keep  his  feet 
warm — for  felt  is  a  good  non-conductor  of  heat.  Some 
lines  are  all  leather  covered,  made  on  fine  lasts  and 
could  be  worn  for  dress  occasions  and  be  quite  suit- 
able. There  are  other  lines  for  ladies',  misses'  and 
children  ;  some  of  these  having  colored  tops  and  leather 
foxing. 

The  main  basis  of  felt  is  wool,  but  notwithstanding 


the  general  idea  that  in  every  country  is  to  be  found 
the  material  most  suited  to  the  needs  of  the  people  re- 
siding in  tliat  climate,  the  wool  of  the  Canadian  sheep 
is  practically  useless  for  felt-making.  The  great  bulk 
f)f  the  wool  that  is  used  for  this  purpose  comes  from 
Central  and  South  Africa  and  the  rest  from  Australia, 
India  and  Persia;  so  it  will  be  seen  that  it  is  the  wool 
of  the  tropical  sheep  and  goats — for  the  South  African 
sheep  is  a  hybrid,  a  cross  between  a  sheep  and  a  goat 
— that  supplies  the  material  for  keeping-  Canadian 
feet  warm. 

The  word  felt  is  derived  from  Danish  and  Saxon 
sources,  its  original  meaning  being  to  shrink,  pound 


A  Background  for  an  Easter  window. 

The  above  is  a  simple  Easter  display  which  can  be  installed  at  small  cost.  The  first  thing  to  do  would  be  to  make  the 
frames  for  the  centre  and  side  panels  in  size  to  fit  the  window.  Then  the  frames  of  these  panels  should  be  covered  with 
royal  purple  felt,  care  being  taken  that  the  felt  is  perfectly  smooth  on  the  frames. 

To  reproduce  the  black  panel  in  the  centre,  a  piece  of  black  felt  should  be  stretched  tightly  inside  this  panel  from  the 
back.  When  this  is  done,  draw  on  a  sheet  of  white  paper  the  row  of  bunnies  in  the  size  and  shape  desired,  after  which, 
cut  out  the  outline  and  place  on  a  piece  of  white  felt.  Then  with  a  pencil  carefully  trace  around.  This  you  will  find  will 
give  you  a  rough  outline  of  the  shape  of  the  rabbits  at  top  and  bottom  and  each  end.  When  this  is  done,  carefully  draw 
the  ears,  eyes,  etc.,  with  a  heavy  black  crayon.  When  you  are  satisfied  that  these  rabbits  look  natural,  cut  the  whoh 
string  out  in  a  row  from  the  piece  of  white  felt  on  which  they  were  drawn  and  paste  it  straight  across  in  the  centre  of 
the  black  panel. 

Artificial  lilies  should  be  grouped  in  each  corner  of  the  window,  crawling  up  as  far  as  above  the  top  of  panels.  The 
two  doves  suspended  at  each  end  should  be  white  stuffed  ones  and  hung  with  fine  black  thread.  The  eggs  seen  on  the 
top  part  of  the  panel  should  also  be  cut  out  of  white  felt,  in  the  same  manner  as  the  rabbits  and  pasted  on  the  top  of  the 
panel  which  is  covered  with  purple  felt.  '• 

The  base  of  the  window  should  be  covered  smoothly  with,  white  felt  and  a  few  shoes  displayed  neatly. 
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or  compress,  and  this  comprises  the  process  of  felt- 
making,  the  wool  being  shrunk,  pounded,  and  com- 
pressed into  the  substance  known  as  felt.  The  objec- 
tion to  the  Canadian  wool  is  that  it  will  not  "full"  or 
shrink  like  the  foreign  article. 

The  First  Process 

The  wool  reaches  the  felt  factory  in  large  bales 
done  up  in  burlap.  It  is  taken  from  the  store-room 
to  the  Picker  Room,  where  it  undergoes  the  first  pro- 
cess. Some  of  the  wool  has  been  washed  and  some 
not,  but  all  must  go  thfough  a  machine  called  a  Duster, 
where  it  is  thoroughly  cleaned.  The  wool  is  next  mix- 
ed and  blended,  the  qualities  and  colors  being  deter- 
mined in  this  process. 

After  the  wool  has  been  thoroughly  mixed  and 
blended  it  is  taken  into  the  Carding  Room.  Here  it  is 
put  into  feeders  of  the  same  kind  as  may  be  seen  in 
woolen  mills.  These  machines  are  automatic  and  feed 
the  carding  machine  evenly,  this  being  essential  to 
produce  felt  of  even  thickness.  The  product  is  taken 
off  the  carding  machine,  in  the  form  of  a  web,  on  an 
apron.  Two  different  styles  of  machines  are  employed 
in  this  room,  one  making  sole  felt  and  the  other  upper 
stock.  The  rollers  of  the  carding  machines  are  cover- 
ed with  numerous  spine-like  projections  something 
like  the  teeth  of  a  comb,  which  are  kept  ground  even 
and  true  by  a  machine  called  a  card  grmder.  The  felt 
is  run  off  in  rolls  of  even  thickness,  called  bats.  The 
webs  are  run  across  one  another  until  the  desired 
thickness  is  reached  for  either  so!e  stock  or  uppers. 

The  Hardening  Process 

The  bats  are  next  taken  to  the  Hardening  or  Felt- 
ing Room.  Here  they  are  laid  out  in  long  rolls  on 
tables,  one  roll  on  top  of  the  other,,  heavy  burlap  be- 
ing placed  between  each  roll  to  keep  the  sheets  apart. 
The  felt  is  here  thoroughly  dampened  and  run  through 
a  machine  called  a  "hardener,"  which  consists  of  two 
heavy  iron  tables,  one  resting  on  top  of  the  other. 
Both  of  these  tables  are  hot,  but  not  hot  enough  to 
burn  the  felt  however,  and  move  over  the  other  with  a 
sliding  motion  like  the  process  of  ironing.  Thus  by 
pressure  and  by  heating  the  water  in  the  felt  into 
steam  the  felt  is  hardened  and  compressed.  The  long 
rolls  are  next  put  through  the  Felter,  which  cuts  them 
into  suitable  sizes  for  either  sole  or  upper  stock. 

Coming  from  the  Felter  the  stock  goes  into  the 
Pulling  Room.  Here  the  upper  stock  is  put  through 
a  vat  called  a  Soaper  and  is  soaped  evenly  all  over. 
It  is  then  beaten,  in  various  mills,  with  machine  ham- 
mers, slow  speed  being  at  first  employed,  which  in- 
creases gradually  later  until  the  felt  has  been  hammer- 
ed into  the  desired  compression.  It  is  next  put 
through  the  Rotary,  which  compresses  it  still  more. 
From  here  it  passes  into  the  washer  where  it  is  scour- 
ed with  soda  to  remove  all  the  soap.  It  is  also  dyed 
and  rinsed  in  this  room  and  then  put  through  a  pro- 
cess called  Extracting,  which  removes  all  the  water. 

The  sole  stock  is  treated  in  special  machines  which 
shrink  it  to  about  half  the  size  it  was  on  leaving  the 
Felting  Room,  this  shrinking  process  is  accomplished 
by  the  use  of  water  and  sulphuric  acid.  After  the  soles 
are  dyed  and  "extracted"  thoroughly  they  are  dried 
and  put  into  a  power  press  and  subjected  to  a  pressure 
of  about  300  tons  to  the  square  inch.  The  various 
layers  have  steel  plates  between  them  and  are  first 
heated  with  steam  and  then  chilled  with  cold  water. 

The  upper  stock,  after  being  dyed  and  extracted,  is 
run  into  the  cloth  drier  and  remains  there  until  dry. 
when  it  is  sandpapered  and  sheared  to  produce  the  re- 


quired finish.  This  completes  the  manufacture  of  both 
sole  and  upper  stock. 

Cutting  up  the  Stock 

P'rom  here  the  complete  stock  passes  into  the  Cut- 
ting Room  of  the  shoe  department  which  is  divided  in- 
to two  sections,  the  uppers  being  cut  in  one  and  the 
soles  in  another  department,  the  latter  being  called 
the  Sole  Stock  Room.  In  the  upper  cutting  depart- 
ment is  a  machine  called  the  striping  machine  which 
cuts  the  felt  into  strips  of  a  required  size.  The  various 
parts  of  the  shoes  are  then  cut  out  by  hand  with  knife 
and  pattern,  the  same  as  in  the  leather  shoe  factory. 

In  the  Sole  Stock  Room  the  heels  and  insoles,  and 
in  some  cases  the  outsoles  as  well,  are  cut  on  the  "die- 
ing-out  machine,"  which  cuts  them  from  the  stock 
with  a  sharp  die.  Most  of  the  soles,  however,  are  cut 
on  a  machine  called  the  rounder,  by  which  the  knife 
travels  around  the  pattern  and  cuts  the  felt  the  desired 
shape.  A  skiving  machine  cuts  the  felt  into  any  de- 
sired thickness  while  the  buffing  machine  buff's  the 
side  of  the  sole  which  is  to  go  inside,  the  outer  part  of 
tiie  sole  being  left  as  it  is  until  the  shoe  is  completed. 
There  are  many  other  machines  used  in  this  depart- 
ment some  of  the  most  interesting  of  which  are  the 
channeling  machine,  which  cuts  a  channel  for  the 
stitch  which  holds  on  the  sole.  There  are  two  kinds 
of  channeling  machines,  one  which  cuts  a  straight 
channel  for  the  felt  sole  and  the  other  for  cutting  a 
channel  in  the  leather  outer  sole.  In  the  latter  case 
the  cut  is  made  along  the  edge  of  the  sole  all  the  way 
around,  the  flap  being  then  turned  back  on  a  machine 
called  a  channel  opener.  Felt  shoes  are,  of  course,  all 
McKay  sewn.  Another  machine  in  this  department 
worthy  of  mention,  perhaps,  is  the  moulding  machine, 
which  moulds  the  sole  to  the  spring  of  the  last. 

The  Fitting  Room 

All  the  parts  of  the  shoe  being  made,  they  are  now 
ready  to  be  put  together,  this  latter  operation  being- 
performed  in  the  Fitting  Room.  In  this  department 
are  many  sewing  machines  of  the  Singer  pattern,  girls 
being  employed  to  run  them  and  here  the  various  parts 
are  stitched  together.  One  variety  of  sewing  machine 
sews  a  "zig-zag"  stitch  and  is  used  for  joining  the 
upper  together  at  the  back  without  a  seam. 

Some  of  the  interesting  machines  used  in  this  de- 
partment are  the  eyeletting  machine,  which  punches 
the  eyelet  holes  and  rivets  the  eyelets  in  place  with 
great  rapidity ;  the  perforating  machine,  which  makes 
the  fancy  perforations  in  the  toe  cap  and  elsewhere, 
and  the  "Ensign"  lacer,  which  laces  and  ties  the  upper, 
doing  this  operation  as  neatly  and  much  more  quickly 
than  it  could  be  done  by  hand. 

The  finished  upper  now  goes  into  the  lasting  room 
where  the  insole  is  tacked  on  by  hand.  In  some  cases, 
however,  such  as  the  flexible  slippers,  the  upper  is 
simply  drawn  over  the  last  and  stitched  at  the  bottom, 
thus  doing  away  with  the  necessity  of  an  insole.  This 
is  called  "sling  work." 

From  the  lasting  room  the  upper  with  the  insole 
attached  goes  to  the  Finishing  Department,  mofe 
commonly  called  the  Bottoming  Room.  Here  the  up- 
per is  put  on  the  McKay  stitcher  where  the  sole  is 
sewn  on,  two  kinds  of  stitchers  being  used — one  for 
the  leather  soles  and  one  for  the  felt.  The  heels  are 
attached  by  a  nailing  machine,  which  in  one  operation 
drives  and  clinches  several  nails  through  the  heel  and 
sole. 

The  outer  sole  or  the  outside  of  the  sole  is  now 
buffed  and  the  channel  made  for  sewing  is  closed. 
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Tlien  the  shoe  passes  to  the  lieel  scouring  machine 
where  the  heel  is  ground  and  made  even.  It  then 
])asses  through  the  various  trimming  and  other  finish- 
ing machines,  about  the  last  operation  being  that  of 
|)lacing  the  brand  on  the  shoe,  whicli  in  felt  footwear  is 
l)urncd  into  the  felt  by  a  stamping  machine.    From  the 


bottoming  room  tlie  finished  articles  passes  into  the 
|)acking  room  where  each  shoe  is  looked  over  care- 
fully, trimmed,  polished,  brushed,  ironed,  etc.,  as  re- 
(|uircd,  when  it  is  ready  to  ije  shipped  to  the  customer. 
.Such  is  the  story  of  the  manufacture  of  felt  shoes 
frcim  the  raw  material  to  the  finished  article. 


To  Find  the  Cost 

THE  shoe  merchant  who  has  a  fixed  plan  of  buy- 
ing, who  knows  exactly  what  it  costs  to  do 
business,  who  knows  that  he  must  pay  over  a 
certain  price  for  a  shoe  to  retail  at  $2.50,  $3.00 
or  $5.00  has  no  difiiculty  in  placing  his  orders  at  any 
time  during  the  season.  The  best  buyers  map  out 
•their  stocks  in  advance.  They  know  exactly  how 
many  styles  they  are  going  to  put  in  to  retail  at  eacli 
price.  They  know  the  conditions  in  their  territory  and 
can  gauge  the  run  of  sizes  so  that  the  stocks  will  run 
otit  clean  at  the  end  of  the  season. 

Here  are  some  figures  of  the  beginning  a  few 
years  ago  of  what  is  now  a  very  substantial  chain  of 
retail  stores  selling  women's  shoes  to  retail  at  $2.50. 
These  figures  represent  the  basis  on  which  the  first 
was  opened,  and  show  how  the  shoes  were  bought  so 
as  to  show  a  profit. 

The  cost  of  doing  business  in  this  store  was  20  per 
cent.,  because  it  was  located  in  an  office  building  and 
the  expenses  were  low.  Most  stores  will  find  the  cost 
of  doing  business  to  run  closer  to  25  per  cent.,  and  in- 
stead of  paying  $1.85  for  a  $2.50  shoe  will  find  that 
their  average  price  must  not  run  over  $1.65. 

How  To  Go  About  It 

With  the  cost  of  doing  business  and  the  average 
price  at  which  shoes  must  be  bought  to  retail  at  any 
certain  price  established,  this  same  idea  can  be  used 
for  every  run  of  price.  The  capital  of  the  store  was 
$2,000;  the  rent  was  $75;  the  salary  of  the  proprietor 
was  $20  per  week;  the  salary  of  a  boy  helper  was  $15 
per  month;  the  incidentals  brought  the  cost  of  doing 
business  to  $200  per  month. 

It  was  accurately  estimated  that  the  business 
would  run  close  to  $12,000  per  year.  As  a  matter  of 
fact,  it  ran  between  $11,000  and  $12,000.  This  made 
the  cost  of  selling  20  per  cent.,  or  50c  on  every  pair  of 
shoes  retailing  at  $2.50.  To  make  any  profit,  they 
foimd  that  the  average  cost  of  shoes  must  not  be  over 
$1.85.  With  this  price  established,  it  was  found  that 
between  1,000  and  1,100  pairs  of  shoes  could  be  bought. 

It  was  found  that  a  few  shoes  could  be  bought  at 
as  low  as  $1.60  and  $1.65,  and  also  that  it  was  neces- 
sary to  pay  $2.25  to  get  certain  shoes  to  make  a  show- 
ing at  this  price.  Whenever  possible,  the  $1.85  price 
was  adhered  to  in  buying,  but  it  was  found  necessary 
to  buy  three  lines  of  shoes  at  $1.90,  then  three  other 
lines  were  purchased  at  $1.80  to  strike  the  average. 
If  one  line  of  shoes  was  bought  at  $2.25,  another  Avas 
])()ught  at  $1.60. 

Tlie  following  lines  of  figures,  were  constantly  be- 
fore the  buyer  while  purchasing,  the  upper  row  show- 
ing the  price  and  the  lower  the  number  of  styles 
bought : 

$1  GO,  $1.65,  $1.70,  $1.75,  $1,85,  $1.90,  $3.00,  $3.05,  $2,10,  $3.25 
1  2  2  3         11         3  2  1  1  1 

Careful  Planning 

With  but  $2,000  to  invest  in  shoes,  it  required  some 
careful  planning  in    the  selection    of   sizes,  widths. 


of  Doing  Business 

styles  and  leathers.  By  the  use  of  tlie  accompanying 
table  they  found  that  the  average  line  would  include 
about  thirty  pairs. 

Some  lines  ran  over  this  and  others  were  smaller. 
As  good  samples  could  be  bought  at  $1.50  net,  150 
pairs  were  purchased  and  were  made  to  cover  feet 
which  would  run  under  the  following  sizes:  3^^  and 
41i;  23^,  3,  and  4C;  2^^,  3,  3>^D;  2,  2>4  and  3E. 
A  very  few  lines  were  purchased  to  include  63/2  and 
713  ;  7  and  7^C;  or  73^  and  8D  and  E. 

To  get  the  greatest  variety  and  still  have  sizes,  50 
per  cent,  of  all  shoes  were  purchased  on  D  width  ex- 
clusively; 10  per  cent,  on  B,  C,  and  D  widths,  accord- 
ing to  the  schedule,  15  per  cent,  on  C  and  D  widths; 
10  per  cent,  on  D  and  E  widths;  and  5  per  cent,  on  C 
and  E  widths.  This  gave  them  27  different  styles 
with  an  average  of  30  pairs  to  each  style.  This  same 
firm,  now  buying  for  several  stores,  mapped  out  their 
plans  for  a  new  store  of  the  same  size  as  the  original 
one.  There  were  purchased  ten  styles  of  dull  calf, 
live  styles  of  tan  calf,  four  styles  of  patent  leather, 
three  styles  of  kid  and  five  styles  of  miscellaneous 
materials. 


Elastic  Sides 

Tiiat  "there  is  nothing  new  under  the  sun"  is  true 
of  fashion  as  well  as  anything  else.  Women  this  sea- 
son are  to  wear  elastic  or  spring  side  shoes.  It  was 
only  the  other  day  that  "Jemimas,"  as  elastic  side 
boots  are  sometimes  called,  were  considered  a  relic  of 
the  dark  Victorian  ages.  They  have  been  associated 
with  white  stockings  or  in  the  case  of  male  wear, 
white  socks,  and  with  "The  Private  Secretary."  Made 
up  white  bows  for  evening  dress  are  called 
"Jemima"  ties,  just  why  is  not  exactly  clear.  The 
new  styles  of  elastic  side  shoes,  some  of  which  are  il- 
lustrated in  this  issue,  are  more  attractive  than  the 
old  fashioned  variety  and  if  the  elastic  can  be  kept 
from  stretching  too  easily  and  losing  its  elasticity,  the 
Ixxits  will  doubtless  be  a  success,,  as  they  are  easily 
l)ut  on  and  of¥,  cling  closely  to  the  ankle  and  give  with 
the  expansion  or  contraction  of  the  muscles  of  the  foot 
and  ankle. 


Don't  forget  that  Easter  Sunday  falls  on  April  12th 
this  year — just  three  weeks  later  than  in  1913.  Get 
ready  for  a  big  trade. 


If  you  run  a  repairing  department,  conduct  it  pro- 
])crly  in  an  up-to-date  manner.  Yow  cannot  do  this 
without  modern  machinery. 


The  text-book  of  the  retail  merchant  is  his  trade 
joiu-nal  and  the  progressive  and  successful  man  studies 
it.   Ideas  make — and  save — money. 


One  of  the  latest  things  in  shoe  ornamentation  is 
the  cameo  buckle. 
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Head  of  Prominent  Shoe  Findings  Firm  Dies 

After  a  brief  iUness,,  Mr.  L.  H.  Packard,  president 
of  L.  H.  Packard  and  Company,  Limited,  Montreal, 
the  well-known  shoe  findings  house,  died  in  the  Gen- 
eral Plospital,  Montreal,  on  March  6.  He  had  been  in 
poor  health  for  some  time,  and  at  the  end  of  February 
was  removed  to  the  hospital.  An  operation  was  per- 
formed, and  although  he  appeared  to  be  recovering, 
later  he  had  a  relapse  and  gradually  became  weaker. 
•  Mr.  Packard,  who  was  in  his  74th  year,  was  the 


The  Late  Mr.  L.  H.  Packard. 


founder  of  one  of  the  largest  shoe  finding  businesses 
in  Canada.  He  was  born  in  Stoughton,  Mass.,,  and 
after  being  engaged  in  the  shoe  findmgs  trade  in  Bos- 
ton, in  1870,  in  conjunction  with  his  brother,  Mr.  Ed- 
ward Packard,  opened  a  small  store  in  St.  John  Street, 
Montreal.  We  need  not  recount  the  various  develop- 
ments of  that  business,  with  the  necessary  removals  to 
meet  the  increasing  trade,  sufficient  to  say  that  it  grew 
steadily,  and  that  new  lines  were  constantly  added.  In 
1903  the  business  was  converted  into  a  limited  liability 
company,  and  three  years  later  fine  offices  and  ware- 
houses built  on  St.  Antoine  Street,  while  in  1910  a  five- 
storey  factory  on  St.  Monique  Street  was  constructed 
for  the  purpose  of  dealing  with  their  shoe  dressings,  a 
branch  which  has  assumed  very  large  proportions. 

The  company  also  do  a  considerable  business  in 
over-gaiters,  lambs'  wool  soles,  and  infants'  soft  sole 
shoes,  while  another  department  is  devoted  to  jobbing- 
children's,  misses'  and  youths'  boots  and  shoes.  The 
firm  are  the  sole  agents  in  Canada  for  O'Sullivan's 
rubber  heels,  and  their  general  shoe  findings  and  shop 
fixtures  trade  is  very  extensive.  Travellers  represent 
the  company  throughout  the  Dominion. 

Mr.  L.  PI.  Packard  was  twice  married  and  leaves  a 
widow  and  three  sons,  one  Mr.  F.  L.  Packard  is  a  well- 
known  novelist,  and  the  other  two,  Messrs.  Mortimer 
L.  and  Karl  G.,  are  connected  with  the  business.  Plis 
l)rother,,  Mr.  Edward  Packard,  is  vice-president  of  the 
company. 

The  late  Mr.  Packard  took  an  interest  in  local  com- 
mercial affairs,  ])eing  a  member  of  the  Montreal  P>oard 
of  Trade  and  on  the  executive  of  the  Canadian  Manu- 
facturers' Association.  He  was  also  engaged  in  chari- 
table and  religious  work,  being  hon.  treasurer  of  the 
Y.  M.  C.  A.,  a  member  of  the  First  Baptist  Church, 
and  superintendent  of  the  Simday  School,  holding  the 
latter  position  for  about  thirty  years.  He  was  a  man 
of  strong  convictions,  and  was  almost  Puritanical  in 


his  adherence  to  what  lie  held  to  l^e  right  principles  of 
religious  belief. 

Mr.  Edward  Packard,  who  has  been  connected  with 
the  firm  for  over  40  years,  has  been  elected  president 
of  the  company,  in  succession  to  his  brother.  The 
business  will  be  carried  on  on  the  same  lines  as  in 
previous  years. 


After  the  Babies 

Tom  Stedman,  Limited,  of  Winnipeg,  have  adopted 
a  new  departure  in  advertising  that  will  appeal  to  those 
interested  in  the  latest  "doings"  among  the  "live  ones" 
in  the  retail  shoe  business.  The  scheme,  while  being- 
somewhat  costly  to  work  in  towns  and  cities  where 
the  population  is  large  and  the  birth  rate  consecpiently 
high,  can,  however,  be  used  economically  in  places  of 
smaller  size  where  the  newly-born  babes  come  in  less 
considerable  numbers.  In  A'Vinnipeg  the  birth  rate 
averages  600  a  month  and  is  rapidly  increasing-  in  con- 
formity to  the  vast  increase  of  population  of  this  won- 
derful and  ever-growing  city.  Tom  Stedman  is  the 
first  in  Canada  in  the  retail  shoe  business  to  inaugurate 
this  new  scheme. 

At  certain  periods  the  names  of  the  parents  of  all 
the  newly-born  infants  are  secured  from  the  city  regis- 
ter. To  the  parents  are  sent  securely  mailed  a  pair  of 
pretty  first  size  bootees,  together  with  a  card  of  greet- 
ing, reading  as  under  : — 

OUR  GREETINGS 
Expressing  the  sincere  hope  that  "Little 
Babies  Tootsies"  will  soon  be  big  enough 
to  toddle  along  to  the  newest,  biggest  and 
greatest 

POPULAR   PRICE   SHOE  STORE 
in  Western  Canada,  where  square  dealing, 
honesty  and  good  service  are  paramount. 
The  Stedman  Shoe  Company. 

Somerset  Building, 
296  Portage  Ave.,  Winnipeg 

The  object  of  the  present  is  plainly  apparent,  and 
is  calculated  upon  largely  as  an  advertising  mediiun 
rather  than  from  a  purely  philanthropic  point  of  view. 
This  is  one  of  "Tom's"  latest  features  in  an  advertis- 
ing propaganda  in  connection  with  his  brand  new 
store,  which  reports  say  is  one  of  the  biggest,  bright- 
est, and  most  effective  stores  for  good  service  in 
W estern  Canada. 


Load  of  "So-Cosy"  Shoes  leaving  factory  of  the  Hurlbut  Shoe  Company. 


I  lO 


I  ■  n  O  T  W  K  A  R    I  N    C:  A  N  A  I )  A 


A 

Profitable 
Department 


NF.VRR  before  in  the  history  of  the  trade  has 
there  l)een  as  much  profit  to  be  got  out  of 
tlie  tiiuhngs  department  as  there  is  at  the 
present  day,  nor  has  there  ever  been  any- 
thing like  as  many  varieties  of  ornaments  and  other 
shoe  accessories  gathered  in  it.  The  cothurne  and  the 
tango  shoe  are  responsible  for  a  great  many  artistic 
ornaments,  clasps,  bows  and  buckles,  while  there  is 
hardly  any  up-to-date  style  of  ladies  slipper  or  pump 
that  does  not  lend  itself  to  the  use  of  bows,  buckles 
or  other  pretty  ornaments.  These  are  often  so  easily 
interchanged  that  the  customer  will  buy  several  sets, 
for  tlie  ladies  dearly  love  something  new  and  like  to 
have  a  change  in  footwear  even  if  it  only  means  the 
changing  of  the  appearance  of  the  pump  by  altering 
the  bow  or  ornament.  Some  of  these  ornaments  are 
of  sterling  silver,  silvered  gilt  or  other  costly  metal 
and  come  quite  high  in  price,  while  others,  although 
very  beautiful  and  avoiding  all  touch  (»f  vulgarity  or 
cheapness,  are  yet  quite  inexpensive. 

What  to  Buy 
The  solving  of  the  question  of  successful  buying 
and  selling  of  shoe  ornaments  rests  entirely  upon  the 
judgment  of  the  proprietor.  It  is  a  mistake  to  think 
that  all  the  retailer  has  to  do  is  to  select  a  number  <jl 
beautiful  ornaments  from  the  salesman,  settle  upon 
what  price  he  will  sell  them  at,  put  them  in  the  case 
and  expect  them  to  look  after  themselves  in  the  mat- 
ter of  sales.  This  is  not  the  way  to  buy  this  class  of 
finding,  nor  is  it  the  manner  in  which  the  retailer 
woukfselect  his  stock  of  footwear.  In  purchasing  his 
stock  of  shoes  the  buyer  does  not  consider  his  own 
personal  tastes,  but  what  is  wanted  by  the  class  of 
trade  that  patronizes  his  store  and  he  should  apply 
the  same  principle  in  the  buying  of  buckles  and  other 
ornaments.  He  should  study  his  trade  until  he  knows 
just  what  is  required  and  what  his  customers  are  will- 
ing to  pay  and  then  buy  to  suit  these  requirements. 
\Ve  have  often  heard  it  said  on  account  of  the  num- 
ber of  freaks  and  novelties  the  manufacturers  are  so 
fond  of  turning  out  that  the  shoe  trade  resembles  the 


Side  Parisian  ornament 
of  cut  steel. 


Colonial  effect,  rhinstone 
with  jet. 


millinery  business,  but  with  the  increasing  display 
of  and  demand  lor  jeweled  heels,  buckles  and  othei 
ornaments  we  would  say  that  the  shoe  trade  is  be- 
coming perilously  allied  to  the  jewelry  trade. 

Of  course  shoe  ornaments  are  much  more  in  de 
mand  in  the  cities  than  in  smaller  towns,  but  there 
is  now  a  good  sale  for  them  pretty  generally  over 
the  country.  To  illustrate  the  popularity  ot  shoe 
jewelry  in  the  larger  centers  it  miglit  be  mentioned 
iliat  a  certain  New  York  store  did  approximately 
$100,000  worth  of  business  in  tlie  Inickle  department 
alone  during  1913. 

How  to  Sell 

There  are  many  ways  of  pushing  the  sale  of  shoe 
(jrnaments,  but  the  method  that  seems  to  appeal  to 
most  shoe  dealers  is  to  otter  the  clerks  a  commission 
on  the  sales  they  make.  This  tends  toward  forcing 
sales,  but  the  clerk  should  not  be  allowed  to  become 
too  persistent  and  try  to  force  them  too  much  for  tiiis 
lias  a  very  bad  effect  upon  your  customers  and  gives 
them  a  dislike  to  your  store.  Ornaments  should  be 
displayed  well  in  tne  show  cases  and  another  metliod 
that  results  in  a  large  number  of  sales  is,  wiien  you 
are  trying  a  pair  of  pumps  or  slippers  on  a  lady  cus- 
tomer to  produce  several  pretty  buckles  or  other  or- 
naments and  by  holding  them  in  place  and  getting 
her  to  admire  their  beauty  and  prettiness  you  will 
usually  land  a  sale  or  perhaps  sell  several  sets. 

Fickle  Fad  or  Money  Getter? 

I'ashions,  particularly  women's  fashions,  are  con- 
stantly changing  and  the  styles  in  buckles  and  orna- 
ments change  with  the  seasons.  One  season  la.ge 
buckles  will  be  worn,  the  next  small  or  medium  size 
and  so  on.  Many  shoe  retailers  of  the  utlra-conscr\ - 
ative  type  may  hesitate  about  laying  in  a  stock  of 
shoe  ornaments,  thinking  that  women's  tickle  fancy 
may  suddenly  change  and  leave  them  with  the  whole 
stock  on  their  hands.  Can  we  be  reasonably  sure  tiiai 
there  will  be  a  continuation  of  the  demand  for  shoe 
ornaments?  In  order  to  answer  this  we  must  look 
for  the  source  that  this  fashion  came  from. 

It  was  in  Paris  and  other  European  centers  oi 
fashion  and  gaiety  that  this  style  had  its  origin  and 
so  far  the  fashion,  fad  or  craze — whatever 
you  may  call  it — shows  no  signs  of  abate- 
ment, but  with  each  day  seems  to  be 
growing  stronger  than  ever.  Our  French 
contemporaries  "Le  Moniteur  De  La  Cor- 
donnerie,"  and  "Le  Franc  Parleur"  attest 
to  the  popularity  of  this  fashion  in  Franco 
and  the  rest  of  Europe,  while  even  the 
ultra-conservative  English  shoe  journals 
have  been  forced  to  wake  up  to  the  pre- 
sent prominence  of  the  shoe  ornament.  All 
shoe  style  authorities  seem  to  agree  in  pre- 
dicting the  ornamentation  craze  in  wo- 
men's footwear  for  the  coming  season  and 
for  fall,  and  if,  as  is  fortold  by  many  shoe 
manufacturers,  75  per  cent,  of  the  business 
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done  in  women's  footwear  will  be 
in  Colonial  styles,  a  record-breakini^ 
season  for  shoe  buckles  and  orna- 
ments is  undoubtedly  assured. 

Great  Variety 

The  manufacturers  of  the  shoe  or- 
naments are  presenting  to  tlieir  cus- 
tomers in  the  trade  many  varied  de- 
signs that  are  really  wonderful  in 
their  attractiveness,  hjiving  as  great 
a  variety  in  materials  as  in  price. 
They  are  made  of  metal,  plain  or 
enameled,  bead  work,  jewelled  stock, 
etc.,  some  of  the  newest  and  most 
popular  being  in  aluminium  or  other 
white  metal  set  with  rhinestone.  We 
show  in  this  connection  a  number 
of  the  very  latest  designs  in  buckles 
and  fabric  ornaments.  There  is  at 
present  a  decided  demand  manifest- 
ing itself  for  topaz  and  other  colored 
stones  as  well  as  white  imitatiun 
pearls  and  transparent  rhinestones. 
The  colored  variety  of  stones  seem 
to  get  their  demand  from  bronze  and 
colored  footwear  which  they  are  de- 
signed to  match  and  it  seems  that 
the  retail  shoeman  must  carry  a 
large  and  varied  assortment  if  he 
would  satisfy  his  trade  and  get  the 
utmost  profit  possible  from  this  sec- 
tion of  his  findings  department. 

In  mentioning  profits  we  might 
state  that  it  is  usual  to  figure  on 
getting  over  100  per  cent,  over  the 
cost  price  in  shoe  ornaments. 

We  have  held  forth  thus  far  on 
shoe  ornaments  and  have  given  so 
many  illustrations  of  them  on  ac- 
count of  their  newness  and  also  of 
their  relative  importance,  for  al- 
though not  a  necessity  such  as  shoe 
laces,  polishes,  arch  supports,  etc., 
yet  their  popularity  is  bound  to 
bring  in  to  the  shoeman  for  some 
time  to  come  more  than  all  the  rest 
of  his  findings  department. 

Shoe  Polishes  and  Dressings 

Speaking  of  shoe  polishes,  the 
number  and  variety  of  shoe  leathers 
and  fabrics  such  as  the  various  cloth 
tops,  patents,  tans,  whites,  blacks, 
gun  metals,  etc.,  have  created  a  de- 
mand for  many  new  styles  of  shoe 
dressings,  which  demand  the  pro- 
gressive retailer  will  turn  to  his 
own  advantage.  There  are  numer- 
ous shoe  stains  also  on  the  market 
and  those  manufactured  by  reliable 
houses  invariably  give  satisfaction. 
There  is  a  ready  sale  for  these  if 
properly  pushed,  particularly  among 
that  class  of  your  trade  that  are  fond 
of  presenting  a  neat  and  stylish  ap- 
pearance and  yet  have  not  too  much 
money  to  devote  to  their  clothes. 
For  instance,  a  lady  has  purchased 
a  white  satin  pair  of  slippers  and 
the  first  evening  she  wears  them  she 


1 .  Gilt  buckle,  shaped  to 
throat. 

2.  Carved  aluminum  buckle, 
with  jet  finish. 

3.  Rhinestones  on  aluminum, 
cut  out  to  design. 

4.  A  beautiful  harmony  gilt 
setting,  with  topaz  colored 
stones  for  tan  shoes. 


finds  somehow  one  of  them  has  got 
an  ugly  stain.  By  painting  the  slip- 
per all  over  with  black  or  other  stain 
she  secures  uniformity  and  at  the 
same  time  practically  a  new  pair  of 
slippers.  There  is  good  profit  in 
this  class  of  findings  but  the  de- 
mand for  it  depends  upon  the  en- 
ergy and  resource  of  the  retailer  in 
pushing  it. 

Shoe  Laces 

Even  in  shoe  laces  there  is  great 
variety,  and  great  differences  in 
texture  and  fabric.  W e  have  silk 
laces,  both  in  black  and  tans,  and 
laces  of  various  fabrics,  both  narrow 
and  wide,  long  for  the  boot  and 
short  for  the  oxford,  as  well  as  lea- 
ther porpoise  hide  so  greatly  in  de- 
mand by  a  certain  class  of  the  trade. 
The  advent  of  the  blind  eyelet  ha:^ 
produced  the  corded  or  round  sur- 
faced shoe  lace,  while  for  certain 
flashy  and  somewhat  freakish  styles 
of  footwear,  much  loved  by  the  col- 
lege boys  and  "young  sports,"  plaid 
or  parti-colored  laces  are  in  demand. 

Arch  Supports  and  Other  Foot  Helps 

The  educational  campaign  carried 
on  by  the  manufacturer  of  arch  sup- 
ports and  other  foot  trouble  recti- 
fiers, as  well  as  by  the  retailer,  chir- 
opodist and  daily  newspaper,  has  re- 
sulted in  the  public  realizing  the 
benefits  and  relief  to  be  obtained 
from  these  accessories  and  makes 
the  carrying  of  them  by  the  retailer 
an  absolute  necessity.  We  can  re- 
member the  time,  not  so  long  ago 
either,  when  many  shoe  retailers  re- 
fused to  carry  this  class  of  goods. 
They  were  prejudiced  against  them 
and  thought  they  were  only  a  fad  of 
the  moment,  but  we  think  there  is 
hardly  one  of  our  readers  to-day 
who  is  not  convinced  of  the  neces- 
sity of  stocking  this  branch  of  find- 
ings and  of  the  benefits  to  be  de- 
rived therefrom,  not  only  through 
the  direct  profit  obtained  by  the  sell- 
ing of  the  goods  themselves,  but  by 
the  benefits  derived  through  the 
wearing  of  them  by  their  customers 
and  the  consequent  making  of  that 
best  type  of  advertisement,  "the 
pleased  customer." 

Rubber  Heels 

Another  necessity  that  is  estab- 
lishing itself  and  obtaining  ever  a 
more  important  place  in  the  findings 
department  is  the  rubber  heel.  There 
are  many  varieties  of  heel  both  in 
shape  and  quality.  Some  are  rights 
and  lefts,  some  of  the  revolving  var- 
iety, some  interchangeable  and  what 
not.  It  does  not  so  much  mat- 
ter what  brand  or  variety  of  heels 
you  stock  perhaps,  the  essential 
point  being  to  have  good  quality. 
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Interior  View  of  the 
Shoe  Department  of 
The  2  Macks,  Ltd., 
Ottawa  Ont. 


Black  Heels  on  Colored  Shoes 

Black  heels  on  russets  look  well,  and  as  the  heel  is 
llie  most  important  part  of  the  shoes,  it  is  well  to  have 
a  distinct  heel  finisli,  so  the  heel  will  come  out  prom- 
inently. The  ])lack  heel  is  quickly  noticed  on  such 
shoes,  and  although  men's  shoes  only  have  been  made 
tliat  way,,  the  idea  seems  as  good  when  applied  to 
women's  shoes.  The  black  heel  is  easier  to  finish,  and 
should  be  seen  quite  extensively.  Even  when  seen  in 
combination  with  a  white  upper  the  effect  is  good. 

Pig  Skin  Sole  Leather 

Pig  skin  sole  leather  is  being  introduced  into  shoe 
factories  gradually.    It  is  made  in  limited  quantities, 


liu"  only  a  few  pig  skins  can  l)e  had  of  sufficient  weight 
and  firmness  to  use  for  sole  leather.  The  chief  use  of 
pig  skin  leather,  of  course,  is  for  taps,  counters,  box 
toes  and  welting.  When  the  skins  are  made  into  sole 
leather  they  are  given  a  special  tannage  and  are  finish- 
ed like  sole  leather.  It  is  said  that  one  tanner  is  sup- 
plying ton  lots  of  pig  skin  sole  leather  to  a  maker  of 
stitch  down  shoes. 


One  of  tlie  newest  novelties  is  the  "tango  brake," 
which  is  a  sort  of  overshoe  of  light  rubber.  It  is 
placed  over  the  forepart  of  the  foot  and  fastened  in 
])lace  with  a  glove  fastener.  It  can  thus  be  worn  ding- 
ing the  tango  and  readily  detached  for  a  waltz. 
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Advantages  of  Machinery  to  Repairer 

Repairing  Department  Profitable — Up-to-date  Machinery 
— Some   Practical   Advice  on   Handling  Difficult  Jobs 


THE  question  as  to  whether  or  not  it  is  protitable  loss  instead.  Modern  methods  will  prevent  this, 
for  the  shoe  retailer  to  conduct  a  repairing  As  to  whether  or  not  a  retailer  should  conduct  a 
department  is  still,  to  some  extent,  a  debated  shoe  repairing  department  is  not  a  matter  so  much  of 
point  with  the  trade.  Nevertheless,  the  ma-  location  as  of  whether  or  not  he  has  the  space  to  de- 
jority  of  Canadian  shoe  retailers  either  possess  such  a  vote  to  it.  If  not,  he  should  go  where  he  can  find  the 
department  or  at  least  take  in  shoes  for  repairing,  and  space,  for  the  public  expect  the  up-to-date  shoe  retailer 
the  fact  that  in  nearly  every  case  where  a  shoe  retail-  to  undertake  repairing  and  if  he  is  to  derive  his  proper 
er  conducts  a  repairing  department  it  pays  a  profit,  profit  therefrom,  he  must  run  his  own  repairing  de- 
proves  that  it  is  a  sound  business  proposition.    Those  partment. 

retailers  who  have  found  shoe  repairing  a  nuisance  Machinery  Essential 

and  a  loss,  or  at  the  most  only  an  accommodation  to  Now,  in  the  modern  repair  shop,  up-to-date  ma- 
their  customers  that  just  about  paid  its  own  expenses,  chinery  is  an  essential.  Shoe  retailers  all  over  the 
may  be  sure  that  this  department,,  as  far  as  their  busi-  country  are  installing  it  and  repair  shops  are  springing 
ness  is  concerned,  has  not  been  conducted  along  busi-  up  in  all  quarters  of  our  cities  and  towns.  In  the  back 
ness  lines.  It  will  pay,  and  it  does  pay,  in  every  case  lanes  of  the  cities,  and  in  the  smaller  towns,  the  cob- 
where  it  is  properly  conducted,  and  every  department  bier  who  does  hand  work  still  maintains  a  foothold, 
of  a  shoe  store  must  be  run  according  to  modern  busi-  but  he  is  rapidly  being  pushed  into  oblivion.  The  re- 
ness  methods,  or  the  retailer  will  not  get  the  profit  pair  shop  or  department  of  the  present  day  that  wishes 
therefrom  that  he  should,  but  will  probably  suffer  a  to  be  a  success  and  to  obtain  the  greatest  possible  pro- 
fit, must  employ  machinery.  Modern  ma- 
chinery does  the  work  better,  neater  and 
quicker  than  it  can  be  done  by  hand,  and 
also  gives  the  retailer  a  greater  profit  from 
the  work,  besides  enabling  him  to  handle 
more  of  it.  The  shoe  store  repair  depart- 
ment or  repair  shop  that  is  fitted  up  with 
modern  machinery  and  is  able  to  hang  out 
a  card  bearing  the  legend  "Repairs  While 
You  Wait"  is  sure  of  a  large  class  of  trade 
that  will  never  go  near  a  shop  where  only 
hand  labor  is  employed.  The  great  ma- 
jority of  people  have  only  one  pair  of  shoes, 
and  these,  of  course,  are  on  their  feet.  If 
they  need  half-soling,  or  a  new  heel,  or  any 
other  repairs,  they  will  go  into  a  shop  where 
they  can  have  the  work  performed  in  a  few 
minutes.  Shoe  repairers  tell  us  that  it  is 
surprising  how  many  well  dressed  ladies 
and  gentlemen  will  come  into  their  store 
to  have  some  quick  repairs  of  this  nature 
done.  In  this  connection,  it  is  always  ad- 
visable, if  possible,  to  have  a  ladies'  parlor 
or  retiring  room  where  female  customers 
may  enter  and  remove  their  footgear,  as 
they  do  not  care  to  do  this  in  the  public 
shop. 

News  Shoes  for  Old 

We  may  all  remember  in  our  childhood 
days  reading  in  the  "Arabian  Nights"  of 
the  old  pedlar  who  went  around  exchang- 
ing new  lamps  for  old.    The  shoe  repair 
\      shop  of  to-day,  fitted  with  up-to-date  ma- 
chinery, goes  one  better  on  the  old  pedlar 
.   and  makes  new  shoes  out  of  old  ones,  for 
;  after  the  shoe  has  passed  through  the  vari- 
\  ous  machines  from  stitcher  to  finisher,  it 
is  practically  a  new  shoe  again  and  looks, 
3n  the  feet,  at  least,  as  good  as  new. 
Two  Classes  of  Stitchers 
The   fully   equipped   repair   shop  con- 
tains two  classes  of  stitchers,  one  for  the 
Goodyear  welt,,  and  one  for  the  McKay 
sewn,  for  of  course,  in  these  two  classes  of 

Goodyear  outsole  rapid  locksUtch  machine.  shoes,  the  method  of  attaching  the  Solc  to 
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adapted  for  sewing  rubber  as  well.  An  arrangement 
for  automatically  cutting  channels  when  required  is 
provided.  This  machine  is  of  very  simple  construc- 
tion, containing  the  best  parts  of  any  lock  stitch  sew- 
ing machine,  and  is  comparatively  inexpensive. 

There  are  several  firms  that  are  selling  shoe  re- 
pairing machinery  in  Canada,  some  of  the  best  and 
most  reliable  of  these  being,  The  United  Shoe  Ma- 
cliinery  Company  of  Canada;  The  Standard  Engineer- 
ing Company,  of  Eeicester,  England;  The  I^ro- 
gressive  Shoe  Machinery  Company,  of  Minneapolis, 
Minn.;  and  the  Champion  Shoe  Machinery  Comi)any, 
of  St.  Louis,  Mo.  The  advertisements  of  these  firms 
ai)|)ear  regularly  in  Footwear,  so  that  the  retailer  or 
re])airer  can  readily  get  in  touch  with  them. 

Before  closing,  it  might  be  well  to  say  something 


16-Foot  Goodyear  Repairing  Outfit.        •     ys,  •  •  :ixa'_3J 

about  the  practical  end  of  the  work,  and  to  give  pos- 
sibly a  few  hints  to  those  who  are  actually  engaged 
in  this  important  business. 

Bottom  Finishing 

Some  shoe  repairers  apply  a  waxed  bottom  to  cover 
up  imperfections  in  the  leather.  These  imperfections 
while  not  taking  anything  from  the  wear  of  the  leathc'- 
would  give  the  customer  the  idea  that  he  was  not 
getting  good  value  for  his  money.  The  skilful  re- 
pairer with  modern  machinery,  finishes  shoes  to-day 
to  look  as  if  they  were  fresh  from  the  manufacturer. 
This  finish,  while  it  does  not  add  to  the  wearing  quali- 
ties, satisfies  the  customers,  and  the  work  looks  bet- 
ter. Try  to  get  your  work  out  to  look  as  much  like 
brand  new  as  possible,  and  do  not  forget  to  stamp 
your  name  on  the  lining  at  the  top  of  the  shoe  in  large 
type.  It  is  useless  to  stamp  it  on  the  bottom  where 
it  will  soon  wear  oft. 

The  bottom  of  a  repaired  shoe  should  he  clear  and 
the  grain  show  under  the  finish.  The  I)lack  bottom 
has  passed  away  and  good  slioe  repairers  do  not  use  it 
now. 

The  Squeaking  Shoe 

People  do  not  like  the  squeaking  shoe  and  the  re- 
pair shop  that  turns  it  out  will  lose  bu.siness.  We 
all  know  the  old  fashioned  remedy  for  preventing 
squeaking  by  driving  a  wooden  peg  into  the  middle  of 
the  sole.  On  pegged  shoes,  or  where  the  wearer  was 
not  particular,  this  was  effectual  enough.  The  shoe 
that  is  most  liable  to  squeak  is  the  McKay,  and  in  re- 
pairing this  make,  you  should  see  that  a  piece  of  tar- 
red felt  is  placed  between  the  soles.  Frequently  you 
will  notice  upon  taking  the  sole  off  a  McKay  thai 
there  had  originally  been  a  piece  of  tarred  felt  between 
the  soles,,  but  as  this  usually  crumbles  away,  or  is 
broken  by  the  time  the  shoe  comes  for  repairs,  its  ef- 
fectiveness is  lost,  and  it  should  be  deplaced  by  a  fresh 
piece.  It  is  well  known  that  one  way  of  temporarily 
preventing  squeaking  is  to  soak  the  shoes  in  water 
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over  night — oil  is  still  better.  But  this  does  not  do 
away  with  the  evil  jicrmanently.  I'owdered  chalk 
placed  between  tlie  soles  also  does  away  with  the 
trouble  and  is  one  of  the  best  treatments  for  a  squeak- 
ing Goodyear  welt. 

Edge  Setting 

Edge  setting  has  much  to  do  witli  the  ap[)earance 
and  finish  of  the  work  the  repairer  turns  out.  In  the 
old  days  it  was  customary  to  half-sole  a  shoe,  put  a 
little  blacking  on  the  edge,  rub  with  a  hot  iron,  and 
let  it  go  at  that.  This  prevented  many  people  from 
Iiaving  their  shoes  repaired,  as  you  could  always  tell 
a  shoe  that  had  been  repaired,  even  on  the  foot.  To- 
day, if  they  are  repaired  right,  you  cannot,  .\dvertise 
tliis  fact  and  make  money  out  of  it !  There  are  ma- 
cliines  made  now,  for  repairing  shoes  so  that  the  new 
sole  can  be  edge  trimmed  and  edge  set  properly,  and 
machines  of  this  kind  should  pay  for  themselves  in  a 
very  short  time. 

Repairing  Box  Toes 

I'he  majority  of  shoes  are  made  with  hard  boxes, 
and  when  these  soften  or  break,  the  repairer  must  put 
in  stiffening.  In  order  to  execute  a  repair  of  this 
nature,  first  moisten  the  lining  under  the  box  toe  with 
alcohol  to  loosen  the  lining,  then  place  box  toe  gum 
on  the  finger  and  rub  it  into  the  box,  care  being  taken 
to  rub  only  on  the  upper  part  of  the  inside,  so  as  to 
keep  it  off  the  insole.  As  a  further  precaution,  against 
soiling  the  insole  a  cardboard  forepart  of  an  insole 
should  be  slipped  into  the  shoe.  The  finger  is  the  only 
satisfactory  way  of  applying  the  gum  to  the  box  toe, 
and  rubbing  it  in.  When  the  quantity  rubbed  in  is 
sufficient,  place  two  thicknesses  of  tissue  paper  on  a 
last  that  will  fit  the  shoe  very  tightly.  Force  this  in 
and  allow  to  stand  for  about  sixteen  hours.  After 
witlidravving  last,  remove  tissue  paper,  and  the  job 


Foot  power  Hook  and  Eyelet  Setting  Machine.    It  has  the  following  attachments, 
which  are  interchangeable:  Two  sizes  of  eyelet  punches,  2  sizes  of  eyelet  sets, 
one  eyelet  removing  tool,  a  metal  hook  set,  a  celluloid  hook  set,  and  a  but- 
ton fastening  tool.    It  is  a  late  product  and  is  intended  for  use  in  re- 
tail stores.  With  it  work  can  be  done  expeditiously,  and  it  obviates 
the  delay  which  is  inevitable  in  hand  labour. 

is  finislied.  Tiie  remaining  tissue  paper  adheres  to 
the  box  and  a  smootli  surface  is  formed  which  will  not 
hurt  the  foot,  nor  fray  the  stocking. 

Repairing  Counters 
One  of  the  most  unsatisfactory  jobs  a  repairer  has 
to  undertake  is  repairing  counters.   When  the  counter 
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the  upper  is  entirely  different  and  calls  for  a  dift'erent 
machine.  The  machines  that  perform  the  various 
operations  may  be  purchased  separately  from  the 
various  firms  that  manufacture  them,  but  one  com- 
pany make  a  Goodyear  outfit,  combining  all  the  vari- 
ous machines  on  one  stand  so  that  it  may  be  operated 
by  one  drive.  In  the  majority  of  cases  these  machines 
must  be  bought  outright,  but  one  company  gives  the 
customer  the  option  of  either  purchasing  outright  or 
a  lease  upon  a  royalty  basis. 

Some  of  the  principal  machines  employed  in  the 
modern  repair  shop  are,  the  Goodyear  outsole  rapid 
lock  stitch  machine,  the  loose  nailing  machine,  slug- 
ging machine,  eyeletting  machine,  McKay  sewing  ma- 


chine, channelling-  machine  for  McKay  work,  and  the 
Goodyear  repair  outfits,  which  run  from  nine  to 
twenty-two  feet  in  length. 

A  New  Stitcher 
A  new  stitching  machine  has  made  its  appearance 
among  the  repairing  trade  in  the  W estern  States,  and 
will  doubtless  soon  find  its  way  to  Canada.  Its  prin- 
cipal features  are  that  it  has  no  shuttle  or  bobbin  to 
fill,  and  requires  but  one  threading  for  two  pounds  of 
thread.  The  stitch  is  self-locking,  and  the  pressure 
foot  self-adjusting  so  that  the  machine  automatically 
adjusts  itself  to  any  thickness  of  material.  It  is 
powerful  and  will  sew  through  the  hardest  kind  of 
leather  up  to  an  inch  in  thickness,  and  is  also  well 
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Standard  Finisher 

Cutter  for  Paring  Foreparts. 
Four  Step  Rotary  Edge  Setting  Iron. 
Pulley    for    Driving    Forepart  Parin;- 
Shaft. 

Grinding  Attachment  for  Cutters. 
Bottom  Scouring  Roller,  5  ins.  wide. 
Patent  Rotary  Rasp,  for  Paring  Heels 
Round  Heel  Scouring  Roller,  for  Ladies 
Heels. 

Flat   Heel   Scouring  Roller 
Heels. 

Leather    Polishing  Pad 
Bottoms  and  Waists. 


for  Men's 


for  Polishin 


Leather  Polishing  Pad 
Heels. 


for 


Polishing 
Pulleys   and  Double 


Fast  and  Loose 
Pulley  for  Fan. 

Black  Heel  and  Waist 

Brown  Heel  and  Waist 

Naumkeag  Attacliment 
Waists  and  Top-pieces. 

Dust  Trough  for  catching  Dust 
Scouring  Rollers. 

Fan  for  Extracting  Dust. 

Dust  Hood  for  catching  Dust 
Paring  Cutter. 

Table  for  Work,  etc. 


Brush. 
Brush. 

for  Scouring 
from 


from 
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is  run  over,  no  matter  how  you  may  stifYen  it,  if  the 
shoe  is  worn,  it  will  do  the  same  thing  again.  If  it 
hurts  the  foot,  and  is  not  broken,  it  should  l)e  shaped 
to  the  foot,  if  possible.  Of  course,  counters  formed  of 
leatherboard  and  other  substitutes  for  leather  cannot 
be  shaped  in  this  way.  The  only  counter  that  can 
really  be  satisfactorily  repaired  is  the  leather  one,  but 
the  repairer  meets  with  other  kinds,  and  usually  does 
his  best  with  them. 

The  best  way  to  harden  softened  leather  counters, 
is  to  moisten  the  lining,  so  as  to  pull  it  away  from  the 


Champion  Standard 
Straight  Needle 
Shoe  Stitcher. 


counter.  Take  a  small  pointed  syringe,  fill  that  with 
paste,  and  with  the  point  make  several  holes  in  the 
lining,  through  which  squirt  the  paste.  Next  smooth 
the  paste  all  round  on  the  counter,  with  the  finger,  and 
paste  lining  back  in  place.  Sprinkle  French  chalk 
copiously  on  lining,  and  put  in  tight-fitting  last.  Now 
hammer  shoe  from  outside  to  make  smooth.  Allow  to 
stand  over  night,,  and  the  counter  will  be  as  hard  as 
ever.  This  is  not  the  sort  of  job  that  comes  under  the 
heading  of  "Repairs  While  You  Wait,"  but  it  will 
often  be  met  with  by  repair  men. 

These  are  a  few  of  the  problems  the  repair  man 
has  to  meet  and  some  simple  ways  of  dealing  witli 
them.  We  will,  from  time  to  time  be  publishing  arti- 
cles in  "Footwear,"  dealing  with  similar  problems  and 
invite  shoe  repairers  to  tell  us  of  their  troubles  and 
we  will  endeavor  to  find  ways  of  alleviating  them. 


Evils  of  Style  Changes 

.Speaking  on  tlie  subject  of  tiie  constant  change  in 
styles  and  lasts,  a  well-known  Ontario  shoe  manufac- 
turer said:  "ft  would  be  wise  for  the  retailers  not  to 
ask  for  new  styles  in  lasts  each  season,  and  to  keep  to 
liie  good  fitting  lasts  they  are  showing.  In  this  way. 
their  shelves  would  be  clean  at  the  end  of  the  season, 
and  they  would  do  away  with  the  bargain  counter, 
wliich  is  overdone  all  over  the  Dominion.  This  depre- 
ciation of  stock  through  style  changes  is  one  of  the 
principal  leakages  in  the  retail  shoe  business  to-day. 
The  manufacturers  would  be  cpiite  willing  to  join 
hands  with  the  retailers  in  curtailing  new  styles  and 
let  the  present  styles  run  along  a  year  or  two  without 
making  any  changes.  The  consumer  getting  a  pair  of 
shoes  that  fit  him  nicely,  to-day,  goes  back  in  a  few 
months  for  another  pair,  but  finds  the  style  he  re- 


(piires  is  no  longer  carried,  the  result  being  that  he  has 
to  buy  another  that  probably  does  not  fit  so  well.  This 
causes  dissatisfaction  both  to  the  consumer  and  re- 
tailer, and  also  eventually  for  the  manufacturer. 
Yes,"  he  concluded,  "if  the  retailers  were  not  hampered 
by  constant  style  changes,  they  would  be  able  to 
finance  their  business  much  closer." 


Spring  Show  Card 

Look  at  These  for  $3.85.  Here's  Real  Shoe  Value 
for  You ! — If  you  miss  the  great  shoe-buying  oppor- 
tunities ofifered  you  during  this  sale,  you  miss  a  real 
chance  to  save  money.  We  have  a  remarkable  line  of 
shoes  to  show  you,  now  reduced  to  $3.85.    At  this 

favorite  price  we've  put  in  about  pairs ;  they're 

a  wonderful  lot.  The  values  include  thousands  of 
pairs  assembled  from  our  higher  priced  lines.  Also 
you  have  a  chance  at  Spring  styles ;  hundreds  of  early 
1914  shoes  are  ofifered  at  $3.85,  just  in  from  the  fac- 
tories. Come  down  and  see  what  a  lot  $3.85  will  do 
for  you. 


The  United  States  shoe  manufacturers  have  been 
trying  to  kill  the  term  "English"  as  applied  to  the  re- 
cede type  of  last,  but  it  sticks,  nevertheless. 


Wiien  a  customer  brings  a  friend  on  whose  judg- 
ment she  relies  don't  be  rude  to  that  friend  because 
she  does  not  advise  buying  what  you  wish  to  sell. 


On  some  of  the  new  men's  styles  we  have  noticed, 
the  toe  cap  is  absent.  These  had  low  heels,  long 
vamps  and  receding  rounded  toes. 


To  clean  steel  buckles,  mi.x  a  paste  of  unslacked 
powdered  lime  and  olive  oil,  and  apply  freely  to  the 
l)uckle.  When  dry,  brush  ofif  with  cloth  and  polish 
with  chamois. 


iHEEVAliS  RUBBER  HEELS 
Detachable  aclNTERCHflNCEflBLE 

457    Nev£R  RUN  Over     PhomeN  992 

Repairs  WHILE  You^"  W 
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CIMR/UnCED 


Practical  Shoe  Repair  Shop,  Toronto.    Type  of  shop  with  machinery 
installed  that  is  common  in  the  larger  centres. 
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New  Shoe  Polishes  and  Dressings 

We  recently  had  sent  for  our  inspection,  sample 
packages  of  the  new  goods  just  being  introduced  to 
the  trade  by  Whittemore  Bros.  &  Company,  of  Cam- 
bridge, Mass.,  who  probably  manufacture  the  most 
complete  line  of  shoe  dressings  for  every  kind  and 
color  material  in  the  world.  These  new  goods  con- 
sisted of  the  Whittemore  Bag  Powder,  which  cleans 
and  whitens  canvas,  buck,  nubuck  and  suede  shoes 
and  slippers  by  simply  drawing  the  cloth  partly  out 
of  the  envelope  and  rubbing  it  over  the  shoes  ;  Raven 
Dye,  which  gives  to  nubuck,  suede  and  all  nappy  lea- 
thers a  jet  black  finish,  and  Elite,  a  polish  for  box 
calf,  kid,  vici  kid  and  all  black  chrome  tanned  lea- 
thers. This  is  put  up  in  two  size  packages,  the  small- 
er of  which  is  known  as  Baby  Elite.  The  three  lat- 
ter are  liquid  dressing  in  bottles  accompanied  by 
paste  polishes  in  neat  tin  boxes.  All  the  polish  tins 
used  by  the  Whittemore  Company  are  now  fitted 
with  a  new  patent  opening  which  forces  off  the  lid 
by  a  simple  downward  pressure  of  the  thumb  upon 
a  lever. 

Their  well-known  "Superb"  paste  has  been  on  the 
market  for  twenty-four  years.  The  firm  has  recently 
greatly  increased  the  size  of  the  container  without 
changing  the  price  of  the  paste. 


The  brocaded  upper  will  be  the  thing  for  spring, 
summer  and  fall. 


American  Shoe  and  Leather  Fair 

Mr.  W.  D.  Bennett,  Vice-  President  of  the  Jacob- 
sen  Publishing  Company,  Managers  of  the  American 
Shoe  and  Leather  Fairs,  has  been  calling  on  Canadian 
shoe  manufacturers  and  tanners  recently. 

The  Fair  will  be  held  in  Boston,  July  8th  to  15th, 
and  a  large  attendance  is  expected.  There  will  be  a 
Canadian  Day,  as  usual,  and  many  from  Canada  will 
attend.  Mr.  Bennett  reports  that  leading  Canadian 
tanners  are  already  interested  in  the  fair  this  year  and 
arrangements  are  being  made  for  a  special  Canadian 
section.  The  exhibition  spaces  are  well  filled  up  and 
the  managers  of  the  fair  look  forward  to  a  success- 
ful exposition,  with  a  record-breaking  attendance 
from  all  parts  of  the  United  States,  Canada  and  abroad. 
Mr.  Bennett,  who  has  just  returned  from  an  extended 
trip  to  England,  states  that  shoe  and  leather  manu- 
facturers in  that  country  are  interested  in  the  Ameri- 
can Fair  and  many  will  attend. 

Bear  in  mind  that  the  good  will  of  children  is,  or 
will  be  some  day,  a  valuable  asset. 

A  manager  of  the  shoe  department  of  one  of  To- 
ronto's biggest  department  stores  returning  recently 
from  a  trip  to  the  eastern  shoe  centres,  brought  with 
him  whole  skins  of  bronze,  gold  and  colored  kid. 
These  are  useful  for  displaying  dainty  footwear  on, 
in  either  show  windows  or  cases. 


Displaying  Hosiery  in  Men's  and  Women's 

Departments 


Shoes  and  stockings  logically  go  together,  and  therefore  the  liosiery  department  is  a  naturally  appropriate  feature  for 
any  shoe  store.  Both  stockings  and  shoes  are  footwear,  and  should  be  classed  together,  and  any  store  that  sells  shoes 
may  reasonably  be  expected  to  sell  hosiery  also.  Moreover,  a  hosiery  department  is  a  strong  trade  drawer  and 
if  wisely  conducted  along  sane  business  lines  with  a  properly  selected  stock,  it  is  a  great  money  getter.  The  success  of 
this  department  depends  more  than  anything  else  on  stock  selection,  and  the  merchants  should  only  carry  well  known 
brands  that  have  proved  their  quality.  We  illustrate  above  two  show  cases,  one  carrying  men's  hosiery,  and  the  other 
women's,  from  the  men's  and  women's  hosiery  department  in  a  large  shoe  store  in  Rochester,  N.Y.  The  hosiery  dis- 
played in  these  cases  is  all  of  the  well  known  "Onyx"  brand. 
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Pitch  of  Heel 

The  heel  may  be  of  proper  height  on  the  last  and 
still  cause  much  trouble  on  the  shoe.  This  is  caused 
by  the  difference  in  uniformity  of  counters,  insoles, 
etc.,  but  more  especially  by  the  twisting  of  the  sole 
at  the  forepart. 

The  correct  pitch  of  heels  is  destroyed  mainly  by 
the  assemblers  not  setting  the  counters  down  on  the 
last  in  every  shoe.  The  counter  is  the  gauge  for  the 
heeler  to  go  by  in  setting  the  shoe  in  proper  relation 
with  the  heel  in  the  heeling  machine.  If  one  counter 
is  thicker  or  thinner  than  the  other,  or  of  same  thick- 
ness, but  not  set  alike  on  the  last,  we  are  sure  to  get 
a  lack  of  uniformity  in  pitch  of  heels  after  heel  trim- 
ming.   

Expect  Big  Season's  Business 

The  outlook  for  the  Spring  season's  business  is 
very  bright  and  promises  to  be  a  record  one  according 
to  the  experience  of  the  Reliance  Shoe  Company,  who 
rei)ort  a  larger  number  of  orders  on  hand  than  at  any 
time  since  their  organization.  This  firm  specialize  on 
boys'  boots,  making  the  well-known  line  of  "Canadian 
Boy"  shoes,  and  it  is  a  strong  proof  of  the  popularity 
of  their  goods,  when  they  can  make  such  a  favorable 
report  in  a  season  as  dull  as  the  past  one  has  been. 


The  Royal  Shoe  Store,  Nelson,  B.  C. 

One  of  the  brightest  and  most  up-to-date  shoe 
stores  in  the  Canadian  West  is  undoubtedly  the  Royal 
Shoe  Store,  at  Nelson,  B.C..  of  which  Mr.  R.  .Andrew 
is  the  proprietor.  He  came  to  Nelson  al>out  ten  years 
ago  and  ever  since  that  time  has  been  conducting  a 
successful  shoe  business.  Having  an  experience  of 
twenty-three  years  as  a  shoeman,  Mr.  Andrew  is  in  a 
position  to  stock  nothing  but  what  is  most  suited  to 
his  trade  both  in  men's  and  women's  lines.  One  of  the 
best  exhibits  in  any  store  in  that  province  of  leading 
makes  of  shoes  is  displayed  in  the  windows  and  show 
cases  of  the  Royal  Shoe  Store.  These  include  the 
most  up-to-date  models  by  makers  such  as  Nettleton's, 
Utz  &  Dunn,  the  Hager  and  the  Invictus  shoes,  as  well 
as  other  lines  of  staples.  The  firm  do  a  family  trade, 
but  through  following  a  progressive  advertising  cam- 
paign and  giving  good  service  and  value  are  constantly 
making  new  customers. 


Hand  vs.  Machine  Welts 

A  shoe  manufacturer  who  has  within  a  few  years 
changed  from  hand  to  machine  welting  gives  us  some 
interesting  comparisons.  He  states  tfiat  he  was  oblig- 
ed to  give  up  his  hand  welting  for  the  reason  that  he 
could  not  fill  big  orders  quickly  enough  by  this  pro- 
cess, but  finds  that  his  old  hand-method  produced 
shoes  fully  as  cheaply  as  the  machine  process,  and  that 
the  quality  of  work  by  hand  is  superior.  Practically, 
no  hand-welted  shoes  were  returned  on  account  of 
|)oor  work,  while  the  records  are  not  so  good  on  the 
macliine  weltingf. 


Gleaning  Show  Cases 

There  is  no  excuse  for  dirt  and  dust  inside  the  store 
They  are  not  only  of  direct  damage  to  the  goods  with 
which  they  are  allowed  to  come  in  contact,  but  un- 
cleanliness  repels  instead  of  attracts  and  people  will 
stay  away  from  the  store  that  is  dirty. 

Money  without  end  may  be  spent  for  the  latest  and 
best  of  store  fixtures,  but  it  will  be  money  largely 
wasted  unless  they  are  kept  spick  and  span  and  dust 
and  dirt  not  allowed  to  accumulate. 

The  following  is  given  as  a  combination  that  it  is 
claimed  will  much  improve  the  surface  of  wood  that 
has  become  marred:  Dissolve  one  ounce  of  white  wax 
in  a  pint  of  pure  turpentine.    Applv  with  a  soft  cloth. 

The  o-lass  of  show  cases  should  be  kept  sparkling 
and  spotless.  One  way  of  cleaning  glass  is  to  mix  one 
ounce  of  wliitingT  one  ounce  of  alcohol  and  one  ounce 
of  water  of  ammonia  in  a  pint  of  water  and  apply  the 
mixture  with  a  soft  cloth,  allow  it  to  dry,  and  then 
wipe  ofif. 


A  Waterproof  Last 

An  English  last  manufacturer  is  making  a  specialty 
of  a  waterproof  last.  He  claims  for  his  product  that 
tlTe  finished  last  is  absolutely  impervious  to  water,  and 
therefore,  cannot  shrink  or  swell,  thus  causing  varia- 
tions in  sizes  and  widths  of  shoes,  which  is  a  common 
complaint  with  ordinary  lasts. 


A  feature  of  the  new  styles  is  light  weight  soles  in 
welts  and  a  revival  of  turns. 


store  Front  of  the  Royal  Shoe  Store,  Nelson,  B.C. 


Interior  of  the  Royal  Shoe  Store.  Nelson.  B.  C. 
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Cheaper  Rubber 

The  cost  of  the  best  grade  Para  up-river  rubber 
has  decreased  considerably  and  in  New  York  to-day 
it  sells  for  less  than  75c  a  pound.  Of  course  all  other 
grades  of  raw  rubber  have  become  cheaper  in  propor- 
tion. Cheaper  raw  rubber  is  putting  substitutes  out 
of  the  market  and  the  quality  of  all  goods  is  being  im- 
proved greatly  by  the  more  liberal  use  of  the  best  raw 
rubber.  Attempts  to  produce  rubber  synthetically  have 
not  met  with  much  success  from  a  commercial  stand- 
point, although  inventors  and  experimenters  are  tak- 
ing out  numerous  patents  on  processes  with  that  end 
in  view. 

In  some  respects  the  production  of  rubber  is  likely 
to  experience  a  change  similar  to  that  of  quinine  more 
than  a  quarter  of  a  century  ago,  when  it  was  found 
that  the  cultivation  of  the  chincona  tree  in  the  East 
Indies  had  resulted  in  a  cheapening  of  the  drug  that 
obliterated  its  production  from  bark  gathered  in  the 
native  forests  of  South  America. 

Whether  the  production  of  raw  rubber  in  Brazil 
will  suffer  ultimately  in  the  same  way,  remains  to  be 
seen.  Much  will  depend  on  the  policy  of  the  Brazilian 
Government  and  on  the  intelligent  direction  of  the 
trade  as  far  as  the  gathering  of  the  latex  is  concerned. 
The  valley  of  the  Amazon  is  the  natural  home  of  the 
best  rubber  tree  that  is  known,  and  if  this  tree  can  be 
cultivated  in  Ceylon  and  the  Dutch  East  Indies  to 
advantage,  it  seems  reasonable  to  believe  that  a  still 
greater  success  would  attend  its  cultivation  in  its 
native  home.  The  Amazon  is  navigable  right  up  to 
its  head  waters  at  the  foot  of  the  Andes,  and  this  in 
itself  is  a  great  advantage,  because  transportation 
should  be  comparatively  cheap,  and  not  subject  to  in- 
terruption at  any  season  of  the  year. 

No  matter  how  great  may  be  the  increase  in  the 
supply  of  raw  rubber  the  demand  for  it  will  grow  in 
equal  proportion  if  the  price  continues  to  decline.  It 
is  estimated  that  last  year's  total  production  of  raw- 
rubber  throughout  the  world  was  about  105,000  tons, 
and  the  consumption  exceeded  100,000  tons,  so  that 
accumulated  stocks  are  negligible  in  quantity  and  of 


themselves  would  have  little  or  no  effect  on  the  market 
price.  The  increase  in  production  from  year  to  year 
since  the  automobile  became  important  has  exceeded 
5,000  tons,  and  this  alone  will  account  for  the  con- 
sumption of  increased  quantities  in  the  ratio  that  has 
prevailed  even  during  the  last  five  years,  when  the 
competition  of  the  plantations  in  the  East  Indies  has 
begun  to  be  felt. 


las.  C.  Fetherstone,  buyer,  wholesale  department, 
Waterbury  &  Rising,  St.  John,  N.B. 


The  leather  market,  while  on  a  firm  basis,  has  not 
shown  a  corresponding  advance  with  hides,  but  if  pre- 
vailing advances  in  raw  material  are  maintained  it  is 
difiicult  to  see  how  tanners  are  going  to  turn  out  new 
leather  at  present  prices. 


General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


G.  W.  Bithell  contemplates  building  a  harness  factory  in 
Montreal. 

The  Stanley  Mills  Department  Store,  Hamilton,  Ont.,  in- 
tend to  shortly  build  a  $12,000  addition  to  their  premises. 

The  Lindsay  Shoe  Repair  Company,  have  started  in  Lind- 
say, Ont.    The  partners  are  Messrs.  Hughes  &  Cartwright. 

The  Hardie-Redmond  Company,  Limited,  has  been  or- 
ganized with  a  capital  stock  of  $40,000.  Their  head  office 
will  be  at  Toronto  where  they  will  carry  on  a  wholesale  and 
manufacturing  shoe  business. 

The  shoe  factories  in  Quebec  are  now  all  busy,  the  strike 
having  been  settled  to  the  satisfaction  of  both  parties. 

The  superintendents  of  the  various  mills  belonging  to 
the  Canadian  Consolidated  Rubber  Company,  held  a  conven- 
tion last  month  at  the  Maple  Leaf  Rubber  factory,  Port  Dal- 
housie,  Ont.  Those  in  attendance  were  John  Pearce, 
general  superintendent,  Montreal;  C.  K.  Hutchinson,  Mon- 
treal; D.  A.  Fischer,  superintendent  Canadian  Rubber  Com- 
pany, Montreal;  F.  W.  Kramer,  superintendent  Dominion 
Rubber  Company,  St.  Jerome,  Que.;  H.  Pearce,  superin- 
tendent  Granby   Rubber   Company,   Granby,    Que.;    P.  Y. 


Smiley,  superintendent  Merchants'  Rubber  Company,  Berlin, 
Ont.;  I.  W.  Kuhner,  Superintendent  Maple  Leaf  Rubber 
Company,  Port  Dalhousie. 

Mr.  John  Stewart,  who  for  a  number  of  years  has  been 
associated  with  the  Watson  Shoe  Stores,  Victoria,  B.C.,  has 
recently  bought  out  the  entire  stock  of  that  firm's  Douglas 
Street  store  and  along  with  his  brother,  William  Stewart, 
will  carry  on  a  retail  shoe  business  at  the  same  stand. 

Rev.  Jas.  C.  Walker,  a  methodist  minister,  died  suddenly 
in  Leamington,  Ont.,  from  acute  indigestion.  He  formerly 
conducted  a  shoe  business  in  Toronto. 

Mr.  W.  Meyer,  Western  representative  of  the  Rideau 
Shoe  Company,  Montreal,  is  now  in  the  West. 

After  an  illness  of  five  weeks,  Mr.  Ernest  Caron,  founder 
of  the  Canadian  Shoe  Company,  Levis,  died  in  the  Beauport 
Hospital,  Quebec,  on  February  23. 

The  old  tannery  of  Wickett  &  Craig  at  the  corner  of 
Cypress  and  Don  Esplanade,  Toronto,  was  recently  damaged 
by  fire  to  the  extent  of  $1,500. 

The  mayor  and  aldermen  of  the  city  of  St.  Thomas  re- 
cently paid  a  visit  to  the  shoe  factory  of  the  E.  T.  Wright  & 
Company  at  that  place  and  expressed  their  satisfaction  at 
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everything'  tlvey  saw.  The  building  is  now  ready  for  occu- 
pancy and  the  machinery  will  be  moved  in  from  the  old  fac- 
tory very  shortly. 

J.  B.  Scmple  has  started  a  boot  and  shoe  store  at  Car- 
berry,  Man. 

The  Electric  Shoe  Repair  Company,  have  disposed  of 
their  business  at  Saskatoon,  Sask.,  to  F.  A.  Robinson. 

The  Brandon  Shoe  Company  report  that  their  represent- 
atives are  now  in  their  respective  territories,  and  orders  are 
coming  in  fast,  their  twenty-one  day  service  plan  proving 
very  popular. 

The  St.  John,  N.B.,  board  of  trade  has  been  receiving 
inquiries  recently  from  manufacturers  in  many  lines,  includ- 
ing boots  and  shoes  and  leather. 

After  three  weeks'  illness,  Mr.  Frederick  Washburn 
Hills,  one  of  the  oldest  travellers  in  the  boot  and  shoe  and 
leather  business,  died  on  February  15  at  his  residence,  Mon- 
treal. He  was  a  native  of  Lachute,  P.Q.,  and  in  his  earlier 
years  was  connected  with  his  father's  tannery  business,  trav- 
elling for  the  firm  as  early  as  1868.  He  was  on  the  road  for 
many  years,  and  then  joined  the  sales  stafif  of  Alderman 
Robinson,  Montreal,  with  whom  he  stayed  for  18  years. 


The  late  Mr.  F.  W.  Hills. 


From  there  he  went  to  Messrs.  Jackson  &  Savage,  Mon- 
treal, the  makers  of  the  Scout  Shoe.  Mr.  Hills  used  to  speak 
with  pride  of  the  fact  that  he  had  in  some  instances  sold 
goods  to  three  generations,  grandfather,  father  and  son.  He 
was  63  years  of  age  and  is  survived  by  a  widow  and  one 
daughter. 

It  is  likely  that  the  by-law  to  grant  the  Consumers'  Rub- 
ber Company  certain  concessions  to  induce  them  to  locate 
at  St.  Catharines,  Ont.,  will  be  again  presented  to  the  elec- 
tors. It  is  understood  that  some  alterations  have  been  made 
in  the  agreement  which  was  recently  voted  down  by  the  rate 
payers. 

The  Unique  Shoe  Company,  Limited,  lias  been  organized 
with  a  capital  of  $40,000.  The  head  office  will  be  in  Toronto. 
The  incorporators  arc  J.  W.  Phillips,  M.  B.  Young,  and  Chas. 
Tilley.  Their  charter  permits  of  their  carrying  on  a  jobbing 
trade  as  well. 

The  Security  I\ul)l)er  &  Supply  Company,  Limited,  of 
Winnipeg,  Man.,  has  incorporated. 

Mr.  C.  Weaver,  of  Trenton,  Ont.,  has  been  0:1  a  visit  to 
Montreal  and  Quebec,  purchasing  goods. 

Two  men  were  recently  arrested  in  Toronto  for  defraud- 
ing shoe  repairers.  Their  scheme  was  to  leave  a  pair  of 
shoes  to  be  repaired  and  call  around  later  and  tender  in  pay- 
ment a  Confederate  .$20  bill.  One  shoemaker  changed  one  of 
these  notes  and  later  finding  it  worthless  informed  the  police. 


Shortly  afterwards  another  shoemaker  had  the  same  trick 
tried  on  him,  but  suspecting  the  bill  to  be  useless,  he  refused 
it  and  informed  the  police.    Two  men  have  been  arrested. 

The  shoe  manufacturing  industry  of  Boston,  through  an 
agreement  of  all  of  its  biggest  concerns  now  stands  bound  in 
its  entirety  to  an  agreement  to  employ  arbitration  rather  than 
strike  or  lockout  in  the  settlement  of  labour  disputes.  The 
state  board  of  arbitration  is  named  in  every  instance  to  set- 
tle disputes  as  to  working  conditions,  hours  and  wages. 

A  fire  at  the  tannery  of  Edgar  Clement,  Arago  Street, 
Quebec,  damaged  the  building  and  stock  to  the  value  of  $10,- 
000. 

The  A.  R.  Clarke  &  Company  hockey  team  and  a  large 
crowd  of  supporters  journeyed  to  Georgetown,  recently,  and 
decisively  trimmed  the  Georgetown  Wanderers  by  a  score  of 
7 — 3.  The  game  was  e.xtremely  fast  and  clean,  but  few  penal- 
ties being  handed  out.  Clarkes  led  at  half  time  2 — 1.  The 
second  half  opened  fast  and  Clarkes  cinched  the  game  by  fast 
combination  scoring  three  goals  in  rapid  succession.  The 
line  up  was  as  follows:  Goal,  J.  Ross;  Point,  D.  Campbell; 
Cover,  P.  McIIwain;  Rover,  N.  Thompson;  Centre,  W. 
Brown;  Left,  E.  Randall  and  Right,  A.  George.  The  referee 
was  Clive  Sachs.  The  Wanderers  are  making  a  trip  to  To- 
ronto for  a  return  game  in  the  near  future. 

Mr.  H.  Hollinsworth,  for  nine  years  in  charge  of  window 
trimming  and  store  decoration  for  the  Robert  Simpson  Com- 
pany, Toronto,  has  severed  his  connection  with  the  above 
firm  and  is  now  with  the  Clatworthy  &  Son,  Limited,  the  dis- 
play fixture  people,  of  Toronto.  Mr.  Hollinsworth's  long  ex- 
perience in  the  window  trimming  line  will  serve  him  in  good 
stead  in  the  fixture  business,  as  he  understands  so  thoroughly 
all  the  uses  of  the  display  fixtures  he  is  selling.  He  nas  many 
friends  scattered  all  over  the  Dominion,  both  mercliants  and 
window  trimmers,  and  we  are  sure  that  they  will  join  with 
Footwear  in  wishing  him  every  success  in  his  new  sphere. 

The  Commissioners  appointed  by  the  Federal  Govern- 
ment to  enquire  into  the  causes  of  the  increased  cost  of  liv- 
ing have  taken  evidence  in  Montreal  and  Quebec  as  to  the 
reasons  for  the  advance  in  the  price  of  boots  and  .'■hoes. 

American  interests  have  been  seeking  to  acquire  a  con- 
trolling interest  in  Ames-Holden-McCready,  Limited.  Mon- 
treal, and  Mr.  D.  Lorne  McGibbon  states  that  an  offer  was 
made  to  him  of  $33  per  share  for  13,000  shares.  This  was  de- 
clined, Mr.  McGibbon  declaring  that  he  has  been  a  buyer  in 
the  open  market  and  not  a  seller. 

Some  changes  have  taken  place  in  the  factory  of  the 
Slater  Shoe  Company,  Montreal.  Mr.  Horace  Hill  has  now 
charge  of  the  sole  leather  stock,  and  Mr.  Louis  Mercier  the 
sole  leather  cutting  department.  Mr.  Harry  Newman  has  re- 
signed from  the  treeing  and  ])acking  department,  and  his 
place  has  been  taken  by  Mr.  Michael  Piugree. 

E.  W.  C.  Honen  has  accepted  the  p')sition  of  superinten- 
dent of  the  factory  of  the  James  Muir  Shoo  Company,  Mais- 
onneuve.  Que.  He  was  formerly  buyer  and  manager  for  the 
sole  leather  department  of  the  Slater  Sho2  Company,  Mon- 
treal. 

Geo.  R.  Thompson  has  taken  over  the  stand  at  Frederic- 
ton,  N.B.,  formerly  occupied  by  the  Lucy  Shoe  Store,  r.nd  \yill 
conduct  a  clothing,  dry  goods  and  shoe  business. 

The  Silvershine  Shoe  Polish  building  at  263  King  Street 
West,  Toronto,  was  destroyed  last  month,  by  fire  follow- 
ing an  explosion  of  gas. 

The  Fifteenth  Annual  Convention  of  the  Ontario  Pro- 
vincial Board  of  the  Retail  Merchants'  Association  cif  Can- 
ade  was  held  recently  at  Toronto.  Some  cf  the  questions 
considered  were  the  Business  Tax,  the  Parcels  Post  System, 
and  the  Workmen's  Compensation  Act.  The  convention  also 
urged  the  appointment  of  a  fire  marshall  to  impose  preventive 
restrictions.  A  banquet  was  given  on  the  evening  of  the  25th 
at  which  Mr.  A.  F.  Sheldon,  of  Chicago,  gave  an  address  on 
"The  Science  of  Building  Up  a  Retail  Busines.'?."  There  was 
a  large  attendance  at  the  convention  and  much  business  was 
transacted. 

.'\  considerable  portion  of  the  O.  B.  Shoe  Factory,  Drum- 
mondville.  P.Q.,  was  destroyed  by  fire  on  the  night  of  Feb- 
ruary 24.  The  loss  is  put  at  $130,000,  with  $72,000  insurance. 
This  fire  is  a  very  considerable  loss  to  the  town,  as  the 
factory  gave  a  large  amount  of  employment.  Mr.  Lepine 
is  the  manager.  The  company  state  that  the  fire  which  des- 
troyed their  plant  did  not  destroy  their  optimism.  They  are 
getting  out  a  fine  line  of  samples  and  have  no  doubt  these 
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will  be  a  great  success  with  the  trade.  At  the  moment  of 
going  to  press  they  have  not  definitely  completed  their  plans 
for  the  future. 

It  is  understood  that  a  company  is  to  be  c  rganized  to 
manufacture  felt  footwear  at  Cobourg,  Ont.  They  will  ask  a 
grant  of  $10,000  from  the  town  council  and  the  usual  exemp- 
tions. If  the  scheme  has  the  approval  of  the  rate  payers,  the 
firm  will  employ  about  fifty  hands  at  the  commencement. 

David  Mendelsohn,  shoe  retailer  423  St.  Lawrence  T3!vd  , 
Montreal,  recently  suffered  a  fire  loss. 

Lamontagne,  Limited,  leather  goods  manufacturers,  Mon- 
treal, recently  suffered  a  fire  loss. 

Frank  H.  Baiden,  a  prominent  shoe  retailer  of  Calgar3^ 
Alta.,  died  recently  at  that  place. 

T.  H.  Bigwood,  the  well  known  Toronto  shoe  retailer, 
has  been  elected  second  vice-president  of  the  Retail  Mer- 
chants' Association  of  Canada. 

The  Great  Northern  Tannery  of  Edmonton,  Alta.,  will 
have  its  capacity  doubled  in  the  near  future. 

Bert  Sproal  has  purchased  the  shoe  business  of  Stubbs 
Bros.,  of  Bloor  Street  West,  Toronto. 

J.  B.  Semple  has  opened  a  new  shoe  store  at  Carberry. 
Man. 

A  new  shoe  repair  shop  has  been  opened  at  Zurich,  Out., 
by  D.  Paff  &  Son. 

J.  W.  Davis  shoe  retailer  at  Duncan,  B.C.,  has  retired. 

F.  A.  Robinson  has  purchased  the  plant  of  the  Electric 
Shoe  Repair  Company  at  Saskatoon,  Sask.,  and  will  continue 
business  at  the  same  stand. 

The  H.  D.  DeVillers  Sale  Company  has  been  registered 
at  Montreal.  They  will  conduct  a  wholesale  and  retail  shoe 
business. 

Mayers  &  Davidson,  shoe  retailers  at  Calgary,  Alta.,  re- 
cently suffered  a  fire  loss. 

Samuel  Wagner,  shoe  retailer  Montreal,  Que.,  suffered  a 
lire  loss  recently. 

I.  B.  Baird,  who  conducts  a  dry  goods  store  at  Fort 
George,  B.C.,  has  added  a  line  of  shoes. 

E.  D.  Lott,  shoe  retailer  816  College  Street,  Toronto,  is 
moving  to  Weston  shortly,  where  he  has  leased  a  new  store. 

The  Miner  Rubber  Company  have  published  their  annual 
catalogue  of  rubber  footwear,  which  is  illustrated  with  many 
cuts  of  their  well  known  brands.  We  understand  that  the 
company  have  made  an  adjustment  of  prices,  and  that  these 
apply  to  all  classes  of  goods,  no  difference  in  price  being 
made  between  staple  and  newer  lasts. 

N.  Tetrault,  of  the  Tetrault  Shoe  Company,  Montreal, 
has  recently  returned  from  a  trip  to  the  Boston  market. 

Edward  Morin  has  accepted  a  position  as  foreman  of  the 
cutting  room  of  the  Getty  &  Scott  shoe  factory  at  Gait,  Ont. 
He  has  occupied  similar  positions  with  several  Montreal 
firms. 

On  March  12th  the  A.  L.  Rudd  Harness  Company,  To- 
ronto, suffered  a  fire  loss  on  stock,  machinery  and  building 
to  the  extent  of  about  $65,000.  The  insurance  amounted  to 
$50,000. 

A  sale  was  held  at  the  Foster  Shoe  Store,  Calgary,  Alta., 
recently,  to  which  the  people  came  in  such  crowds  that  the 
police  had  considerable  difficulty  in  keeping  the  street  open 
for  traffic.  During  the  early  hours,  the  street  was  crowded 
out  to  the  car  lines  and  in  spite  of  the  fact  that  two  special 
constables  were  hurriedly  placed  on  duty,  the  crush  was  so 
great  that  one  of  the  massive  show  windows  was  smashed  in 
with  the  pressure  of  the  crowd.  The  store  was  crowded 
throughout  the  day,  and  the  police  had  to  remain  on  duty  to 
preserve  order. 

The  Eureka  Rubber  &  Tire  Company,  Limited,  has  been 
organized  with  a  capital  of  $40,000.  Their  chief  place  of  busi- 
ness will  be  in  the  city  of  Toronto. 

Lyon  Shoes,  Limited,  is  the  name  of  a  new  company  or- 
ganized with  a  capital  of  $50,000.  They  will  erect  a  shoe  fac- 
tory in  Montreal. 

The  Macfarlane  Shoe  Company,  Montreal,  are  removing 
to  one  of  the  finest  shoe  factories  in  the  city  at  61  De  Nor- 
manville  Street.  The  building  is  150  feet  long  by  45  feet  wide, 
four  storeys  high,  and  was  built  specially  for  the  manufacture 
of  shoes.  All  the  floors  are  of  hardwood.  The  factory 
stands  on  a  lot  150  feet  by  250  feet,  and  as  there  is  a  thorough- 


fare on  each  side,  the  lighting  is  excellent-  The  heating  is  by 
steam  from  tvvo  boilers  placed  in  a  boiler  house  separate  from 
the  factory.  The  machinery  is  driven  by  electricity.  The 
Macfarlane  Shoe  Company  are  well  known  as  makers  of  high- 
class  children's  footwear,  and  the  new  factory  will  give  them 
much  needed  additional  facilities. 

Frank  Power,  widely  known  as  a  shoe  traveller,  has  join- 
ed the  travelling  staff  of  The  Rena  Shoe  Company,  Montreal. 

W.  J.  Baggs,  the  well  known  and  popular  traveller  of  the 
Anglo-American  Leather  Company  has  severed  his  connec- 
tion with  that  firm.  It  is  understood  that  he  will  represent 
several  United  States  shoe  houses  that  have  factories  in 
Canada. 

The  J.  J.  Haines  Shoe  Houses  who  have  stores  at  Smiths 
P^alls,  Napanee,  Belleville,  and  Trenton,  are  among  the  first 
to  take  advantage  of  the  new  parcels  post.  They  have  an- 
nounced in  all  the  local  papers  of  those  places  that  they  will 
deliver  shoes  free  within  the  twenty-mile  zone. 

A  new  shoe  store  has  been  opened  in  Dashwood,  Ont., 
by  D.  Pfaff  &  Son. 

L.  Bouchard,  the  well  known  shoe  retailer  of  Montreal, 
recently  passed  away. 

A.  Hoffmeyer  recently  purchased  the  shoe  business  of  F. 
Tank  at  Millbank,  Ont. 

Hendron  Bros.,  have  taken  over  The  Diamond  Shoe 
Store,  Winnipeg. 

E.  Wiltse  has  purchased  the  shoe  business  of  R.  K.  Hel- 
yar  at  Kemptville,  Ont. 

J.  L.  Hodgson,  a  shoe  retailer  late  of  Walkerton,  Ont,, 
has  moved  to  Mount  Denis,  near  Toronto. 

W.  J.  Honeyford,  the  popular  shoe  retailer  of  Colling- 
wood,  Ont.,  has  moved  into  his  new  store. 

D.  Mcintosh,  an  old  and  respected  shoe  retailer  of  Arthur, 
Ont.,  recently  passed  away. 

C.  B.  Pratt,  shoe  retailer,  137  Sparks  Street,  Ottawa,  will 
move  into  his  new  store  about  April  1st. 

The  Shoe  Mart,  at  107  Yonge  Street,  Toronto,  operated 
by  the  firm  of  A.  Levy,  has  been  closed,  owing  to  the  lease 
expiring. 

J.  S.  Ashford,  the  Canadian  manager  for  Sir  H.  W. 
Trickett,  Limited,  Waterford,  England,  has  recently  returned 
to  Toronto  from  a  business  trip  to  the  west.  He  reports 
the  trade  outlook  as  vastly  improved. 

Mr.  W.  H.  Budroe  has  been  appointed  Eastern  Ontario 
representative  of  The  Regina  Shoe  Company  and  The  Colum- 
bus Rubber  Company,  both  of  Montreal.  He  was  formerly  on 
the  travelling  staff  of  Blachford  Davies  &  Company,  of  To- 
ronto. 

W.  C.  Bartlett,  shoe  retailer,  is  removing  from  137  Ron- 
cesvalle  Ave.,  Toronto,  to  the  corner  of  Lansdowne  and  Bloot 
Streets.  He  will  install  a  repair  department  in  the  new 
premises. 

Messrs.  Fred  and  Howard  Blachford,  buyers  for  the  firm 
of  H.  &  C.  Blachford,  Limited,  recently  visited  Boston,  New 
York,  and  other  United  States  shoe  centres  gathering  ideas 
with  reference  to  new  fall  styles. 

The  Goodwin  Shoe  Company  who  operated  two  large 
stores  on  Hastings  Street,  Vancouver,  will  merge  these  into 
one. 

J.  Henderson  &  Company,  dealers  in  hides,  Winnipeg, 
Man.,  recently  suffered  a  fire  loss. 

Chas.  F.  Rannard,  president  and  director  of  the  Rannard 
Shoe  Company,  Limited,  Winnipeg,  Man.,  is  on  a  trip  to 
Eastern  Canada,  visiting  all  the  larger  shoe  factories  as  far 
east  as  Fredericton,  N.B. 

The  plant  of  the  Canada  Oak  Tanning  Company,  at 
Woodstock,  Ontario,  had  some  sections  of  its  wall  damaged 
during  a  recent  storm  that  passed  over  that  city. 

The  Rannard  Shoe  Company,  Winnipeg,  Man.,  have  been 
made  into  a  limited  liability  company  with  an  increase  of 
capital. 

Mr.  H.  A.  Beatty  has  resigned  his  position  as  Ontario 
representative  of  the  Slater  Shoe  Company,  Limited,  Mon- 
treal. He  intends  to  take  up  a  line  of  shoes  on  his  own  ac- 
count. 

The  March  number  of  "Footprints,"  issued  by  the  Cana- 
dian Consolidated  Rubber  Company,  contains  the  1914  cata- 
logue of  the  Jacques  Cartier,  Merchants,  Dominion,  Anchor 
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and  Fleet  Foot  brands  of  the  company.  The  number  has  an 
attractive  cover  printed  in  colours,  and  is  also  well  illustrated 
with  numerous  cuts.  The  layout  of  "l'"o<)t|)rints"  adds  to  the 
appearance  of  this  useful  journal. 

E.  M.  Foster,  boot  and  shoe  dealer  at  Calgary,  .Alta.,  re- 
cently suffered  a  fire  loss  of  l)etween  .$4.'5,0()()  and  $.'iO,00()  on 
his  stock  and  Sl.'iOO  on  the  builrling.  There  was  some  insur- 
ance. 

W.  E.  (Pink)  Gerrish,  the  well  known  and  popular  Cana- 
dian traveller  of  the  P.  J.  Harney  Shoe  Company,  of  Lynn. 
Mass.,  is  now  on  his  Canadian  trip  with  a  snappy  lot  of  new 
fall  styles. 

Messrs.  J.  E.  Kerrigan,  secretary-treasurer,  and  G.  A. 
Blachford,  sales  manager  of  the  Murray  Shoe  Company, 
Limited,  London,  have  recently  resigned  from  that  firm.  The 
officials  of  the  company  are  now  Geo.  H.  Murray,  President; 
J.  A.  Adams,  vice-president  and  general  manager;  K.  J.  John- 
ston, secretary-treasurer;  K.  D.  Murray  and  A.  M.  Jarvis. 
directors. 

The  annual  meeting  of  the  shareholders  of  the  .'\mherst 
Boot  &  Shoe  Company,  of  Amherst,  N.S.,  took  place  recently 
in  that  place.  The  directors  rei)orted  marked  progress  during 
the  past  year  when  their  sales  were  the  largest  in  the  history 
of  the  company,  amounting  to  over  a  million  dollars.  After 
all  charges  were  made  and  the  annual  dividends  declared,  the 
sum  of  $26,7H:5  remained  to  be  added  to  the  surplus,  bringing 
this  up  to  .$1. '50,000 — all  accumulated  during  the  last  seven 
years  under  the  present  management.  The  following  direc- 
tors were  elected:  Percy  C.  Black,  President;  T.  X.  Camp- 
bell, Vice-President;  C.  S.  Sutherland,  General  Manager;  T. 
Sherman  Rogers,  K.C.,  and  E.  N.  Rhodes,  M.P.  Ai  a  subse- 
quent meeting  of  the  Amherst  Central  Shoe  Company,  Limit- 
ed, the  following  directors  were  elected:  C.  S.  Sutherland, 
President;  A.  C.  Paddock,  Vice-President;  Geo.  H.  Anderson, 
Manager;  Percy  C.  Black,  T.  N.  Campbell,  T.  Sherman 
Rogers,  K.C.,  and  E.  N.  Rhodes,  M.P. 

John  Kylie,  a  well  known  shoe  retailer  of  Peterboro,  Ont., 
has  had  his  shop  enlarged  and  fitted  up  in  the  most  modern 
manner. 

Alonzo  Wood,  a  shoe  salesman  who  was  formerly  in 
business  in  Nova  Scotia,  is  being  sought  by  William  Finley, 
Pugwash,  Cumberland  County,  Nova  Scotia. 

Application  has  been  made  for  the  incorporation  of  a  new 
company  under  the  style  of  the  Welland  Tire  &  Rubber  Com- 
pany. Their  chief  place  of  business  will  be  Welland,  Ont., 
and  the  concern  will  be  capitalized  at  .$750,000. 

The  employees  of  the  Amherst  Boot  &  Shoe  Company 
have  formed  a  curling  club  and  their  team  are  winning  honors 
in  Nova  Scotia. 

Glass  Bros.,  known  as  the  pioneer  shoemakers,  Calgary, 
Alta.,  have  sold  their  business  at  the  old  stand  120  8th  Ave. 
W.,  and  have  opened  a  handsome  new  "Walkover"  Shoe  Store 
at  223  8th  Ave.  W. 

The  Master  Harness  Makers'  of  Ontario  held  a  conven- 
tion at  Berlin,  Ont.,  on  February  17th  and  18th,  about  200 
members  being  present.  Notwithstanding  the  fact  that  the 
increase  in  motor  traffic  has  adversely  affected  the  trade,  a 
good  business  was  reported  as  having  been  done  last  year  by 
the  directors.  The  officers  chosen  for  1914  were:  President. 
C.  H.  Nix,  Berlin:  Vice-President,  W.  G.  Wotten.  West  To- 
ronto; Secretary.  V.  M.  Dyas.  Toronto;  Treasurer,  Jas  Smith. 
Toronto;  Executive  Committee.  J.  Moat,  Jos.  Pender,  To- 
ronto; W.  H.  Murray,  R.  Mitchell,  H.  Bush.  Hamilton;  L. 
Salter  and  J.  Fehrenbach,  Berlin.  It  was  left  to  the  executive 
to  fix  the  date  and  place  of  the  next  convention. 

About  1,500  employees  of  the  A.  H.  Weinbrener  Shoe 
Company's  plant  at  Milwaukee,  Wis.,  recently  struck  work. 
Some  disorder  followed,  the  police  being  called  upon  to  pro- 
tect the  strike  breakers. 

Mr.  Geo.  H.  Taylor,  who  formerly  represented  the  Wil- 
liams Shoe  Company,  Brampton,  has  joined  the  sales  staff  of 
the  Kingsbury  Footwear  Company,  Maisonneuve,  and  will 
cover  Ontario  for  that  company. 

George  A.  Slater.  Limited,  Maisonneuve,  will  hold  an 
"Invictus"  week  from  .April  3  to  11.  Dealers  who  hold  the 
George  Slater  agency  are  requested  to  make  special  window 
displays  during  that  week,  for  which  prizes  will  be  given  by 
the  company.  The  displays  will  be  photographed,  and  the 
prizes  awarded  for  the  best  windows  in  each  province.  It  is 
hoped  that  the  display  will  be  in  towns  from  the  .Atlantic  to 
the  Pacific.    The  company  liave  inaugurated  a  monthly  letter 


to  their  agents,  dealing  prominently  with  some  topic  of  spe- 
cial interest  to  retailers. 

Among  recent  visitors  tf)  Montreal  on  business  were:  Mr. 
J.  M.  Patterson,  Berwick,  N.S.;  Mr.  N.  McKinnon,  of  McKin- 
non,  Limited,  Weyljurn,  Sask.;  and  Mr.  McMurdy,  of  Ram- 
says,  Limited,  Edmonton. 

Mr.  O.  H.  Vogt,  managing  director  of  The  Great  West 
I'clt  Company,  Limited,  Elmira,  Ontario,  has  just  returned 
from  one  of  his  regular  business  trips  to  the  West.  Mr.  Vogt 
states  that  his  company  has  had  a  very  satisfactory  year,  and 
he  is  confident  that  considerable  business  will  be  done  in  the 
West  this  year. 

Mr.  Arthur  Congdon,  well  known  io  the  shoe  trade  of 
Canada,  has  taken  charge  of  the  business  of  The  Wm.  A. 
Marsh  Company  (Western),  Limited,  Winnipeg.  Changes 
are  taking  place  in  connection  with  this  firm  which  will  be  an- 
nounced shortly.  It  is  probable  that  Mr.  Congdon  will  be 
permanently  identified  with  the  future  of  the  business.  Mr. 
Congdon  was  for  many  years  in  the  wholesale  footwear  busi- 
ness in  his  own  name  in  Winnipeg.  Some  years  ago,  he  sold 
part  interest  to  the  James  McCready  Company,  Limited,  and 
remained  as  general  manager  for  the  reorganized  company 
after  the  transfer.  Subsequently,  when  the  McCready  and 
Ames-Holden  companies  amalgamated,  Mr.  Congdon  remov- 
ed to  Montreal  as  vice-president  of  the  larger  concern 
Some  time  ago  he  returned  to  Winnipeg,  where  he  has  spent 
so  many  years  of  his  life,  and  a  large  number  of  friends  will 
be  glad  to  again  find  him  actively  engaged  in  the  wholesale 
boot  and  shoe  trade  there. 

Mr.  John  Affleck,  of  the  Yale  Shoe  Store,  :!21  Portage 
.\venue,  Winnipeg,  has  announced  that  extensive  alterations 
will  be  carried  out  in  the  premises  in  the  next  few  weeks 
The  necessity  for  more  room  has  been  apparent  for  some 
time,  and  although  the  present  depression  in  business  condi- 
tions generally  has  been  felt,  the  trade  for  the  year  just 
ended  has  shown  an  increase.  To  allow  for  the  natural 
growth  of  his  business  Mr,  Affleck  has  decided  to  entirely 
remodel  the  interior  of  his  store.  The  plans  as  shown  allow 
for  an  increase  of  1,000  square  feet  of  shelving  to  be  erected. 
Entirely  new  seating  arrangements  and  new  fixtures  are  be- 
ing built,  and  when  completed  this  will  make  one  of  the 
finest  shoe  stores  in  the  West. 

Another  old  timer  in  the  shoe  business  has  passed  away 
in  the  person  of  Mr.  J.  B.  Beland,  of  Louisville,  P.Q.  He 
was  for  over  40  years  a  maker  of  larrigans,  mocassins,  and 
lumbermen's  driving  boots,  a  section  of  the  shoe  trade  which 
is  tending  more  and  more  to  pass  from  the  small  manufac- 
turer into  the  larger  houses.  Mr.  Beland  was  the  father-in- 
law  of  Mr.  Medard  Gauthier,  Montreal,  sales  agent  of  La 
Parisienne  Shoe  Company,  Maisonneuve,  P.Q. 

At  a  meeting  of  the  Dominion  Board  of  the  Retail  Mer- 
chants' Association  of  Canada,  held  in  Ottawa,  Mr.  J.  G. 
Watson,  retail  shoe  merchant,  of  Montreal,  was  elected  audi- 
tor. 

Mr.  G.  A.  Kieffer,  the  principal  partner  in  the  firm  of 
Kieffer  Brothers,  Montreal,  dealers  in  and  manufacturers  of 
shoe  machinery,  died  recently  at  the  age  of  33.  The  busi- 
ness has  been  in  existence  for  over  45  years,  and  will  in 
future  be  carried  on  by  Mr.  J.  L.  A.  Lemieux,  who  was  as- 
sociated with  Mr.  Kieffer  for  13  years,  and  before  that  was 
with  H.  T.  Spencer  and  Company,  in  the  same  line  of  trade. 

The  Canada  Paper  Box  Company,  Limited,  23-25  Cote 
Street,  Montreal,  have  just  installed  a  plant  for  making  fibre 
shipping  cases — the  first  of  its  kind  in  Canada.  These  cases, 
intended  for  shipping  shoes  and  other  goods,  have  proved 
very  successful  in  the  United  States,  and  have,  it  is  claimed, 
several  advantages  over  the  wooden  or  corrugated  varieties. 
They  are  thief-proof,  light,  and  very  strong.  The  company 
have  studied  the  methods  of  manufacture  in  the  States, 
where  the  business  in  these  cases  is  rapidly  developing.  The 
company  make  their  own  fibre  board,  which  is  of  excellent 
quality. 

.\lderman  James  Robinson  has  definitely  decided  not  to 
become  a  candidate  for  Mayor  of  Montreal.  He  has  been 
stronglj-  urged  to  run  for  the  highest  civic  position  in  the 
city,  but  states  that  "having  represented  St.  Lawrence  Ward 
for  the  past  eight  years,  in  each  and  every  case  I  have  en- 
deavored to  the  best  of  my  humble  ability  to  render  ser- 
vices to  my  fellow  citizens,  such  as  no  one  could  reproach 
me  for  after.  If  I  have  made  any  mistakes,  believe  me,  it 
was  not  through  any  sense  of  shirking  my  dutj',  but  rather 
from  an  error  in  judgment.    After  this  long  session  away 
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from  home,  business  and  pleasure,  I  have  been  ordered  by 
my  doctors  that  I  must,  for  the  present,  refrain  from  all 
business,  civic  and  political  duties.  Consequently,  much  as 
I  would  like  to  accept  the  Mayoralty  of  our  great  city,  the 
highest  honor  that  the  citizens  can  tender  me  as  an  appre- 
ciation of  their  gratitude  and  thankfulness  for  the  little  ef- 
forts of  mine  on  behalf  of  right  against  wrong,  reluctantly 
I  must  say,  in  justice  to  the  city,  to  my  family,  and  myself, 
I  have  to  decline  the  honor  this  time." 

The  show  rooms  of  Mr.  Medard  Gauthier,  La  Patrie 
Building,  Montreal,  have  lately  been  remodelled,  and  are 
now  among  the  finest  in  the  city.  Mr.  Gauthier  is  the  Mon- 
treal sales  manager  of  La  Parisienne  Shoe  Company,  Mais- 
onneuve,  P.Q.,  and  is  showing  the  latest  styles  of  this  firm. 

The  following  are  the  travellers  of  Dufresne  &  Galipeau, 
Limited,  Montreal,  who  are  now  on  the  road  with  Fall  sam- 
ples: P.  Leclere,  from  Montreal  to  Ottawa;  E.  Rouette, 
from  Montreal  to  Noniiningue,  and  from  Montreal  to  Three 
Rivers;  J.  O.  Hubert,  Beauce  and  Three  Rivers  to  Quebec 
City;  J.  P.  Lecerte,  Maritime  Provinces;  Messrs.  W.  E.  Short 


and  Percival,  Western  provinces;  J.  A.  Brais,  Eastern  Town- 
ships; J.  Leclere,  Montreal. 

R.  B.  McPherson,  one  of  the  best  known  and  most  popu- 
lar of  the  younger  generation  of  retail  shoe  men  in  British 
Columbia  is  now  in  the  employ  of  R.  E.  White,  "The  Shoe- 
man,"  Victoria,  B.C.,  who  has  just  opened  a  very  fine  shoe 
store  on  Yates  Street.  Mr.  McPherson  has  been  for  some 
years  with  the  C.  E.  McKeen  Company  in  both  Vancouver 
and  Victoria. 

Mr.  E.  N.  Geddes,  the  shoe  buyer  for  the  shoe  depart- 
ment of  the  Hudson  Bay  Company's  departmental  store  at 
Winnipeg,  has  just  returned  from  a  visit  to  Montreal,  Que- 
bec, Boston,  New  York,  Brockton  and  other  eastern  shoo 
centres  on  a  purchasing  trip.  Mr.  Geddes  buys  not  only  for 
the  firm's  Winnipeg  store,  but  largely  for  other  places  as 
well,  particularly  for  the  trade  with  the  Indians  throughout 
the  North- West.  F"ootwear  for  this  latter  class  of  trade  is 
bought  almost  entirely  from  Quebec  city.  The  firm  ships 
goods  clear  up  to  the  Arctic  circle,  and  recently  sent  a  large 
consignment  to  Herschel  Island. 


General  Store  News  of  Western  Canada 

Where  the  Shoe  Manufacturer  May  Find  a  Customer 


Alberta 

H.  J.  James  has  opened  a  general  store  at  Chauvin. 

A.  Jewett  has  been  succeeded  in  his  general  store  busi- 
ness by  J.  C.  Warren. 

Rae  Bros.  &  Smith,  general  merchants,  Berry  Creek, 
have  sold  to  Miller  Bros. 

Card  &  McNeil  have  succeeded  O.  M.  Forham  in  his 
general  store  business  at  Leslieville. 

Wm.  F.  Sebrasse  has  sold  his  general  store  at  Lake  Sas- 
katoon, to  Jos.  Emel. 

The  general  store  of  A.  T.  Prout  at  Neapolis,  l)urned 
last  week,  with  a  loss  of  about  $5,000. 

The  Asselin  Trading  Co.,  general  storekeepers,  have 
started  business  at  St.  Albert. 

J.  Bourgeault,  general  storekeeper,  has  moved  from  Hay- 
ter  to  Chauvin. 

Manitoba 

Sigmar  Bros.  &  Company  are  resuming  their  general 
store  business  at  Glenboro. 

Anton  Stadnek  has  opened  a  general  store  at  Sunbeam. 

The  Farmers'  Store  has  recently  started  up  in  business 
at  White  Bear. 

H.  A.  Fogel  has  opened  a  general  store  at  Dand. 

Saskatchewan 
A.  Hassan  has  established  a  general  store  at  Young. 
W.  Karasov  is  opening  a  general  store  at  Outlook. 
Arthur   Lowe   has   started   a   general   store   at  Golden 
Plains. 

Jas.  R.  Evans  is  opening  a  general  store  at  Maxim. 


Munro  &  McMillan  have  started  a  general  store  at  Cen- 
tral Butte. 

Andrew  Worobetz  has  started  a  general  store  business 
at  Krydon. 

The  Frolick  McLaughlin  Company  have  established  a 
general  store  at  Woodrow. 

Joll  Bros,  have  opened  a  general  store  at  Red  Jacket. 
J.  Chivers,  has  started  a  general  store  business  at  Vonda. 
Morrow  Bros.,  are  starting  a  general  store  at  East  End. 

The  Farmers'  Trading  Store  has  started  business  at 
Jansen. 

John  Kucey  has  started  a  general  store  business  at  In- 
singer. 

Mr.  J.  Harrison  has  started  a  general  store  business  at 
Guernsey. 

M.  Onofreys  has  started  a  general  store  business  at 
Prince  Creek. 

The  Brough  Trading  Company,  general  merchants,  have 
started  business  at  Brough. 

Smedstad  Bros,  are  opening  a  general  store  at  Preece- 
ville. 

Carl  Kunn,  general  storekeeper  at  Oak  Bank,  has  sold 
out  to  S.  Cohen. 

W.  Kirmee  has  sold  his  general  store  at  Sundown,  to  A. 
Boy  schink. 

Isaac  Tickletop,  general  storekeeper  at  Beausejour,  sold 
his  business  to  Shay  Nemerovsky. 

Gustave  Hutlet  has  been  succeeded  in  his  general  store 
business  at  Bruxelles,  by  Firmin  Brion. 


NEW  LASTS 

The  latest  styles  in  lasts  may  always  be  had  from  our  factory. 
We  make  nothing  else  but  lasts  for  ladies*  footwear  and  have 
the  most  up-to-date  plant  in  America  devoted  to  that  purpose. 


Our  salesman  will  call 
if  you  so  request. 

Rochester  Last  Works 

Rochester,  N.  Y. 


Lasts  For 
Ladies'  Shoes 
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Positions  Wanted 


ADVERTISER  IS  OPEN  TO  TAKE 
up  immediately  a  new  line  of  shoes. 
Commission  preferred.  Must  be  up- 
to-date  goods — either  men's  or  wo- 
men's. Have  a  clean  record,  long  ex- 
perience and  good  connection  with  the 
best  Ontario  dealers.  Replies  strictly 
confidential.  Box  965,  Footwear  in 
Canada,  Toronto.  3 


Positions  Vacant 


EXPERIENCED  SHOE  SALESMAN 
wanted  to  sell  a  fine  line  of  men's 
shoes  in  Ontario  and  principal  cities 
of  Eastern  Canada.  This  is  a  large 
New  England  firm,  and  only  a  high 
class  man  will  be  considered.  Cor- 
respondence confidential.  Apply  Box 
995,  Footwear  in  Canada,  Toronto.  3 


SHOE  TRAVELLERS  WANTED  BY 
a  Rochester  firm  making  children's 
footwear.  We  want  a  good  man  for 
Eastern  Canada,  another  for  Ontario, 
one  for  middle  West  and  one  for  Brit- 
ish Columbia  to  handle  as  a  side  line. 
Good  inducements.  Box  990.  Footwear 
in  Canada,  Toronto.  3 


SHOE  TRAVELER— TO  SELL  OUR 
line  on  commission  basis  in  Ontario 
west  of  Toronto;  no  objection  to  .1 
non-competing  line  being  carried  with 
it.  C.  B.  DAYFOOT  &  CO.,  George- 
town, Ont.  3 


SHOE  REPAIRER  WANTED  FOR 
modern  machine  shop.  Must  be  en- 
ergetic, quick  at  benching,  good  coun- 
ter man  and  sober;  good  chance  to  get 
familiar  with  finishing  and  stitching 
machinery.  Ambitious  young  Eng- 
lishman preferred.  A.  H.  Randell,  c/o 
Parrott  Shoe  Store,  Moose  Jaw,  Sask. 

 3 

Western  General  Store  Changes 

G.  E.  Husson  has  succeeded  to  the 
general  store  business  of  Samuel  Allen 
at  Kenora. 

A.  Burnie  has  succeeded  to  the  gen- 
eral store  business  of  A.  J.  Parmiter,  at 
I  tuna. 

Geo.  Maskell,  general  storekeeper  at 
Kipling,  has  l)een  succeeded  by  I^ouis 
Kresey. 

The  Grenfell  Trading  Company  has 
taken   over   the   business   formerly  car- 


BB06KT0N  HeeI 
O0MPANY 

BROCKTON,  MASS. 


ried  on  at  Grenfell,  by  the  Saskatche- 
wan Purchasing  Company. 

Potvin  &  Baril  have  sold  their  general 
store  at  Prince  Albert  to  Wm.  Plum. 

John  Burgoyne  has  sold  his  general 
store  at  Moosomin  to  W.  J.  McKay. 

The  stock  of  D.  McMurphy,  general 
storekeeper  at  Buchanan,  has  been  sold 
to  Leeders,  Limited. 

Ayotte  Bros.,  general  storekeepers  at 
Radville,  have  sold  their  stock  to  R.  D. 
Fraser  &  Son. 

The  Hubalta  Trading  Company  have 
been  succeeded  in  their  business  at 
Hubalta  by  Thos.  Stagg. 

Mr.  Geo.  H.  Heuring  has  sold  his 
general  store  at  Krydor  to  David 
Krauser 

The  Ebenczer  Trading  Company  have 
sold  their  general  store  at  Ebenezer  to 
Sarah  Cooperstock. 


Riemer's  '^:,''e''  Boots  and  Shoes 

W'atei-pioof  leatlitT  and  water-proof 
woiid  sole.  Best  for  wear  in  wet  and 
damp  places.  Ljght.  durable,  sanitaiy, 
waterproof.  Special 
Tannage,  Oil  Grain, 
High  Cut  Buckle 
•Shoes,  tongue  and 
back  strap,  $1.40. 
Special  Tannage  Oil 
Grain    Boots  $2.60. 

Patent 
Steel 
Rails  on 
sole  and 
heel  '25c. 
extra. 


PATENTED 

ALBERT  H.  RIEMER  SHOE  CO. 
Manufacturers  and  Patentees,  Milwaukee,  Wi«. 


A  Fall  Winner 


Modern  machinery,  expert  work- 
manship and  the  best  of  leather  and 
findings  are  responsible  for  the 
success  of  AYLMER  Shoes. 

AYLMER  samples  for  Fall  1914 
are  now  being"  shown  and  include 
Avhat  is  latest  and  best  in  fashion- 
able footwear  for  Fall  trade. 

It  is  the  honest  materials  in  the  un- 
seen parts  of  AYLMER  Shoes  that 
makes  them  wear  so  well. 


The  Aylmer  Shoe  Co. 

Limited 

AYLMER,  ONTARIO 
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MEN^S  PUMPS 

IN  STOCK 

Ready  for  Immediate  Delivery 

GOODRICH  PUMPS  are  known  as  the 
most  successful  In-stock  dress  shoe  on 
the  market  today. 

No.  600 

GUN  METAL 
WELT  PUMP 

No.  54  last 
A,  B,  C,  D,  E, 
5  to  11 
$2.60 
4  per  cent,  30  days 

Fitting  Qualities 
Absolutely 

Guaranteed 


No.  700 

PAT.  CHROME 
WELT  PUMP 

No.  54  last 
A,  6  to  11 
B,  C,  D,  5to  11 
$2.75 
4  per  cent,  30  days 

Light  and  Flexible 


NON-SKID 

rubber  insert  for  the  latest  dances. 
The  most  practicable  arrangement 
known  to  prevent  slipping.  By  our 
method  the  rubber  becomes  virtual- 
ly a  part  of  the  sole  itself  and  can 
be  easily  renewed  when  worn  out. 
Sizes  taken  from  stock  and  fitted 
with  "NON-SKID"  inserts  for 
65  cents  per  pair  extra. 


Hazen  B.  Goodrich 

and  Company 

Haverhill,    Mass.,    U.  S.  A. 


Leather  Boot 
Laces 


THE  Leather  Laces  which  have 
made  a  reputation  throughout 
the  World  and  built  up  the  largest 
annual  turnover,  are  the  laces  you 
must  handle,  if  you  want  the  very 
best — these  are  Balmforth's  laces. 
The  splendid  wearing  qualities  as  well 
as  the  exceptional  appearance  are  the 
result  of  the  special  methods  employed 
in  the  production  of  these  famous 
goods.  Consequently,  you  cannot  buy 
laces  equally  Strong,  durable  or 
clean.  Unhke  woven  laces,  the 
color  is  permanent  and  there  is  no 
trouble  with  raggy,  frayed  ends.  See 
the  "  B.  L.  Brand "  every  time,  you 
may  then  sell  with  confidence — re- 
peat business  is  certain. 

Enquiries  are  solicited  from  bona 
fide  Importers  and  Findings  Houses. 
Retailers  are  not  supphed  direct. 
Finders  should  be  careful  to  treat  with 
the  firm  giving  fullest  support  in  this 
direction. 


This  mark  is  placed 
on  reliable  Shoe 
Laces  bundled 
boxed  or 
carded. 


E.  B.  BALMFORTH 

Tanner,  Currier  and  Leather  Lace 
Manufacturer 

LEEDS,  ENG. 
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Unity  is  Strength 

The  Strength  of  the  'CANADIAN  BOY'  Shoe  is  Unity 

Superior  sole  stock,  solid  leather  counters,  thru  vamps, 
etc.  ;  all  the  units  employed  are  of  No.  i  material,  and  are 
blended  together  by  competent  workmen  into  one  perfect  unity. 

So  that  in  the  'CANADIAN  BOY'  Shoe: 

unity=Strength 

Therefore 

The  CANADIAN  BOY  Shoe=Strength. 

Mr  Dealer  :— 

All  the  factors  of  the  "Canadian  Boy  Shoe"  combine  to  pro- 
duce a  shoe  that  is  unsurpassed  for  strength  and  wearing  quali- 
ties. If  you  are  not  handling  them  you  are  substituting  a  lower 
grade,  with  the  excuse  that  it  is  "Just  as  Good."  Inspect  our 
fall  samples  and  give  our  traveller  your  order  for  boys'  boots, 
then  you  will  enjoy  the  increased  business  that  always  follows. 

The  Reliance  Shoe  Co. 

350  Sorauren  Avenue,  Toronto 
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TJERE^S  a  plan  to  so  in- 
crease your  profits 
that  you  will  want  to  sell 
the  Dunlop  line  of  Rubber 
Heels  exclusively. 


Read 
on 


DUNLOP  TIRE   &   RUBBER  GOODS   COMPANY,  LIMITED,  ToronI 
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Dunlop  Heels 
dozen  pairs  of  heels  sold  by  you 


OPPORTUNITY  NO.  1 

For  every  one  hundred  box  lids  of  our  New  Dunlop  "Peerless" 
Heel — or  Dunlop  Fleels  of  any  kind — returned  to  us  in  any  one 
month  of  thirty-one  days,  starting  from  any  day  in  the  month,  we 
vvil!  send  you  an  Express  Order  for  $2.00,  or  the  same  value  in 
As  you  will  see,  this  is  a  rebate  of  two  cents  per  lid.  or  twenty-four  cents  for  every 


OPPORTUNITY  NO.  2 

For  every  one  hundred  box  lids  returned  to  us  in  any  two  months  or  longer,  we  will  send  yon  an 
Exjjress  Order  for  $1.50,  or  the  same  value  in  Dunlop  Heels.  This  is  a  rebate  of  one  and  a  half  cents 
])er  l)ox  or  eighteen  cents  for  every  do/cn  pairs  of  heels  sold  by  you. 


BIG  CONSUMER  INDUCEMENT 

We  propose  to  offer  the  consumer  just  as  big  an  inducement  to  buy  Dunlop  Heels,  as  we  oft'er  you 
to  sell  them.  In  each  box  of  heels,  going  out  from  the  Factory,  there  will  be  placed  a  contest  card, 
and  each  month  in  twenty-five  boxes  there  will  be  a  heel  marked  "Prize  Heel."  Twenty-five  prizes 
totalling  Fifty  Dollars  will  be  offered  each  month  for  Dunlop  Heel  Phrases.  Holders  of  "Prize 
Heels"  are  entitled  to  send  in  a  phrase  of  ten  words  or  less  relative  to  Dunlop  Heels  for  which  they 
will  get  a  prize  of  not  less  than  $1.00.  The  best  phrases,  in  our  opinion,  will  receive  the  larger  prizes. 
(,)ur  newspaper  advertising  will  lay  the  whole  i)lan  before  the  people. 


AN  UNEQUALLED  PROPOSITION 

You  will  see  from  the  abo\  e  that  the  selling  of  tlie  New  Dunlop  "Peerless"  Heel,  and  other  Dun- 
lop Heels,  under  the  new  plan,  whereby  our  big  advertising  campaign  and  prize  offers  will  whip  up 
sales,  simply  means  double  profits  for  you.    It's  a  sure  winner. 


PROFITABLE  ALL 
AROUND 

IIa\'ing  given  }-ou  the  plan  of 
sales  showing  why  it  is  profitable 
for  you  to  consolidate  your  sell- 
ing ability  on  the  New  Dunlop 
"Peerless"  Heel,  we  herewith  en- 
lunerate  some  of  the  merits  of 
these  Heels  showing  why  it  is 
profitable  for  the  people  in  your 
territorv  to  wear  them. 


DUNLOP    TIRE    &    RUBBER    GOODS    COMPANY,   LIMITED,  Toronto 
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1.  No  jarring  of  the  spinal  column. 

2.  Prevents  slipping  on  wet  or  icy  pave- 

ments. 

3.  Safety  assured,  as  the  weight  of  the 

body  causes  the  flexible  rubber  to  grip 
tenaciously  with  the  same  action  as 
the  rubber  squeegee  on  a  window. 

4.  Every  step  is  certain. 

5.  Less    tiresome  to  walk  on  than  hard 

leather. 

6.  Noiseless — no  nerve-raking  clatter  on 


POINTS 


stairs  or  hallways  in  the  home  or 
office. 

7.  Made  of  live  rubber,  and  always  uni- 

form in  quality. 

8.  Never  hardens.     Retains  its  elasticity 

to  the  last. 

9.  Lasts  practically  three  times  as  long  as 

leather  with  absolute  comfort  all  the 
time.     No  worn  down  heels. 

10.  Frictioned  canvas  plug  never  comes 
out. 


MADE  IN  ALL  SIZES 

^  The  New  Dunlop  ''Peerless"  Rubber  Heels  are  made  in  all  standard  sizes,  thereby 
facilitating  the  accurate  fitting  of  each  pair  of  heels.  With  one  exception,  no  two  sizes 
are  combined,  such  as  three  and  four,  five  and  six,  seven  and  eight.  In  each  size  of  heel 
the  nail  holes  are  well  set  in  from  the  edge,  allowing  sufficient  room  for  trimming  where 
such  is  necessary. 


ATTRACTIVELY  BOXED 

^  The  New  Dunlop  "Peerless"  Heels  are  put  up  in  boxes  of  a  distinctive  type — white 
letters  on  a  blue  background — Dunlop  colors — and  should  add  materially  to  the  appear- 
ance of  your  shelves. 


GET  THE  SIGNS 

^  While  they  last,  we  will  be  pleased  to  supply  you,  on  request,  with  an  appropriate 
window  sign — nickel  letters  inset  in  a  blue  background.  These  signs  cost  us  22  cents 
apiece,  and  were  made  in  England  especially  for  us. 

^  Also  we  have  in  course  of  preparation  a  Wall  Hanger  suitable  for  demonstration  pur- 
poses. A  sample  of  the  New  Dunlop  "Peerless"  Heel  will  be  lacquered  on  the  top, 
and  underneath  will  appear  illustrations  of  the  various  sizes  in  which  these  Heels  are 
made. 


DUNLOP   TIRE  &  RUBBER  GOODS  COMPANY,  LIMITED,  Toronto 
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FREE  REPAIR  TAGS 

^  It  is  also  our  iiiteiilioii  to  supply  you  with  a  quantit}'  of 
Repair  Tags,  the  coupon  of  which  can  be  torn  off  and  given 
to  the  customer  as  a  receipt  for  boots  or  shoes  left  with  you 
for  repairing. 

ALWAYS  SUCCESSFUL 

^  Ever  since  we  began  manufacturing  rubber  heels,  more  than  a  decade  ago,  we  have 
met  with  the  most  gratifying  success.  One  reason  is  because  our  advertising  campaigns 
in  your  interests  have  always  been  most  liberal,  thus  making  it  "easy  selling"  for  you. 
And  another  reason  lies  in  the  unequalled  quality  of  the  heels  we  make  and  their  practica- 
bility as  applied  to  every  day  use,  a  point  that  has  appealed  so  strongly  to  the  user  in 
general  that  "once  sold,  always  sold"  seems  to  about  explain  the  situation. 

YOUR  GRAND  CHANCE 

^  With  the  prices  on  Dunlop  Heels  to  you  remaining  the  same  as  formerly,  and  the  re- 
bate plan  applying  not  only  to  the  New  I3unlop  "Peerless"  Heel  but  to  any  Dunlop 
Heels  that  you  sell  in  a  given  time,  you  will  see  that  a  profit-making  opportunity  is  now 
placed  before  you,  which  has  never  been  equalled  in  the  history  of  the  industry. 


DUNLOP  "COMFORT"  RUBBER  HEELS 

The  successful  seller  for  more  than  a  decade. 
^  Has  all  the  good  qualities  of  other  Dunlop  Rubber  Heels. 
^  Pliable,  Non-slipping,  Comfortable. 
^  Gives  satisfaction  all  the  time. 


^  The  "double-profit"  proposition  applies  to  Dunlop  "Comfort"  Rubber  Heels- 
other  Dunlop  Rubber  Heels — as  well  as  to  the  New  Dunlop  "Peerless." 


-and  all 


Branches :  —  Victoria, 


DUNLOPTIRE&RUBBER  GOODS 

GOMPANV  L.livin-ED 


Head  Office  and  Factories :  Toronto,  Canada 

Vancouver,    Edmonton,    Calgary,   Saskatoon,   Regina,    Winnipeg,   London,   Hamilton,  Toronto, 
Ottawa,    Montreal,    St.  John,  N.  B. 
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Ask  Yourself 


I 


Whether  it  would  not  be  to  your  advantage  to  stock 
a  line  of  Felt  Footwear  that  would  ensure  quick 
sales  at  good  profits.  "Elmiras"  are  sold  by  all 
leading  Canadian  retailers  because  of  their  superi- 
ority from  every  point  of  vantage.  Back  of  Elmira 
Shoes  are  years  of  experience  in  the  manufacture  of 
felts  and  a  knowledge  of  the  points  that  distinguish 
good  Felt  Footwear. 

When  you  stock  the  "Elmira"  brand,  you  hold  a 
key  that  will  open  the  door  to  increasing  Ffelt  shoe 
trade  and  bigger  profits. 

If  you  are  contemplating  replenishing  your  stock  of 
Felts  write  for  the  Elmira  illustrated  catalogue  to 
your  jobber. 

Manufactured  by 

THE  ELMIRA  FELT  CO. 


BERLIN,  ONT. 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Ames-Holden-McCready  13-66 

Aylmer  Shoe  Company   124 

Berlin  Trunk  &  Bag  Co   145 

Brandon  Shoe  Company   8-9 

Brockton  Heel  Company   124 

Balmforth,  E.  B   125 

Boot  and  Shoe  Workers'  Union  ..  158 
Canadian  Consolidated  Rubber  Co. 

  67-68-69-70 

Clarke  &  Company,  A.  R   164 

Clatworthy  &  Son   136 

Cook-Fitzgerald  Company    48-4'J 

Cote,  J.  A.  &  M   146 

Corbeil  Limited   4-5 

Canadian  Blacking  &  Cement  Co.  155 

•Commercial   156 

Canada  Paper  Box  Co   147 

Champion  Shoe  Machinery  Co.  . .  .  143 

Dominion  Die  Company   156 

Dunlop  Tire  &  Rubber  Goods  Co. 

  137-128-129-130 

Dupont  &  Frere   151 

Evans  Co.,  Arthur  L   160 

Elmira  Felt  Company   131 

Excelsior  Shoe  Company    26 

Fischer  Mfg.  Company   162 

Fishel  Wessler  Company    36 

Fortuna  Machine  Co   153 

Fraserville  Shoe  Company   57 

Gait   Shoe   Company    30 

Getty  &  Scott   6-7 

Goodrich  &  Co.,  Hazen  B   125 

Grosch  Felt  Shoe  Company   24 

Great  West  Felt  Company   25 

Guay,  Eugene   150 

Gutta  Percha  &  Rubber  Mfg.  Co..  2 


Harney  Company,  P.  J   58 

Halford  Publishing  Co   136 

Hartt  Boot  &  Shoe  Company  ...  56 

Hawkins,  G.  T   142 

Independent  Rubber  Co  138-139 

Independent  Box  Toe  Company  . .  160 

Jacobsen  Publishing  Co  140-141 

Jacobi,  Philip   12 

Kawneer  Mfg.  Company   37 

Kimmel  Felt  Company   13 

Kaufman  Rubber  Company  16-17 

Keith  Company,  Geo.  E   55 

Kenworthy  Brothers  Co   152 

Lamontagne,  Racine  &  Co   162 

Lord  &  Taylor   29 

La  Parisienne  Shoe  Co  10-11 

Milbrandt  Mfg.  Company    160 

McLaren  &  Dallas  64-65 

Montreal  Box  Toe  Co   156 

McBrine  Company,  L    137 

Minister  Myles  Shoe  Co    14-15 

Millwall  Rubber  Company    148 

Menihan  Company   54 

Macfarlane  Shoe  Company   34 

Miner  Rubber  Company   . .  39-40-41-42 

Murray  Shoe  Company   43 

Martine,  Inc.,  M.  B   151 

Moore-Shafer  Company  46-47 

McMaster,  J.  J   162 

Nugget  Polish   Company    157 

North  British  Rubber  Co   149 

Oberholtzer,  G.  V   150 

Oscar  Onken  Company   33 

Peters  Mfg.  Company   153 

Peerless  Shoe  Company   148 


Progressive  Shoe  Machinery  Co...  57 

Ramsdell  Eng.  Co   16o 

Rochester  Shank  Company   160 

Reliance  Shoe  Co   126 

Reimer  Shoe  Co.,  Albert  H   124 

Rice  &  Hutchins   63 

Ralston  &  Company,  Robt   134 

Rochester  Last  Works   123 

Robinson,  Jas   19-20-21-22 

Rideau  Shoe  Company   27 

Sisman  Shoe  Company,  T    135 

Standard  Engineering  Co   144 

Showall  Window  Fitting  Co   18 

Solid  Leather  Shoe  Company  . .  . .  152 

Schmidt  &  Co.,  Inc.,  Chas  E   150 

Star  Shoe  Company   38 

Sultana  Mfg.  Company   31 

Smardon  Shoe  Company   3 

Slater  Shoe  Company   59-60-61-62 

Tebbutt  Shoe  &  Leather  Co   35 

Tetrault  Shoe   Company    52-53 

Tliompson-Norris  Company   133 

Utz  &  Dunn  Company   32 

United  States  Shoe  Machinery  Co. 

  154-159-161-163 

Valentine  &  Martin   44-45 

Walker  Bin  &  Store  Fixture  Co.  . .  162 

Walpole  Rubber  Co   156 

Wells,  Gus  V   160 

Western  Shoe  Distributing  Co.   . .  63 

Whittemore  Bros                        ...  132 

Williams  Shoe  Company   23 

Wright  Company,  E.  T   50-51 

Young  Machinery  Co.,  W.  J   23 


Finest 
Quality 


WMttemore*s  Variety 

ff  fSHoe  Polishes 


Oldest  and  Largrest  Manufacturers  of  Shoe  Polishes  in  the  World. 


Softens  and  preserves.  Im- 
Polishes  without  rubbing. 


"GILT  EDGE"  Oil  Polish.  The  only  Ladies'  Shoe  Dressing  that  positively  contains  OIL. 
parts  a  beautiful  Black  lustre.  Always  ready  to  use.  Largest  quantity.  Finest  quality. 
Retails  25c. 

"ALBO"  Cleans  and  Whitens  Canvas,  White  Buck,  Suede  and  Nubuck  shoes.    Each  cake  in  a  zinc  box  with  sponge 

(see  cut)    Retails  10c.    Each  cake  in  a  handsome  aluminum  box  with  sponge.    Retail  25c. 
"SUPERB,"  a  water-proof  paste  polish  for  all  kinds  of  black  shoes.    Contains  oils  and  waxes  to  polish  and  preserve  the 

leather.    In  new  large  boxes  with  key  attached.    Retails  10c. 
"DANDY"  COMBINATION.   For  cleansing  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes,  saddles, 
bridles,  etc.    Retails  25c.    "STAR"  russet  combination  (10c  size).    Russet,  Brown  and  Ox  Blood  pastes  (5  sizes 


of  each  color). 
"ELITE"  COMBINATION. 

black  shoes.    Retails  25c. 


For  those  who  take  pride  in  having  their  shoes  look  Al.    Restores  color  and  lustre  to  all 
"BABY  ELITE"  COMBINATION  (10c  size).    "ELITE"  PASTE  in  5  sizes. 
"QUICK  WHITE"  makes  dirty  Canvas  shoes  Clean  and  White.     In  liquid  form,  so  can  be  quickly  and  easily  applied. 

A  sponge  in  every  packet  so  always  ready  for  use.    Two  sizes,  retails  for  10c  and  25c. 
Send  for  circulars  giving  full  particulars  of  our  other  Polishes  to  WHITTEMORE  BROS.  &  CO.,  Boston,  Mass.,  U.S.A. 
For  Sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada 
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Ship  Your  Shoes  in 

Corrugated  Freight  Boxes 

There  are  two  ways  of  doing  everything — the  right 
way  and  the  old  fashioned  way. 

The  most  economical  method  of  shipping  boots,  shoes 
and  rubbers  is  in  corrugated  boxes. 

As  compared  with  wooden  boxes  they  are  one  third 

'>3i.^"-  "... 

'  cheaper,  are  stored  in  one  tenth  the  space  and  are 
accepted  by  the  railroads  at  the  same  rate  as  wooden 
boxes,  but  being  one  tenth  the  weight  of  the  wood 
— so  much  is  saved. 

^  Send  a  trial  order  for  100  and  prove  this  saving  for  yourself. 

The  Thompson  &  Norris  Co.  of  Canada,  Limited 

Niagara  Falls,  Canada 

Factories:       Brooklyn,  N.Y.        Boston,  Mass.         Brookville,  Ind.  London,  Eng.  Julich,  Germany 


!•  ODTWM  :  A  R    l\  CAXADA 


In  ordering  your  shoe  polishes  for  Spring  delivery  be  sure  to  specify  RALSTON'S,  then  you  will 
have  an  article  that  you  can  recommend,  a  polish  that  carries  with  it  an  unqualified  guarantee. 


ROBT.  RALSTON  &  CO. 

HAMILTON  ONTARIO 
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STOP 
THAT 
MAN! 


Stop  him  from  leaving  your  store  without 
making  a  purchase.  He  came  in  intending  to 
buy  a  pair  of  good  strong  boots  for  every  day 
wear — He  is  a  business  man,  shrewd  and  critical, 
and  entered  with  the  shoes  he  wanted  pictured  in 
his  mind's  eye.  He  was  shown  many  styles  and 
models,  but  expressed  dissatisfaction,  remarking 
that  they  were  not  to  his  liking.  After  wasting 
the  clerk's  lime  and  preventing  him  from  attend- 
ing to  other  customers,  this  man  left  your  store 
without  making  a  purchase. 

You  could  have  anticipated  his  wants,  made  a 
quick  sale  at  a  good  profit  and  forged  another  link 
in  the  chain  of  your  satisfied  and  steady  cus- 
tomers by  showing  him  at  the  outset  a  pair  of 


Everyday''  Shoes 


Everydiv  Shoes  are  essentially  the  business 
man's  choice.  Thick  soles  and  strong  uppers, 
with  perfect  stitching  throughout,  are  the 
reasons  for  his  selecting  them  as  best  suited 
for  his  needs.  Why  countenance  a  prospec- 
tive customer's  failure  to  buy  when  you  can 
satisfy  him  with  Everyday  Shoes  ? 

The  heavy  shoe  illustrated  is  specially 
adapted  for  prospecting  and  heavy  work 
generally,  and  embodies  unusual  strength 
with  perfect  comfort. 


YOUR  JOBBER  WILL  SUPPLY  YOU 


The  T.  Sisman  Shoe  Co.^  Ltd. 

Aurora,  Ontario 
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Footwear 
Warehouse 

5  Floors  To  Let 
Adelaide  St  W. 
Toronto 


When    completed    this  ware- 
house building  will  be  the  most 
attractive  in  the  city. 
It  is   well    situated    for  foot- 
wear or  finding-  stocks. 
Centrally  located  at  Adelaide 
and  Charlotte  Streets. 
Centrally  situated 
Light  on  four  sides 
Passenger  and  freight  elevator 
Vaults 

Low  insurance 

One  block  from  four  car  lines 
Floor  area,  6,300  sq.  feet,  each 
floor. 

For  further  particulars  ask 


R.  A.  Donald 


Union  Bank  Building 


Toronto 


EYE-LINE 

Your  BEST  Goods 

The    Monogram''  Series 

OR  DISPLAY  CLIPS 
help  you  to 

SHOW 

WELL  and 
sell 

WELL 

No.  7470.    To  hold  Shoe  from 
edge  of  shelf. 

MANY  OTHER  LINES 
TO  SUIT  YOU  ! 

Write  for  LUl  to:— 

Clatworthy  &  Son,  Ltd. 

61  King  St.  W.,  TORONTO 

Sole  Can.  Agents  for  the  Manufacturer 

lliam  Mitchell   (Pens)  Ltd. 

ondon  &  Birmingham,  ENGLAND 


Both  are  concerned  with  the  British  Who^iale 
trade.  (Exports  of  footwear  1913  over  twenty 
million  dollars.) 

The  "  Monthly  "  does  not  advertise  boots  and 
shoes,  but  machinery  and  materials  only.  Will 
keep  you  posted  on  what  is  going  on  in  Great 
Britain,  the  World's  open  market. 

The  Guide  tells  you  what  the  thous 
manufacturers  produce.    Also  gives  fa 
makers  of  leather,  machinery,  inks,  st 
eery,  findings,  etc. 

The  Halford  Publishing  Co.,  ltd. 

26  Corridor  Chambers 
LEICESTER,  ENGLAND 


I 


For  $1.50  per  year  we  will  mail  you  free  the 
journal : — 

THE  SHOE  MANUFACTURERS'  , 
MONTHLY  (2  -),  | 

and  the  directory  : —  | 

THE  SHOEMAN'S  GUIDE  (3  6). 
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Three-ply 
Birch 
Veneer 
Hangers 


Have  you  seen  the  McBrine- 

Grube-Meyering 
Wardrobe  Trunks 
for  Canada? 


Wrinkle-  ^1 

Proof 
Patented 
Clothes 
Retainer 


Shoe  Bag 


Hat  Compartment  for  carrying  two 
or  more  hats  or  can  be  instantly  con- 
verted into  two  drawers. 


WE  DRAW  YOUR  ATTENTION  TO 

The  McBrine- Becker 
Patent  Frame  Suit  Case 


Note — The  neatness  of  the  Strong  Steel  Binding 
around  the  mouth  and  lid  of  the  case. 

The  top  and  bottom  of  the  case  has  Strong  Inter- 
lining and  Steel  Re-inforcement  through  which  the 
trimmings  are  riveted. 

Suit  cases  made  with  this  New  Patented  Device 
are  absolutely  guaranteed  to  be  the  Strongest  and 
Most  Durable  in  the  Dominion. 

Write  us  for  new  descriptive  Supplement  to 
Catalog,  illustrating  the  above  and  also  our  new  and 
attractive  lines  of  "McBrine  Baggage"  for  1914. 


They  are  in  a  class 
by  themselves 

We  carry  a  full  stock  of  open 
and  closed  Top  Wardrobes 
.  made  in  styles  and  grades  to 
suit  the  knowing  buyer. 


TRADE  MARK— REGISTERED 


THE  L.  McBRINE  COMPANY,  LIMITED 

"  McBrine's  Around-The- World-Baggage  " 
Head  Office  and  Factory      -      Berlin,  Canada 

Branches: —  Toronto  Winnipeg  Regina  Calgary  Vancouver 
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Independent  Rubber  Co.  Brands 
are  sold  by 


Kilgour,  Rimer  Co.,  Limited 
The  J.  Leckie  Co.,  Limited 
The  London  Shoe  Co.,  Limited 
McLaren  &  Dallas 
James  Robinson,  Esq. 


Winnipeg,  Man. 
Vancouver,  B.  C. 
London,  Ont. 
Toronto,  Ont. 
Montreal,  Que. 


The  Rubbers  That 
Rule  the  Market 


New  Season's 
1914  samples, 
including  all  the 
latest  styles  and 
lasts,  are  now  in 
jobbers'  hands. 


KANT  KRACK  duck  lines  are 
being  worn  in  almost  every  farm, 
camp,  factory  and  workshop 
throughout  the  Dominion.  Their 
name  is  a  true  reflection  of  their 
best  quality  and  of  the  character- 
istics that  has  won  them  the  approval  of  Can- 
adian workers. 

ROYAL  BRAND  of  Rubbers  include  all  the 
heavy  gum  lines  and  other  first  quality  styles  other 
than  light  specials.  The  Tiger  Head  stands  for 
sterling  quality. 


Independent 
Rubber  Co.,  Limited 

Merritton,  Ont. 
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Bull  Dog 

Independent  Rubber  Co.  Brands 
are  sold  by 

The  Amherst  Boot  &  Shoe  Co.,  Limited,  Amherst,  N.S. 
The  Amherst  Central  Shoe  Co.,  Limited,  Regina,  Sask. 
A.  W.  Ault  Co.,  Limited  -  -  Ottawa,  Ont. 
Garside  &  White        -        -        -        Toronto,  Ont. 


The  Most  Popular 
Rubbers  in  Canada 


Any  of  the  firms 
mentioned  will 
be  glad  to  show 
you  samples  of 
our  new  lines 
and  furnish  you 
with  prices. 


DAINTY  MODE  are  the  best  line 
of  light  rubbers  ever  offered  to  the 
trade.  Their  superiority  in  materials, 
style  and  fit  is  unquestionable.  They 
represent  the  most  perfect  product  in  the  Footwear 
branch  of  the  rubber  trade. 

BULL  DOG  Rubbers  are  generally  recognised 
as  the  leaders  of  second  grade  rubber  footwear. 
The  phenomenal  demand  for  ihese  rubbers  has 
proved  beyond  our  manufaclurmg  facilities,  and 
we  are  constantly  filling  large  orders. 


Independent 
Rubber  Co.,  Limited 


Merritton,  Ont. 
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Seventh  National  Shoe  and 
Leather  Market  Fair 


Mechanics  Building,  Boston,  Mass. 

July  8»15  1914 

EXHIBITION  SPACES  NOW  OPEN 


OHOE  Manufacturers,  Tanners,  Manufacturers  of  Shoe  and 
^  Leather  Machinery,  Materials  and  Supplies  who  wish  to 
meet  and  show  their  products  to  the  largest  gathering  of  buyers 
ever  assembled  under  one  roof  can  do  so  by  taking  space  in  the 
Fair. 

Price  for  space  ranges  from  v$i37.50  to  $336.00  according  to 
size  and  location.  This  includes  all  necessary  furniture,  such  as 
signs,  desks,  tables,  chairs,  floor  covering,  etc.  The  exhibitor 
furnishes  only  the  goods  to  be  shown  and  salesman  in  charge. 
Further  details  on  application. 

There  will  be  a  Special  Canadian  and  Great  Britain's  Day  at 
the  Fair. 

Those  who  wish  exhibition  space  should  apply  at  once  to 
secure  good  location. 

Write  to 

The  Jacobsen  Publishing  Co.,  Managers 

No.  183  Essex  Street,  Boston,  Mass.,  U.S.A. 

Publishers  of  "Hide  and  Leather" 
Chicago— 136  West  Lake  St.  New  York— No.  2  Stone  St.  Philadelphia— 415  Arch  St. 
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One  Week  in  Boston 
July  8  to  15,  1914 

This  great  trade  event  will  be  held  as  usual  under  the  man- 
agement of  the  Jacobsen  Publishing  Company,  publishers  of  HIDE 
AND  LEATHER  and  originators  of  the  Shoe  and  Leather  Fairs 
in  America. 

The  coming  Fair  will  be  the  larg-est  and  most  successful  of  any 
held  in  this  country.  Large  numbers  of  exhibitors  in  the  previous 
Market-Fairs  have  already  reserved  space  in  the  coming-  Fair. 


APPLY   FOR   SPACE  NOW 

The  National  Association  of  Retail  Shoe  Dealers  resolved  at 
their  Annual  Convention  in  New  York  City,  recently,  to  hold  a  big 
meeting  at  the  Market  Fair  in  July. 

The  National  Leather  and  Shoe  Finders'  Association  holds  its 
annual  convention  in  New  York  City  next  July,  a  few  days  before 
the  opening  of  the  National  Shoe  and  Leather  Market-Fair  in  Bos- 
ton. It  has  been  decided  that  after  the  New  York  Convention 
closes  the  whole  body  will  go  to  Boston  to  enjoy  the  Get-Together 
Week  and  visit  the  Market-Fair. 

The  New  England  Shoe  and  Leather  Association  is  arranging 
for  a  GREAT  GET-TOGETHER  WEEK  of  the  trade  during  the 
Market-Fair  in  Boston.  The  Lynn  Chamber  of  Commerce  is  tak- 
ing great  interest  in  the  Get-Together  Week  and  the  Market- 
Fair,  and  the  Lynn  Shoe  Industries  will  be  thoroughly  represented. 

Send  for  Booklet  giving  Full  Details, 

The  Jacobsen  Publishing  Co.,  Managers 

No.  183  Essex  Street,  Boston,  Mass.,  U.  S.  A. 

Publishers  of  "Hide  and  Leather" 
Chicago— 136  West  Lake  St.  New  York— No.  2  Stone  St.  Philadelphia— 415  Arch  St. 
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CHAMPION  SHOE  and  REPAIR  MACHINERY 

The  Largest  and 
Most  Complete  Line 
in  the  Market 

When  you  get  ready  to  equip  yourself  with  shoe  repair 
machinery,  bear  two  important  features  in  mind  — Work- 
ing Efficiency  and  Selling  Conditions  under  which  you 
can  equip  yourself  with  the  machinery  you  want. 

Champion  Standard  Straight  Needle 

and  Awl  Shoe  Stitcher 

IS  expressly  designed  for  the  repair  shop — It  has  working 
features,  such  as  no  other  machine  in  the  market.  You 
don't  have  to  trim  down  a  sole  in  advance  and  then 
stitch  it.  That's  one  big  feature  on  this  stitcher.  It 
saves  time  and  that's  what  counts. 

Champion  Ideal  Stitchers 

Especially  designed  for  new  custom  work  and  for  repairing.  This  machine  has  the 
proper  radius  on  needle  and  awl,  and  a  large  stitchmg  range,  consequently  every  claSS 
of  work  can  be  properly  taken  care  of  — from  the  heaviest  to  the  finest. 


Champion  Standard  Straight 
Needle  Shoe  Stitcher. 


Champion  Ideal  Model  Curved  Needle 
and  Awl  Shoe  Stitcher. 


Champion  No.      Shoe  Repair  Outfit. 


Champion 
Shoe 
Repair 
Outfits 

are  equipped 
with  the  best 
and  most  com- 
plete equipment 
on  both  scour- 
ing and  burn- 
ishing shafts. 


Champion  Power  Loose  Nailers  and  Power  Metallic  Fasteners 
or  String  Nailing  Machines 

Profitable  and  indispensable  in  the  repair  shop.  Soles  are  waterproof  when  nailed  on  properly  — 
Both  these  machines  will  take  care  of  a  great  deal  of  trade,  that  maybe  you  now  let  go  by. 

Champion  Combination  Harness  and  Shoe  Stitchers 

are  just  the  machine  for  that  shop  where  har- 
ness is  stitched  and  shoe  repairing  workisdone. 


Champion  Shoe  Machinery  Co. 

Please  send  me  particulars  on  

N'ame  

Address  


CHAMPION  Machines  are  not  sold  on  roy- 
alty—They are  sold  outright,  for  cash, 
or  on  time  payments. 

Write  us  for  catalogue,  prices  and  terms. 


Champion  Metallic  Fastener 
Machine  or  String  Nailer. 
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Champion  Shoe  Machinery  Company 

3727-3741  Forest  Park  Blvd.,  St.  Louis,  Mo.,  U.  S.  A. 
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SHOE  REPAIRERS 

Standard  No.  2  Finisher 

We  make  11  different  Models  of  Finishing  Machines  and  over  800  of 
Model  No.  2  (as  engraving)  have  been  sold  in  the  OLD  COUNTRY. 


Advantages : — 

Ring  Self-Oiling  Bearingb. 
Can  be  driven  by  1  h.p.  Motor. 

Dust  gate  to  stop  Fan  drawing  air  when  not  required  and  thus  save  power. 

In  every  point,  which  makes  a  high-class  machine,  the  SUPREMACY  of 
the  "  Standard  "  machines  is  unquestioned. 

PRICE  $160 

Duty  and  Carriage  Paid  to  Montreal 


The  Standard  Engineering  Co.,  Limited 

Leicester,  England 
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B.  T.  &  B. 

Baggage 

This  is  a  good  line  of  trunks,  bags  and 
suit-cases.  Built  for  strength,  lightness 
and  durability.  B.  T.  &  B  baggage  is 
always  in  demand. 

All  B.  T.  &  B.  models  and  ideas  are 
original. 

Our  catalogue  illustrates  this  complete 
line  of  high  class  baggage.  Write  for 
a  copy. 

The 

Berlin  Trunk  &  Bag 

Company,  Limited 

Berlin    «  Ontario 
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Yamaska  Shoes 

For 

Your  Staple  Lines 

Back  of  all  your  fussy  styles  and  fancy  finishes  you 
need  a  good  strong  hne  of  sensible  shoes  for  ballast 
or  any  kind  of  hard  usage. 

Just  such  shoes  are  the  famous  "Yamaska."  They  are 
made  in  fashionable  lasts  but  not  extreme.  Only  solid 
leather  and  high  grade  findings  are  used  m  their 
manufacture. 

Our  modern  and  efficient  factory  is  manned 
with  skilled  workmen  who  pride  them- 
selves m  producing  "The  Best." 


May  we  quote  you  prices  on 
the  old  reliable  **Yamaska''  ? 

LA  COMPAGNIE 


J.  A.  &  M.  Cote 

St.  Hyacinthe,  Que. 
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JUST  OUT 


The  Wood  Case  was  Good 
The  Corrugated  was  Better 
THE  FIBRE  CASE  IS  BEST 

^  In  our  fibre  shipping  cases  we  have  absolutely  the  best  thing 
the  market  offers  for  shipping  boots,  shoes  and  rubbers. 

^  They  have  all  the  good  qualities  of  wood  or  corrugated 
cases  and  are  stronger  and  can  carry  heavier  weights. 

^  The  cases  are  wire  stitched  at  the  flaps,  light  in  weight,  low 
in  cost,  fold  FLAT  when  empty, 

^  They  may  be  used  for  FREIGHT  as  well  as  express  ship- 
ments at  regular  freight  rates.    SEE  FREIGHT  CLASSI- 
FICATION 14C  WHICH  ALLOWS  THEIR  USE  UP  TO  ^ 
90  POUNDS. 

^  We  are  the  first  fibre  case  factory  in  Canada.    Write  us 
today  for  prices,  stating  your  own  regular  sizes. 

The  Canada  Paper  Box  Company 

Limited 

23  &  25  Cote  St.  Montreal,  Que. 
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PAX 


The  Last  Word 
In  Rubber  Heels  and  Tips 

Prices   Ladies  Sizes  60c.  per  doz.  pairs 
Gents     "  $1.10 


We  manufacture  HEEL  PADS  in  All  Qualities  and  at  All 
Prices,  to  Customers'  Own  Names,  Marks  and  Designs. 


The  Best  Value  in 
Rubber  Heels 
Ever  Offered ! ! 

Prices— Ladies  Sizes  35c  per  doz.  pairs 
Gents     "     70c      "  " 


BRA 


Write  for  Samples,  Discounts  and  Special  Quotations  to 

MILLWALL  RUBBER  CO.,  LTD.,  HARPENDEN,  HERTS,  ENGLAND 


Send  to-day  for 
our  *^Catalogue^^ 
showing  the  Lead- 
ers made  in  all 
colors. 
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Trade  Mark 
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We  are  open  for  a  Live  Wire 
Salesman  with  established 
Soft-sole  Trade  to  handle 
our  Line  in  Ontario.  If  such, 
write  to-day. 


PEERLESS 


The  above  "TRADE  MARK"  on  your  SOFT-SOLE  CARTONS  means  that 
you  have  made  a  wise  selection  and  purchased  the  best  in  STYLE — QUALITY 
and  WORKMANSHIP,  and  at  just  the  right  price. 


Peerless  Shoe  Company 

Manufacturers  of 

HIGH  GRADE  SOFT  -  SOLE  SHOES 


No.  290    $4.50  Doz. 


Rochester,  New  York 


No.  .^14    $4.50  Doz. 
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North  British  Rubbers 

Season  1914 


Our  new  samples  showing  the  new  shapes  in  Men's  and  Ladies' 
Rubbers,  to  fit  the  advanced  Fall  shoe  shapes,  are  in  the  hands  of 
our  jobbers,  and  our  own  salesmen,  calling  on  the  Ontario  trade. 

Rubber  selling,  Mr.  Retailer,  can  be  made  profitable  to-day  if  you 
buy  a  brand  that  is  not  sold  by  every  shoe  dealer  in  your  town. 
North  British  Rubbers  is  the  brand  you  will  most  likely  buy,  after 
you  have  seen  all  others.  Our  Dreadnought  Duck  Lumbermen's 
Rubber  will  out-wear  two  pair  of  ordinary  rubbers. 

Dreadnought  Duck  is  a  specially  woven  English  duck  controlled  by 
our  Company  and  used  exclusively  in  making  our  brand  of  Dread- 
nought Duck  Lumbermen's.  It  is  almost  impossible  to  stub,  crack  or 
break  this  duck  after  it  has  been  thoroughly  coated  with  Para  Gum. 

Elephant  Brand  Rubbers:  so  like  other  makers'  firsts  that  they  are 
acknowledged  by  the  trade  to  be  the  best.  Each  pair  is  carefully 
examined  and  packed  in  a  carton,  and  being  made  on  the  same 
lasts  as  firsts,  commands  almost  as  high  a  price,  retail,  as  firsts. 

Mr.  Retailer; — You  can  very  greatly  increase  your  rubber  sales 
by  placing  your  rubber  order  for  1914  with  our  jobbers,  viz: 
Messrs.  Roy  &  Darveau,  Enrg.,  Quebec  City,  The  North  British 
Rubber  Co.,  Ltd.,  Montreal,  The  Scottish  Wholesale  &  Specially 
Co.,  Winnipeg.,  T.  Long  Bros., Ltd.,  Collingwood,  Ont.,  Northern 
Ontario.    Ontario  trade  will  be  looked  after  by  our  own  salesmen. 

We  have  the  stock  in  our  Toronto  Warehouse  to  fill  all  orders 
same  day  as  received.  We  will  greatly  appreciate  the  early  receipt 
of  your  orders  through  our  jobbers. 


The  North  British  Rubber  Co. 


Executive  Offices  and  Factories : 

Edinburgh,  Scotland 


LIMITED 


Canadian  Branch: 

43  Colborne  Street,  Toronto,  Ont. 
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Solid  Leather 

Sensible  shoes  of  solid  leather  for  people  who 
seek  comfort  before  style. 

Oberholtzer  shoes  are  made  of  solid  leather  on  sen- 
sible lasts  that  are  up-to-date  but  not  extreme. 

Mail  orders  promptly  filled. 

G.  V.  Oberholtzer  &  Co. 

Berlin,  Ont. 


Cheaper  Satisfaction 

Your  customer's  customer 
will  pay  less  for  more  satis- 
faction if  you  put  Guay  All- 
Leather  Counters  in  your 
shoes.     It  pays. 


All  Leather 


Fair  Stitched 


Prices  and  Samples  on  application 

Eugene  Guay 


230  St.  Marguerite  St. 


MONTREAL 


We  also  make  Union,  Standard  and  Leather 
Board  Counters 


The  Schmidt  Calf  Leathers 


in 


Tans  and  Black 


Carl  E.  Schmidt  &  Co.,  Inc. 

Detroit,  Mich. 

Canadian  Representative 

Ed.  R.  Lewis,  21  Scott  St.,  Toronto,  Ont. 
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CONFIDENCE 


is  an  expression  of  absolute  belief — It 
is  hard  to  gain,  and  when  one  has  it 
it  must  be  carefully  guarded. 

We  have  confidence  in  our  product. 
We  know  the  D.  &  F.  Quality  Shoes 
are  worthy  of  it.  We  are  proud  to 
put  our  name  on  every  pair  of  shoes 
we  make,  as  they  carry  our  guarantee 
and  you  should  be  just  as  proud  to 
handle  them,  for  you  can  sell  your 
customers  with  the  same  confidence 
as  we  sell  you. 

They  speak  for  themselves.  See  our 
lines  and  know  them  better. 


Dupont  &  Frere 

Montreal 


Shoe  Ornaments  and  Trimmings 

Our  line  includes  a  greater  variety  than  you  can  find  anywhere.  We  are  successfully 
serving  the  shoe  trade  all  over  this  country  and  know  we  can  please  you.  When  in 
New  York  be  sure  to  call,  you  will  be  interested  in  our  lines  of  Rhinestones  and  Metal 
Buckles,  Rosettes,  Bows  and  Tango  ornaments. 


6567 


681 


M.  B.  MARTINE,  INC. 


78  Reade  Street 


New  York  City 


TRADE  MARK 
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Kenworthy  Brothers  Company 


We  sell  cut 


Felt  Heel  Pads 

in  several  grades  of  felt  and  colors  to 
match  any  size  at  practically  the  cost  of 
piece  felt. 


Box  Toe  Felt 


Felt  Slipper  and 
Shoe  manufactur- 
ers would  find 
our  felt  and  prices 
to  their  liking. 

""■SWi  Felt  Heel  Pad 


Send  for  Samples  and  Prices. 


Cushion  Felt 


110-112  Summer  Street^ 


Boston^  Mass. 


S.  H.  Parker, 


Manager 


Solid  Leather  Shoe  Co.,  Limited 


Prestotiy  Ont 


FALL  SAMPLES  will  be  ready  early  in  March. 
Mr.  Parker  will  meet  the  Lower  Provinces 
jobbers  in  Montreal.  He  intends  to  make  Women's 
McKays  only,  and  will  show  a  strong  line  of  Gun 
Metal,  Patent,  Dongolas  and  Tans. 


FOOTWEAR    IN  CANADA 


153 


Peters  Acme  Backing 

Soft,  Easy  Stick,  Backing-Plumping  Cloth 

Whether  used  on  Whole  Skins  or  on  Foxings,  Quarters,  Tips,  etc., 
requires  very  little  heat,  goes  on  easily,  which  saves  labor,  sticks 
quickly,  which  increases  the  production  300  per  cent,  saves 
time. ..and. ..Time  is  Money.    Put  up  on  rolls  36  inches  wide. 

Let  us  send  you  samples  of  Adhesive  Tapes  in  any  width  on  any 
style  of  Acme  Backing  Cloth. 


Samples  of  Egvptian  Reignskin — White,  Black  and  Fancy,  free  on  request. 


PETERS   MANUFACTURING  COMPANY 


304-310  E.  22nd  St. 
New  York  City 


ORIGINATORS 


Black  Satinface  Reignskin  Cloth,  White  Egyptian  Reignskin  Cloth, 
CravenettC'Waterproof  Process  on  Shoe  Cloths,  Acme  Backing  Cloths, 
Etc. 


43-53  Lincoln  Street 
Boston,  Mass. 


Jhrtuna 


Model  G 

Fortuna  Machine  Co, 

127  Duane  Street,  New  York 

— Branches — 
146  Summer  Street  200  North  3rd  Street 

Boston  St.  Louis 


We  can  furnish  Skiv- 
ing Machines  for 
every  purpose 

Model  C  for  upper  stock,  felt  and 

medium  leather  box  toes  Capacity  1^  in. 

Model  G  for  upper  stock,  felt  and 

medirmi  leather  box  toes   Capacity  2  in. 

Model  E  for  heavy  box  toes  and 

counters  Capacity  1^  in. 

Model  F  for  heavy  box  toes  and' 

counters  Capacity  2  in. 

And  each  model  possesses  everything  that  goes 
to  make  a  perfect  machine.  No  detail  has  been 
overlooked. 

If  you  are  having  trouble  with  your  skiving  or 
would  like  to  do  work  your  present  equipment  can- 
not handle  refer  the  proposition  to  us ;  it  will  not 
obligate  you  to  buy.  We  are  skiving  specialists 
with  experience  covering  every  grade  of  work  from 
paper  to  rubber. 

Can  you  make  use  of  our  experience? 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  I'epairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximiiiu  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following 
equipment : — 

2  Split  Bottom  Buffing  Rolls  I  Heel  Breast  Scouring  Wheel 

2  Plat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  ti-imming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 


2  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjust- 
ed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 


122  Adelaide  Street  We.t,  TORONTO 


492  St.  Valier  Street,  QUEBEC 
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Cement  Troubles  Come 
Like  a  Thief  in  the  Night 

Such  is  not  the  case  when  you  use  our  Hickory  Cement — 

Hickory  Channel 

Hickory  Sole  Laying 

Chrome  Folding 

Bull  Dog  Folding  for  oily  stock 

will  be  sure  to  please  you. 

How  About  Your  Edge  Ink? 

Try  our  Tan  Ink  No.  350,  which  will  give  you  the  best  edge  you 
ever  saw. 

WE  ALSO  MAKE 

Tan  Renovator 
Tan  Friction  Dressing 
Gun  Metal  Dressing 
Velour  Dressing 
Crayons  in  all  colors 
Waxes  in  all  colors 

We  will  be  pleased  to  demonstrate  these  lines  in  any  factory. 
A  letter  will  bring  our  salesman  to  you  on  shortest  notice. 

Canadian  Blacking  &  Cement  Co. 

Hamilton,  Canada 


15,6 
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CATS  PAV 

CUSHION 

RUBBER  HBELS 


Cat's  Paw  Rubber 
Heels  are  known  every- 
where for  their  excel- 
lent wearing  qualities. 
Our  patent  canvas  fric- 
tion plug  positively  pre- 
vents slipping  without 
affecting  the  buoyancy 
of  the  rubber. 

For  (ale  by  all  leading 
jobbers  throughout 
Canada 


Walpole  Rubber  Co.,  Limited 

8  McGill  College  Avenue,  MONTREAL 


HEELS 


Men's,  Boys'  and  Women's  Heels 

All  Grades 

High  grade  box  toes  for  Goodyear  work, 
also  combination  toes  of  all  kinds. 

Write  for  Prices 

The  Montreal  Box  Toe  Co. 

321  Aird  Ave.,  Montreal 


Dominion  Die  Co. 


MANUFACTURERS  OF 


Cutting^  Dies 

of  Every  Description 


For  Cutting 

Leather,    Rubber,  Paper 
Cloth,  Etc. 

ALL  WORK  WARRANTED 

321  Aird  Ave.,  Montreal 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a   satisfactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 


The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  village,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Every  General  Merchant  sells  boots  and  shoes— there  are  no 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer 


R4WWUUy  riHANCiAL-CDWUEXCJAL  & 

Over  29  years  in  its  field 

CANADA'S    GREATEST   TRADE  PAPER." 

bsued  every  Saturday  Morning  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean 

Get  a  sample,  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results. — "THE 
COMMERCIAL  • 

Branches  at 

V'ancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 
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FOR 

PATENT 
LEATHER 


there  is  nothing  to  equal 


"??ugget" 
Black  Cream 


Softens  and  preserves  the 
leather  and  prevents  it  from 
cracking. 

Put  up  in  a  nice  looking 
screw  top  bottle,  made  in 
flat  shape,  making  it  easy 
to  get  at. 

Retails  at  1 5  cents  and  it 
shows  you  a  good  margin 
of  profit. 


ORDER   SOME  NOW 


The  Nugget  Polish  Co. 


9-11-13  Davenport  Road 
TORONTO,  ONTARIO 


Limited 
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Survival  Value 

What  is  it?  Survival  Value  is  the  lasting  prestige  added  to  all 
footwear  by  the  affixing  of  the  Union  Stamp — it  is  the  surviving 
standard  because  : — 

Ist    It  is  a  guarantee  of  honest  footwear,  made  under  the  best 
conditions. 

2nd    It  is  a  pledge  of  expert  workmanship. 

3rd    It  is  the  pass-word  which  opens  the  sales  doors  to  Union  Men 
everywhere. 

4th     After  the  other  inducements  have   all  been  recited,  the 
conclusive  and  finishing  argument  is  the  UNION  STAMP. 

Every  shoe  bearing  the  Union  Stamp  retains  a  sales  value  of  long 
duration,  for  no  shoe  bears  the  stamp  unless  it  has  been  produced 
under  the  proper  conditions  and  represents  honest  value. 

For  mutual  profits,  better  and  bigger  business  insist  upon  the  official 
stamp  of  the  Boot  and  Shoe  Workers*  Union — the  only  guarantee 
of  Union  Footwear. 


Boot  and  Shoe  Workers'  Union 

Affiliated  with  the  American  Federation  of  Labor 

246  Summer  Street, 


BOSTON,  MASSACHUSETTS 
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INSEPARABLE ! ! 

GENUINE 
DIAMOND  ♦  BRAND 

Fast  Color  Eyelets 

AND  THE 


Trade 


Mark 


It  will  be  found  on  the  surface  of  all  Eyelets  that  are 
absolutely  "  Fast  Color."  A  small  mark  but  of  great 
significance. 

Diamond  Brand  Eyelets  do  not  wear  brassy  because 
they  cannot.  We  have  a  booklet  that  tells  why. 
Send  for  it. 


United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 

122  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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HEELS 

That  will 
not  check 


All  K'ailes,  denoiiiin- 
at  ioiis  and  heights  a 
full  line. 

BOX  TOES  THAT 
COME  ALIKE 

iiiMih^  ill  leather,  split , 
coiiibitwi  I  ion  leat  liei', 
ranvas  anrl  felt. 


Independent  Box  Toe  Co. 

102  Christophe  Colomb   -  Montreal 


It  Pays  to 
Have  an 
Attractive 
Store 


A  System  of  the 
Milbradt  Rolling  Step 
Ladders  will  pay  for 
themselves  m  a  short 
time  by  enabling  you  to 
wait  on  more  trade,  save 
the  wear  and  tear  on 
your  fixtures  and  goods, 
as  well  as  bring  the 
appearance  of  your  store 
up-to-date.  Write  for 
catalogue  which  shows 
various  styles  of  ladders 
we  manufacture. 


Milbradt  Mfg.  Co. 

2410  N.  10th  Street 
ST.  LOUIS,  MO. 


Wells'  Mate  Marks 

Your  neighbors  are  using  Wells'  Mate 
Mark  Numbers  on  shoes  and  cartons. 
They  make  it  impossible  to  mismate 
iliem.  You  can  handle  five  pairs  of 
hi. IS  witli  VISIBLE  numbers  on  to 
.,  '  the  old  way.  The  cost  is  a  trifle — 
I  ..iM.iu  in  triplicate  $6.50  (20  pairs  for 
ijiie  cent).  Why  "stall"  around  in  the 
ilnrk?  With  my  numbers  on  it's  just 
like  having  an. electric  sign  on  the  end 
of  every  carton  in  the  store.  Send  for 
■iamples  postpaid. 

Printed  with  white  figures  on  Black, 
r.liir,  T.iii.  Red  and  Green  background. 

GUS  V.  WELLS 
Des  Moines,  Iowa 

OltKilXAL  81ZE  ' 
Boston  Office:    60  South  St.,  Room  31 


TURN 
SHANKS 


We  manufacture  a  complete  line  of  Women's,  Misses'  and 
Children's  Leatherboard  and  all  Leather  Turn  Shanks 
of  every  variety. 

Also  Combination  Welt  and  McKay  Shanks  of  all  kinds. 

We  have  purchased  the  entire  shank  plant  of  John  Meckel 
of  Rochester,  N.Y.  and  we  are  sole  manufacturers  of 
Heckle's  Improved  All  Leather  Turn  Shanks. 

The  Rochester   Shank  Company 

176  North  Water  Street,  ROCHKSTKR,  N.  Y 


The  Shoeman 


Tfiis  Trade  Mark  represents  the 
cleanest,  handsomest,  most-useful-to- 
the-dealer-and-clerk  shoe  journal  in  the 
United  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  slice  salesman  who  asks  us 
for  a  specimen  copy  will  find  at  least  two 
big  useful  features  they  won't  find  else- 
where— send  in  for  a  copy  and  find  out 
what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request 
Published  by 

The  Arthur  L.  Evans  Co. 

183  Essex  St.,  Boston,  Mass.,  U.S.  A. 


This  cut 
$1.00 


Stock-Cuts 

of  the  newest  styles  in 
footwear,  for  calalog 
use  at  $  1 .00  each  and 
for  newspaper  use  at 
50  cents  each.  Send 
for  new  sheet. 

Ramsdell  Eng.  Co. 

Exchange  St. 

Rochester,  N.Y. 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

______        If  there  is  anything 

you  want,  write  us 

United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 
Toronto  Quebec 


FOOTWEAR 


IN  CANADA 


No.  824— Patent  Foxed, 
three  strap  sandal,  any 
color  top.  Pump  Bow. 
$4.50. 


No.  193  —  Button  shoe 
with  tassel.  Can  be  made 
in  any  color  kid,  also  in 
velvet  or  satin.  $4.50 


No.  862— Patent  Foxed 
two  strap,  any  color  top 
Rosette  on  Vamp.  $4.50 


Infants* 

High-Grade 

Footwear 

We  are  specialists  in  the 
manufacture  of  strictly 
high  class  footwear  for 
infants. 

Catalogue  on  request. 


J.  J.  McMaster 

Rochester,  N.Y. 


COUNTERS  and  BOX  TOES 

We  manufacture  all  kinds  of  Union  and  Leather  Counters, 
Leather  Box-Toes. 


Let  us  submit  samples  of 
these.  A  test  will  convince 
you  of  the  value  of  our  coun- 
ters for  your  shoes. 


Lamontagne,  Racine  &  Co. 

115  Arago  St.,  Quebec 

Mf)\THEAT.  Rep. 
V.  Champigny,  1276  Ontario  St. 


TORONTO  Rep. 
R.  Lewis,  21  Scott  St. 


PMOTOCHAPH  OP  A  SMOe  WORN 
OVER  A  BUNION  NOT  PROTCCTeO 
BY   A  FlSCMCP  BUNION  PROTECTOR 


Over  One  -  Third 

of  the  entire  population  of  this 
country  is  troubled  to  a  greater 
or  less  extent  with  bunions. 
Just  think  of  that  a  moment, 
Mr.  Shoe   Dealer.     These  de- 
formed feet  must  be  fitted  to 
shoes  and  there  is  only  one 
way  you  can  do  it. 
The  market  and  the  device  are 
at  your  disposal. 
That  means  profit  for  you. 
Write 


The  Fischer  Mfg.  Co.,  Milwaukee,  Wis. 

Sole  Owners,  Manufacturers  and  Patentees 


Shoe 
Displays 


The  impression  every  customer  gams  of  your  store  is 
made  by  your  displays — your  fixtures  and  your  sales- 
folk. 

Display  your  new  shoe  styles  in  our  handsome  show 
cases  and  you  will  find  many  extra  sales  will  be  the  result 


and  your  patrons  will  stamp  you  as  "Up-to-date." 
Many  a  sale  is  made  by  a  show-case  full  of 
smart  shoes. 

Send  us  a  sketch  of  your  store,  giving  di- 
mensions, and  we  will  furnish  you  with  estimates 
and  send  circulars  with  complete  descriptions. 

The 

Walker  Bin  &  Store  Fixture 

Company,  Limited 


BERLIN 


ONTARIO 
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YOUR 


tJBWC 


GUARANTEE 
FOR  QUALITY 


United  Shoe  Machinery  Company  of  Canada 

Toronto  Montreal,  Que.  Quebec 
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Est.  1852 


Your  Best  and  Safest  Policy 

when  ordering  Patent  Leather  is  to  wait  for  the  traveller 
who  presents  our  card.  An  order  placed  with  him  will 
ensure  your  wants  receiving  prompt  attention,  and  further- 
more you  can  rest  assured  that  you  will  get  the  very  best 
Patent  Leather  on  the  market. 

Wait  for  the  Clarke  traveller. 

The  Largest 
Manufacturers  of  Patent  Leather 
in  the  British  Empire 


Vol.  IV— No.  4 


Toronto,  April,  1914 


In  Canada 
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The  Rubbers 
That  Give  Your 
Customers  Service 

The  Miner  Rubber 

Company,  Limited 

Granby  Montreal  Toronto  Quebec 

SELLING  AGENCIES 

Jackson  &  Savage,  Limited,  Moiitieal  R.  B.  Griffith  &  Co..  Hamilton 

J.  M.  Humphrey  &  Co.,  St.  .Tohn.  X.B.,  and  Sydney,  C.B, 
The  Miner  Rubber  Co.,  Coates,  Burns  &  Wanle.ss, 

Quebec  ^^^5?        ""^^^  London 

W.  j\.  Marsh  Co.,  Western,       yj^yx.  ./V^^V        Dowling- &  Creelman, 

Tjiniited,  Winnipeg:  M    \m    \  Brandon 

The  Miner  Rubber  Co.,         /f    M     ML     \    \\      IMadiford.  Tiavis  &  Co,, 

rtttawa  fkV^    M\.    W  Limited,  Toronto 


Alphabetical  Index  to  Advertisers  Page  60 
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A  Flat  Last  With  Flange  Heel 


You  are  already  well  acquainted  with  the  ALL  AMERICA  SHOE  made  in  New 
England  by  RICE  &  HUTCHINS.  Here  is  one  of  the  styles  for  Fall,  made  up 
in  Mahogany,  Russia,  Dull,  and  Willow  Calf.  Note  the  invisible  eyelets,  the  flat 
last,  and  the  flange  heel.    It  is  a  style  that  is  aristocratic  in  every  line. 

Although  RICE  &  HUTCHINS  are  in  Boston,  Mass.,  they  are  immediately 
accessible  to  Canadian  merchants  through  the  following: 


Western  Shoe  Distributing  Co. 

719  Main  Street       -       -       Winnipeg,  Canada 


J.  K.  Rose 

Lumsden  Bldg.,       Toronto,  Canada 
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The  "Star" 

Boys  Shoe 

This  "  Star  "  shoe  is  styhsh,  well  made 
solid  leather  shoe.  It  is  wet  proof 
throughout.  Made  in  tan  and  black 
calf.  McKa)'  and  Standard  Screw^  in 
stitchaloft. 

For  waterproof  footwear  the  "  Star " 
shoe  is  particularly  attractive  and  stylish. 

Sell  "  Star  "  and  get  the  boys'  trade. 


Star  Shoe  Limited 

Montreal 

Montreal  Agent: 

Medard  Gauthier,  La  Patrie  Building 
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Slater 


Fine 


Shoes 


A  Smart 
Line  for 

Fall 
Trade 


With  the  refinement  of  style 
comes  the  call  for  better 
workmanship  and  finish. 

These  are  two  qualities  al- 
ways found  in  Slater  foot- 
wear. 

For  your  fall  trade  you  will 
find  in  the  Slater  line  a 
large  assortment  of  styles 
and  lasts  for  men,  women, 
misses  and  boys. 


The  Slater  man  will 
call  at  your  store 
with  samples. 


Slater  Shoe 

Company,  Limited 

Montreal 
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Bostonians 

for  business  men 

Bostonian  Shoes  combine  unusual  strength  with  smart  appear- 
ance, and  are  held  m  high  esteem  by  Canadian  busmess  men. 

Bostonians  for  next  Fall  comprise  a  line  of  up-to-date  models, 
embodying  the  latest  features  in  men's  footwear. 

See  my  full  line — Salesmen  now  out. 


James  Robinson 
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WHAT  WE  HAVE 


■  I 


WE'LL  HOLD 


Rubbers 

for  rainy  weather 

The  four  lines  of  Rubbers  manufactured  by  the  Independent 
Rubber  Company  are  known  from  coast  to  coast,  and  need 
no  introduction  to  the  retailer. 

Royal,  Kant  Krack,  Dainty  Mode  and  Bull  Dog  Rubbers 
will  give  your  customers  the  maximum  of  service  and  satisfac- 
tion, under  the  different  conditions  each  brand  is  intended  to 
meet.    All  the  newest  models  in  stock. 


James  Robinson 

Montreal 
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Vassar 

TANGO  PUMP 


Minister  Myles  Shoe 

Company,  Limited 

Toronto 
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A  Progressive  Finisher  Soon  Pays  for  Itself 


SEND  FOR  CATALOG  M 
■1 


SEND  FOR  CATALOG  M 


A  progressive  Fin- 
ishing Machine  soon 
pays  for  itself  in  the 
increased  business  and 
profits  it  brings  to 
your  shop.  It  en- 
ables you  to  do  bet- 
ter work  and  more 
of  it. 

You  can  start  witli 
any  size  Progressive 
Finisher  you  want 
and  add  to  it  as  your 
needs  increase.  You 
simply  add  the  new 
sections  and  equip- 
ment without  throw- 
ing away  any  of  tlie 
original  machine. 

Progressive  Mach- 
ines are  giving  the 
best  of  service  in 
shoe  repair  shops 
west,  east,  north,  and 
south. 

Sold  on  the  pay- 
ment plan  or  for 
cash. 


PROGRESSIVE  SHOE  MACHINERY  CO.,  Stfl 

The  Best  Shoe  Finishing  Machinery  Manufactured. 


Hook  On 


YES  SIR  !  Hook  on  to  the  new  firm,  who 
have  re-organized  and  put  on  its,  feet  the  new 
"WILLIAMS  SHOE,  LIMITED"  of 
Brampton,  Ont. 

-    New  Organization 


New  Methods 


But  the  old  tried  and  true  Hnes  of  Men's  and 
Boys'  SoHd  leather  shoes  that  have  made  the 
the  town  of  Brampton  famous  all  over  Canada. 
Put  the  Williams  lines  on  your,  shelves  and 
you'll  have  a  constant  stream  of  satisfied  customers  beating  a  swath  to  your  store. 
Men's  Goodyear  Welts  in  light  or  sturdy  character  from  $3.00  up. 
McKays,  Loose  nailed  and  Fair  stitched  goods  in  Men's  and  Boys'  featured. 

Williams  Shoe,  Limited 

Brampton,  Ontario 
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A  Surprise 

Rideau  shoes  are  a  surprise  from  the  time  the 
carton  is  opened  until  they  are  discarded. 

Their  style  and  finish  is  a  surprise,  and  the  wear 
they  give  is  what  brings  the  customer  back  for 
another  pair. 

If  you  cater  to  the  well-to-do  of  your  community — 
Rideau  is  the  shoe  you  should  sell.  Made  in  many 
styles  and  lasts  for  men  and  women. 

Rideau  Shoe  Co. 

Limited 

Montreal 
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La  Parisienne  Shoe 

A  High-Class  Line 
For  Ladies 


FOR  the  well-to-do  and  fas- 
tidious dressers  among 
your  lady  customers  you  should 
stock  La  Parisienne  Shoes  and 
Pumps.  This  footwear  is  of  the 
highest  order  and  is  equal  to  the 
best  imported  goods. 

La  Parisienne  pumps  have 
a  high  French  heel,  reinforced 
by  our  patent  steel  shank  which 
prevents  the  heel  from  bending 
forward. 

Our  travellers  are  on  the 
road  with  Fall  samples — do  not 
miss  them. 


Write  us  for  particulars. 


La  Parisienne  Shoe  Company 

Maisonneuve,  Que. 

Medard  Gauthier,  Sales  Manager,  La  Patrie  Building,  Montreal 
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New  Season's 
1914  samples, 
including  all  the 
latest  styles  and 
lasts,  are  now  in 
jobbers'  hands. 


DAINTY  MODE  are  the 
best  line  of  light  rubbers 
ever  offered  to  the  trade. 
Their  superiority  in  materi- 
als, style  and  fit  is  unques- 
tionable. They  represent  the 
most  perfect  product  in  the 
Footwear  branch  of  the  rub- 
ber trade. 

BULL  DOG  Rubbers  are 
generally  recognized  as  the 
leaders  of  second  grade  rub- 
ber footwear.  The  phenom- 
enal demand  for  these  rub- 
bers has  overtaxed  our  manu- 
facturing facilities,  and  we 
are  constantly  filling  large 
orders. 

The  Rubbers  That 
Rule    the  Market 


Independent 
Rubber  Co.,  Limited 


Merriton,  Ont. 


Bull  Dog 


Royal 


Independent 
Rubber  Co.,  Limited 

Merriton,  Ont. 


On  receipt  of  a 
post  card  we 
will  be  pleased 
to  send  you  sam- 
ples of  our  new 
lines  and  furnish 
you  with  prices. 


KANT  KRACK  duck  lines 
are  being  worn  in  almost 
every  farm,  camp,  factory  and 
workshop  throughout  the  Do- 
minion. Their  name  is  a  true 
reflection  of  their  best  qual- 
ity and  of  the  characteristics 
that  has  won  them  the  ap- 
proval of  Canadian  workers. 

ROYAL  BRAND  of  Rub- 
bers include  all  the  heavy 
gum  lines  and  other  first 
quality  styles  other  than  light 
specials.  The  Tiger  Head 
stands  for  sterling  quality. 


The  Most  Popular 
Rubbers  in  Canada 
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The  Most  Profitable  Line 
Ever  Offered  the  Retailer 

Do  not  on  any  account  place  for  fall  until 
you  see  our  new  splendid  range  of  samples 


It  combines  a  $4.00,  $5.00 
and  $6.00  proposition  in 
Men's  Welts  and  a  $3.50, 
$4.ooand$5.ooin  Women's 
Welts. 

Also  full  range  of  easy  sell- 
mg  staples,  allowmg  of  a 
handsome  profit. 

Our  representatives  are  now 
on  the  road. 


Hold  your  order  till  you  see  them — it  will  pay  you  well. 

Ames-Holden  McCready,  Limited 

Montreal       St.  John       Toronto       Winnipeg       Calgary       Edmonton  Vancouver 
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PAT.  N.o  ■  119409 

GOLD  CROSS 
SHOE 


ANTI-SEPT]c 

 5H0E_ 

'906  .909  ^/J3p^V^0. 


NON^ 


Footwear 


For  Cranks 


^MONG  your  customers 
there  are  some  you  call 
"  cranks."  They  always  want 
sensibly  designed  shoes,  well 
made  and  carefully  finished. 
Special  comfort  or  health  fea- 
tures invariably  appeal  to 
them. 

It  is  to  just  such  "  cranks" 
that  you  should  offer  the 
famous  Tebbutt  Doctors  and 
Professor  shoes. 

In  addition  to  their  smart 
appearance  the  Doctors  and 
Professor  shoes  have  special 
antiseptic  features. 


Tebbutt  Shoe 
&  Leather  Co. 

Limited 

Three  Rivers, 

Quebec 
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Every  time  a  person  passes  by  your  Store  without  entering 
you  lose  —  every  time  he  enters  you  have  the  opportunity  of 
making  a  sale — o£  making  a  profit- 

There's  a  psychological  point  in  the  path  of  every  passer- 
by that  means  a  profit  or  loss  to  you — that's  the  point 
either  enters  or  continues  on  his  way. 


Profitable  "Points' 


It's  your  ideal  to  cause  every  passer-hy  to  pause  and  enter 
and  can  there  be  a  more  logical 
power  to  do  that  than  a  good 
Store  Front? 

No    matter    how  much 
time  and  money  you  spend  to 
make  attractive  displays  it  is 
literally  wasted   unless  your 
Store  Front  is  adequate — un- 
less it  allows  the  passers-by  to  actually  see  what  you  have  for 
sale.    A  Store  Front  that  merely  keeps  out  the  snow  and  rain 
never  resulted  in  a  good  investment.     Sales  make  profits  so 
let  sales  be  your  guide. 

Other  Merchants'  Experiences 

One  Merchant  debated  for  three  years  whether  or  not  a 
KAWNEER  STORE  FRONT  would  increase  his  business. 
Finally  he  put  one  in  and  now  he  says,  "Our  Front  is  worth  $5,000 
a  year" — -and  that  in  a  city  of  12,000  people.  Another  Mer- 
chant says,  "There's  no  question  but  what  our  new  KAWNEER 
STORE  FRONT  sells  at  least  $10,000  worth  of  merchandise  a 
year  over  what  we  could  have  possibly  sold  with  the  old  Front. 
We  !are  more  than  willing  to  recommend  your  Fronts  because 
of  the  great  satisfaction  ours  has  given."  Another  says,  "Our 
business  increased  40%  —  the  KAWNEER  FRONT  paid  for 
itself  in  eight  months."  If  you  could  only  see  the  actual  letters 
of  recommendation  that  we  have  on  file  from  Merchants  you 
would  not  hesitate  another  day. 


and-night  satisfaction  every  year.  We  do  not  ask  you  to  even 
consider  a  KAWNEER  FRONT  simply  on  our  claims  but  we 
do  feel  that  the  actual  experiences  of  30,000  other  Merchants 
reasonably  justifies  it. 

When  you  get  ready  to  buy  a  Store  Front  go  into  the  subject 
thoroughly — consider  it  from  your  own  view-point,  then  think 
what  the  passersby  will  say.  Their  opinion  is  the  deciding  one, 
if  they  are  impressed  and  influenced  into  entering  your  Store, 
your  Front  is  a  success — if  they  pass  ill,  your  Front  is  a  failure. 

"Boosting  Business 

No.  25" 

There  is  such  a  multitude  of 
different  kinds  of  Store  Fronts 
both  big  and  little,  that  you 
musttake  care  lest  you  choose 
one  that  will  not  fit  your  busi- 
ness. To  be  of  greater  help  to  you  in  making  this  important  de- 
cision we've  compiled  "Boosting  Business  No.  25"  which  is  un- 
doubtedly the  most  complete  and  interesting  Store  Front  book 
ever  published.  "Boosting  Business  No.  25"  contains  actual 
photographs  of  many  of  the  best-paying  large  and  small  Store 
Fronts  in  the  country  —  Fronts  in  all  kinds  of  businesses  — 
together  with  drawings  of  suggestions  that  will  interest  you. 

Don't  risk  the  amount  of  money  it  requires  to  install  any 
kind  of  Front  when  a  mere  2c  stamp  will  bring  to  you  this 
book  of  practical  Store  Front  ideas.  Your  copy  is  in  an  envel- 
ope, stamped  with  a  5c  stamp  and  ready  for  your  address— -don  t 
-everv  day  you  conduct  your  business  without  a  KAW- 
everyaayy  NEER  STORE  FRONT  , 


dela 


30,000  Fronts 

For  eight  years  we've  been  building  KAWNEER  STORE 
FRONTS  and  30,000  Merchants  have  adopted  them.  In  big 
cities  and  little  towns  you  will  find  KAWNEER  producing 
sales,  costing  nothing  for  upkeep  and  giving  complete  365-day- 

i^awneer 

Manufacturing  Company 

Limited 

f^ancia  J.  Plym,  President 
Dept.  R.  1195  B.athurst  Street 

TORONTO,  ONT. 


T 


Ki 


25' 


the  people  are  passing 
instead  of   entering  ^ 
your  Store. 


y COUPON 
^''^  K'awneer 

Manufacturing  Company 
Llmltod 

Dept.  R    1195    Bailiurst  St. 
Toronto,  Ontario 
idly  send    "Boosting  Business  No. 
.without  obligation 


Na 


Street  and  No. 

^k^/^^     City  or  Town  

^      Business   , 
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CORBEIL 

^  Are  you  in   business  to  make  money. 

^  Don't  forget  our  special  line  of  Boy's, 
Youths  and  Little  Gents  Shoes  in  Welts 
and  McKays. 

^  It  IS  the  best  money  maker  on  the  mar- 
ket today  for  Retailers. 

^  They  have  Everything  needed  for  Boy's 
Shoes. 

^  They  will  stand  the  rough  wear  of  the 
School  Boy. 

^  They  have  this  absolute  necessity  of 
Comfort  for  growing  feet. 

^  Style   is   another  one  of  its  qualities. 

^  They  also  can  be  bought  at  reasonable 
prices  by  the  Consumer  leaving  a  large 
margin  to  the  Retailer. 

^  Remember  Corbeil  Shoes  will  make 
money  for  you. 

QUALITY 

Corbeil  Limited 

Manufacturers  of  good  shoes  to  retail  at  $3.50,  $4.00  and  $5.00. 
Makers  of  BENCH  MADE  and  LEADER  Brands. 

Montreal 

Office-71  St.  Paul  Street  Factory  and  Warehouse- 63-71  ^  St.  Paul  St. 
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LEADER 

^  If  you  have  trouble  to  get  good  men 
shoes  to  Retail  at  $3.50  and  $4.00. 

^  Buy  our  Leader  Shoes. 

^  With  Style,  Comfort  and  Quality  they 
realize  long  profits  for  you  Mr.  Retailer. 

^  In  order  to  fully  appreciate  the  value  of 
Corbeil  Shoes  you  need  only  to  com- 
pare them  with  similar  or  higher  priced 
lines. 

^  You  will  soon  be  convinced  and  come 
to  be  a  regular  buyer  to  our  big  Range 
of  Men's  Welts  and  McKays. 

^  Don't  buy  before  seeing  our  fall  sam- 
ples. 

^  Our  travellers  are  on  their  way  to  you. 
^  Every  one  is  a  Leader. 

SHOES 

Corbeil  Limited 

Manufacturers  of  good  shoes  to  retail  at  $3.S0,  $4.00  and  $5.00. 
Makers  of  BENCH  MADE  and  LEADER  BRANDS. 

Montreal 

Office— 71  St.  Paul  Street  Factory  and  Warehouse— 63-71  i  St.  Paul  St. 
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Mr.  Retailer 

^  By  working  early  and  late  we  made 
deliveries  for  the  Easter  trade. 

^  Dazzling  Astorias  and  Liberty's 
matched  glad  rags  on  Sunday 
morning. 

^  It  is  our  desire  to  always  give  you 
that  service  which  merits  repeats. 

^  Our  new  things  for  fall  and  winter 
are  selling  nicely  thank  you. 

^  Those  that  haven't  seen  them 
should  wait — It  will  pay  you. 

The  Cook-Fitzgerald  Co. 

Limited 

Makers  of  Fine  Shoes  for  Men 

London      -     -  Ontario 
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A  Fall  Winner 


Modern  machinery,  expert  work- 
manship and  the  best  of  leather  and 
findings  are  responsible  for  the 
success  of  AYLMER  Shoes. 

AYLMER  samples  for  Fall  1914 
are  now  being"  shown  and  include 
what  is  latest  and  best  in  fashion- 
able footwear  for  Fall  trade. 

It  is  the  honest  materials  in  the  un- 
seen parts  of  AYLMER  Shoes  that 
makes  them  wear  so  well. 


The  Aylmer  Shoe  Co. 

Limited 

AYLMER,  ONTARIO 


Or  for  immediate  shipment,  our  new 
samples    of  boys,  youths  and  gents 
will  commend  themselves  to  you  and 
we  want  your  business.     You  will  find  them  dependable,  easy  to 
sell  and  profitable. 

In-Stock  for  Sorting 

From  our  in-stock  department  we  can  take  care  of  your  sorting  orders,  enabling  you  to 
keep  your  lines  complete  for  the  whole  of  the  season.     A  service  you  will  appreciate. 

"  Canadian  Boy  Shoes 

Made  and  Sold  by 

The  Reliance  Shoe  Co.,  Limited    Toronto,  Ont 
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CLEO"  and  "DERBY'' 

SHOES 

for 

FALL  1914 


Our  travellers  are  now  out  with  the  most 
attractive  line  of  "Derby"  and  "Cleo"  shoes  yet 
produced  in  our  factory. 

It  will  pay  you  to  wait  for  our  salesmen. 
Our  samples  and  prices  will  please  you,  and  will 
emphasize  more  than  ever  that  the  names  "Derby" 
and  "Cleo"  stand  for  high  quality. 


T"^  MURRAY  SHOE  CO.,  Lmhed 

LONDON,  ONTARIO 


MONTREAL  Branch :  Read  Building,  St.  Alexander  and  Jurors  Sts. 
Frank  J.  McKenna,  Sales  Agent. 
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The 

Eclipse 


an 


Easy 
Winner 


In  the  race 
for 

Quality, 
Service 

and 

Value 


We  Specialize  in 

Misses  Childrens 


Lines 


In  every  department  we  employ  only  skilled,  efficient 
and  high-priced  mechanics  thoroughly  conversant 
with  the  production  of  a  high-grade  article  and  the 
fact  that  we  specialize  confines  our  supervision  to 
one  line  in  place  of  many. 

Our  travellers  are  now  in  their  territories 

It  will  pay  you  to  inspect  our  samples  before  buying. 

Gait  Shoe  Mfg.  Co.,  Limited 

Gait,  Ontario 
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The  Joy-peds  are 


commg- 


Walch  for 
Tally-ho's 


9he 


"The  J 


oy-peds  are 

coming  — 

Tally-ho!  Tally-ho  !" 

Tune  —  "  The  Campbells 
are  cominfS." 


Join  the  crowd  — 
they're  Joy-peds  head- 
ed for  the 

Tally-ho 
Shoe  Shop. 


The  Joy-peds  are 
almost  here.  Keep 
an  eye  open  for 
Tally-ho  Shoes. 


Joy-peds  came  also. 

On  these  two  pages  are  reproduced  some  of  the  Joy-peds 
and  the  advertising  running  in  papers  where  Tally-Ho  shops 
are  opened. 


Joy-peds  know 
the  secret  of 
Happy  Feet 

Tis  Tally-ho  Shoes. 


Chas.  £.  Slater 

Tally-Ho  Shoes 

60  South  Street,  BOSTON 

Montreal      Toronto      London,  Eng.  Winnipeg 


The  Biped  is 

Two-footed 
The  Quadruped  is 

Four-footed 
The  Joy-ped  is 

Happy-footed 
He  wears  Tally-ho 

Shoes. 
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Why  IS  a  Joy-ped  ? 
Because — his  shoes  are 
Tally-ho's 


Joy«peds 


all  wear 


The  home  of  the  Joy-ped  Club  is  at 
Tally-ho  Shoe  Shop. 


A  parrot  can  say  :  "  just  as 
good. " 

But  a  parrot    don't  know 
what  it  is  talking  about. 
Get  Tally-ho  Shoes. 


Joy-peds  are  happy  beings  for 
their  feet  are  happy. 

Dealers  who  sell  "Tally-Ho's" 
are  also  happy — because  there  is 
much  profit  and  satisfaction  in  selling 
the  best  man's  shoe  in  the  world  at 
$5.00  the  pair. 

Exclusive  control— profit  as  big 
as  on  non-advertised  shoes  —  latest 
styles — snappy  designs —  big  range  of 
varieties — and  all  sizes  and  widths  are 
features  of  Tally-Ho  $5.00  Shoes  for 
Men. 


Your  membership  card  to 
the  Joy-ped  Club  is  waiting  for 
you  at  the 

Tally-ho  Shoe  Shop. 


Get  the  Tally-Ho  Agency 

Ask  about  it  now  before  you  are  too  late.  Ask  for  full 
particulars.     Tally-Ho  shops  are  now  being  opened. 


The  joyous  word  "Joy-ped' 
Joy  means  Happy 
Ped  means  Foot 
Joy-ped  —  Happy  Foot 
Answer  ; 
Tally-Ho  Shoes 


Chas.  E.  Slater 

TaUynHo  Originator 

60  South  Street,  BOSTON 

Montreal      Toronto      London,  Eng.  Winnipeg 


YOU  will  be  a  JOY-PED 
when  you  know 
Tally-ho  Shoes. 
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P.  J.  Harney  Shoe  Company 

Lynn,  Massachusetts 

STILL  IN  THE  LEAD 


Stylish 


for 


Goodwearing    —    Reasonable  Priced 
Women^s  Footwear 


Welts 


Turns 


McKays 


All  Lasts 

All  Styles 
for 

All  Purposes 


PATENT  APPLIED  FOR 


€[1  Harney's  "  Tred  Fast"  Non  Slipping  Sole  is  the  best  talking 
and  selling  feature  offered  the  retailer  for  years. 

€[f  Good  to  use  with  dancing  or  walking  shoes. 

C[|  Drop  us  a  post  card  and  invite  our  Canadian  salesmen  to  show 
you  this  line  on  their  spring  trip. 


P.  J.  HARNEY  SHOE  COMPANY  '^TsT'' 
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IN  STOCK 

ST.  THOMAS 


Prepare  for  that  demand  on  the 
recede  toe.    It's  coming  strong  ! 

We  have  them  in  stock  in  black, 
tan,  and  nut  brown,  along  with 
five  other  good  ones,  awaiting 
your  call. 


E.  T.  Wright  &  Co.,  Inc. 

ROCKLAND,  MASS.  ST.  THOMAS,  ONT. 
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READY  TO  SHIP 


Send  for  our  catalogue  of     Ready-to-ship  shoes 


No.  951.  Gun  Metal  with  Calf  top,  No.  70'J.  Patent  Colonial,  light  weight  Whole  Fox  Vamp,  Medium  Turn 
medium  welt  sole,  Kidney  heel,  welt  sole,  Spanish  heel,  Eden  last.  Sole,  Spanish  heel,  Iris  last.  Price 
Plaza  last.     Price  $2.75.  Price  $2.50.  $3.00. 

Moore-Shafer  Shoe  Manufacturing  Co. 

Send  for  Catalog  BROCKPORT,  N.  Y.,  U.  S.  A. 

L.  B.  Shafer— Canadian  Salesman 
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CHANDLER'S  BUCKLES, 
SLIDES,  ORNAMENTS  AND 
PERFECTION  RIBBONS 

Stock  up  now  for  your  Spring  trade  on  Chandler's 
Specialties.  The  strongest  selling  line  of  ribbons,  bows, 
buckles  and  ornaments  on  the  market.  They  are  all 
quality  goods  with  a  good  profit  in  them  for  the  retailer. 

TANGO  RIBBONS 

Chandler's  Tango  Ribbons  dominate  this  season's  mar- 
ket. Pattern  750,  a  double  faced  Satin  ribbon  in  black, 
white  and  evening  shades  has  proved  a  phenomenal 
seller.  It  comes  in  ten  and  fifty  yard  pieces — also  band- 
ed one  dozen  pairs  or  more  to  a  box. 

BUCKLES,  ORNAMENTS  &  TANGO 
SETS 

No  stock  complete  without  Chandler's  beautiful  Buckles, 
Ornaments  and  Tango  Sets.  Dainty,  rich  designs  in 
exclusive  and  distinctive  patterns,  brplliant  cut  steel, 
sparkling  rhinestone  and  other  up-to-date  effects. 

CHANDLER'S  LACES 

You  can  push  Chandler's  Laces  with  the  utmost  con- 
fidence. Retailers  do  not  stock  nearly  enough  laces,— 
there's  money  in  selling  Chandler's  laces. 

BRONZE  SPECIALS 

We  are  prepared  to  meet  the  demand  for  Bronze  Rib- 
bons, Bows,  etc.,  to  match  the  fashionable  new  bronze 
effects  in  footwear. 


Pattern  80— Watch  guard  coarse  grain  silk  ribbon  Bow, 
connes  in  black  and  staple  colors. 
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"  FLEXO 

PUMP  BOWS 

Made  from  Chandler's 
Perfection  Silk  Ribbon 

This  bow  can  be  bent  to 
fit  the  curve  of  the  shoe, 
a  feature  which  has  made 
it  immensely  popular. 
Used  by  leading  manu- 
facturers, retailers,  and 
repair  shops.  All  the  up- 
to-date  patterns — plaited, 
tailored,  butterfly  and 
double  models.  Materi- 
als, Satin  and  Gros-grain 
in  both  fine  and  coarse 
wale,  also  braid  effects. 
Satin  and  watchguard 
Gros-grains  are  heavy 
sellers,  with  a  good  de- 
mand for  leather  bows 
for  mannish  pumps. 


Pattern  74— Silk  faced  gros-grain  ribbon  in  staple  and 
fancy  colors. 


Pattern  162— is  exact  size  of  illustration,  made  in  Gun 
Metal,  Patent  and  Tan  Russia  leathers. 


Send  for  Pattern  no -in  white  and  black  braid  only.    Also  illus- 

  trates  No.  1700,  coarse  ribbed  silk  bow  in  black 

i^atalOgUeS  and  staple  colors. 


C.  A.  BROWNING  &  CO.,  32  Franklin  St.,  Boston,  Mass. 

EXCLUSIVE  SELLING  AGENTS 
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No.  I'liOGR  $3.25 
Women's  Patent  Welt  Boot, 
Black  Cloth  Quarter,  Bel- 
mont Last,  Satin  Top  Facing, 
Plain  Toe,  1-7/8  inch  Spanish 
Louis  Heel.  A  A — 4  to  7;  A 
—3  to  7;  B  to  D— to  7. 


No.  FOijOSV  $2.60 
Women's  Patent  Welt  Boot, 
Mat  Kid  Top,  Opera  Last, 
Three-quarter  Fox,  Tip,  1-3/8 
inch  Heel.  15  to  D,  2>4  to  7. 
No.  Fo:i27F  $3.60 
Same  as  FoliOHV,  l)ut  in  Dull 
Calf. 


No.  F0206M  $2.85 
Women's  Patent  Turn  Boot, 
Black  Cloth  Top,  Belmont 
Last,  Three-quarter  Fox, 
Tip,  1-3/4  inch  Heel.  A  to 
D,  3H  to  7. 


Good  Styles  From  Which  to  Size  Up 


These  designs  in  women  s  boots 
are  much  favored  by  the  trade  in 
general.  They  have  up-to-date- 
ness of  style  and  honesty  in  quali- 
ty that  help  to  make  friends  for 
the  store  that  features  them. 

The  natural  fit  and  enduring  wear 
of  Utz  &  Dunn  Co.  shoes  are  to 
be  relied  upon. 

Dealers  everywhere  are  gaining 


ground  steadily  in  their  business 
by  the  merits  of  this  line.  Why 
not  you? 

We  carry  these  styles  in  stock  and 
will  ship  sizes  upon  order. 

Send  for  catalogue  of  other  styles 
in  stock. 

Terms  on  stock  shoes,  3%  off — 
30  days. 


No.  F2O8E  $2.75 
Women's  Patent  Turn  Boot, 
Black  Cloth  Top,  Fairmount 
Last,  Three-quarter  Fox, 
1-3/4  inch  Heel.  AA,  4  to  7; 
A,  3  to  7;  B  to  D,         to  7. 


No.  F0327C  ,$2.75 
Women's  Dull  Calf  Welt 
Boot,  Mat  Kid  Top,  Astoria 
Last,  Three-quarter  Fox, 
Tip,  1-7/8  inch  Heel.  A  to 
D,  2I/S  to  7. 


No.  Fo;582E  $2.^5 
Women's  White  Nubuck 
Welt  Boot,  Panama  Last, 
Three-quarter  Fox,  Tip,  1-3/4 
inch  Heel.  A,  3  to  7;  B  to 
D.  2V2  to  7. 


UTZ  &  DUNN  CO.,  Rochester,  N.  Y. 
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Am-Bri-Can 
Trade    ^^^^^^^^^  Mark 


EC 


To  Retailers 


w 


E  beg  to  announce  that  we  have  opened  an  office  at  Toronto,  and  are  now  in  a  position  to  fill 
orders  from  retailers.    We  are  sole  Canadian  distributers  for  the  following  firms: 

Ashby-Crawford  Co.,  Marlborough,  Mass. — Makers  of  Trot-Mac  Shoes 

John  Strootman  Shoe  Co.,  Buffalo,  N.Y. — Makers  of  Women's  Fine  Welts 

Nathan  D.  Dodge  Shoe  Co.,  Newburyport,  Mass. —  Makers  of  Women's  Slippers,  Pumps  &  Turns 


We  feature  a  line  of  men's  welts,  both  slip  and  single  sole,  manufactured  in  Canada,  strong  value  to  retail 
at  $4.00.    See  our  samples  of  "  Am-Bri-Can  "  brand  of  women's  and  men's  cushion  sole  shoes. 

Your  inquiries  are  solicited, 

American  ^  British  ^  Canadian  »  Distributers 

TORONTO  310  Yonge  Street  CANADA 

Boston         Montreal  Winnipeg  London,  Eng. 


Shoe 
Displays 

The  impression  every  customer  gains  of  your  store  is 
made  by  your  displays — your  fixtures  and  your  sales- 
folk. 

Display  your  new  shoe  styles  in  our  handsome  show 
cases  and  you  will  find  many  extra  sales  will  be  the  result 


and  your  patrons  will  stamp  you  as  "Up-to-date." 
Many  a  sale  is  made  by  a  show-case  full  of 
smart  shoes. 

Send  us  a  sketch  of  your  store,  giving  di- 
mensions, and  we  will  furnish  you  with  estimates 
and  send  circulars  with  complete  descriptions. 

The 

Walker  Bin  &  Store  Fixture 

Company,  Limited 


BERLIN 


ONTARIO 
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APRIL,  MAY  AND  JUNE 

ARE  THE  MONTHS  WHEN  YOU 
HAVE    THE    BIGGEST    CALL  FOR 

Light  City  Rubbers 


EXAMINE   YOUR   STOCK  OF 

DOMINION 


SPECIALTIES 


AND  SEND  US  YOUR  SORTING  ORDER 


Canadian  Consolidated  Rubber  Co. 


.  -  .  Limited 

Montreal 


28  Branches  Throughout  Canada 


FOOTWEAR   IN  CANADA 


31 


A  Journal  of  its  Findings,  Making  and  Sale. 
Published    for    the    Good   ot  the 
Trade  by 

HUGH  G.  Maclean,  limited 

HUGH.   C.   MacLEAN,   Winnipeg,  President. 
THOMAS    S.    YOUNG,    General  Manager. 

HEAD    OFFICE  -  -   220  King  Street  West,  TORONTO 
Telephone  A.  929 

MONTREAL  -  Tel.  Main  2299  -  Room  119,  Board  of  Trade 
WINNIPEG  -  Telephone  Garry  856  -  302  Travellers'  Bldg. 
VANCOUVER  -  Tel.  Seymour  2013  -  Hutchison  Block 
NEW  YORK  -  Telephone  3108  Beekman  -  931  Tribune  Bldg. 
CHICAGO  -  Tel.  Randolph  6018  -  659  Peoples  Gas  Bldg. 
LONDON,  ENG.    ------    3  Regent  St.,  S.W. 

SUBSCRIPTION  RATES 
Canada  and  Great  Britain,  $1.00.    U.  S.  and  Foreign,  $1.50. 
Single  copies  15  cents 
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The  astounding  fact  about  busi- 
Knowing  How        ness  success  to-day  is  not  that  so 

many  men  have  achieved  it,  but 
that  so  many  men  have  failed.  If  a  boat  capsized  in 
shallow  water  and  half  of  its  passengers  set  out  and 
cooly  walked  ashore,  while  the  rest  thrashed  about  in 
foolish  attempts  to  swim,  the  flounderings  of  the  lat- 
ter would  astonish  us  more  than  the  action  of  the 
waders,  who  used  their  brains  to  direct  their  legs.  A 
few  knowing  that  somewhere  below  the  surface  there 
is  a  soUd  bottom  built  of  other  men's  experience,  feel 
for  this  footing  of  proved  methods,  and  walk  straight 
to  safety,  profit  and  success.  Too  many  others  floun- 
der about  in  a  smother  of  their  own  raising,  never 
finding  bottom  nor  the  paths  through  which  their 
wiser  fellows  walk  to  safety.  They  pin  their  faith  to 
energy,  grit  and  courage,  not  realizing  that  often  all 
of  these  count  for  nothing  compared  with  knowing 
how.  The  supreme  masters  of  the  business  world, 
the  Caesars  and  Napoleons  of  commerce  at  whose  nod 
industries  rise  or  fall,  are  men  who  know  how. 

There  is  one  best  way  to  do  anything,  whether  it 
is  putting  a  cork  in  a  bottle,  seUing  shoes,  or  running 
a  mighty  empire.  If  you  know  how,  you  can  snap 
a  string,  or  sever  two  continents,  tie  a  package  or  light 
a  city,  build  a  store  front,  or  erect  a  skyscraper,  cut 
costs,  increase  sales,  raise  capital,  earn  profits.  A 
man  without  capital,  but  with  a  brain  full  of  "hows," 


is  potentially  richer  than  the  mere  inheritor  of  many 
factories  or  chains  of  stores.  It  would  not  matter  to 
the  man  who  knows  how,  if  he  were  turned  adrift  sud- 
denly among  strangers,  and  without  a  dollar.  If  the 
strangers  were  intelligent,  in  an  hour  he  would  have 
a  position,  in  a  few  months  control  the  business  and  in 
a  few  years  have  all  his  power  and  wealth  back  again, 
for  he  did  not  gain  these  in  the  first  instance  through 
luck  or  chance,  but  through  knowing  how.  This  is 
the  factor  that  counts  in  business,  and  if  you  will  look 
around  you,  yuu  must  acknowledge  the  fact.  Here  is 
a  firm  that  in  five  years  has  grown  from  little  more 
than  nothing  to  be  a  national  factor  in  trade.  Some- 
body knew  how  to  do  things.  Here  is  a  company 
with  $100,000,000  capital.  Ten  years  ago  it  was  a 
struggling  small  house.  "Know  hows" — a  vast  total 
of  them  in  every  department — put  it  where  it  is. 

Now  let  us  look  at  the  other  side  of  the  picture. 
Here  is  a  business  that  is  breathing  its  last.  It  start- 
ed with  capital,  equipment,  everything  in  fact,  except 
a  knowledge  of  business  processes,  "know  hows." 

Of  the  thousands  of  shoe  stores  in  Canada,  some 
do  one  thing  well,  and  some  another.  Some  are  strong 
in  advertising,  some  specialize  in  fetching  window  dis- 
plays, some  give  good  service,  etc.  What  measures 
the  success  of  each,  is  the  number  of  "know  hows"  it 
has  worked  out,  or  gathered  from  other  sources.  A 
merchant  may  only  arrive  at  knowledge  through  study 
or  dearly  bought  experience,  and  the  former  is  always 
preferable.  The  up-to-date  retailer  realizes  this, 
which  accounts  for  the  fact  that  he  is  invariably  a  sub- 
scriber to,  and  a  reader  of  his  trade  journal.  He 
knows  that  in  its  columns  are  to  be  found  the  results 
of  the  experience  of  others  in  his  line,  and  that  by 
studying  its  pages,  he  will  be  consulting  a  lot  of  ex- 
perts with  reference  to  his  business  difficulties.  It  is 
the  "know  hows"  that  steer  the  merchant  clear  of  dif- 
ficulties and  bring  him  in  handsome  returns,  and  no- 
where are  these  to  be  found  so  plentifully  as  in  his 
trade  journal. 

We  frequently  receive  from  our 
readers  requests  for  certain  in- 
formation, or  that  we  would  pub- 
lish articles  dealing  with  such  subjects  as  stock  num- 
bering, simple  and  complete  accounting  systems  suit- 
ed to  shoe  stores,  etc.  We  are  vefy  glad  to  hear  from 
anyone  in  the  trade  whenever  we  can  be  of  assistance 
to  them,  and  always  supply  them  with  the  information 
or  the  type  of  article  they  require.  It  was  in  response 
to  the  request  of  one  of  our  subscribers  that  we  pub- 
lished "A  Simple  Accounting  System  Suitable  for 
Shoe  Stores"  in  our  last  number,  and  following  this 
up,  their  appears  in  this  issue  an  accounting  system 
especially  suited  to  the  retail  dealer,  in  fact  it  is  prob- 
ably the  most  complete  and  convenient  one  that  has 
ever  been  invented.  It  is  the  result  of  the  investiga- 
tions carried  on  for  a  period  of  years  by  the  Bureau 
of  Business  Research,  of  Harvard  University.  An 


Answers  to 
Questions 
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institution  of  this  nature  is  exceptionally  well  qualitied 
to  undertake  work  of  this  kind,  as  it  has  splendid  fa- 
cilities for  investigation,  a  high  reputation  to  maintain, 
and  absolutely  no  axe  to  grind.  The  Bureau  were 
aided  in  their  investigations  by  a  board  or  committee 
composed  of  expert  accountants  and  many  of  the  lead- 
ing men  in  the  shoe  trade  in  the  United  States.  We 
are  sure  that  every  live  Canadian  retail  shoeman  will 
read  this  article  with  interest,  and  will  derive  con- 
siderable profit  therefrom.  Owing  to  the  length  ui 
the  article  we  could  not  publish  it  in  its  entirety  in  this 
issue,  but  will  conclude  it  in  our  May  number. 

Elsewhere  in  this  issue,  we  publish  a  reply  to  a 
letter  received  from  a  correspondent,  asking  for  cer- 
tain iiif(jrniati(in  in  regard  to  shoe  pattern  making  and 
designing.  We  have  been  receiving  so  many  letters 
containing  requests  for  information  and  enlightenment 
along  trade  lines,  that  we  have  decided  to  inaugurate 
in  our  May  issue  a  special  department  of  Questions 
and  iVnswers,  and  will  be  pleased  to  hear  from  anyone 
connected  with  the  sluie  or  leather  trades,  if  they  de- 
sire information  or  we  can  assist  them  in  any  other 
way.  We  are  conducting  this  journal  in  the  interests 
of  the  whole  shoe  and  leather  trade,  and  gladly  place 
at  the  disposal  of  our  readers  our  special  facilities  for 
obtaining  trade  information. 

*      *  * 

The  average  shoe  department 
Handling  Grievances  nianager  looks  upon  complaints 
l)y  customers  as  unmixed  evils, 
necessary  to  be  borne,  just  as  fleas  are  said  to  be  es- 
sential to  the  general  well-being  of  the  canine.  There 
are  shoemen,  however,  who  consider  the  kicks  their 
customers  make  as  among  the  most  interesting  and 
valuable  things  that  come  to  their  attention.  This 
may  seem  strange,  I)ut  it  is  unquestionably  true  that 
a  great  many  complaints  made  by  people  who  are  as 
mad  as  the  proverbial  wet  hen,  can  be  so  utilized  as 
to  make  the  complainers  boosters  instead  of  knockers. 

Let  us  suppose  that  Mrs.  Jones  comes  into  the 
store  with  blood  in  her  eye  and  a  package  containing 
a  pair  of  shoes  in  her  hand.  She  is  mad  clear  through 
and  really  does  not  expect  that  "Old  Grouch  Smith, 
the  Shoeman"  is  going  to  give  her  any  satisfaction  in 
the  way  of  making  good,  but  she  is  going  to  tell  him 
what  she  thinks  of  him  and  his  old  shoes,  so  there. 

In  the  hands  of  a  clerk  who  does  not  know  his 
business,  Mrs.  Jones  will  be  turned  from  a  dissatisfied 
customer  into  an  active  opponent  of  the  store,  ready  to 
express  her  opinion  of  it  and  all  about  it,  on  the 
slightest  provocation,  and  in  unmeasured  terms.  But 
let  her  be  taken  hold  of  by  a  man  who  knows  his 
business,  who  has  the  true  instincts  of  tact  and  cour- 
tesy and  who  is  willing  to  go  the  limit  in  satisfying 
Mrs.  Jones,  and  she  will  be  turned  from  a  knocker 
into  the  best  kind  of  a  friend  that  store  could  have. 
Can't  you  hear  her  talking  as  follows,  to  Mrs.  Brown 
next  day? 


■'You  know,  my  dear,  I  bought  a  pair  of  shoes  from 
Smith's.  After  I  had — etc.,  etc.,  ad  libitum.  So  1 
went  down  to  the  store  yesterday  ready  to  roast  those 
people  to  a  crisp  brown.  y\nd  do  you  know,  they  treat- 
ed me  just  fine.  Told  me  they  were  glad  I  brought 
the  thing  to  their  attention,  and  had  given  them  the 
opportunity  of  explaining.  Mr.  Smith  is  just  too 
sweet  for  anything.  lie  was  so  interested  in  what  I 
had  t(j  say,  etc.,  etc.,  and  he  promised  to  do  so  and  so 
and  so.  1  think  you  ought  to  go  and  have  them  fit 
you  for  that  pair  of  tans  you  were  talking  about  the 
other  day.  I  know  you  will  be  i)leased.  'J  hey  have 
the  greatest  bargains,  etc.,  etc." 

Of  course  there  are  limits  t^eyond  which  it  is  not 
policy  to  go  in  the  way  of  making  good  alleged  de- 
fective shoes.  But  even  here,  a  little  diplomacy  and 
tact  will  often  do  wonders. 


The  "Why"  of 
Window  Display 


A  few  years  ago  the  shoe  mer- 
chant, in  ccjmmon  with  all  others, 
arranged  his  goods  solely  for  his 
own  coinenience  in  handling,  and  with  no  idea  of 
ofi^ering  them  for  the  inspection  of  his  customers.  The 
idea  firmly  imbedded  in  the  mind  of  the  merchant  of 
the  old  school  was  "that  the  customers  would  ask  for 
what  they  wanted."  Suddenly  someone  realized  the 
fact  that  people  only  ask  for  the  necessities  of  life,  the 
luxuries  have  to  be  suggested  to  them  and,  looking 
ahead,  he  foresaw  the  immeasurable  value  of  store 
decoration  and  window  display.  This  "live"  mer- 
chant soon  found  that  thousands  of  articles  could  be 
sold  if  only  displayed  for  the  prospective  customer's 
benefit,  the  volume  of  sales  being  measured  in  most 
instances  by  the  attractiveness  and  forcefulness  of  the 
display. 

As  we  have  often  stated,  the  main  point  in  decor- 
ating windows  is  to  avoid  confusion.  Just  because 
you  have  a  hundred  and  one  different  styles  in  your 
store,  do  not  try  to  crowd  a  hundred  and  one  pairs  of 
boots  into  your  window.  A  conglomeration  is  not 
only  meaningless,  but  unattractive.  Make  your  dis- 
play attractive  and  novel  if  you  can,  but  not  too  elab- 
orate. Do  not  forget  that  after  all,  it  is  shoes  that 
you  wish  to  show,  and  not  scenery  and  trimmings. 
Your  aim  in  dressing  your  window  should  be  to  catcii 
the  eye,  your  object  to  sell  goods. 

*  *  * 
Nothing  is  more  irritating  to  a 
customer  than  to  examine  a  shoe 
that  suits  him  down  to  the  last 
button  or  eyelet,  and  then  find  that  his  size  is  not  in 
stock.  It  is  much  better  to  have  fewer  styles  with  a 
full  assortment  of  sizes  than  to  have  many  styles  with 
a  broken  run,  or  complete  in  only  a  few  lines.  If  the 
stock  is  watched  closely  and  carefully,  the  retailer 
may  avoid  carrying  a  large  stock,  and  there  will  be 
no  accumulation  of  odd  sizes  or  out  of  date  styles. 
To  be  caught  out  of  a  size  discredits  the  store. 


Keep  Stocks 
Filled  Up 
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A  Good  Example  of  a  Modem  Slboe  Store 

One  of  the  Most  Progressive    Firms  on  the  Pacific 
Coast — Business   Conducted    Along   Up-to-Date  Lines 


I^HE  Goodwin  Shoe  Company,  whose  up-to-date 
estabHshment  is  situated  at  123  Hastings  St. 
E.,  Vancouver,  has  the  reputation  of  being- 
one  of  the  most  progressive  firms  in  the  re- 
tail shoe  business  at  the  Coast.  The  head  of  the  com- 
pany is  Mr.  James  Goodwin,  who  a  little  over  seven 
years  ago,  bought  out  the  business  formerly  owned 
by  Mr.  J.  T.  Brown  at  this  address.  Under  the  effici- 
ent management  of  Mr.  C.  R.  Goodwin,  a  brother  of 
the  proprietor,  with  over  18  years  experience  in  the 
trade  to  his  credit,  the  business  has  prospered  steadily 
and  to-day  is  recognized  as  an  undertaking  which  oc- 
cupies a  high  place  in  the  commercial  life  of  the  city. 

The  store  occupied  by  the  firm  is  a  good  example 
of  what  modern  and  attractive  shoe  premises  should 
look  like.  The  street  frontage  is  25  feet  and  the 
length  from  front  to  rear  is  100  feet.  The  windows 
each  measure  8  feet  across  the  fr(Mit  and  10  feet  at  the 
back.  The  artificial  lighting  of  both  the  windows  and 
the  interior  of  the  store  is  admirably  arranged.  There 
are  eleven  60  candlepower  tungsten  lamps  in  each 
window  and  two  large  gas  arc  lamps  are  suspended  on 
the  outside  above  the  entrance.  Four  electroliers, 
each  fitted  with  four  100  candlepower  lamps,  are  sus- 
pended from  the  centre  of  the  ceiling  down  the  full 
length  of  the  store  and  provide  excellent  illumination 
for  the  interior.  The  interior  is  also  fitted  with  two 
gas  arc  lamps  for  use  when  the  electric  light  fails. 
Facing  the  entrance  is  an  8-foot  show  case  wherein 


Interior  of  Goodwin  Shoe  Store,  Vancouver,  B.C. 

is  displayed  modish  styles  in  men's  oxfords  and  slip- 
pers. The  stock  is  arranged  in  the  usual  fashion  in 
shelves  extending  down  each  side  of  the  store  and 
across  the  back,  with  the  more  expensive  grades  at 
the  front  and  the  cheaper  lines  at  the  rear.  Each 
grade  of  shoes  carried  is  sold  in  25  sizes  and  occupies 
a  single  row  in  the  shelves  extending  frotn  floor  to 


Front  of  The  Goodwin  Shoe  Store,  Vancouver,  B.C. 
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ceiling.  Tlie  store  is  equipped  with  five  bicycle  lad- 
ders for  the  purpose  of  reaching  stock  in  the  upper 
shelves.  A  store  room  measuring  20  x  25  feet  at  the 
rear,  which  is  separated  by  a  partition  from  the  main 
body  of  the  interior,  is  used  for  reserve  stock — a  large 
quantity  of  reserve  goods  being  also  kept  in  a  passage- 
way^ 6  feet  wide,  reaching  the  full  length  of  the  store 
between  the  shelving  on  the  left  hand  side  and  the 
wall. 

Down  the  centre  of  the  interior  is  a  row  (jf  leather 
covered,  mission  arm  chairs,  arranged  back  to  back 


C.  R.  Goodwin,  Manatier  Gooilwin  Shoe  Store,  Vancouver,  B.C. 

with  folding  seats,  the  group  i^roviding  accommoda- 
tion for  35  customers.  Before  each  row  strips  of  dark 
green  carpet  are  placed  and  a  number  of  fitting  stools 
added  to  complete  the  equipment.  At  the  end  of  the 
line  of  chairs,  the  centre  of  the  floor  is  occupied  with 
a  cash  register  and  desk,  while  to  the  rear  of  these  a 
large  wrapping  counter  is  situated. 

The  firm  specialize  in  men's  shoes  only,  the  most 
popular  classes  of  footwear  sold  comprising  Hannan's, 
Jnvictus  and  Astoria  brands.  In  addition  to  these 
lines,  a  wide  range  of  all  classes  of  footwear  is  car- 
ried including  a  full  stock  of  both  heavy  and  light 
rubber  goods  and  slippers.  The  selling  stafif  consists 
of  Messrs.  James  and  C.  R.  Goodwin  and  two  assist- 
ants. 


The  Value  of  Thinking 

Be  a  thinker — a  student  of  the  game.  You'll  profit 
by  knowing  all  the  details.  Look  about  you  and  you 
will  readily  see  that  it  is  the  thinking  man  who  suc- 
ceeds. Big  men  in  the  business  world  didn't  inherit 
their  knowledge,  they  didn't  have  it  pounded  into 
them.  But  they  did  absorb  it.  How?  By  paying 
close  attention  to  details,  by  asking  the  other  fellow 
questions  and  by  hard  and  diligent  study. 

The  head  of  one  of  America's  largest  business 
houses  has  gone  on  record  as  having  said :  "I  can  hire 
thousands  of  men  to  work  for  me,  but  I  experience 
enormous  difificulty  in  finding  men  who  will  think 
for  me."  Those  words  should  be  taken  to  heart. 
Don't  tuck  them  away  in  memory's  storehouse  with 
the  rest  of  your  thoughts.  Keep  them  ever  before  you, 
blazened  in  letters  of  fire.    Let  each  one  sink  into  the 


very  cells  of  your  brain,  so  that  every  time  you  come 
to  a  difficult  deal,  think  it  out  before  going  to  the  boss. 

Then  suggest  your  plan  and  get  his  opinion.  By 
careful  thinking  the  clerk  becomes  the  salesman,  and 
tlie  salesman  the  owner  of  the  business.  All  this  is 
through  a  judicious  use  of  that  wonderful  organ  in- 
vested in  us  by  nature — the  brain.  Thought — the  in- 
sinration  of  speech — is  the  vital  dif¥crence  between 
man  and  brute.  The  power  to  think  is  God's  greatest 
gift  to  man.  But  how  many  use  it  to  its  fullest  capa- 
city? Many  men  to-day  are  making  the  mistake  of 
believing  that  their  mental  ability  is  limited. 

Practice  thinking  just  as  athletes  practice  breath- 
ing, kicking  and  striking.  You  need  not  fear  the  possi- 
bility of  over-development. 

The  shoe  business  needs  young  thinking  men 
in  all  its  branches.  Success  in  the  shoe  business — 
success  in  any  line — is  never  a  bequest.  It  is  always 
a  conquest.  Start  your  mental  exercise  to-day  by 
thinking  one  new  thougiit.  To-morrow  think  two  new 
thoughts,  and  so  on  throughout  the  year.  Very  soon 
you  will  be  surprised  to  note  how  easy  it  is  to  think 
ten  new  thoughts  in  the  same  time  now  consumed 
in  thinking  one. 


Is  Well  Known  to  the  Trade 

One  of  the  most  widely  known  slioeiiicu  in  West- 
ern Canada  is  Mr.  E.  M.  Geddes,  of  W  innipeg,  the 
manager  and  buyer  for  the  wholesale  boot  and  shoe  de- 
partment of  the  Hudson's  Bay  Company.  He  has  been 
associated  with  the  latter  firm  continuously  for  sixteen 
years,  starting  as  a  salesman  in  the  retail  department 
and  rising  to  the -position  of  manager  of  that  section. 


E.  M.  Geddes,  Hudson's  Bay  Company,  Winnipeg. 

later  on  succeeding  to  the  management  of  the  whole- 
sale branch.  Mr.  Geddes  also  had  several  years'  ex- 
perience in  the  shoe  business  before  entering  the  em- 
l)loyment  of  the  Hudson's  Bay  Company.  At  the  pre- 
sent time  this  company  are  supplying  about  two  bun 
dred  fur  trading  posts  and  two  hundred  stores  that  be- 
long to  the  company,  from  their  wholesale  department, 
and  have  also  done  a  certain  amount  of  jobbing  with 
the  outside  stores.  Mr.  Geddes  has  just  recently  re- 
turned to  Winnipeg  from  an  extensive  trip  through 
the  shoe  centres  of  Eastern  Canada  and  the  United 
.States. 
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Bottine  a  Plastron— Patent  vamp  and  quarter,  white 
kid  upper,  imitation  button,  elastic  sides. 


Cross  strap  tango  novelty  with  provision  in  straps  '  Brocaded  quarter,  cross  strap  pump ;  straps  brocaded 

for  additional  laces.   Cut  steel  ornament.  material ;  rhmestone  ornament,  full  Louis, 

covered  heel. 


New  Heels 

We  show  below  the  heart  and  semi-heart  heels 
which  are  the  newest  things  in  this  respect,  and  are 
being  shown  on  some  lines  of  women's  fine  shoes.  It 
will  be  noticed  that  the  heels  are  very  pointed  at  the 
rear  and  that  it  would  be  impossible  to  fit  them  cor- 
rectly with  any  rubber  of  present  design.    While  the 


The  Heart  and  Semi-Heart  heels. 


innovations  may  have  a  certain  vogue  with  those  wo- 
men who  are  fond  of  the  extreme  in  dress,  they  are  un- 
likely to  become  popular,  and  the  retailer  who  is  not 
looking  for  shelf-warmers  will  be  well  advised  to  buy 
cautiously. 


Tell  your  customers  frankly  that  you  do  not  guar- 
antee patent  leather — or  button  flies.  It  will  save  you 
trouble  with  returned  goods. 


Gaiters  Coming  In 

Gaiters  for  men  and  women  will  be  more  in  vogue 
this  year.  One  of  the  novelties,  now  being  worn  in 
London  and  Paris  by  wealthy  people,  is  a  gaiter  for 
women  made  of  Irish  and  other  laces.  This  is  manu- 
factured in  various  sizes  and  patterns  and  is  shaped 
to  fit  closely  to  the  foot.  It  is  buttoned  like  a  glove  at 
the  side,  the  fastenings  being  on  the  inside  of  the 
gaiter.  Some  of  the  goods  have  been  imported,  and 
being  of  a  dainty  character  are  likely  to  find  favor 
among  those  who  can  afiford  the  novelty.  Other  gaiters 
are  made  in  white  cloth,  with  black  buttons,  while  for 
children  corduroy  leggings  in  various  shades  are  be- 
ing made.  For  men's  wear,  over-gaiters  are  likely  to 
be  worn,  brown  being  the  prevailing  color. 


A  retail  dealer  in  leather  goods,  wrote  to  a  whole- 
sale firm  ordering  a  carload  of  merchandise.  The 
firm  wired  him : 

"Cannot  ship  your  order  until  last  consignment  is 
paid  for." 

"Unable  to  wait  so  long,"  telegrapher^-  the  leather 
mercliant.    "Cancel  the  order." 


VVifey — I  see  by  the  paper  tliat  in  Sumatra  a  ma^ 
can  buy  a  wife  for  three  dollars.  Isn't  that  perfectly 
awful? 

Hubby — Oh,  I  don't  know!  A  really  good  wife  is 
worth  that. 
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Some  Hints  on  Show  Card  Writing 
and  Lettering  for  Same 


Tl  I  I'",  accompanyintj  illustrations  show  an  alpha- 
bet that  is  most  suitable  for  show  cards.  The 
capitals  are  shown  in  Fig.  1.  The  original  of 
this  illustration  was  lettered  with  a  No.  C 
shcjvv  card  ])rus]i  on  a  card  14  x  22  inches.  Some  of  the 
letters  and  ligurcs  have  been  left  unfinished  so  as  In 
show  the  construction  of  the  letters.  This  alphabet 
can  be  executed  with  a  great  deal  of  speed  and  is  al.-^o 
adaptable  to  ex])ansion  and  contraction.  It,  however, 
looks  best  when  nearly  square.  Some  of  the  letters 
may  be  varied  a  little  so  as  n(jt  to  become  monoton- 
ous. 

The  lower  case  letters  arc  shown  in  Fig.  2.  I  fere 
again  some  of  the  letters  are  unfinished  to  show  the 
construction.  The  same  size  brush  was  used  in  mak- 
ing this  plate.  The  small  letters  are  adaptable  to  vari- 
ations as  are  the  cajiitals,  and  some  of  the  \  ariations 
are  shown  in  the  illustration. 

In  vv'riting  show  cards  accuracy  is  not  altogether 
necessary,  as  the  card  writer  is  striving  for  effect 
rather  than  perfection.  Therefore  do  not  be  dis- 
couraged if  in  yoin-  practice  work  some  of  the  letters 


Jan^o  Pumps 

9tie£atcst  ^raze,  


Second  ^oor~ 


Figure  .3. 


do  not  look  right,  as  these  small  defects  will  not  be 
noticeable  in  a  line  of  lettering. 

In  drawing  make  all  the  strokes  by  the  whole  arm 
or  free-hand  method  the  same  as  that  used  in  ordinary 


HJKL 


INOP 


Figure  I. 
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abcdle%hi|klmno 
pqrstty  V  w  xy  zz 

Figure  2 

hand-writing".  This  method  is  far  ahead  of  the  over-  on  this  card  was  done  in  white,  the  scrolls  and  un- 
hand or  wrist  and  finger  method,  and  by  its  use  sharper  derlining  in  two  shades  of  green  and  the  card  is  a 
lines  and  more  graceful  curves  can  be  executed.  mottled  brown.     The  lower  line  was  also  done  in 

The  show  card  illustrated  in  figure  3  is  an  example  white.  The  size  of  the  card  was  a  "half-sheet"  or  14 
of  the  use  of  tlie  alphabet  shown  here.    The  lettering    x  22  inches. 

More  Information  About  New  Styles 


The  following  information  in  regard  to  styles,  con- 
tained in  a  circular  letter  issued  by  the  John  Stroot- 
man  Shoe  Company,  should  assist  retailers  in  predict- 
ing styles  and  advising  their  customers. 

While  conditions  in  localities  vary,  there  is  a  gen- 
eral trend  of  styles,  a  knowledge  of  which  will  assist 
the  retailer  in  buying  for  his  own  particular  trade. 
The  dominant  characteristic  in  women's  styles  is  neat- 
ness. Women's  shoe  styles  are  reflected  by  their  gar- 
ments, the  tendency  of  which  is  towards  slimness  of 
costume  at  ankle.  Lasts  in  general  are  longer  and 
narrower,  also  the  modified  toe,  half  round  in  shape, 
and  between  a  medium  high  and  recede  wath  less 
roundness  at  the  tip.  In  certain  parts  of  the  country 
there  will  be  at  least  a  limited  demand  throughout 
another  season  for  shorter  vamps  and  higher  toes. 
Lightening  the  toe  has  made  the  14/8  to  16/8  heels 
general. 

Button  boots  will  be  in  vogue  again.  From  gen- 
eral indications,  the  whole  cjuartered  button  boot  will 
be  very  popular.  Silks,  brocades,  worsteds,  in  black, 
brown,  gray,  fawn,  etc.,  will  be  in  demand.  Most  of 
the  cloth  styles  have  patent  leather  vamps. 

The  tendency  is  towards  lighter  soles  with  close 
trimmed  edges.  Heels  and  their  varieties  like  46H, 
76K,  36H,  leather,  Louis,  etc.,  are  all  the  rage.  In 
leathers  patent  is  a  favorite,  with  gunmetal  next  and 
then  glazed  kid.  Suedes  also  will  be  in  demand.  Tans 
are  losing  their  popularity. 

Style  value  is  assuming  greater  importance  than 
ever  in  shoe  retailing.  This  applies  particularly  to 
women's  shoes.  To  get  the  right  profit  from  this,  the 
retailer  must  have  the  right  styles,  and  he  cannot  get 
the  right  styles  unless  he  has  the  right  profits.  It 
is  predicted  that  the  time  is  not  far  distant,  when  wo- 
men will  spend  a  greater  amount  of  money  during  the 
year  for  shoes,  than  for  hats.  It  has  been  remarked 
frequently  that  the  shoe  trade,  at  times,  develops  char- 
acteristics of  a  millinery  business.  Times  have  changes 
so  far  as  style  influence  is  concerned.  Whether  or  not 
this  change  is  good  for  the  trade,  depends  on  the  point 
of  view.    Some  retailers  believe  that  it  is  a  conspiracy 


to  render  their  business  unprofitable.  An  understand- 
ing of  the  style  situation  is  the  best  possible  aid  to 
increased  sales,  higher  prices  and  better  profits,  if 
utilized  by  the  retailer.  It  is,  of  course,  true  that 
st3de  uncertainties  under  any  conditions  are  a  burden 
to  the  retailer  and  make  him  subject  to  constant 
danger  of  loss  through  ill-advised  buying. 

To-day,  however,  there  is  not  nearly  so  much  un- 
certainty as  many  people  seem  to  think.  We  have 
passed  through  a  period  of  style  multiplicity  due  to  in- 
dividual efi^orts  of  manufacturers  to  meet  a  sudden  de- 
mand for  stylish  footwear.  This  and  competitive  style 
efl^orts  flooded  the  market  for  a  time,  with  more  styles 
than  could  be  assimilated.  The  situation  has  cleared 
of  its  own  accord,  and  to-day,  while  manufacturers  are 
making  more  stylish  footwear  than  ever  before,  there 
is  a  fairly  defined  trend  which  forms  the  basis  of  the 
styles  offered  and  stocked  by  the  trade  generally. 
Tliere  is  still,  of  course,  some  uncertainty  as  to  what 
novelties  may  spring  up  and  be  in  demand,  but  the 
general  style  trend  is  pretty  well  defined.  This  should 
overcome  the  disposition  shown  of  late,  by  many  re- 
tailers to  buy  small  advance  orders  and  fill  in  after 
the  retail  selling  season  has  opened.  This  policy  will 
work  out  to  the  detriment  of  the  shoe  retailer,  because 
of  deliveries.  All  shoes  to  fill  orders  cannot  be  made 
during  the  selling  season,  nor  in  a  few  weeks  preced- 
ing it. 


A  little  girl  wrote  the  following  composition  on 
man  : 

"Men  are  what  women  marry.  They  drink  and 
smoke  and  swear,  but  don't  go  to  church.  Perliaps 
if  they  wore  bonnets  they  would.  They  are  more 
logical  than  women  and  also  more  zoological.  Both 
men  and  women  sprung  from  monkeys,  but  the  women 
sprung  farther  than  the  men. 


"I  took  a  long  walk  yesterday,"  said  Boreman,  as 
he  collapsed  into  a  seat  at  Busyman's  desk. 

"Take  another,  old  man,"  suggested  Busyman; 
"it'll  do  us  both  good." 
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An  Abbreviated  Analysis  of  Goods 

Showing  How  to  Dig  Out  the  "Points"  and  AmpHfy  them  into  "Selling  Talks"  that  Sell 


How  Produced 


/  1.  Preparation 
of  Leather. . 


(1)  Water  Soaked. 

(2)  Hammering,  Solidifying,  Rolling. 

(3)  Skiveing,  Trimming  to  Uniform  Thick- 
ness, Imperfections  removed. 

(  Soles  cut  to  Pattern. 
2.  Die  Cutting..  J  Heels  Cut  and  Built  Up. 

I  Upper  Soles  and  Lining. 

\  Tips. 

/Stitching. 

Binding  J  Pegging. 

I  Rivetting. 
(.Screwing. 

/Heeling   fl.  Heels  built  up  separate- 

I  ly. 


4.  Bottoming. 


'-2.  Heels  built  to  Shoe. 


Shaping  /  Bottom'  leveled  by  tarred 

V  (        paper,  etc. 

5.  Trimming 

and  Polishing /Shiny  surface. 

\  Dull  surface. 

f  [Steam. 

J  Power  ]  Electric. 

f).  Ennipment  .  |  [Water,  etc. 

(.Workers  Men,  Women.  Boys,  Girls. 

/-Bennel  Nailing  Machine — 1810. 
Rolling  Machine — 1850. 
Howe  Sewing  Machine — 1855. 
Mackay  Sewing  Machine  (soles  to  uppers) 
Improve-  1860 

ments   Cable  Screw-wire  Machine  (soles  to  uppers) 

1869. 

Bigelow  &  Mackey  Heeling  Machine — 1870. 
Edge  Trimming — 1876. 
Goodyear  Welt  Machine — 1877. 
Other  late  improvements. 
Now  over  200  machines  for  one  Shoe. 


Advantages 
over  Hand 


("Cheapness  in  Price. 
\  Uniformity. 


Made  '■Standard  Value. 


Intrinsic  Value  (materials). 
Commercial  Value. 

Comparative     )  Popularity,  demand,  etc. 


\'alue  I 


Cost  of  Produc- 
tion  


Value  -I 


Administration 
Expenses .... 


Marketing 
Expenses. 


Rent,  power,  light,  heat. 
Incidental  supplies  ; 
Defective  product  ;  and  inspec- 
tion. 

Shrinkage  on  Unsaleable  goods; 
Repairs  and  renewals; 
Small  tools,  jigs,  dies,  patterns, 
etc.; 

Experiments  and^designing; 

Deterioration  of  tools,  machin- 
ery, fixtures,  etc. 

Superannuated  equipment; 

Transportation,  Freight,  Ex- 
press.  Cartage,  Allowances. 

^Office  Salaries; 
Supervision; 
Furniture  and  fittings; 
Stationery  and  supplies; 
Postage,  telephone,  telegraph, 
etc. ; 

Insurance,  taxes,  interest,  losses; 
Accidents,  charity,  incidentals, 
legal,  etc. 

.Salesmen's  salaries  or  commis- 
sions; 

Traveling  and  branch  office  ex- 
penses; 

Printed  matter  and  distribution 

of  same; 
Advertising  space  and  matter  to 

fill  it; 
Samples,  etc. 

Declines  in  price  of  material; 

(Advances  in  price  of  material. 


For  His  Own 

Use.  


Relation  to  Customer 

Necessity. 
Convenience. 
Comfort. 
Luxury. 

^To  be  used  and  recommended  to  his  Customer. 


f 


To  be  resold 
for  Profit .  . 


In  general . 


Necessity  for 
all  


( Protection  to 

feet. 
I  Practical  use. 

Indispensable. 

Universal  de- 
1  mand. 


/  Several  pairs. 
Convenience   I  Different  styles. 

f"''  ^'  -j  Various  uses. 

Suitable  to  cus- 
>     tomer's  needs 

^1  Comfort  for  all  in  season. 


'  Necessity  for  the  wealthy. 
Convenience  for  average  class. 


This  particular 
Shoe  


Comfort. 


j  Adapted  to  cer- 
J     tain  seasons. 
I  Certain  occa- 
I     sions,  etc. 


For  the  retailer 


Luxury  for  the  poor,  etc. 

Leader. 
Specialty. 
Occasional  sales. 


r  Net  Profit. 

Profit  j  Average  profit. 

I  Total  profit. 

I  Saving  to  consumer. 


f  QuaUty  / 


Utility . 


Perfection . 


Materials. . . .  /  Grade — A.l. 

\  Domestic  or  Imported. 
Workman-      /  Machine  Made. 

ship  \Hand  Made. 

Service,  Strength,  Durability,  Ease,  Comfort, 
Fit,  Style.  Weight,  Warmth,  Coolness, 
Dryness,  General  Use,  Special  Use. 

/'26  different 
General .  .  J  sizes. 

5  widths  to 
each  size. 
Particular,  j  Size. 

Last. 

/  Improvements. 
(  Requirements. 

/  Design,  Form,  Color,  Finish, 
Particular.  \     Polish,  Texture,  Brand, 


eneral. 


I  In  I 

1- 


Price. 


Nature  and 


Use. 


Personal 
Experience 


Former  Use 
by  Ancestors 


Historical  As- 
sociations. . 


Bibliography 


Size, 
pn  G 

1  In; 

I  Stamp,  Guarantee, 

f  Specific. 

! Comparative. 
Staple. 
(1)  Who  wear  them. 
(2)  Reputations. 
(3)  Seasonableness. 
j  I  have  tried  them. 
J  What  others  say. 
j  Testimonials. 

I  Customer's  own  experience. 

[From  Colonial  days  to  present  time.  (Inter- 

\     esting  developments). 

/Anglo-Saxon    and  Anglo-Normans 
— Half- Boots. 
Edward  IV.  — Tops  and  Spurs  for 
Knights. 

Charles  I. — Wide  at  top.  Spanish 

Leather. 
Charles  II. — Highly  decorated 

French  Boots. 
William  III. — Jack- Boot — large 

Boot  for  cavalry. 
18th  Century — Yellow  Top  Boots. 
French  War — Elegant  Hessian  Boots 
Duke  of  Wellington — Wellington 
Boot. 

Long  Toe — -Attached  to  knee  with 
Strap. 

Modern  .Vnkle  Boots  or  Shoes. 
Literature,  Encyclopedias,  Journals,  etc. 
Legal  Enactments,  Census  Reports.  Rules  of 
Trade,  etc. 


/■English 
I  Boots 
j  and 
I,  Shoes 
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An  Abbreviated  Analysis  of  Goods 

A  Lesson  on  the  Shoe  Itself  that^will  Increase  Selling  Efficiency 


Analysis  of  a  Shoe 
I.  In  Itself 


What  and  For 
What  


Of  What 

(con- 
struction) . 


Parts 


Nature  — Men's  high  grade  patent  leath- 
er shoe. 

Use   To  wear. 

( Russian  Horse  Hide, 
/^amp. .  j  Tanned  in  New  Jersey;  bichro- 
(     mate  of  potash. 

f  Goat  Skin  from  South  America, 
I     tanned   in   Philadelphia,  with 
Top       -I     gambler  from  East  Indies. 

Softened    with    wool    oil  from 
V  Michigan. 

/  Polished  with  Composition. 
Lampblack  and  Turpentine — 

North  Carolina. 
Linseed  Oil — Ohio. 
■'Damer"  from  New  Zealand. 
Patent     "Couchone"  and  Asphalt — 
-j  Leather-'  Sumatra. 

Benzine — Pennsylvania. 
Amber  from  shores  of  Baltic  Sea. 
Sandarac — Africa. 
Mastic — Isle  of  Scio — Greece. 
"Flemi" — Asia. 
VCuban  lac. 


Outer 
Sole. 


Inner 
Sole. 


{Back  of  Texas  Steer  (Oak). 
Tanned  in  Kentucky  with  bark 
from  Tennessee. 


ome  tanned  hide  of  California 
Cattle. 


(Skin  of  Calcutta  Buffalo. 
East  India — preserved  with 
"Chenang"  in  India. 
De.xtrine  (Glue) — from  Illinois 
corn  fields. 


II.  Shoe— Parts,  Etc. 

f  (Fastens  sole  to  inner  sole  and  upper). 
Thread  J  Linen — spun  in  Scotland. 

j  Waxed — rosin  and  tar — North  Carolina  and 

I,    South  Carolina. 
Cement  /  (Thread  channel.)    Sap  of  Brazilian  Rubber 

\  Tree. 

Box  Toe   Leather — hardened  by  Shellac  from  Siam. 

/Australian  Kangaroo  cleaned Jwith  Fragacanth 
Tongue   '     from  Persia. 

I  (Also  the  top.) 
Cork  /Keeps  out  moisture. 

\  Cork  Oak  Tree — Portugese  forests. 

/Bayberry  Tallow  from  fruit  of  Indian  Bay 
Polish  on  Sole ..   -J    Tree  mixed  with  Honey,  Bees'  Wax  and 

I  Turpentine. 

C  Cotton  grown  in  Texas. 
Twill — (inside       I  Woven  in  Massachusetts. 

lining)  j  Stiffened  in  Philadelphia  with  Paste  from 

(_     Kansas  Wheat  Flour. 
Top  Stitching .  .  .    Thread — Sea  Island  Cotton. 
Felt  Heel  Pads —  /'Wool  from  Ohio  Sheep, 
(inside)  J  Felted  in  a  New  York  town. 

j  Distributed  in  Boston  (wholesale). 

V  Glued  with  Gum  Arabic — Egypt. 

/Native  Cotton  Thread,  colored  with 
Shoe  Lace  •[  Logwood  from  Yucatan. 

lAnaline  Blacks,  etc.  (other  ingredients). 
Name  Tag   Silk  from  China. 

{Iron  Ore  from  Sweden. 
Nails  of  top  layer  on  Heel — special  steel — 
Pittsburgh. 

{(Foundation  and  Material). 
Fashioned. 
Made  in  Connecticut. 
Zinc  from  mines  of  Joplin. 
Copper — Lake  Superior. 
f  Agatine  (ebony-like  substance)  composed  of 

Covering  J     eight   constituents    from    South  America, 

I  Asia  and  United  States. 
I, Gives  blackness  and  gleam. 

Cartons.  /(Containing  paragons)  American  wheat  straw 

\    and  Cottonwoods  from  Mississippi  delta. 


III. 

/'Sandals  (soles  with  straps)  Egypt,  papyrus 


/Past.  . 


Shoes  of  Special 
Distinction.  . 


[Populace. 
Rome . .  j  Patrician. 
I  Senators. 


Where 
Produced 


Wooden  Shoe . 


Brogue. 


Clog  or  Patten 
Slipper  


Greece. 
China. 
India. 
Japan. 
V  English  Nobility. 

/  (Single  piece  of  wood) 
\     European  peasants. 

f  (Heavy  leather  lined 
■!  with  hay  (Irish  pea- 
I,     sants) . 

(  (Wooden  shoe,  leather 
\  upper). 


Present 
(U.S.).. 


English  Boots. 
V  English  Half  Boots. 


fin  General,  Massachusettes. 
New  England  '  Connecticut. 
States   V  New  Jersey,  etc. 


Middle  West. 

(  State. 
This  particular  J  County. 

Shoe   1  City. 

V  I  Factory. 


IV. 


History. . . 


When  Pro- 
duced. .  . 


U.S.  Shoes  in 
General .  .  . 


By  Whom 
Produced. . 


/History  of  Develop- 
ment— 1st  all 
leather  shoe — • 
Thos.  Beard  — 
Massachusetts. 

i Itinerant  Shoe 
makers. . 
1st  Factory. 


This  [ 

Particular     Old  Stock. 

Shoe  ■{ 

I  New  Stock — Date. 

/Inventors: 
Manufacturer. 
Promoter. 

Prominent  Individuals. 
Representatives,  Jobbers,  etc. 
Firm  Name. 
V (Value  of  the  Name). 
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Instructions  for  Measuring  the  Foot 

for  Shoemaking 


Tl  I  1'^  fullowinj^'  article  taken  Irdin  <iur  Parisian 
contcm|)orary,  "Le  J'^ranc  I'arleur,"  deals  witli 
several  snbjects  that  should  be  known  by  the 
designer  and  custom  shoemaker ;  in  fact,  the 
knowledge  would  be  useful  to  anyone  connected  wit!i 
the  shoe  business.    A  careful  perusal  of  it  would  also 
give  the  retailer  sc\'eral  pointers  on  shoe  iitting. 

Careful  Training  and  Instruction  Required 

To  1)C  well  shod  is  a  very  difficult  matter.  One 
may  be  a  good  shoemaker,  understand  iiovv  to  make  a 
shoe  according  to  all  the  rules  of  art,  understand  the 
business  to  its  foundation  and  yet  not  know  how  to 
dress  the  foot.  Why?  Simply  because  in  this  in- 
dustry there  is  not  enough  study  of  the  anatomy  of 
feet,  and  for  the  reason  that  the  working  shoemaker 
does  not  exercise  enough  initiative.  And  this  is  so 
true  that  we  could  cite  numerous  examples  of  clever 
and  intelligent  men  who  had  all  tlie  necessary  know- 
ledge for  making  a  boot  well,  and  yet  were  ruined  the 
day  they  left  the  bench  to  set  up  on  their  own  account. 
We  cannot  counsel  them  too  strongly,  before  under- 
taking a  business  which  they  have  not  sufficiently 
learned,  to  follow  the  course  of  a  professor  clever  in 
the  art  of  footwear,  and  to  instruct  themselves  by  read- 
ing technical  works.  This  said,  and  we  consider  the 
giving  of  this  advice  to  be  our  duty  as  a  professional 
journalist,  we  will  start  on  our  subject. 

Things  to  Avoid 

First  of  all,  we  would  state  that  i)ersons  desirous 
of  ])leasing  their  customers  should  avoid  delivering 
footwear  either  too  long  or  too  short,  for  both  have  a 
pernicious  effect,  as  we  shall  proceed  to  illustrate. 


Boot  too  long  for  foot. 


The  lengtli  to  give  the  shoe  farther  than  that  of  the 
foot,  cannot  be  absolutely  fixed,  it  varies  on  several 
accounts.  The  shape  of  it,  the  use  for  which  it  is 
destined,  its  strength,  are  reasons  which  must  be  con- 
sidered, when  one  wishes  to  be  comfortably  shod. 
I'ashion  also  plays  a  certain  part  in  the  question.  Sev- 
eral vears  ago  the  nK)de  ordained  that  its  votaries 
should  wear  shoes  longer  than  the  foot,  and  thei'eforc, 


the  shoemaker  was  forced  to  take  four  and  ti\e  point.-> 
beyond. 

'J"o  avoid  the  ungraceful  effect  of  this  abnormal 
gear,  all  the  front  of  the  boot  had  to  be  trimmed  with 
a  hard  material,  leather  or  dressed  cloth,  to  maintain 
the  stiffness  both  above  and  below,  and  as  this  rigidity 
continued  right  up  to  the  toes,  the  walker  was  fre- 
(juently  hurt  and  wounded.  The  drawing  below  gives 
the  profile  of  a  boot  too  long  for  the  foot  it  encloses, 
and  shows  the  inconveniences  of  bad  shoe  construc- 


A  proper  tit. 


tion  and  Iitting.  These  faults  are  of  several  kinds: 
h'irstly,  the  foot  not  being  in  its  place,  deforms  the 
sole  owing  to  the  fact  that  it  is  not  in  the  place  in- 
tended for  it.  The  sole  instead  of  supporting  itself 
on  the  front,  will  rest  towards  the  ball  of  the  instep 
bending  it  as  we  have  indicated  in  the  cut.  These  de- 
fects in  the  soleing  are  not  the  only  ones  to  point  out, 
and  those  of  the  uppers  are  serious.  The  end  of  the 
foot  not  filling  the  space  reserved  for  it  in  the  boot  or 
shoe,  leaves  it  without  pressure  at  the  extremity,  the 
upper  does  not  stretch ;  on  the  contrary  it  recoils  upon 
itself  through  the  lack  of  tension,  and  instead  of  be- 
ing stiff,  forms  ungraceful  w-rinkles  which  are  shown 
in  our  illustration.  If  we  speak  of  the  physical  eft'ect 
we  should  say  that  a  person  wearing  such  footgear 
would  experience  very  great  pain  in  walking,  for  his 
foot  is  much  more  fatigued  in  moving  than  if  he  were 
normally  shod. 

The  cut  below  indicates  what  we  mean  by  a  normal 
l)OOt.  Here  we  take  the  same  boot  and  show  how  the 
foot  ought  to  hold  itself.  The  great  toe  comes,  not 
pressed  against  the  partition  of  the  upper  part  but  a 
few  millimetres  (a  millimetre  is  .03^37  of  an  inch)  off. 
The  pressure  on  the  sole  being  regular,  neither  fatigue 
nor  pain  result  in  walking. 

Exact  Measurement  Essential 

These  are  the  general  considerations  which  we 
wish  to  establish  and  which  are  known  by  the  majority 
of  our  readers,  but  of  which  one  must  speak  before 
treating  of  footwear  in  general. 

After  the  preceding  explanation,  it  is  natural,  we 
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think,  to  speak  of  the  taking  of  measures  and  to  give 
some  instructions  general  on  the  trimming  of  the 
shapes  and  the  choice  of  furnishings.  Let  us  say  at 
the  very  beginning  that  to  be  well  shod  would  be  im- 
possible if  the  most  exact  measurements  were  not 
taken.  This  is  a  remark  which  we  are  consti^ained  to 
make,  for  we  often  see  errors  in  the  taking  of  the  mea- 
surements, errors  which  are  continued  and  aggravated 
in  the  trimming  of  the  forms.    It  is,  in  fact,  easy  to 


Correct  method  of  taking  measurements. 

assert  that  with  ten  persons  measuring  one  foot,  there 
will  often  be  found  four  or  five  different  measurements. 
This  is  because  each  of  them  will  have  a  dift'erent 
manner  of  operating.  According  to  the  holding  of  the 
yard  measure  around  the  foot,  whether  it  is  more  or 
less  tight  or  slack,  quite  serious  differences  result. 
When  the  workman  who  has  taken  the  measure  is  the 
same  that  trims  the  form,  makes  the  patterns  and  cuts 
out  the  footwear,  he  can  work  to  good  advantage,  but 
when  the  measurements  are  given  to  a  third  party, 
errors  can  take  place.  Often  one  works  close  to  a  milli- 
metre and  this  measure  becomes  illusory  if  it  not  very 
exact.  It  is  necessary  then  to  accustom  oneself  al- 
ways to  take  the  measurements  on  the  same  points  of 
the  foot  and  to  give  the  yard  measure  imiformly  the 
same  tension  in  binding  the  foot.  In  this  connection 
we  illustrate  the  exact  j)lace  which  the  yard  measure 
should  occupy  in  the  measurement  of  feet. 

The  four  principal  measures  to  take  are  there  in- 
dicated, they  suffice  ordinarily  for  working  with  pre- 
cision. The  first  is  that  of  the  toes  indicated  by  the 
figures  5  and  6;  the  second  that  of  the  neck  of  the  foot, 
3  and  4 ;  finally  that  of  the  entrance,  1  and  2.  These 
measures  serve  for  the  trimming  of  the  forms;  to  es- 
tablish the  pattern  of  tige  (body  shank,  stem)  it  is 
completed  by  the  measure  of  the  end  of  the  leg,  7  and 
8.  The  length  is  indicated  by  the  broken  line,  9  and 
10.  For  this  last  measurement,  we  will  repeat  once 
more  that  we  do  not  understand  it  when  taking  the 
foot  resting  in  its  entirety  on  the  ground,  the  customer 
carrying  himself  naturally  on  his  foot. 

We  condemn  all  measures  taken  by  compass,  the 
foot  held  in  the  air,  for  in  this  position,  it  does  not 
give  its  development  or  expansion.  One  knows  that 
the  foot,  whether  it  be  fat  or  lean,  arched  or  flat, 
lengthens  more  or  less  once  it  comes  to  rest  on  the 
ground ;  it  is  therefore  very  difficult  to  determine  its 
extensions  exactly,  and  to  clothe  it  normally,  if  one 
has  only  the  compass  measurement  which  is  merely 
approximate.  We  therefore  insist  most  particularly 
on  this  point,  and  once  more  entreat  our  readers  to 
take  the  length  measure  of  the  foot  resting  on  the 
paper,  the  leg  having  a  position  quite  perpendicular  to 
the  ground. 

.And  since  we  are  going  to  criticize  a  system  which 
nnliappily  has  continued  up  to  our  own  days  and  that 
we  see  too  often  to  employ,  let  us  again  say  that  for 
that  reason  we  condemn  the  use  of  measures  on  pa- 
per, accepting  as  good  only  those  taken  with  a  non- 


variable  yard  measure,  not  extensible,  that  is  to  say, 
not  composed  of  material  which  stretches  with  use, 
thus  falsifying  all  dimensions  and  all  calculations. 

Several  yard  measvu"es  have  been  manufactured  of 
metal  cloth  which  does  not  vary  in  use.  These  are  the 
only  ones  which  should  reasonably  be  adopted  when 
one  wishes  to  work  accurately. 

(To  be  continued) 


One  of  the  latest  novelties  is  a  lizard  green  suede 
sandal  with  straps  instead  of  ribbons,  silver  ornaments 
for  the  toes,  and  small  buckles  for  clasping  the  straps. 
This  shade  contrasts  well  with  black  satin  or  tafifeta. 

Some  black  moire  half  shoes  are  being  shown  with 
high  heels  of  dark  green  leather  and  instep  buckle  of 
cut  steel.  Dark  green  ribbon  is  drawn  through  the 
buckles.  These  shoes  should  be  worn  with  black  silk 
stockings  or  green  silk  ones  in  which  black  Chantilly 
lace  is  inset. 


"Suffragette"    Pump  with  "Stilt"  Heel 

Of  making  many  heels,  there  is  no  end.  One  migiit 
well  be  excused  the  misquotation.  The  heart,  and  the 
semi-heart,  the  kidney,  with  its  variations,  the  Louis, 
and  the  Cuban  must  all  yield  the  palm  in  the  matter 
of  height  at  least  to  the  "stilt"  heel  (8^  in.  high)  re 
cently  shown  on  women's  pumps  by  a  well-known 
English  factory.  This  heel  is  fully  eight  and  one-half 
inches  high,  and  although  possibly  safer  than  stilts,  it 
has  much  the  same  effect.    It  is,  indeed  sometimes 


Suffragette  Pump 
with  8>^-in. 
Stilt  Heel 


designated  as  the  "sulTragette,"  as  it  gives  the  wearer 
a  decidedly  high  and  mighty  appearance.  It  is  also 
sometimes  described  as  the  "tango,"  although  it  is  ob- 
viously unfit  for  dancing  of  any  description.  How- 
ever, it  affords  ample  opportunity  for  the  brilliant  de- 
coration so  much  in  vogue  on  evening  shoes  at  pre- 
sent, and  the  heels,  as  also  the  uppers,  are  elaborately 
studded  with  gems.  Whether  it  could  possibly  be  worn 
with  comfort,  is  a  question,  but  the  shoe  is  described 
as  decidedly  pleasing  to  look  upon. 


From  indications,  it  looks  as  though  bronze  in  wo- 
men's footwear  will  be  a  strong  seller  for  spring  and 
summer. 
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Tlie  Tally^H©  Shoe  and  Its  Ottawa  Home 

The  Newest  Thing  in  Men's  Shoes  Novel  Advertising 
Scheme — Modern  Shop  on  Busy  Corner — Plan  of  Selling 


THl'-  newest  thing  in  men's  slioes  is  the  Tally- 
Ifc) — and  the  newest  of  shoe  stores  is  the  new 
'J'ally-Ho  Shoe  Shop  at  Ottawa  which  was 
o])ened  by  Mr.  C.  P..  Pratt  on  March  27th 
The  excellence  of  this  new  shoe — the  new  methods 
employed  in  merchandising  it  and  the  uniqueness  of 
the  advertising  by  which  it  is  being  made  known  all 
deserve  especial  mention.  Tally-Ho's  and  Joy-peds 
have  arrived  together^ — which  is  perfectly  regular  as 
one  is  the  complement  of  the  other.  Joy-peds — be  it 
known  are  people  with  "happy  feet."  And — as  wear- 
ers of  "Tally-Ho's"  will  all  have  happy  feet — pictures 
of  the  Joy-peds  are  used  profusely  in  all  the  adver- 
tising. 

New  Ottawa  Shop 

The  new  store  at  206  Sparks  Street  in  Ottawa  is 
especially  remarkable.  It  is  located  on  the  busy  side 
of  the  street  on  the  busiest  corner  in  the  city  and  it  is 
safe  to  say  that  a  large  proportion  of  the  inhabitants 
of  the  Capital  City  pass  it  at  least  twice  a  day.  It  is 
the  centre  store  in  a  new  block  of  three  stores  just 
finished,  about  thirty  feet  from  the  corner  of  Bank 
Street.  The  show  windows  are  built  on  the  same  sys- 
tem as  the  Kawneer  or  as  mention  in  the  article  in 
March  Footwear  on  page  85.  It  is  constructed  so  that 
the  ten-foot  show  window  has  about  30  feet  of  plate 


In  front  of  Tally  Ho  Shoe  Shop,  Ottawa. 

glass,  gi\  ing  a  chance  for  an  exceptionally  large  dis- 
play. 

The  inside  of  the  store  is  only  14  feet  wide — but  its 
great  length  and  high  ceilings  give  it  a  spacious  look. 
Both  sides  are  filled  with  shelving  on  the  two  carton 
deep  to  a  shelf  plan,  running  from  the  floor  to  as  high 
as  a  man  can  reach.  Above  the  shelving  is  a  Tally- 
Ho coaching  scene — a  3-foot  frieze  in  tones  of  brown 
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running  all  around  the  store.  The  floor  is  tile  mosaic 
and  the  shelving  and  fixtures  are  of  oak. 

The  Shoe 

The  Tally-Ho  method  of  shoe  selling  is  a  good 
one.    Here  it  is.    What  do  you  think  of  it? 

Tally-Ho  shoes  are  all  one  price  $5  everywhere. 
The  price  is  $5  here  or  in  New  York  and  21  shillings 
in  London. 

Tally-Ho's  are  built  of  every  kind  of  leather  tan- 
ned. High  cuts  or  low  cuts — light,  medium  and 
heavy  leather  soles  and  heels — rubber  soles  and  heels 
— lined  with  San-i-tex  ventilated  fabric  or  full  leather 
lined  or  unlined — and  any  and  all  kinds  of  styles  for 
just  $5  only. 

They  are  m^ade  in  12  different  lasts — 17  sizes  and  5 
widths.  This  multiplied  by  all  the  possible  styles  and 
leathers  which  are  made  from  each  shape  gives  such  a 
bewildering  multiplicity  of  numbers  that  it  would  in- 
deed seem  to  be  a  man  very  hard  to  please  who  could 
not  get  all  his  shoe  wants  satisfied  with  the  Tally-Ho. 

Besides  this — Tally-Ho's  have  special  sanitary 
health  features  in  ventilated  linings — rigid  arch  sup- 
ports— foot  fitting  shapes  and  solid  comfort  modelling". 
The  workmanship  and  style  of  tlie  new  Tally-Ho  shoe 


Interior  of  Tally-Ho  Shoe  Shop,  Ottawa. 

promise  to  make  this  new  entry  into  the  shoe  field  es- 
pecially popular  and  those  fortunate  enough  to  secure 
the  agency  for  these  in  their  cities  will  have  an  excep- 
tionally strong  and  profitable  specialty. 

A  strong  newspaper  campaign  is  being  run  in  local 
papers  wherever  Tally-Ho  agencies  are  opened. 

Mr.  C.  B.  Pratt,  the  Tally-Ho  man  in  Ottawa  is  not 
a  newcomer  in  the  shoe  field.  He  has  been  long  in  the 
retail  business  in  that  city  and  has  another  store  at 
277  Wellington  Street  for  general  lines.  His  old  store 
at  137  Sparks  Street  will  be  closed  out  by  May  1st. 
He  is  particularly  enthusiastic  over  the  Tally-Ho  line 
and  is  convinced  that  the  advertised  one  price  shoe  is 
tlie  best  of  all  retail  propositions  and  that  $5.00  is  the 
l)rice  for  a  man's  shoe. 

The  man  behind  the  Tally-Ho  shoe  is  Mr.  Chas.  E. 
Slater,  who  has  made  the  name  Slater  synonymous 
with  "shoes"  in  Canada,  and  is  too  well-known  to  re- 
quire especial  mention.  Suffice  it  to  say  that  it  would 
seem  that  in  the  Tally-Ho  shoe  and  the  Pally-Ho  plan 
of  selling,  guaranteeing  as  it  does  a  generous  profit  to 


the  dealer  on  a  named  and  advertised  shoe,  he  has 
evolved  a  winner. 

Tally-Ho's  and  Joy-peds  also  made  their  advent 
into  Toronto  on  the  first  of  the  month,  being  handled 
in  that  city  by  Ye  Booterye  at  310  Yonge  Street,  run 
by  Mr.  A.  R.  Trudeau. 


Men's  patent  button,  black  fabric  upper,  medium  heel,  medium 
high  toe— Ames  Holden  McCready. 


Are  you  looking  for  a  simple  accoimting  system 
that  is  not  troublesome  to  work  and  yet  gives  you  all 
details  whenever  wanted?  Then  read  the  series  of 
articles  appearing  on  this  subject  in  "Footwear  in 
Canada." 


Men's  button  oxford,  patent  leather  vamp  and  quarter,  suede 
upper,  fancy  perforated  toe  cap,  vamp  and  quarter. 
From  "Le  Moniteur  de  la  Cordonnerie." 
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The  Harvard  System  of  Accounts  for 

Shoe  Retailers 


Wl'-  are  publishing  in  this  issue  a  system  of  ac- 
counts designed  specially  for  the  retail  shoe 
trade,  by  the  Bureau  ot  JJusiness  Research 
of  the  Graduate  School  of  Business  De- 
monstration of  Harvard  University.  This  university 
is  particularly  ritted  for  the  work  of  business  research 
since  its  standing  and  its  impersonal  position  inspire 
conhdence.  It  gives  a  trustworthy  guarantee  of  the 
conlidential  treatment  of  individual  data  and  is  dis- 
tinctly uncompetitive.  It  has  the  true  spirit  of  re- 
search. It  wants  facts  and  to  be  sure  that  they  are 
facts.  For  explanation  of  Figure  1,  see  concluding 
paragraph. 

'I  he  labors  of  this  bureau  have  been  spread  over  a 
period  of  years  and  advice  and  assistance  have  been 
obtained  not  only  from  expert  accountants,  but  also 
from  many  of  the  leading  retail  shoe  merchants 
throughout  the  United  States.  The  system  they  have 
adopted  as  best  suited  to  the  needs  of  the  shoe  retailer 
requires  an  average  daily  use  of  no  more  than  seven 
accounts  with  an  average  weekly  use  of  six  more  ac- 
counts. This  revised  edition  has  been  prepared  as  the 
result  of  three  year's  experience  of  the  Bureau  with 
the  books  and  business  of  six  hundred  and  fifty  retail 
stores  in  twenty-six  different  states  of  the  United 
States.  We  believe  it  to  be  correct  in  theory  and  prac- 
tice, and  would  suggest  our  readers  looking  over  the 
forms  of  the  system,  especially  if  it  is  for  the  first 
time,  in  the  following  order,  first,  the  profit  and  loss 
statement;  second,  the  analysis  sheets;  third,  the  ex- 
planation of  profit  and  loss  statement.  This  last 
should  become  your  reference  pamphlet  as  you  use 
the  system. 

Time,  money  and  experience  have  gone  to  build 
up  this  system,  and  it  is  given  to  the  trade  without 
monetary  payment,  in  exchange  for  specific  informa- 
tion, i.e.,  figures  from  the  books  of  its  users.  This  in- 
formation is  treated  in  strict  confidence  and  no  name 
appears  on  the  records,  they  being  recognized  by 
numbers  only.  Bulletins  prepared  from  the  tabula- 
tions of  these  figures,  are  sent  to  those  adopting  the 
system.  This  system  of  accounting  is  already  in  use 
by  several  hundreds  of  shoe  retailers. 

The  Bureau  selected  shoe  retailing  upon  which  to 
concentrate  its  efforts  to  evolve  a  suitable  system  of 
accounts,  because  in  the  retailing  of  this  commodity, 
is  to  be  found  all  the  many  types  of  retailer ;  the  one 
with  but  one  store  and  one  commodity,  viz.,  footwear 
only,  the  department  store  in  the  city  and  the  general 
store  in  the  country  with  many  commodities ;  the 
chain-store,  both  manufacturers'  and  non-manufac- 
turers', local  and  inter-provincial,  with  a  varying  num- 
ber of  stores  handling  footwear  only.  The  commodity, 
shoes,  is  a  staple  for  which  as  a  whole  there  is  a  fairly 
calculable  demand.  There  are  fiuctuations  caused  by 
season  and  style  changes,  which  are  problems  of  dis- 
tribution rather  than  of  production.  The  production 
of  shoes  has  been  thoroughly  well  standardized  and  is 
fairly  non-fluctuating.  In  other  words,  problems  of 
production  are  not  so  closely  related  to  those  of  dis- 
tribution in  shoes  as  in  that  of  some  other  commodi- 
ties, for  example,  food  productions.    These  were  the 


reasons  for  which  the  Hureau  decided  to  devote  its 
attention  to  the  shoe  trade. 

On  visiting  shoe  retailers  througiiout  the  country 
they  soon  learned  that  practically  none  kept  their  ac- 
counts in  the  same  way,  and  that  many  kept  insuffi- 
cient accounts.  Some,  for  example,  reckoned  profits 
on  the  cost,  and  some  on  the  selling  price,  some  charg- 
ed salary  for  their  own  time,  and  rent  for  tiieir  own 
stores,  while  others  did  not,  some  meant  one  thing  by 
selling  expenses  and  some  another.  However,  some 
figures  of  service  were  obtained,  but  the  need  of  a 
common  basis  of  comparison  was  clearly  seen;  in 
other  words  a  uniform  accounting  system  was  needed, 
by  the  shoe  retailers,  just  as  it  had  been  needed  by  the 
railroads  and  the  printers,  and  when  this  is  established, 
differences  in  items  would  reflect  variations  in  con- 
ditions, rather  than  in  methods  of  accounting.  The 
result  of  all  this  careful  work  and  planning  is  the  sys- 
tem that  we  now  present  to  our  readers. 

As  the  result  of  their  investigations  the  Bureau 
obtained  information  of  two  main  kinds: — (1)  Gen- 
eral— covering  tendencies  and  policies,  and  (2)  Speci- 
fic— covering  figures  and  standards.  For  example, 
under  "general"  appears  such  information  as  tenden- 
cies in  buying — from  fewer  concerns,  from  wholesaler 
or  manufacturer,  increase  in  styles,  the  use  of  stock- 
keeping  systems,  clearance  sales  policies,  tendencies 
in  advertising,  in  deliveries,  and  other  points  of  a  gen- 
eral nature  made  up  by  grouping  the  information  se- 
cured from  shoe  retailers  on  the  general  schedule  for 
shoe  retailers. 

Under  "specific"  comes  more  concrete,  precise  in- 
formation, such  for  instance,  as  the  percentages  of 
various  expense  items  to  net  sales,  the  number  of 
stock-turns,  stock-keeping  methods,  salesman's  aver- 
ages and  other  points. 

Certain  important  items  are  herewith  given.  These 
are  the  percentages  to  net  sales  of 

Gross  profit  (including  discounts). 

Total  operating  expense  (not  including  freight  and 
cartage  nor  interest). 

Buying  expense. 

.Selling  expense. 

.Salaries  and  wages  of  the  salesforce. 

Advertising. 

Deliveries. 

Rent  (not  including  heat  and  light). 

Interest  on  capital  borrowed  and  owned  (the  latter 
usually  not  charged  at  all). 

Number  of  stock-turns. 

.Salesperson's  yearly  average  of  sales. 

These  data  are  presented  in  the  form  of  range 
figures,  that  is,  the  lowest  and  highest  figures  encoun- 
tered for  each  item.  And  for  some  of  the  items,  fur- 
thermore, an  opinion  will  be  ventured  as  toward  what 
figure  each  seems  to  be  tending  at  present  as  a  stand- 
ard. 

Percentages  Based  Upon  Net-Sales 

.•Ml  percentages  are  reckoned  upon  the  selling  price 
as  the  one  common  basis  of  comparison.  That  is,  the 
net  sales  (gross  sales  less  returns  made  by  customers 
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and  allowances  made  to  tHem )  is  taken  as  one  hundred 
per  cent. 

Gross  Profit 

Gross  profits  so  far  encountered  ranges  from  20  per 
cent,  to  42  per  cent,  of  the  net  sales,  according  to  the 
grade  of  goods  and  with  almost  exactly  the  same  num- 
ber above  30  per  cent,  as  below  30  per  cent.  It  is  evi- 
dent, therefore,  that  under  present  conditions  the  typi- 
cal gross  profit  of  shoes  retailing  at  or  under  $3.50  will 
be  found  to  run  from  23  per  cent,  to  25  per  cent,  and 
for  those  retailing  above  that  price  a  percentage  of 
from  30  to  33  is  the  type. 

Operating  Expense 

Total  operating  expense  so  far  encountered  ranges 
from  18  per  cent.,  or  possibly  a  little  less,  to  35  per 
cent,  of  the  net  sales  in  going  concerns.  The  figures 
as  a  whole  centre  about  24  per  cent.,  that  is,  about  as 
many  are  above  as  below  24  per  cent.,  with  the  operat- 
ing percentages  of  medium  grade  stores  centering 
around  23  per  cent,  and  of  higher  grade  stores  around 
27  per  cent. 

Freight  and  cartage  is  not  included  in  the  above 
operating  expense  percentages,  as  it  is  deducted  from 
the  merchandise  statement.  Nor  is  interest  included, 
which  is  deducted  from  net  profit. 

Buying  Expenses 

Buying  expenses  is  an  item  kept  by  scarcely  any 
but  department  stores,  and  with  them  it  is  seldom  a 
true  buying  expense,  because  the  buyer's  salary  or 
commission  usually  includes  services  for  selling  or  the 
directing  of  selling  and  also  for  management. 

It  is  interesting  to  note,  however,  that  there  is  a 
tendency  for  estimates  of  time  devoted  to  buying 
(which  includes  the  looking  over  of  stock  records  and 
of  size-up  sheets  as  well  as  the  inspection  of  samples) 
to  centre  about  certain  proportions  according  to 
whether  in  a  rough  way  the  yearly  sales  are  above  or 
below  $50,000.  With  the  proprietor's  or  manager's 
salary  or  drawings  distributed  in  the  same  proportion, 
a  strrprisingly  uniform  percentage  of  buying  expenses 
results,  no  matter  what  the  sales  or  the  expense  may 
be. 

This  percentage  ranges  from  0.8  to  1.8  of  the  net 
sales.  The  Bureau  has  percentages  ranging  from  0.3 
to  3.1,  but  the  minimum  does  not  comprehend  the  full 
buying  expense  as  defined  above,  and  the  maximum  is 
for  department  stores  and  not  comparable  for  reasons 
already  noted.  The  figures  at  present  seem  to  centre 
about  1.1  per  cent.,  with  a- marked  concentration  of 
them  between  1.0  per  cent,  and  1.4,  per  cent.  Some 
interesting  comparisons  could  be  made  with  some  de- 
partment store  buying  expense  figures  in  their  shoe  de-. 
partments. 

Selling  Expense 

The  very  mention  of  this  item  is  almost  a  sufficient 
argument  for  the  necessity  of  a  uniform  accounting 
system, — -so  many  opinions  prevail  as  to  what  consti- 
tutes selling  expense.  Though  the  boundaries  between 
buying,  selling  and  management  are  not  clear  and  dis- 
tinct but  shade  into  each  other,  the  main  elements  of 
each  of  these  can  be  distinguished  according  to  sound 
theory  and  practice,  and  if  those  nearer  the  line  have  to 
be  divided  more  arbitrarily,  just  as  in  certain  railroad 
accounting  items,  it  is  vastly  better  to  do  so  when  the 
advantages  of  accurate  comparison  are  considered. 

Salaries  and  Wages  of  Sales  Force 

The  percentage  of  salaries  and  wages  of  the  sales 
force,  has  been  encountered  ranging  from  5.0  to  10.3. 
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Percentages  as  low  as  4  and  as  high  as  13  have  been 
eliminated  because  of  doubt  of  their  being  genuinely 
comparable  and  because  of  insufificient  opportunity  to 
verify  their  accuracy.  There  appears  a  marked  con- 
centration of  the  figures  between  7  per  cent,  and  8  per 
cent,  in  cities  of  more  than  100,000  population.  It  is 
sufficient  indeed  to  point  to  a  standard  of  7  per  cent. 
It  may  be  possible  to  attain  6  per  cent,  in  cities  of  this 
size. 

Advertising 

Advertising  with  its  definition  as  standardized  by 
the  Bureau's  system  has  been  found  ranging  from  0.0 
per  cent,  to  8.8  per  cent,  with  a  tendency  to  centre 
about  2.0  per  cent,  with  the  greatest  concentration  be- 
tween 1  per  cent,  and  2  per  cent. 

Deliveries 

.Delivery  expense  has  been  found  to  date  ranging 
from  practically  0.0  per  cent,  on  the  lower  priced 
stores  to  1.4  per  cent,  on  the  higher  priced  ones.  The 
figures  of  the  stores  making  deliveries  centre  arotmd 
0.6  per  cent.,  with  a  marked  concentration  between  0.4 
per  cent,  and  0.6  per  cent,  of  the  net  sales. 

Rent 

This  important  item  lias  furnislied  the  greatest 
variation  of  all,  namely,  from  1.8  per  cent,  to  14.6  per 
cent,  of  the  net  sales  in  going  concerns.  Despite  this 
rather  astonishing  range  a  distanct  tendency  is  encoun- 
tered for  the  figures  to  centre  about  S  per  cent.,  as 
many  being  above  that  percentage  as  below,  with 
three-fifths  of  them  all  falling  between  3  per  cent,  and 
7  per  cent.  Between  3  per  cent,  and  4  per  cent,  alone, 
however,  there  is  a  sufficient  concentration  of  percent- 
ages to  warrant  the  suggestion  of  not  only  5  per  cent, 
as  a  typical  figure,  but  3  per  cent,  as  a  standard  to  be 
aimed  for.  So  that,  for  example,  a  dealer  who  found 
his  rent  percentage  7  would  know  not  only  that  5  per 
cent,  was  a  more  normal  figure,  but  also  that  3  per 
cent,  was  by  no  means  an  unattainable  fieure.  On 
rather  limited  data,  so  that  it  must  be  stated  tentative- 
ly, it  yet  begins  to  appear  as  if  the  rent  item  fell  off 
markedlv  in  importance  in  towns  of  less  than  100,000 
population. 

It  has  been  uro;ed  from  weiehty  sources  that  the 
rent  and  advertising  items  should  be  considered  to- 
gether, because  of  the  advertising  element  involved  iu 
a  location  of  high  rental.  This  seems  plausible,  and 
the  Bureau  is  watching  for  any  apparent  connection 
between  the  advertising  and  rent  expense.  As  yet  no 
direct  relation  appears.  High  rent  percentages  with 
low  advertising  percentac'es  have  been  encountered, 
but  in  no  more  marked  deeree  more  than  high  rent 
percentages  with  high  advertising  percentages. 

Interest 

Decidedly,  the  general  practice  is  to  charge  interest 
on  borrowed  capital  only.  That  on  capital  invested  has 
been  added  by  the  Bureau,  and  since  the  sum  of  both 
is  deducted  from  the  total  net  profit  to  secure  the  final 
net  profit,  it  is  not  treated  a?  an  expense. 

The  interest  fieures  thus  made  up  have  ranged  from 
1.0  per  cent,  to  7.9  per  cent,  but  have  centred  arotmd 
2.5  per  cent,  and  concentrated  between  2.0  per  cent, 
and  2.5  per  cent,  of  the  net  sales. 

Number  of  Stock-Turns 

This  perhaps  most  important  item  (if  all — number 
of  stock-turns — has  a  range  so  far  in  our  data  of  from 
1.0  to  3.6  times.  It  seems  to  centre  about  1.8  and  a 
sufficient  number  have  stock-turns  of  2.5  to  warrant  ac- 


cepting that  as  a  realizable  standard.  That  is,  a  shoe 
store  has  been  encountered  whose  stock  turned  over 
no  more  than  once  in  a  year,  and  another  whose  stock 
turned  as  many  as  3.6  times.  The  majority,  however, 
turned  their  stock  more  tlian  1.8  times,  but  less  than 
2.0  times. 

Method  of  Obtaining  Stock-Turns 

The  bureau's  measure  of  stock-turns  is  obtained  by 
dividing  the  average  inventory  into  the  cost  of  goods 
sold,  not  into  the  sales.  Usually  not  more  than  three 
inventories  are  obtainable  in  a  year  for  an  average,  and 
sometimes  not  more  than  two.  These  inventories  are 
taken  at  low  stock  periods  and  therefore  probably  do 
not  represent  a  real  average  stock  but  rather  an  under 
figure,  and  therefore  the  real  number  of  stock-turns  is 
without  much  doubt,  somewhat  less.  This  being  a 
general  fact,  however,  it  does  not  aftect  the  value  of 
the  stock-turn  figures  for  purposes  of  comparison. 

Stock-turns  and  Character  of  Merchandise 

With  a  great  quantity  of  data  collected  the  bureau 
expects  to  be  able  to  differentiate  further  the  stock- 
turns  according  to  this  kind  of  merchandise.  For  ex- 
ample, it  appears  at  present  that  stocks  of  men's  shoes 
turn  about  twice  as  fast  as  those  of  women's  shoes. 
The  figures  as  given  above,  however,  are  for  stocks  as 
a  whole. 

Public  Importance  of  This  Item 

It  is  probably  scarcely  necessary  to  call  attention 
to  the  public  importance  of  this  item  of  stock-turn. 
Imagine  in  the  roughest  kind  of  a  way  the  millions  of 
capital  that  could  be  released  from  investment  in  mer- 
chandise should  the  retailer  increase  his  stock-turns 
but  once.  The  bearing  of  this,  furthermore,  upon  the 
demand  for  higher  profit  per  pair,  now  rather  preva- 
lent, may  also  be  seen.  More  stock-turns  mean  an  in- 
crease in  net  profit  without  any  raising  of  the  price  per 
pair. 

Annual  Sales  of  Average  Salesperson 

This  figure  has  been  obtained  by  dividing  the  an- 
nual net  sales  of  a  concern  by  the  average  number  of 
regular  salespeople,  certain  rough  but  fairly  well-test- 
ed equivalents  being  adopted  for  the  extra  salesper- 
sons. The  averages  encountered  to  date  range  from 
sales  of  $5,000  per  salesperson  per  year  to  $16,500,  cen- 
tering about  $10,000.  It  should  be  remembered  that 
the  data  is  still  preponderantly  from  the  large  cities 
and  very  likely  raises  this  central  average.  In  the 
cities  under  50,000  and  in  rural  communities  it  is  ex- 
pected to  run  considerably  less. 

A  Rough  Test  of  the  Efficiency  of  the  Store 

The  number  of  salespersons  should  form  one  of  the 
first  rough  tests  of  the  efficiency  of  a  retail  shoe  con- 
cern, and  in  the  large  cities  the  above  figure  of  $10,000 
annual  sales  per  average  salesperson  will  be  found  not 
far  wrong,  with  possibly  a  reduction  to  $8,000  for  sub- 
urban stores.  Again  may  be  noted  the  same  variations 
in  speed  of  marketing  mentioned  under  stock-turns. 
For  example,  the  salesperson  of  men's  shoes  can  attain 
a  higher  average  than  the  salesperson  of  women's 
shoes.  The  figures  as  given,  however,  are  for  stocks 
as  a  whole. 

It  should  further  be  remembered  that  the  extremes 
above  given  are  in  themselves  averages  and  not  the 
record  of  any  individual  salesperson.  Certain  indi- 
vidual sales  records  of  $30,000  and  above  have  been 
encountered  but  no  average  approaching  that. 

Where  rents  are  high  absolutely,  that  is  per  square 
foot,  the  salesperson's  average  also  rises,  as  would  be 
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expected,  indicating-  the  advantageous  site  in  a  dense 
traffic  zone.  I^^or  example,  the  high  average  of  $16,500 
above  was  reached  on  one  of  the  following  great  busi- 
ness tiioronghfares,  Broadway,  New  York;  Chestnut 
Street,  IMii'adeliihia  ;  and  State  Street,  C  hicago.  Uv.t 
the  increased  volume  of  sales  does  not  seeni  to  keep 
the  rent  expense  from  ranging  from  <S  per  cent,  to  12 
|)er  cent,  in  some  of  these  cases. 

Analysis  Sheet  (Figure  l; 

'Tile  analysis  sheet  (niic  month  by  daysj  is  a  con- 
venient form  for  showing;  by  days  the  store's  opera- 
tions in  part,  for  one  montu.  It  does  not  contain  all  the 
acr< Hints  of  the  system  but  only  those  that  will  be  used 
(in  the  average,  daily  or  weekly  by  many  shoe  stores.  A 
inni|)lcte  analysis  sheet  is  given  as  a  model  and  all 
shoe  tctailers  are  in\'ited  to  copy  it  or  to  have  i)rinted 
copies  of  it  prepared.  Additional  copies  of  this,  or  any 
iif  the  other  forms  recommended  I)y  the  Harvard  Sys- 
tem, may  be  secured  at  a  moderate  ])rice  l)y  writing 
the  lUircau  of  Husiness  Research. 

(to  be  continued.) 


New  Lasts  and  Patterns  for  Women's  Shoes 

The  iMcncli  scpiarc  toe  last  is  the  newe>t  and  most 
extreme  style  last  in  the  women's  shoe  trade,  says 
American  Shoemaking.  The  real  French  last  has  a 
square  toe,  a  short  shank  and  a  Lcniis  heel,  two  inches 
or  more  high.  It  is  a  style  much  in  vogue  in  Paris. 
It  has  been  copied  by  American  makers  of  hue  shoes 
for  women,  and  it  has  been  Americanized  by  some 
firms.  In  Americanizing  it,  the  square  toe  has  been 
retained.  But  the  shank  has  been  lengthened  and  the 
entire  last  drawn  out  so  that  it  measiu'es  up  to  the 
American  standards.  It  fits,  not  short  fits,  as  does  the 
real  French  last. 

Cleopatra  ties  will  be  among  the  l^est  sellers  in 
low  cut  shoes  this  summer.  These  shoes  have  a 
tongue,  and  instead  of  a  buckle  like  a  colonial,  they 
have  an  imitation  strap,  which  is  fastened  down  by  an 
imitation  cut  steel  button  on  the  side  of  the  shoe.  This 
tie  should  properly  be  made  on  a  pump  last.  Mticli 
care  should  be  taken  with  the  patterns,  so  that  the 
vamp  is  not  made  too  long.  If  it  is  too  long,  theie 
will  be  difficulty  in  pidling  the  shoe  from  the  last, 
and  also  greater  difficulty  in  getting  the  foot  of  tlie 
customer  into  the  shoe. 

Brocade  boots  are  selling  for  Easter,  and  will  prob- 
ably sell  well  next  fall.  They  are  made  over  long, 
narrow  toe  lasts,  with  high  heels.  They  have  a  vamp, 
of  Paris  or  other  style  and  a  wdiole  quarter  of  brocade 
of  silk.  They  have  a  plain  toe.  This  style  seems 
economical  to  make  up.  There  is  no  foxing  to  be  sewn 
or  perforated,  and  no  tip  to  be  stitched  and  perfor- 
ated. The  edges  are  trimmed  close,  and  there's  no 
fancy  stitching-  or  wheeling  to  them.  The  style  calls 
for  simple,  straight-forward  workrnanship,  and  sucli 
workmanship  should  be  economical. 


A  Unique  Retail  Shoe  Business 

.\  cei'tain  slioe  retailer  in  London,  luigland,  does  a 
large,  if  somewhat  unconventional  bnsiness.  He  is 
easily  the  largest  buyer  of  stock  lines,  returned  and 
damaged  goods,  odd  samples  and  tiie  like,  from  the 
shoe  manufacturers,  and  although  the  goods  he  offers 
would  not  ai)peal  to  fastidious  people,  yet  they  usually 
possess  excellent  wearing  qualities,  while  the  prices 
asked  seem  ridiculously  low.  At  a  recent  sale,  the 
Shoe  and  Leather  Record,  of  London,  states  that  wo- 


I N  CANADA 

men's  boots  were  sold  from  eighteen  pence  to  half  a 
crown  a  pair,  not  shoddy  goods,  by  any  means,  bu; 
possibly  slightly  damaged,  or  with  some  trivial  defect 
in  tile  finish. 

The  method  of  carrying  on  the  sale  was  to  till  four 
larg-e  window  enclosiu'es  with  goods,  each  section  be- 
ing roughly  uniform.  Two  salesmen  stood  in  each 
window,  each  would  pick  up  a  pair  of  boots,  call  out 
the  size  and  price,  and  as  one  in  the  crowd  of  custo- 
mers held  up  his  hand,  the  shoes  would  be  thrown 
over  the  heads  of  the  crowd  to  the  back,  wdiere  they 
were  caught  by  an  attendant,  who  handed  them  to  the 
purcliaser,  and  took  the  money.  The  crowd  inside  the 
shop  during  the  sale,  which  lasted  for  some  days,  was 
never  less  than  a  few  hundreds,  and  sixteen  attend- 
ants and  salesrnen  were  kept  busily  engaged  all  the 
time.  This  merchant  is  looked  upon  by  thousands  of 
impcciuiious  folk  as  a  real  benefactor. 

Althougli  the  above  occurrence  was  somewhat  in 
the  nature  nf  a  clearance  sale,  as  stated  above,  this 
firm's  uKthiids  are  decidedly  unconventional  always. 
Some  idea  of  the  huge  turnover  done  may  be  gathered 
when  we  state  that  they  carry  a  stock  valued  at  $75,- 
000  and  kee])  it  mox  ing  all  the  time. 


Tell  Us  Your  Troubles 

It  is  the  purpose  of  the  publishers  of  l'"ootwear  in 
Canada  to  make  this  publication  of  the  utmost  use  to 
all  branches  of  the  shoe  and  leather  trades,  wholesale, 
retail  and  manufacturing,  and  to  that  end  we  welcome 
enquiries  from  otir  readers  upon  any  matter  connected 
with  the  trade.  It  is  our  purpose  in  the  near  future  to 
establish  a  Questions  and  Answers  Department,  in 
order  to  serve  the  interests  of  the  trade. 

The  following  is  an  extract  from  a  letter  we  re- 
cently received:  "Could  you  supply  me  with  a  book 
dealing  with  pattern  cutting  for  the  boot  and  shoe 
trade,  and  if  so,  please  send  particulars." 

Answer 

We  know  of  two  such  books,  one,  '"Boot  and  Shoe 
Patterns"  by  C.  B.  Hatfield.  A  book  on  designing, 
cutting  and  grading.  Illustrated,  150  pages,  $2.50 
postpaid.  The  other  is  "Boot  and  Shoe  Pattern  Cut- 
ting and  Clicking"  by  Paul  N.  Hasluck.  of  England. 
jV  comprehensive  treatise  on  English  methods  with 
many  engravings  and  diagrams.  160  pages,  $1.00 
postpaid."  We  believe  we  could  secure  either  or 
both  of  these  for  our  correspondent. 

Any  persons  in  any  way  connected  with  the  shoe 
or  leather  trades  desiring  any  information,  are  wel- 
come to  write  to  Footwear  in  Canada,  and  we  will  do 
ouv  best  to  aid  them. 


Good  Advertising  for  Manufacturer  and 
Retailer 

.\  manufacturer  getting  out  advertising  matter  for 
the  use  of  retailers  selling  his  goods  shoidd  write  the 
advertisenients  in  the  first  person,  as  if  the  dealer  were 
talking,  but  without  signing  the  dealer's  nanie.  Such 
advertisements  would  have  even  more  personal 
strength  than  if  the  dealer's  name  were  inserted.  Such 
an  advertisement  could  read  'T  am  the  dealer  in  tiiis 
city  that  sells  XX.  I've  looked  over  many  stocks, 
heard  many  claims  and  tested  many,  but  after  all  I  find 
most  satisfaction  in  selling  XX  because  my  customers 
find  most  satisfaction  in  buying  them.  Find  me  here 
on  Main  Street."  To  tie  up  the  advertisements  with 
his  store,  the  dealer  who  sells  XX  must  put  these  per- 
sonal advertisements  in  his  store  windows. 
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Electric  Power  in  the  Shoe  Factory 


WITH  the  introduction  of  machinery  to  take 
the  place  of  hand  labor,  beginning  but  lit- 
tle over  a  half  century  ago,  the  boot  and 
shoe  industry  has  made  very  rapid  progress 
in  this  country.  As  machines  have  been  added  to 
supplant  the  old-time  shoemaker,  both  the  quality  at 
a  given  price  and  the  quantity  of  shoes  manufactured 
have  risen.  Electric  motor  drive  has  proved  itself  a 
\  aluable  assistant  to  the  boot  and  shoe  manufacturer. 

Arrangement  of  Machines 

The  large  number  of  special  machines  operating  in- 
termittently and  requiring  but  little  power  makes  it 
very  difficult  to  lay  out  the  most  efficient  drive  and 
grouping  of  machmes  for  a  large  factory  without  a 
close  study  of  the  operations  performed  in  each  de- 
partment. The  modern  shoe  factory  is  usually  a  build- 
ing of  from  three  to  five  storeys,  covering  a  large 
amount  of  floor  space.  The  operations  are  usually  so 
grouped  that  the  lighter  parts  of  the  shoe,  the  uppers 
and  linings,  are  cut  and  assembled  on  the  top  floor. 
Another  section  prepares  these  parts  and  sews  them 
together  and  they  are  then  taken  to  the  lasting  room. 
Here  the  uppers  and  the  parts  of  the  sole  are  as- 
sembled and  the  shoe  passes  to  the  heavy  stitching 
machine  and  to  the  sole  forming  machine.  Here  also 
the  edge  and  the  bottom  of  the  sole  are  finished,  and 
the  heel  attached,  and  the  shoe  goes  to  the  eyeleting 
and  button-attaching  machines.  It  next  receives  the 
final  hnishing,  blacking,  polishing  and  marking,  and 
is  passed  to  the  shipper. 

Power  Requirements 

Since  a  large  mmiber  of  machines  are  required, 
scattered  over  a  considerable  area,  the  amount  of  belt- 
ing and  shafting  to  drive  these  machines  from  a  single 
source  of  power  is  very  large.  By  properly  grouping 
the  machines  on  individual  motors,  the  majority  of 
the  heavy  shafting  and  belting  can  be  eliminated, 
thus  doing  away  with  a  considerable  amount  of  the 
friction  load.  It  has  been  found  advantageous  to 
standardize  on  a  small  motor,  usually  a  three  or  hvc 
horse-power,  and  to  group  the  machines  to  furnish 
a  load  for  this  motor.    In  this  way  it  is  possible  to 


arrange  the  grouping  so  that  some  of  the  motors  may 
be  shut  down  when  the  plant  is  not  operating  at  full 
capacity.  The  load  factor  of  this  industry,  ur  the 
ratio  between  the  power  used  and  the  capacity  of  the 
motors  installed,  over  the  operating  period,  which  is 
usuallv  nine  to  ten  hours  per  day,  ranges  from  30 
{o  50  per  cent. 

Steam  is  not  required  in  any  of  the  manufacturing 
operations,  and  this,  in  connection  witli  the  low  ptnver 
demand,  makes  the  use  of  central  station  power  at- 
tractive to  the  manufacturer.  With  the  central  sta- 
tion service  any  department  may  be  operated  over- 
lime  on  a  rush  job  with  but  very  little  extra  power 
cost,  '.rhe  adoption  of  central  station  service  allows 
the  manufacturer  to  do  away  with  the  dirt  and  smoke 
attendant  on  the  generation  of  i^ower,  and  relieves  the 
management  from  the  overseeing  of  the  power  plant, 
which  work  is  in  no  way  related  to  the  manufacture  of 
shoes. 

The  plant  whose  mcitor  layout  is  given  in  'i'al)le 
II,  manufactures  largely  McKay  shoes  of  medium  and 
low  grade,  for  men,  women  and  children.  The  fac- 
tory was  working  at  full  capacity  during  tlie  year, 
for  which  power  readings  are  given  in  Table  I.,  pro- 
ducing an  average  of  7,200  pairs  of  shoes  per  day. 
There  are  five  hundred  men  and  women  employed, 
working  ten  hours  per  day.  An  aggregate  of  249 
liorse-power  in  440  volt,  three-phase,  60  cycle,  induc- 
tion motors  is  installed,  all  motors  being  of  the  squir- 
rel cage  type,  except  the  wound  rotor  motor  driving 
the  pump. 

In  this  plant  the  electrical  energy  consumption  per 
100  pairs  of  shoes  manufactured  is  10  kw.-hrs.  whicli 
is  below  the  average,  due  to  continuous  operation  at 
maximum  output. 

Table  I. — Power  Consumption  of  Plant  Outlined  in  Table  II. 


1911 

Month 

July 

August 

September 

October 

November 

December 


Power  Consumption 


Kw.  Hr. 
10,890 
19,300 
17,800 
20,900 
19,700 
16,800 


Month 

January 

Februarj' 

March 

April 

May 

June 


1912 


Kw.  Ill 

17,700 

19,200 

18,200 

20,300 

18,800 

19,100 


No.  of 
motors.  H.p.  R.p.m. 


1700 

1700 
1700 
1700 


1140 


1700 


1700 


1700 


1700 


Table  II.— A  Typical  Plant  Layout 

Application 
THIRD  FLOOR 

Belted  to  a  50-ft.  shaft  (seven  hangers).    Connected  load:— Eight  United  Shoe  Machinery  Co.  Ideal 
clicking  machines. 

Belted  to  a  30-ft.  shaft   (five  hangers)      Connected  load: — Four  Ideal  clicking  machines. 

Each  belted  to  a  50-ft.  shaft  (seven  hangers.     Connected  load:— Six  Ideal  clicking  machines. 

Belted  to  a  70-ft.  shaft  (20  hangers).    Connected  load: — Twenty-two  Union  Special  sewing  ma- 
chines, two  Booth  power  folders,  one  Lufkin's  Improved  machine  for  folding  shoe  vamps  and 
quarters,  one  U.  S.  M.  C.  sciver,  one  Knight  perforator,  two  Amazon  upper  trimmers,  one  Fortuna 
upper  trimmer,  one  Boston  Machine  Works  upper  trimmer. 

Belted  to  a  25-ft.  (nine  hangers).    Connected  load: — Seven  Union  Special  sewing  machines,  four 
Singer  sewing  machines,  two  lining  markers,  three  economy  cementing  machines. 

Belted  to  a  20-ft.  shaft  (eight  hangers).    Connected  load: — Seven  Union  Special  sewing  machines, 
two  Wheeler  &  Wilson  sewing  machines,  one  Singer  sewing  machine. 

Belted  to  a  20-ft.  shaft  (eight  ban  gers).    Connected  load: — Six  Wheeler  &  Wilson  sewing  machines, 
two  Singer  sewing  machines. 
Belted  to  a  40-ft.  shaft  (ten  hangers).  Connected  load: — Tyenty  Union  Special  sewing  machines  four- 
teen Singer  sewing  machines,  two  Columbia  beaders. 

Belted  to  a  40-ft.  shaft  (ten  hangers).   Connected  load: — Seventeen  Singer  sewing  machines,  nine 
Union  Special  sewing  machines,  three  Columbia  beaders.  one  Reece  button  attaching  machine. 


50  FOOTWEAR    IN  CANADA 

1  5  1700  Belted  to  a  40-ft.  shaft  (ten  hangers).  Connected  load: — Twenty-five  Union  Special  sewing  mach- 
chines,  five  Singer  sewing  machines,  four  Singer  special  stitching  machines,  two  Singer  button 
attaching  machines. 

1  5  1700  Belted  to  a  70-ft.  shaft  (15  hangersj.  Connected  load: — Six  Reece  button  attaching  machines, 
twenty   buttonhole  machines,   seventeen  Columbia  headers,  two  Emory  cementing  machines. 

1  5  1700  Belted  to  a  30-ft.  shaft  (seven  hangers).  Connected  load: — Seven  U.  S.  M.  Co.  duplex  eyeleting 
machines,  four  Union  Special  sewing  machines,  four  Singer  sewing  machines,  one  Wheeler  & 
Wilson  sewing  maciiine,  one  Reece  buttonhole  machine,  one  Tubular  Rivet  &  Stud  Co.  eyelet 
machine. 

SECOND  I'LOOR 

1  5  1700  Belted  to  a  10-ft.  shaft  (three  hangers)  and  18  ft.  countershafting  (six  hangers).  Connected  load: 
— Six  U.  S.  M.  Co.  grip  tacking  machines,  one  U.  S.  M.  Co.  McKay  heel  compressing  machine, 
one  4-ft.  beam  heel  cutting  machine,  one  U.  S.  M.  Co.  tap  sciving  or  rand  splitting  machine, 
one  insole  cementer,  one  U.  S.  M.  Co.  heel  beveling  machine,  one  Goodyear  indenting  and  burn- 
ishing machine. 

1         ;■)       1700    Belted  to  a  15-shaft  (four  hangers).     Connected  load: — Three  U.  S.  M.  Co.  Apex  channel  mach 

ines,  two  U.  S.  M.  Co.  American  twin  sole  moulding  machines,  model  B. 
I         5       1700    Belted  to  a  30-ft.  shaft  (six  hangers).    Connected  load: — One  U.  S.  M.  Co.  tap  and  sole  rounding 

machine,  model  A,  one  U.  S.  M.  Co.  llesliing  machine,  model  A,  one  U.  S.  M.  Co.  feather  edge 

shank  reducing  machine,  four  U.  S.  M.  Co.  Apex  channel  opening  machines,  three  U.  S.  M.  Co. 

Summit  splitting  machines,  one  U.  S.  M.  Co.  Summit  evening  machine. 
1         0       1700    Belted  to  a  15-ft.  shaft  (three  hangers).     Connected  load: — One  4-ft.  beam  heel  cutting  machine, 

one  4-ft.  beam  insole  cutting  machine,  one  4-ft.  beam  outsole  cutting  machine. 
1       .")       1700    Belted  to  a  15-ft.  shaft  (three  hangers)  and  a  10-ft.  countershaft  (three  hangers).    Connected  load: 

— Three  4-ft.  beam  insole  cutting  machines,  one   Summit   splitting  machine,  one   Victor  rolling 

machine,  model  E. 

I  5  1700  Belted  to  an  18-ft.  shaft  (three  hangers).  Connected  load: — Three  Parsons  Mach.  Co.  4-ft.  beam 
outsole-cutting  machines,  pulley  18  in.  diam.,  rim  4^  in.  x  2  in.,  250  r.p.m. 

1  5  1700  Belted  to  a  15-ft.  shaft  (three  hangers).  Connected  load: — Two  4-ft.  beam  insole  cutting  machines, 
one  4-ft.  beam  outsole  cutting  maciiine. 

1  5  1700  Belted  to  a  15-ft.  shaft  (three  hangers).  Connected  load: — One  McKay  automatic  heel  loading  and 
attaching  machine,  one  U.  S.  M.  Co.  channel  turner,  one  6-in.  buffing  wheel. 

I  5  1700  Belted  to  a  15-ft.  shaft  (three  hangers).  Connected  load: — Two  McKay  heel  loading  and  attach 
ing  machines,  one  U.  S.  M.  Co.  new  loose  nailing  machine. 

;j  5  1700  Each  belted  to  a  15-ft.  shaft(  three  hangers).  Connected  load: — Three  Hercules  leveling  mach- 
ines, model  B.    Friction  load  on  motor,  .4  kw. 

1  5  1700  Belted  to  an  8-ft.  shaft  (two  hangers).  Connected  load: — Two  McKay  heel  loading  and  attaching 
machines. 

1  5  1700  Belted  to  a  35-ft.  shaft  (six  hangers).  Connected  load: — Eight  Consolidated  hand  method  lasting 
machines,  four  Rex  pulling-over  machines. 

1  5  1700  Belted  to  a  25-ft.  shaft  (five  hangers).  Connected  load:^ — Three  Rex  pulling-over  machines,  six 
Consolidated   lasting  machines,   three  U.  S.  M.  Co.  sole  tackers. 

1  5  1700  Belted  to  an  80-ft.  (nine  hangers).  Connected  load: — Four  Rex  pulling-over  machines,  eight  Con- 
solidated lasting  machines,  four  U.  S.    M.  Co.  sole  tackers. 

1  5  1700  Belted  to  a  60-ft.  shaft  (eight  hangers).  C'onnected  load: — Four  U.  S.  M.  Co.  double  head,  taper  nail 
tacking  machines,  two  U.  S.  M.  Co.  new  loose  nailing  machines,  one  six-inch  emery  wheel,  one 
sole  polisher  and  finisher,  one  8-in.  x  gj^-in.  double  emery  wheel,  four  insole  cementers. 

1  5  1700  Belted  to  a  50-ft.  shaft  (seven  hangers).  Connected  load:— Eight  Richardson  insole  stitchers,  three 
Puritan  outsole  stitchers. 

1  5  1700  Belted  to  a  30-ft.  shaft  (six  hangers).  Connected  load: — Three  Regent  stamping  machines,  model 
C,  four  double  polishing  wheels. 

1  5  1700  Belted  to  a  40-ft.  shaft  (seven  hangers).  Connected  load: — Four  U.  S.  M.  Co.  sole  finishing  mach- 
ines, two  double  sole  turning  machines,  four  double  polishing  wheels. 

1  5  1700  Belted  to  a  40-ft.  shaft  (seven  hangers).  Connected  load: — Five  U.  S.  M.  Co.  sole  finishing  mach- 
ines, four  sole  and  heel  burnisliers,  two  heel  grinders. 

1         5       1700    Belted  to  a  40-ft.  shaft  (seven  hangers).    Connected  load; — Ten  sole  and  heel  burnishers. 

1         5       1700    Belted  to  a  35-ft.  shaft  (five  hangers).   Connected  load: — Seven  U.  S.  M.  Co.  edge  trimmers. 

1  5  1700  Belted  to  a  30-ft.  shaft  (five  hangers).  Connected  load: — Two  U.  S.  M.  Co.  edge  trimmers,  five  U. 
S.  M.  Co.  double  heel  scouring  machines,  model  R. 

1  5  1700  Belted  to  an  18-ft.  shaft  (three  hangers)  and  an  18-ft.  countershaft  (three  hangers).  Connected 
load: — Four  Universal  slugging  machines,  three  McKay  rotary  heel  turning  and  randing  mach- 
ines, one  Imperial  heel  breasting  machine,  model  B,  one  Imperial  grinding  machine,  model  H. 

1         1       1700    Belted  to   V^-kw.,   110-volt,   direct-current  generator  used  to  operate  call-bell  system. 

FIRST  FLOOR 

1         1       1700    Belted  to  a  20-ft.  shaft  (three  hangers).    Connected  load: — Four  double  bufTing  wheels. 

1  5       1700    Belted  to  a  30-ft.  shaft  (five  hangers).    Connected   load: — Three  pasteboard  box   sealing  machines. 

three  pasteboard  cover  sealing  macliines. 

2  y2    1700    Each  geared  to  Markem  Mach.  Co.  embossing  and  stamping  machine. 
1  1/2    1700    Belted  to  a  small  bench  lathe. 

1         5       1700    Belted  to  a  20-ft.  shaft  (four  hangers).    Connected  load: — Two  Parson's  4-ft.   beam   lining  cutters. 

1         lYi    1740    Geared  to  a  Weinman  Mfg.  Co.  5-in.  x  7-in.  plunger  pump,  50  strokes  per  minute. 

1        10         675    Direct  connected  to  a  B.  F.  Sturtevant  Co.  No.  50  slow-speed,  low-power  exhaust  fan. 

1  15         565    Direct  connected  to  a  B.  F.  Sturtevant  Co.  No.  00  slow-speed  low-power  exhaust  fan. 

2  8         730    Each  belted  to  the  driving  mechanism  of  an  Edmonds  2-ton  freight  elevator. 


Adolphe  Lecours  has  become  a  partner  in  the  firm  of 
Ganong,  Lachapelle  &  Company,  shoe  manufacturers,  Mon- 
treal.   He  was  formerly  with  Daoust,  Lalonde  &  Company. 

P.  B.  Wallace  &  Son,  of  Toronto,  the  selling  agents  for 
the  Progressive  Shoe  Machinery  Company,  have  sold  Pro- 
gressive finishers  during  the  last  month,  to  the  following 
firms:  The  Electric  Shoe  Repair  Company,  J.  Jackson,  Ralph 


Hull,  C.  Burbridge  and  E.  Goldstein,  of  Toronto;  John  Wad- 
dell,  Stratford;  Alex,  McDonald.  Hamilton;;  W.  Tremblay, 
Midland;  E.  Bouckley,  Oshawa;  Sheppard  Shoe  Repair  Com- 
pany, Brantford;  Class  Shoe  Repair  Co.,  London;  and  W.  A. 
McLeod  &  Company,  of  Kenora.  This  is  the  second  machine 
that  Mr.  McDonald  of  Hamilton  has  bought  from  this  firm 
in  the  past  few  months. 
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Talks  on  Trade  Topics 

Interviews  of  Interest  to  Retailer,  Jobber  and  Manufacturer.  The 
Opinions  of  Experts  on  Bettering  Business  Conditions 


Know  Your  Cash  Receipts 

"There  are  a  good  many  requirements  for  really 
successful  merchandising","  said  a  retailer  the  other 
day,  "and  in  view  of  the  importance  of  all  of  them, 
and  how  many  of  us  there  are  who  seem  not  to  pay 
any  attention  to  them,  it  is  surprising  how  we  man- 
age to  get  along  from  year  to  year.  Yet  we  seem  to 
stick  some  way  or  other,  and  each  year  finds  us  doing- 
business  at  the  same  old  stand  and  in  about  the  same 
old  way. 

"But  the  man  who  is  pushing  ahead,  and  who 
grows  bigger  and  more  important  every  year,  does 
see  to  the  needs  of  his  business  and  puts  in  more 
thought  than  is  simply  required  to  keep  stock  up  or 
down  as  the  season  waxes  or  wanes. 

"One  of  the  things  that  he  does  is  to  know  just 
how  much  money  is  paid  into  the  store  every  day. 
Seems  funny,  doesn't  it,  to  speak  of  this  as  an  unu- 
sual condition?  It  is,  just  the  same.  I  don't  want 
to  appear  to  cast  reflections  upon  the  honesty  of  the 
average  retailer's  assistant.  I  doubt  if  there  is  a 
class  of  men  to  be  found  anywhere  whose  integrity 
is  of  a  higher  standard  than  in  our  own  business ;  but 
there  are  exceptions  to  this,  and  there  is  also  the  care- 
less clerk  and  cashier  whose  change  is  not  accurately 
made,  or  who  forgets  to  charge  items  of  a  minor  char- 
acter. 

"In  one  way  or  another  (and  this  doesn't  neces- 
sarily mean  that  any  one  is  dishonest)  there  is  con- 
siderable leakage  in  the  cash  drawer  in  every  store, 
unless  a  watch  is  kept  on  it.  So  I  maintain  that  one 
of  the  important  things  that  a  man  wants  to  know, 
not  guess,  about  his  business  is  just  how  much  money 
comes  in  to  the  store,  and  how  much  there  is  that 
should  come  in,  but  which  for  one  cause  or  another 
does  not  reach  the  cash  box,  when  the  store  is  closed 
for  the  day." 

*     *  * 

A  Man  Who  Believes  in  a  Credit  System 

A  prominent  merchant  who  recently  abandoned 
the  cash  system  says  that  credit  strictly  and  carefully 
given  is  the  only  system  on  which  to  do  business. 
His  experience  woke  him  up  to  a  few  big  facts  in  the 
trade  that  cost  him  something  to  learn,  but  which  he 
now  says  are  worth  the  price.  In  summing  up  rea- 
sons for  a  change,  he  gives  seven  good  ones :  — 

1.  Cash  customers  have  the  "shopping  around" 
habit  bad. 

2.  They  refuse  to  get  the  habit  of  trading  at  one 
store. 

3.  They  demand  good  service,  but  are  not  willing 
to  pay  for  it. 

4.  About  20  per  cent,  demand  good  quality;  low 
prices  attract  the  other  80  per  cent. 

5.  They  are  closer  buyers  than  people  who  have 
credit  accounts  and  will  run  all  over  town  to  save  a 
few  cents. 

6.  They  are  not  liberal  buyers ;  but  make  a  certain 
sum  buy  a  week's  supply. 

7.  The  telephone,  so  largely  used  by  women  now. 


demands  as  a  corollary  the  credit  system ;  this  the 
cash  man  automatically  abjures.  In  a  cash  business 
"Leaders"  assume  too  much  importance  and  are  often 
sold  below  cost.  Credit  buyers  are  found  to  be  the 
best  "Livers"  and  most  insistent  on  quality. 

This  merchant  concluded  that  credit,  strictly  and 
carefully  given,  was  the  only  system.  He  notices  that 
big  department  stores  of  Chicago  and  New  York  ad- 
vertise for  charge  customers.  He  has  turned  back  on 
strict  cash  and  is  more  prosperous  than  before. 

^     ^  ^ 
Benefits  of  Organization 

"What  the  retail  shoe  trade  needs,"  remarked  a 
western  shoe  retailer  to  us  recently,  "is  more  organ- 
ization. Take  for  instance,  a  small  town  where  there 
are,  say,  five  shoe  retailers,  each  buying  from  five  10 
six  difierent  manufacturers  or  wholesalers.  By  this 
method  of  ordering  their  stocks,  they  only  give  each 
firm  a  small  order,  we  will  say  of  $1,000  each.  It 
would  be  better  in  every  way,  if  the  retailers  got  to- 
gether and  decided  that  each  one  would  confine  his 
buying,  in  the  greater  part,  at  least,  to  one  line  of 
shoes — which  ever  line  he  might  fancy  most.  In  this 
way  he  would  get  more  attention  from  the  manufac- 
turer, and  it  would  be  more  satisfactory  to  all  con- 
cerned." 

^  ^ 

What  the  Customer  Wants 

Nine  times  out  of  ten  the  customer  knows  exactl}' 
what  he  wants.  Suggestions  intended  to  make  him 
change  his  mind,  and  offers  to  substitute,  even  when 
substitution  seems  to  be  to  his  best  interests,  are  often 
mistakes.  Unless  the  salesman  is  in  complete  posses- 
sion of  the  buyer's  plans,  advice  leads  to  argument,  and 
argument  to  irritation.  An  irritated  customer  is  a 
lost  customer. 

Keep  a  variety  of  stock.  At  the  start  when  capital 
is  limited,  such  a  plan  may  seem  difficult  to  follow, 
but  the  man  with  the  courage  to  hold  to  a  few  leading 
lines,  well  stocked,  until  his  business  justifies  further 
expansion,  is  the  man  who  will  win.  Make  your  store 
the  place  where  customers  get  what  they.  want.  Let 
them  select. 

*     *  * 
True  Salesmanship 

If  you  don't  leave  the  right  impression,  you  aren't 
a  success.  Sell  goods  to-day  that  will  bring  more  sales 
to-morrow.  That's  one  of  the  big  modern  ideas  of 
business.  Let  truth  prevail.  Know  your  goods,  and 
describe  them  as  you  know  them.  "Didn't  you  find 
those  shoes  just  as  I  said?"  To  be  able  to  say  that 
with  assurance,  and  look  your  customer  right  in  the 
eye  is  "wholesome  salesmanship."  The  thing  applies 
to  the  whole  line.  Never  misuse  your  talking  ability. 
It  won't  do  to  let  a  customer  get  anything  back  on 
you.  Morally  you  are  the  sufferer.  Financially,  the 
owner  is.  If  you,  in  your  eagerness  to  make  a  big 
sale  overstep  yourself,  you  may  cut  out  a  business 
worth  considerable  to  the  firm. 
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The  Winnipeg  Staff  of  Consolidated 

Rubber  Company 


W\-'.  publish  on  the  opposite  paye  the  photo- 
graphs of  the  Winnipeg  staff  of  the  Cana- 
dian Consolidated  Rubber  Company,  and 
this  will  no  doubt  prove  interesting  to  many 
of  oin-  readers,  who  will  know  most  of  them  pcrsonallx . 

Charles  ITolden  whose  ])hotograpii  appears  in  the 
ccntie  in  tiic  top  row,  is  the  Western  sales  manager  of 
the  company. 

lingo  Wellein.  the  office  manager  of  the  W'ininpeg 
Division,  started  in  business  lirst  with  the  JJerlin  Rul)- 
ber  Manufacturing  Company,  Limited,  of  Jierlin,  On- 
tario, in  the  capacity  of  errand  boy,  later  rising  to  the 
position  of  bookkeeper  and  clerk.  In  1904  he  took  jjart 
in  the  organization  of  tlie  Merchant's  Rubber  Com- 
|)any.  Limited,  and  was  placed  in  charge  of  their  gen- 
eral office,  and  four  years  later,  was  appointed  secre- 
tary-treasurer of  the  company,  later  on  being  promcjted 
to  the  general  sales  de])artment  at  the  head  office,  lie 
was  ai)pointed  to  his  present  position  on  I'^ebruary  IsL 
1913  and  has  a  comi)rehensive  knowledge  of  general 
office  work,  and  the  rubber  footwear  business. 

II.  H.  Replogle,  manager  of  sales  for  the  Winnipeg 
Division  of  the  company,  entered  the  rubber  business 
first  in  1900  in  the  service  of  the  Diamond  Rubber 
Company,  of  Akron,  Ohio,  working  up  to  the  position 
of  manager  of  the  mechanical  goods  department  at  the 
head  office.  He  was  next  engaged  in  the  jobbing  busi- 
ness, selling  the  B.  F.  Goodrich  and  the  Republic  Rub- 
ber Company's  lines  in  Ohio.  In  1906  he  joined  the 
staft'  of  the  Canadian  Rubber  Company  of  Montreal, 
Limited,  being  first  in  charge  of  the  belting  and  pack- 
ing departments  at  thev  head  office  and  subsequently 
working  through  the  whole  round  of  general  rubber 
goods.  Mr.  Replogle  took  over  his  present  position 
on  June  1st,  1913. 

J.  M.  Rice,  the  accountant  of  the  Winnipeg  Divi- 
sion went  to  Western  Canada  about  six  years  ago, 
joining  the  stafi^  of  the  James  McCready  Company. 
Limited,  and  remaining  with  that  firm  for  some  time 
after  it  became  amalgamated  into  Ames-Holden-Mc- 
Cready,  Limited.  He  joined  the  Canadian  Consoli- 
dated Rubber  Company,  Limited,  as  accountant,  about 
three  years  ago  and  soon  became  widely  known  to  the 
wholesale  boot  and  shoe  trade  from  Fort  William  lo 
the  Rocky  Mountains. 

F.  J.  Roschman  is  in  charge  of  the  company's  foot 
wear  stocks  at  the  Winnipeg,  Regina,  Saskatoon,  Cal 
gary  and  Edmonton  branches.  His  first  experience  in 
the  rubber  business  was  when  he  joined  the  staf¥  of 
the  Berlin  Rubber  Company,  Limited,  later  joining 
that  of  the  Merchant's  Rubber  Company,  Limited.  Me 
was  transferred  to  Winnipeg  in  1913.  He  has  a  good 
knowledge  of  the  footwear  trade  and  deserves  much 
credit  for  the  results  accomplished  in  the  Western  ter- 
ritory. 

E.  W.  James,  is  a  graduate  druggist,  and  before 
joining  the  staff  of  the  company  was  in  charge  of  one  of 
the  Winnipeg  stores  of  the  Gordon-Mitchell  Drug- 
Company.  He  joined  the  stafif  of  the  Canadian  Con- 
solidated Rubber  Company  in  1913  as  Winnipeg  re- 
presentative for  their  drug  sundries  lines.  A  little  later 
he  was  transferred  to  Fort  William  as  resident  repre- 
sentative for  all  the  firm's  most  successful  travellers 


and  has  greatly  increased  the  business  in  the  district 
where  he  now  is. 

M.  B.  Clint  who  is  one  of  the  firm's  most  enthusi- 
astic salesmen  joined  the  stuff  of  the  company  in  Janu- 
ary, 1913,  and  has  worked  u])  a  good  trade  for  the  firm, 
covering  the  northern  part  of  Manitoba,  and  west  of 
Wiiuiipeg.  He  began  his  business  career  in  the  retail 
stores  of  the  Regal  Shoe  Company  in  the  United 
States,  later  coming  to  Winnipeg,  where  he  took 
charge  of  the  buying  for  the  Rannard  Shoe  Com])any, 
in  which  cai)acity  he  showed  himself  very  capable. 

(i.  F.  Ingraham  comes  from  Nova  Scotia  and  is  a 
member  of  tlie  large  family  of  Ingrahams  in  that  part 
of  the  country  who  are  well  and  favorably  known  to 
the  shoe  trade.  He  started  with  the  firm  several  years 
ago  in  the  city  order  department  <jf  the  Winnipeg 
branch,  and  about  a  year  ago  was  appointed  city  sales- 
man.   Lie  is  booking  a  nice  business  for  the  firm. 

A.  A.  Lightfoot  joined  the  Winnipeg  branch  of  the 
Canadian  Consolidated  Rubber  Company  as  salesman 
for  Central  Manitoba  in  1913.  He  has  had  consider- 
able experience  with  some  of  the  best  firms  in  the 
Ihiited  States. 

A.  Casey,  who  covers  Southern  Manitoba  is  a  New 
Ijrunsvvick  boy  and  has  had  considerable  footwear  ex- 
perience, having  been  employed  for  three  years  in  the 
shoe  store  of  J.  B.  Russell,  St.  John,  N.B.,  later  join- 
ing the  stafif  of  C.  B.  Pidgeon  of  the  same  place,  and 
taking  charge  of  the  footwear  department,  which  he 
left  to  accept  his  present  position. 

The  credit  of  the  large  volume  of  business  now  be- 
ing done  in  Western  Canada  by  the  Canadian  Consoli- 
dated Rubber  Company  is  due  to  their  able  Winnipeg 
staft",  as  well  as  to  the  excellence  of  the  goods. 


Shop  Specialties 

The  great  demand  for  shoe  ornaments  and  other 
specialties  has  induced  many  manufacturers  and  deal- 
ers in  these  lines  in  the  United  States  to  extend  their 
operations  to  Canada.  One  of  the  latest  lines  of  this 
sort  to  be  introduced  is  Chandler's  Specialties,  which 
include  all  the  latest  and  most  up-to-date  ideas  in  laces, 
ribbcjiis,  pump  bows,  buckles,  and  tango  sets.  The 
firm  also  make  a  specialty  of  supplying  both  manu- 
facturer and  retailer  with  silk  ribbons  in  rolls,  which 
may  be  cut  into  pieces  of  the  exact  length  required. 
This  method  of  supplying  ribbons  should  appeal  to  the 
trade,  on  account  of  the  economy  that  can  thus  be 
cltected.  The  ribbons  also  are  of  the  highest  grade, 
and  are  ofifered  at  the  most  attractive  prices.  The 
firm's  braided  and  grosgrain  ribbons  have  achieved  a 
ic])utation  second  to  none.  Chandler's  Specialties  are 
sold  exclusively  by  C.  A.  Browning"  &  Co..  32  Franklin 
.Street,  Boston,  who  will  be  glad  to  send  catalogues  on 
request. 


The  secret  of  success  has  been  fairly  well  kept, 
considering  that  so  many  people  are  anxious  to  tell 
about  it. 


Don't  fret  about  the  freaks.  The  good  old  staples 
are  still  selling. 
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Ideas  F©r  amid  From  the  Shoe  Trad 

Seasonable  Ideas  for  Catching  Trade  —  Useful  Hints  for  Retailer, 
Wholesaler  and  Manufacturer    Plans  for  Saving  Time  and  Money 


Advertisement  Clipping  Contest 

A  certain  store  instituted  an  advertisement-clipping 
contest,  offering  three  prizes  to  those  who  would  clip 
and  bring  in  the  greatest  number  of  the  store's  adver- 
tisements, regardless  of  when  they  were  published. 
Tlie  contest  directed  much  attention  to  the  store. 

The  prizes  were  a  bookcase  with  a  desk  section,  a 
thirty-inch  doll  valued  at  six  dollars  and  fifty  cents, 
and  a  twenty-four  inch  doll  valued  at  three  dollars. 
'Fhe  winners  brought  in  9,258,  5,758  and  4,181  adver- 
tisements respectively,  and  a  total  of  167,543  adver- 
tisements were  carried  to  the  store,  several  hundred 
people  participating.  Advertisements  published  eigh 
teen  years  before  were  clipped  and  presented  in  the 
contest.  As  it  proceeded,  the  names  of  the  leaders, 
with  the  number  of  advertisements  turned  in  by  each, 
were  printed,  attracting  furtlier  attention  to  the  daily 
advertisements. 

Further,  the  counted  "ads"  were  piled  in  one  of  the 
show  windows  and  when  it  was  over,  one  of  the  local 
newspapers  took  a  picture  of  the  window  piled  high 
with  the  clippings,  as  an  illustration  of  the  fact  thai, 
newspaper  advertisements  are  read.  This  picture  the 
paper  used  as  news  matter  without  expense  to  the  com- 
l)anv. 

*  *  * 

Keep  Sizes  of  Customers 

A  shoe  dealer  ought,  as  far  as  possible,  to  make  a 
record  of  the  sizes  worn  by  his  various  customers. 
Then  when  trade  is  slack,  he  can  write  a  personal  letter 
to  each,  stating  that  he  has  laid  aside  his  or  her  size 
in  a  very  pretty  new  style,  and  would  hold  it  for  them 
to  try  on,  during  the  next  ten  days.  If  they  could  not 
call,  he  might  offer  to  send  a  representative  around  to 
their  home  with  the  shoes.  It  would  add  a  touch  of  the 
personal,  and  also  key  his  returns  to  write  their  size 
and  style  numbers  in  the  corner  of  the  letter,  asking 
them  to  bring  the  letter  when  they  come,  or  send  it  in 
with  their  request  for  a  representative. 

*  *  * 

A  Clever  Publicity  Idea 

A  merchant  who  recently  entered  business  has  an 
enterprising  scheme  for  attracting  the  attention  of 
housewives  to  the  store.  This  includes  what  has  been 
termed  "a  booster  plan,"  which  consists  in  offering 
handsome  souvenirs  and  premiums  to  women  who 
send  their  friends  to  make  purchases  at  this  store. 

The  management  will,  upon  request,  present  to 
every  woman  who  visits  the  store,  "a  booster  book." 
None  are  to  be  sent  by  mail,  nor  by  hand.  Each  lit- 
tle book  contains  ten  "booster  certificates,"  about  the 
size  of  a  bank  cheque.  The  certificate,  which  has  a 
blank  for  the  name  of  the  friend,  as  well  as  for  the 
signature  of  the  woman  who  holds  the  book,  is  to  be 
filled  out  and  given  to  any  person  the  holder  knows 
who  wishes  to  make  purchases.  Upon  presentation 
at  the  store  it  serves  as  an  introduction  of  the  holder 
to  the  management,  and  counts  as  cash  in  the  pur- 
chase of  goods. 

Each  time  a  booster  certificate  is  presented,  the 


distributor  will  receive  a  present,  in  addition  to  this, 
handsome  souvenirs,  it  was  announced  are  to  be  given 
to  women  who,  within  a  specified  time,  use'one  book 
of  ten  certificates. 

The  privilege  of  the  plan  will  expire  on  a  certain 
date  and  no  certificates  are  to  Ijc  rewarded  or  accept- 
ed after  that  time.  All  certificates,  in  order  to  be  re- 
warded or  honored,  must  be  j)rcsented  at  the  time 
the  purchase  is  made. 

*      *  * 

Aids  in  Addition 

When  it  is  necessary  for  an  accountant  to  add  long 
columns  of  figures  mentally,  the  following  method  has 
two  distinct  advantages :  it  permits  of  ready  location  of 
any  error,  and  at  the  same  time,  i)ermits  of  siiifting  of 
attention  without  necessitating  entire  rechecking  on 
the  return  to  the  addition.  l<V)r  example,  take  the  f"' 
lowing  addition  : 

7523 
8376 
8123 
9211 
2345 
5432 


39892 
112 


41012 

Commencing  at  the  left-hand  column,  the  sum  (39j 
is  written  in  full ;  then  the  sum  of  the  second  column 
being  found  to  be  18,  the  unit  is  placed  immediately 
after  the  figures  previously  written,  while  the  ten  is 
placed  immediately  imder  the  units  in  the  sum  of  the 
first  column.  This  operation  is  continued  until  the 
last  column  is  reached.  Finally  the  sum  of  these  two 
items  is  the  sum  of  the  amounts  added. 

*     *  * 

Making  the  Store  Known 

A  young  man  who  had  been  working  as  salesman  in 
a  shoe  store  started  up  in  business  for  himself.  His 
name  was  not  known  to  many  of  the  men  in  that  city 
but  he  had  a  small  circle  of  young  men  friends.  As  his 
capital  was  limited,  he  felt  he  could  not  afford  to  ad- 
vertise in  the  newspapers,  and  yet  he  needed  trade  from 
the  start. 

He  therefore  organized  his  few  friends  into  a  social 
and  athletic  club,  w-hich  at  once  became  popular  and 
gained  a  large  membership.  When,  on  any  special 
night,  a  programme  was  to  be  given  at  the  club  rooms, 
he  sent  up  ice  cream  and  put  the  sum  he  had  reserved 
for  advertising  into  helping  this  club.  Combined  with 
good  merchandising  service,  this  publicity  metliod  has 
l)uilt  up  a  fine  business  enabling  him  to  use  space  in  the 
newspapers  now,  which  if  attempted  at  first  would 
probably  have  resulted  in  failure.  He  brought  about  a 
feeling  of  comradeship  among  the  young  men  which 
led  them  to  patronize  his  store.  Finding  his  goods  re- 
liable and  his  prices  right,  they  naturally  continued  to 
give  him  their  trade. 
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General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


The  L.  ii.  Hulbert  Company,  Limited,  of  St.  Catiiarines, 
Ont.,  manufacturers  of  lumbermen's  leather  tops,  tennis  tops 
and  barefoot  sandals,  are  opening  a  branch  at  Tonawanda, 
N.Y.,  to  take  care  of  their  United  States  trade.  This  is  to  be 
used  as  a  distributing  centre  for  that  country,  and  all  goods 
will  continue  to  be  manufactured  in  St.  Catharines. 

Glass  Bros.,  have  opened  a  boot  and  shoe  store  in  Cal- 
gary, Alta. 

The  Overland  Department  Store  is  opening  a  shoe  de- 
partment in  connection  with  its  business  at  Redcliff,  Alta. 

Harper  Bros.,  the  well-known  and  popular  shoe  retailers 
of  King  Street  East,  Hamilton,  recently  sold  out  to  Edward 
A.  Cooper.  Mr.  Cooper  was  formerly  a  resident  of  Hamil- 
ton, being  shoe  buyer  for  the  "Right  House"  of  that  place. 
Up  till  recently,  however,  he  has  been  occupying  a  similai 
position  with  the  Hudson  Bay  Company,  of  Calgary. 

At  the  annual  meeting  of  the  Montreal  boot  and  shoe 
section  of  the  Canadian  Manufacturers'  Association,  at  which 
14  firms  were  represented,  the  following  officers  were  re- 
elected:— Mr.  George  Slater,  chairman;  Mr.  N.  Tetrault. 
vice-chairman:  Messrs.  W.  Smardon,  R.  Locke  and  R.  Lan- 
thier,  executive  committee.  The  members  of  the  section  dis- 
cussed in  detail  the  under-valuation  of  shoes  imported  from 
the  United  States,  it  being  stated  that  a  large  amount  of  this 
had  been  done.  It  was  decided  to  take  up  this  question  with 
the  Customs  department  with  a  view  to  stopping  the  prac- 
tice, which  is  regarded  as  detrimental  to  Canadian  trade. 
The  members  also  discussed  the  subject  of  trade  customs  and 
measurements  of  leather,  and  it  was  agreed  to  consult  shoe 
trade  associations  in  Quebec  and  Ontario.  It  is  probable,  as 
a  result  of  the  section's  discussion,  that  a  general  convention 
of  shoe  manufacturers  of  the  Dominion  will  be  held  in  Mon- 
treal during  the  summer.  The  main  object  will  be  to  worlc 
out  more  fully  the  idea  of  getting  together  on  such  questions 
as  manufacturers'  costs,  trade  customs,  return  of  stock,  size  of 
cartons,  and  similar  subjects,  which,  are  of  great  importance 
to  all  manufacturers  of  footwear. 

N.  E.  Woodall,  the  manager  of  the  ladies'  department  of 
the  Regal  Shoe  Store,  Toronto,  has  just  returned  from  a  buy- 
ing trip  to  Buffalo,  Boston  and  Cincinnati. 

Fire  recently  totally  destroyed  the  shoe  store  of  N.  K. 
Cunningham,  at  Liverpool,  N.S. 

Wm.  P.  Francis  has  accepted  the  position  of  superintend- 
ent of  the  John  Ritchie  Shoe  Factory,  Quebec.  He  was  for- 
merly with  the  Emerson  Shoe  Company,  Rockland,  Mass., 
Whitman  &  Keith  Company,  and  W.  R.  Packard  Company. 

Roberts  &  Van  Lane,  shoe  retailers,  Colborne  Street, 
Brantford,  recently  suffered  a  fire  loss  amounting  to  about 
.$500. 

It  is  reported  that  a  new  felt  factory  may  soon  be  started 
at  Cobourg,  Ont. 

Mr.  Gahan,  formerly  with  the  Slater  Shoe  Company. 
Montreal,  has  been  appointed  foreman  of  the  making  room  of 
Getty  &  Scott,  Gait,  Ont.,  and  Mr.  John  McCrudden,  who 
was  with  J.  Muir  and  Company,  Maisonneuve,  has  succeeded 
Mr.  Gahan. 

The  United  Shoe  Machinery  Company  of  Canada,  Mon- 
treal, have  supplied  pull-over  and  lasting  machinery  to  Du- 
chaine  and  Perkins.  Quebec,  who  are  now  substituting  this 
machine  work  for  hand  labor.  The  same  company  are  in- 
stalling a  full  equipment  of  machinery  in  the  factory  of  Clarke 
Brothers.  St.  Stephen,  N.B.  A  repairing  outfit  has  been  sup- 
plied to  Mr.  Hayward,  of  Toronto,  who  was  formerlv  with 
the  U^nited  Shoe  Machinery  Company  of  Canada,  and  Messrs. 
Getty  &  Scott. 

F.  A.  Leclair  has  started  a  shoe  repairing  business  at  St. 
Johns.  Quebec.  He  has  installed  a  complete  outfit  of  the 
most  modern  machinery  and  announces  that  telephone  orders 
will  be  promptly  attended  to.  He.  will  conduct  business  on 
a  strictly  cash  basis. 

Waterbury  &  Rising,  Limited,  St.  John.  N.B.,  have  re- 
cently enlarged  their  shoe  repairing  department,  installed 
more  machinery  and  added  to  their  staff  of  shoemakers. 


M.  B.  Young  intends  opening  a  third  shoe  store  in  To- 
ronto. The  new  store  will  be  on  the  corner  of  Dufferin  and 
Bloor  Streets. 

C.  J.  Anger  and  G.  M.  Deschenes,  shoe  retailers,  etc., 
Morinville,  Alta.,  have  dissolved  partnership.  Mr.  Deschenes 
will  carry  on  the  business. 

A  new  shoe  repairing  shop  has  been  opened  at  13  St. 
Mary  Street,  St.  Thomas,  Ontario,  by  J.  Silvester. 

Kells  &  Company  have  started  a  new  shoe  store  at  285 
Bank  Street,  Ottawa.  Mr.  Kells  was  formerly  manager  of  the 
shoe  store  of  Bruce,  Stuart  &  Company,  in  the  same  city. 

Fire  recently  did  considerable  damage  to  the  shoemaking 
and  saddlery  department  of  the  Lebret  Industrial  School,  at 
Balcarres,  Sask. 

Mr.  Martin,  sales  manager  of  the  Kingsbury  Footwear 
Company,  Maisonneuve,  has  been  on  a  visit  to  the  United 
States  shoe  centres,  inspecting  styles. 

Negotiations  are  proceeding  for  the  sale  of  the  Slater 
Shoe  Company,  Limited,  Montreal,  to  a  strong  local  syndi- 
cate headed  by  Dufresne  &  Locke,  Maisonneuve.  .Should  the 
deal  go  through,  it  is  intended  to  thoroughly  reorganise  the 
Slater  concern,  and  to  continue  manufacturing  in  the  present 
factory  on  Latour  Street,  a  specialty  being  made  of  high 
grade  shoes  retailing  at  .$5  and  $6  per  pair.  The  factory  is 
well  equipped  for  this  purpose. 

Fred  Busch,  custom  shoemaker,  has  opened  in  Medicine 
Hat,  Alta. 

J.  V.  Thelin  &  Sons,  have  started  a  custom  shoemaking 
business  in  MacLeod,  Alta. 

The  shoe  factory  of  J.  M.  Humphrey  &  Company,  St, 
John,  N.B.,  is  running  to  capacity. 

J.  &  O.  Downey  have  opened  a  clothing  and  boot  and 
shoe  store  at  Okotoks,  Alta. 

Louis  P.  Rix,  a  well  known  shoe  retailer  of  Edmonton, 
Alta.,  was  recently  elected  to  the  executive  of  the  Retail  Mer- 
chant's Association  of  that  place. 

E.  C.  Nevisin,  leather  merchant.  Red  Deer,  Alta.,  was  re- 
cently married  to  Miss  Olive  H.  Hayward. 

A  shoe  repairing  and  custom  shoemaking  business  has 
been  started  at  Sherbrooke,  Que.,  by  Wm.  Perrault. 

The  following  branches  of  Ames  Holden  McCready 
Limited,  were  represented  at  the  annual  meeting  of  managers 
held  in  Montreal,  Toronto,  St.  John,  N.B.,  Winnipeg,  Edmon- 
ton and  Vancouver.  The  convention  lasted  about  a  week, 
and  the  discussions  were  on  questions  of  internal  manage- 
ment, styles,  etc. 

Shoe  machinery  has  recently  been  installed  in  the  repair- 
ing department  of  the  B.  &  Y,  Shoe  Store,  Vermilyea,  Alta. 

Wm.  Davis  has  been  appointed  Ontario  representative 
for  the  Fraserville  Shoe  Company,  of  Fraserville,  Que.  Mr. 
Davis  will  have  three  salesmen  under  him,  touring  the  pro- 
vince. 

The  Gilbert  Company,  who  for  several  years  have  been 
carrying  on  a  dry  goods  business  at  Chilliwack,  B.C.,  have 
recently  opened  an  exclusive  shoe  store  there.  B.  T.  Mal- 
colm is  manager  of  the  new  store. 

C.  Dennis,  of  Edmunds,  B.C.,  has  opened  a  boot  and  shoe 
store  at  White  Rock,  in  the  same  province. 

The  new  shoe  factory  of  E.  T,  Wright  &  Company,  of 
St.  Thomas,  Ont.,  is  to  have  a  new  roof  put  on  at  the  expense 
of  the  city,  the  company  refusing  to  accept  the  building  un- 
less this  alteration  is  carried  out. 

The  Redcliff  Shoe  Manufacturing  Company  have  start- 
ed operations  at  their  factory  at  Redcliff,  Alta.  The  factory 
is  a  two-storey  building  and  is  situated  in  the  new  industrial 
tract  on  the  north  side  of  the  C.  P.  R.  track.  The  building  is 
equipped  with  the  most  modern  heating,  cooling,  and  venti- 
lating svstems  for  the  comfort  of  the  operatives,  and  power 
is  furnished  by  Bessemer  gas  engines.  Skilled  labor,  the 
latest  machinery,  and  the  best  raw  material  are  employed  for 
making  a  high  grade  of  men's  shoes  which  it  is  expected,  will 
make   Redcliff  famous   throughout   Canada,     About  forty 
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hands  arc  LMiiploycd  at  present.  Redcliff  shoes  are  to  be 
nationally  advertised  and  will  be  sf)ld  throuK'ioiU  tiic  Do- 
minion. 

Geo.  L.  Hale,  the  representatives  of  the  Mealey  Shoe 
Company  of  Brooklyn,  N.Y.,  and  the  Lounsbury  &  Soule 
Company,  of  Connecticut,  was  recently  on  his  semi-annual 
tour  through  the  Canadian  cities.  Mr.  Hale,  who  is  known 
to  the  trade  as  "Uncle  George"  has  been  forty-nine  years  on 
the  road  and  was  seventy-nine  years  of  age  last  October. 
He  is  the  oldest  traveller  coming  into  Canada  from  the 
United  States,  but  is  still  active,  however,  and  df)es  not  look 
within  ten  or  lifteen  years  of  his  age. 

,\n  iMlnionton  paper  states  that  James  Kamsay,  f^imited 
will  erect  \n  tiic  near  future  a  six-storey  building  to  i)e  used 
as  a  departmental  store.  It  is  expected  this  will  be  located 
on  the  corner  of  First  and  Elizabeth  Streets.  Mr.  J^amsay's 
company  has  made  rapid  growth  since  it  began  operations  in 
Edmonton  only  a  few  years  ago. 

At  a  recent  meeting  of  the  Fredericton  Hoot  &  Shou 
Workers'  Union,  No.  458,  the  following  officers  were  elected: 
President.  Edward  Langille;  Vice-President,  John  Donalioe; 
Financial  Secretary,  F.  W.  Rowan;  Recording  Secretary,  F, 
B.  Dibbs;  Executive,  W.  E.  Perley  (Chairman),  P.  A.  Gerow 
(Secretary),  J.  McCutcheon,  B.  Burden,  L.  Carten,  J.  Cur- 
rie,  F.  Stillwell  and  F.  B.  Dibbs. 

The  Gutta  Percha  Rubber  Company,  intend  erecting  a 
.'t;6(),()00  warehouse  at  Calgary. 

A  fire  recently  broke  out  in  the  retail  store  of  tlie  Am- 
herst Boot  &  Shoe  Company  at  Amherst,  N.S.,  causing  loss 
to  the  stock,  through  fire  and  water,  amounting  to  about  .$20,- 
000.    The  loss  is  mostly  covered  by  insurance. 

J.  Robson  Lamy,  for  many  years  president  of  the  y\m- 
herst  Boot  &  Shoe  Company,  Amherst,  N.S.,  died  recently. 

Fred  R.  Foley,  the  popular  proprietor  of  the  Parlor  Boot 
Shop,  of  Bowmanville,  Ont.,  has  been  elected  by  acclamaticjn 
to  a  seat  in  the  town  council  board.  Mr.  P'oley  was  also  re- 
cently elected  first  vice-president  of  the  local  branch  of  the 
Retail  Merchant's  Association  of  Canada. 

Mr.  Arthur  R.  Thompson,  lately  connected  with  the  Sud- 
bury Waterproof  Seal  &  Leather  Company  of  St.  John,  N.B., 
has  established  a  tannery  for  the  manufacture  of  leather  by 
the  chrome  process,  at  Harbor  Grace,  Newfoundland.  Mr. 
Thompson  is  the  son  of  Mr.  C.  R.  Thompson,  manager  of  the 
Newfoundland  Boot  &  Shoe  Company. 

J.  M.  Courteney,  shoe  retailer,  formerly  of  Tottenham, 
Ontario,  is  now  located  at  Many  Berries,  Alberta.  J.  J.  Pool 
has  taken  over  the  business  of  the  former  at  Tottenham. 

VV.  A.  Clarke  has  opened  a  store  on  Queen  Street  East, 
Toronto. 

Jos.  Bazinet  has  opened  a  shoe  repairing  and  custom 
shoemaking  business  at  Hawkesbury.  Ont. 

T.  W.  Scott,  shoe  retailer,  and  grocer,  Blytli,  Ontario, 
has  sold  to  James  Rapson. 

La  I'arisienne  Shoe  Company,  Maisonneuve,  P.Q.,  are 
about  to  extend  their  factory  in  order  to  scope  with  increasing 
business.  The  addition  will  be  four  storeys  high,  on  a  site  75 
feet  by  75  feet,  making  the  total  frontage  120  feet.  The  build- 
ing will  have  a  concrete  foundation,  with  a  solid  brick  super- 
structure, and  will  give  the  company  three  times  the  present 
capacity.  The  company  are  represented  in  Eastern  Ontario 
by  Mr.  F.  Power,  and  in  Western  Ontario  by  Mr.  F.  B.  Hull. 

Mr.  Macfarlane,  of  A.  McKillop  &  Company,  Calgary, 
was  a  recent  visitor  to  Montreal. 

C.  W.  J.  I'nhani.  dealer  in  hides  and  leather,  Sussex. 
N.B.,  died  recently. 

A  new  shoe  store  has  iieen  opened  at  69^  Queenstoi; 
Street,  St.  Catharines,  Ontario,  by  S.  Goldberg. 

The  Campbell  Shoe  Repairing  Shop,  at  Sombra,  Ontario, 
has  been  sold  to  Mark  Henry. 

A  new  retail  shoe  store  has  been  opened  at  42!)  St.  Cath- 
erine Street  West,  Montreal,  by  the  Lyon  Shoe  Company. 

The  Sample  Shoe  Store  has  been  recently  opened  at  ^42 
St.  Catherine  Street  East,  Montreal. 

Wilson  &  Brown,  shoe  retailers  of  North  Vancouver, 
have  dissolved  partnership.  The  business  is  to  be  continued 
by  Fred  Brown. 

The  Daniel  Green  I'elt  Shoe  Company  announces  the  es- 
tablishment of  its  general  offices  at  72  Lincoln  Street.  Boston. 
Mass.,  also  the  acquisition  of  the  Worcester  Slipper  Com- 
pany, of  Worcester,  Mass.,  whereby  the  former  is  now  in  a 


position  to  (jffer  a  complete  line  of  all  grades  of  felt  foot- 
wear.    I'"uture  correspondence  should  be  addressed  to  the 
above  office  and  any  orders  already  booked  by  the  Worces- 
ter .SIii)per  C'ompany  will  be  filled  by  the  Daniel  Green  Com 
pany. 

A.  M.  Stewart,  sales  manager,  Gait  Shoe  Company, 
Gait,  Ont.,  has  returned  from  a  business  trip,  which  in- 
cluded the  cities  of  Toronto,  Hamilton  and  London.  He 
found  trade  conditions  very  bright  and  that  retailers  were 
buying  heavier  for  next  season  than  he  had  anticipated. 

The  C.  N.  \V.  Shoe  Company,  Limited.  London,  Ont., 
report  a  large  increase  in  orders  for  I'"all  lines.  It  has  been 
necessary  to  keep  the  factory  working  until  'J  p.m.  so  that 
immediate  orders  can  be  taken  care  of. 

Mr.  G.  A.  Hamel,  of  Paquet  &  Company,  Quebec,  has 
been  on  a  recent  buying  trip  to  Montreal.  Mr.  Hamel  has 
been  connected  with  Paquet  &  Company  for  47  years,  during 
J  5  of  which  he  has  been  head  of  the  shoe  department. 

The  Harvard  Shoe  Shop  has  opened  on  Portage  Avenue, 
Winnipeg,  in  the  Clarendon  Hotel  Block. 

L.  G.  Forte  &  Company  have  registered  recently  and  will 
conduct  a  wholesale  and  retail  business  at  Montreal. 

Plans  are  being  prepared  for  the  new  shoe  factory  of 
Tourigny  &  Marois,  at  12  Arago  Street,  Quebec  City. 

W.  F.  Turner,  who  resides  in  Pictou,  N.S.,  was  recently 
in  Montreal  for  the  purpose  of  obtaining  his  samples  of  the 
well-known  lines  of  Corbeil,  Limited.  Mr.  Tanner  formerly 
represented  the  O.  B.  Shoe  Company,  Drummondville,  P.Q.. 
in  the  Maritime  Provinces,  but  consequent  on  the  fire  at  the 
O.  B.  factory  has  now  joined  the  sales  stafif  of  Corbeil,  Ltd. 
The  name  of  Tanner  is  familiar  in  the  shoe  trade  of  the  Mari- 
time Provinces. 

J.  C.  North,  a  well-known  sh(je  retailer  of  Picton,  Ont., 
died  suddenly  on  March  26th.  The  deceased  was  sixty-seven 
years  of  age. 

Roger  Oken,  has  accepted  the  position  of  superintendent 
of  O.  Goulet's  shoe  factory,  Quebec  City.  He  was  formerly 
with  J.  H.  Larochelle  &  Fils. 

Williams  Shoe,  Limited,  is  the  style  of  the  re-organized 
Williams  Shoe  Company,  of  Brampton,  Ontario.  John  Mc- 
Murchy  is  president  of  the  new  firm,  T.  H.  Shields,  vice-pre- 
sident, S.  Mullett,  managing  director  and  secretary-treasurer, 
and  G.  Williams,  superintendent.  The  old  staff  of  opera- 
tives have  been  retained,  but  new  blood  has  been  added,  as 
well  as  new  capital.  The  company  is  capitalized  at  $200,000. 
$100,000  being  paid  up.  They  will  manufacture  a  general 
line  of  solid  leather  high  grade  staples  in  men's,  boys'  and 
youths'  in  standard  screw  and  pegged.  The  factory,  whicli 
has  an  output  of  1,000  pairs  per  day,  employs  over  175  hands. 

Geo.  E.  Girling  has  opened  a  shoe  repairing  shop  in  Ed- 
monton, and  has  installed  the  most  up-to-date  machinery. 
Mr.  Girling  was  formerly  with  the  Great  West  Saddlery  Com- 
pany, Edmonton,  being  in  charge  of  their  findings  depart- 
ment. He  has  had  an  extensive  experience  in  the  shoe  re- 
pairing business  in  England. 

Mr.  Roswell  C.  Colt  has  been  appointed  purchasing  agent 
of  the  Canadian  Consolidated  Rubber  Compony,  Montreal. 

Many  shoe  retailers  were  doubtful  as  to  the  effect  that 
the  Parcels  Post  would  have  on  their  business;  they  were 
fearful  lest  it  should  put  another  weapon  in  the  hands  of  the 
mail  order  houses.  It  appears  however  that  some  retailer*; 
are  alive  to  the  fact  that  they  can,  at  a  very  small  cost,  use 
the  Parcels  Post  in  the  same  way  that  their  strong  compe- 
titors are  using  it,  and  supply  customers  within  a  given  radius 
quickly  and  economically.  Other  retailers  are  finding  the 
system  of  value  in  obtaining  from  the  manufacturers  single 
pairs  of  rubbers  and  shoes  at  a  consideralile  reduction  in 
freight  as  compared  with  the  former  express  charges.  Tho 
Canadian  Consolidated  Rubber  Company,  for  instance,  are 
able  to  give  better  service  to  their  customers  by  supplying 
single  pairs,  and  the  retailers  in  turn  find  it  to  their  advant- 
age to  order  some  sorting  lines  in  this  way,  the  cost  of  freight 
being  very  small. 

The  American  Siioe  Store  Limited,  has  started  business 
at  Edmonton. 

Mr.  E.  W.  McMartin.  formerly  partner  in  the  firm  of 
Walter  Williams  &  Company,  manufacturers'  a.gents.  Mont- 
real and  Toronto,  has  started  in  l)usiness  for  himself  at  the 
Read  Building.  St.  .Alexander  Street.  Montreal,  and  20  W'el- 
lington  Street  West.  Toronto.  Mr.  McMartin  was  for  eight 
years  partner  in  tlic  firm  lie  lias  just  left,  with  wliich  he  was 
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associated  altogether  thirteen  years.  He  has  very  excellent 
prospects  in  his  new  venture,  as  he  will  sell  all  the  lines  of 
webs,  bindings,  galloons,  etc.,  formerly  handled  by  Walter 
Williams  &  Company,  and  in  addition  has  secured  some  very 
promising  agencies.  Mr.  McMartin  is  agent  for  Brough, 
Nicholson  &  Hall,  Limited,  Leek,  England,  manufacturers 
of  fine  boot  and  shoe  laces,  and  various  smallwares,  includ- 
ing the  Champion  Spun  Silk;  T.  B.  Bethell  &  Company, 
Coventry,  England,  makers  of  the  well-known  Spider  Web 
brand  of  elastic  boot  webs,  as  well  as  elastic  glove  webs, 
will  also  be  represented  in  this  country  by  Mr.  McMartin. 

G.  A.  Blachford,  formerly  general  superintendent  of  the 
Murray  Shoe  Company,  London,  Ont.,  has  completed  ar- 
rangements to  enter  the  manufacturing  field  and  will  special- 
ize in  flexible  Goodyear  welt  footwear  for  women.  The  new 
organization  will  be  known  as  the  Blachford  Shoe  Com- 
pany and  with  him  will  be  associated  Mr,  Charles  A.  Blach- 
ford.   "George  A."  has  been  connected  with  the  manufacture 


of  shoes  for  the  Canadian  trade  for  the  last  ten  years  and 
is  well  known  from  the  Atlantic  to  the  Pacific.  He  will  have 
general  supervision  of  the  business  in  hand,  giving  his  per- 
sonal attention  to  the  manufacture  and  quality  of  the  firm's 
product.  "Charlie  A."  has  been  associated  with  the  Blach- 
ford Davies  Company  for  the  past  seven  years,  during  the 
last  three  of  which  he  has  looked  after  the  trade  in  the  city 
of  Toronto,  personally.  He  will  devote  his  time  exclusively 
to  the  designing  of  advanced  styles  and  selling  of  the  firm's 
product. 

W.  T.  Martin,  the  popular  and  well-known  traveller  of 
A.  W.  Ault  &  Company,  of  Ottawa,  who  has  been  ill  for  the 
last  two  months  with  pneumonia,  has  almost  completely  re- 
covered and  will  soon  be  on  his  territory.  Northern  Ontario, 
again. 

Fire  broke  out  recently  at  the  tannery  of  H.  B.  Johnston 
&  Company,  River  Street,  Toronto,  damage  being  done  to  the 
extent  of  some  $10,000. 


General  Store  News  of  Western  Canada 

Where  the  Shoe  Manufacturer  May  Find  a  Customer 


Alberta 

S.  T.  Wetereberg  has  opened  a  general  store  at  Bawlf. 

A.  J.  McLeod,  general  storekeeper  at  Carbon,  has  opened 
a  l)ranch  at  Grainger. 

David  Hay  is  now  carrying  on  the  Colinton  general  store. 

James  &  Mulholland,  are  opening  a  general  store  at 
Chauvin. 

Cattamach  &  Gower  are  commencing  a  general  store  at 
Peace  River  Crossing. 

Pacey  &  Badgley,  are  opening  a  general  store  at  Peace 
River  Crossing. 

J.  E.  A.  Chambers,  is  opening  a  general  store  at  Stanger. 


Manitoba 

Peter  Sawchunk  has  opened  a  general  store  at  Teulon. 
.Samuel  Lcvinc  has  opened  a  general  store  at  Gimli. 
The  Starbuck  Co-operative  Society,  Limited,  has  started 
a  general  store  business  at  Starbuck. 

Saskatchewan 

A  general  store  has  been  opened  at  Wallard,  by  Andrew 
McCaw. 

Morrow  &  Baker  liave  opened  a  general  store  at  Ad- 
miral. 

\Vight  Bros,  have  opened  a  general  store  at  Domremy. 


HAVE  UP-TO-DATE 
METHODS 

Nothing  gets  business  like 
being  thoroughly  on  the  job. 
Don't  stretch  the  new  try- 
on  all  out  of  shape  when 
fitting  a  bunion  deformed 
foot.  It  stamps  you  as  a 
"Has-Been."  Use  the  Fis- 
cher Bunion  Protect- 
or and  get  results  worth 
having. 

THE  FISCHER  MANUFACTURING  CO* 

Milwaukee,  Wisconsin 

Sole  Owners,  Maimfaoturers  and  Patentees 


BOX  TOES  THAT    COME  ALIKE 


INDEPENDENT  BOX  TOE  CO.,  '''''^^Sn^I.al'""''- 


Shoe  Business  For  Sale 


Controlling-  interest  in  well 
established  wholesale  Boot 
and  Shoe  Business  is  offer- 
ed for  sale.  Large  part  of 
trade  supplied  from  own 
factory,  which  is  well  equip- 
ped. Extensive  connection 
from  coast  to  coast.  Rea- 
sonable amount  of  cash  re- 
quired. Opportunity  for 
group  of  young  experienced 
shoe  men,  or  for  old  estab- 
lished house  to  extend  con- 
nection. Communications 
treated  confidentiallv. 


Address — 

"Shoes,"  P.O.  Box  724,  Toronto 
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Study  the 
Artistic  Display 
Of  Your  Shoes 


The  importance  of  employing  systematic 
methods  for  the  attractive  display  of  your 
snoods  cannot  be  too  strongly  emphasized.  A 
window  display  should  serve  as  a  reflection 
of  the  interior  of  the  store. 

Lay  out  your  shoes  in  such  a  way  that  your 
customers  can  take  in  at  a  glance  the  nature 
of  your  stock. 

The  accompanying  illustrations  show  three  of 
,our  modern  fixtures  for  displaying  goods  to 
their  best  advantage. 


No.  26 
This  Fixture  complete,  only 
$45.00 

Absolutely  no  vibration.  Will  tit  any  window, 
giving  you  three  glass  shelves,  size  48  x  16, 
44  X  14,  44  X  12.  Prices  on  application  for 
special  sizes.  See  over.  Send  height  from 
floor  to  ceiling  when  ordering. 


No.  27 

Price  complete,  only  $21.50 

This  fixture  can  be  used  in  the  window  or  in 
the  interior  of  store  over  counters,  etc.  It  is 
made  of  nickel  plated  brass,  and  enables  you 
to  raise  or  lower  each  shelf  to  the  exact  height 
required,  giving  you  three  plate  glass  shelves 
43  x  10,  polished  edges.  Send  height  from 
floor  to  ceiling  when  ordering. 


No.  28 
Price  complete,  21.00 

This  handsome  fixture  with  bold  nickel  plated 
base  and  stem,  giving  two  oval  plate  glass 
shelves  18  x  10;  one  long  shelf  on  top  42  x  10. 


We  also  manufacture  a  full  line  of  nickel  plated 
brass  shoe  stands,  telescopic  and  stationary, 
from  15  to  27  inches  high.    Price  .$24  a  dozen. 


The  Showall  Window 
Fitting  Company,  Ltd. 

67  William  Street 

Brantford,  Ont. 
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Shoe  Business  For  Sale 

CONTROLLING  INTEREST  IN  A 
well-established  wholesale  Boot  and 
Shoe  business  is  offered  for  sale.  Large 
part  of  trade  supplied  from  own  fac- 
tory, which  is  well  equipped.  Exten- 
sive connection  from  coast  to  coast. 
Reasonable  amount  of  cash  required. 
Opportunity  for  group  of  young  ex- 
perienced shoe  men  or  for  old-estab- 
lished house  to  extend  connection. 
Communications  treated  confidential- 
ly. Address  "Shoes,"  P.  O.  Box  724, 
Toronto. 


Western  General  Store  Changes 

M.  Joel,  general  storekeeper  at  Edson. 
has  sold  out  to  A.  Ross. 

Carlsen  &  Christensen,  general  storre- 


keepers,  Cold  Lake,  have  been  succeed- 
ed in  their  business  by  C.  P.  Smith. 

W.  Taylor  has  bought  the  estate  of 
Whiteman  &  Company,  general  store- 
keepers, at  Mowbray. 

Thos.  Stagg  has  bought  out  the  gen- 
eral store  business  of  Olaf  Willison,  at 
Hubalta. 

Asp  Bros.,  have  succeeded  to  the  gen- 
eral store  business  of  Asp  &  Rehaume,  at 
Wetaskiwin. 

W.  R.  Lavery  has  sold  his  general 
store  business  at  Newdale  to  J.  W. 
Scott. 

D.  F.  Wilson  has  sold  out  his  general 
store  business  at  Durban  to  A.  R.  Mc- 
Pherson. 

Munro  &  Company,  Limited,  have 
bought  the  stock  of  Hart  Bros.,  general 
storekeepers,  at  Woodworth. 


The  stock  of  the  estate  of  A.  Gins- 
berg, general  storekeeper,  at  Winnipeg, 
has  been  sold  to  J.  Krindel. 


Brogktoit  Heel 
Company 

.    BROCKTON,  MASS. 


It  Pays  to 
Have  an 
Attractive 
Store 


A  System  of  the 
Milbradt  Rolling  Step 
Ladders  will  pay  for 
themselves  in  a  short 
time  by  enabling  you  to 
wait  on  more  trade,  save 
the  wear  and  tear  on 
your  fixtures  and  goods, 
as  well  as  bring  the 
appearance  of  your  store 
up-to-date.  Write  for 
catalogue  which  shows 
various  styles  of  ladders 
we  manufacture. 


Milbradt  Mfg. 

2410  N.  10th  Street 
ST.  LOUIS,  MO. 


Co. 


COUNTERS  and  BOX  TOES 

We  manufacture  all  kinds  of  Union  and  Leather  Counters, 
Leather  Box-Toes. 


Let  us  submit  samples  of 
these.  A  test  will  convince 
you  of  the  value  of  our  coun- 
ters for  your  shoes. 


Lamontagne,  Racine  &  Co. 

115  Arago  St.,  Quebec 

TORONTO  Rep.  MONTREAL  Rep. 

R.  Lewis,  21  Scott  St.         V.  Champigny,  1276  Ontario  St. 


The  Shoeman 


This  Trade  Mark  represents  tfie 
cleanest,  handsomest,  most-useful-to- 
the-dealer-and-clerk  shoe  journal  in  the 
United  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  shoe  salesman  who  asks  us 
for  a  specimen  copy  will  find  at  least  two 
big  useful  features  they  won't  find  else- 
where— send  in  for  a  copy  and  find  out 
what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request 

Published  by 

The  Arthur  L.  Evans  Co. 

183  Essex  St.,  Boston,  Mass.,  U.S.A. 


NEW  CATALOG 


This  cut 
$1.00 


showing  1000  cuts  of  the 
newest  styles  in  Footwear, 
for  catalog  use  at  $1.00 
each  and  newspaper  at  50 
cents  each. 

Let  us  know  if  you  have 
our  previous  catalogs. 

Ramsdell  Eng.  Co. 

Exchange  St. 

Rochester,  N.Y. 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


AnuTican  - 11  ritisli- Canadian  Distril)u- 

tcrs   29 

Anies-Holdcn-McC'rcady   Hi 

Aylnici"  Shoe  Company    10 

Berlin  Trunk  &  Rag  (."o   7.'i 

Browning  Co.,  C.  A   27 

Brockton  Heel  Company   77 

Boot  and  Slioe  Workers'  Union    ..  77 

Bockius  Co.,  C.  F   68 

Canadian  Consolidated  Ruhl)er  Co.  :i()-()7 

CJarkc  &   Company,  A.    R   80 

Cook-Fitzgerald  Company    18 

Cote,  J.  A.  &  M   70 

Corbeil  Limited  16-17 

Canadian   Blacking  &   Cement  Co..  72 

Commercial    74 

Champion   Shoe   Machinery  Co.    ...  fi") 

l)(iminii>n   Die   Ci)m|)any    7-t 

Diipont  \'  l'"rere   68 

Evans  Company,  Arthur  L  

Fischer  Mfg.  Company    57 

Fortuna   Machine    Co   68 

Gait  Shoe  Com])any   31 

Guay,   Eugene    72 


Harney  Cf)mpany,  1'.  J   24 

llalford  Publishing  Co   70 

Hurlljut  Company   68 

independent  i^uljber  Co   12 

independent  Box  Toe  Co   ")7 

Jacobsen  Publisliing  Co   66 

Kawnecr  Mfg.  Company   15 

Kaufman  Kuliljcr  Company    64 

Keith  Company,  Geo.  E   6:i 


Lamontagne,  Racine  &  Co. 
La  Parisienne  Shoe  Co.   . . 


5'.) 
1  1 


Mill)radl   Mfg.   Company    59 

Montreal  Box  Toe  Co   74 

McUrine  Company,  L.   ...    69 

McKeen,  Frank  VV   63 

McMartin,  E.  W   62 

Minister  Myles  Shoe  Co   8 

Miner  Rubber  Company   1 

Murray  Shoe  Company  ...   20 

Moore-Shafer  Company   26 

Nugget  Polish  Company   75 


Peters  Mfg.  Company    72 

Progressive   Shoe   Machinery   Co...  0 

Kamsdell  Eng.  Co   5'j 

Reliance  Shoe  Co   19 

Rice  &  Hutchins   2 

Robinson,  Jas  6-7 

Rideau  Shoe  Company    10 

-Sisman  Shoe  Company,  T   6'J 

Standard   Engineering   Co   73 

Showall  Window  Fitting  Co   58 

Star  Shoe  Company   4 

Smardon  Shoe  Company   .', 

Slater,  C.  E  22-23 

Slater  Shoe  Company   5 

Tebi)utt  Shoe  &  Leather  Co   14 

Th()mi)Son-Norris  Company    61 

Utz  &  Dunn  Company    28 

United  States  Shoe   Machinery  Co. 

  71-76-78-70 

Walker  Bin  &  Store  Fixture  Co.  ..  29 

Walpole  Rubber  Co   74 

Whittemore   Bros   60 

Williams  Shoe  Company   9 

Wright  Company,  E.  T   25 


Finest 
Quality 


WMttemore's  ^"^^^^ 

f  f  jSHoe  Polishes 


Variety 


Oldest  and  Largest  Manufacturers  of  Shoe  Polishes  in  the  World. 

"GILT  EDGE"  Oil  Polish.  The  only  Ladies'  Shoe  Dressing  that  positively  contains  OIL.  Softens  and  preserves.  Im- 
parts a  beautiful  Black  lustre.  Always  ready  to  use.  Largest  quantity.  Finest  quality.  Polishes  without  rubbing. 
Rct3,ils  25c 

"ALBO"  Cleans  and  Whitens  Canvas,  White  Buck,  Suede  and  Nubuck  shoes.    Each  cake  in  a  zinc  box  with  sponge 

J-;etails  tOc.   Each  cake  in  a  large  handsome  aluminium  box  with  sponge.    Retail  25c. 
"SUPERB,"  a  water-proof  paste  polish  for  all  kinds  of  black  shoes.    Contains  oils  and  waxes  to  polish  and  preserve  the 

leather.     In  new  large  boxes  with  key  attached.     (See  cut).    Retails  10c. 
"DANDY"  RUSSET  COMBINATldN.   For  cleaning  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes, 

saddles,  bridles,  etc.    details  35c.   "STAR"  russet  combination  (10c  size).    Russet,  Brown  and  O.x  Blood  pastes  (5 

sizes  of  each  color). 

"ELITE"  BLACK  COMBINATION.  For  those  who  take  pride  in  having  their  shoes  look  A  I.  Ivestores  color  and  lustre 
t,.  all  black  shoes.    Retails  35c.    "BABY  ELITE"  COMBINATION  (10c  size).   "ELITE"  PASTE  in  5  sizes. 

"QUICK  WHITE"  makes  dirty  Canvas  shoes  Clean  and  White.  In  liquid  form,  so  can  be  quickly  and  easily  applied. 
A  sponge  in  every  packet  so  always  ready  for  use.    Two  sizes,  retails  for  10c  and  25c. 

Send  for  circulars  giving  full  particulars  of  our  other  Polishes  to  WHITTEMORE  BROS.  &  CO.,  Boston,  Mass.,  U.S.A. 
For  Sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada 
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"The  Only  Way" 

To  Ship  your  Footwear 

If  you  wish  to  be  stamped  as  up-to-date  and  progressive 
abandon  the  old  and  expensive  wooden  crates  and  use  corru- 
gated freight  boxes. 

For  every  kind  of  footwear  they  are  best.  Boots,  shoes, 
rubbers,  felts  or  even  findings. 

As  compared  with  wooden  boxes  they  are  one-third 
cheaper,  are  stored  in  one-tenth  the  space  and  are  accepted  by 
the  railroads  at  the  same  rate  as  wooden  boxes,  but  being  one- 
tenth  the  weight  of  the  wood — so  much  is  saved. 

Send  a  trial  order  for  100  and  prove  this  saving  for  yourself. 


The  Thompson  &  Norris  Co.  of  Canada,  Limited 

Niagara  Falls,  Canada 

Factories:  Brooklyn,  N.Y.  Boston,  Mass.  Brookville,  Ind.  London,  Eng.  Julich,  Germany 
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The  most  successful  and  largest 
retailers  of  shoes  in  the  coun- 
try are  believers  in  the 

Long  Profits 

obtained  by  the   sale    of  the 
product  of 

Frank  W.  McKeen 

Manufacturer  of 

Men's  &  Boys' 
Welts 

Retailing  at  $3.50,  $4.00,  $4.50, 
$5.00 


Retailers  I 

Why  not  concentrate  your  busi- 
ness with  a  manufacturer  who 
is  equipped  to  make  all  your 
medium  and  high  g^rades  at 
prices  which  give  you  a 
LARGE  MARGIN  OF  PRO- 
FIT? 

Watch  for  Our  Travellers, 

Frank  W.  McKeen 

Formerly 

The  C.  E.  McKeen  Co.,  Regd.,  Quebec 


IN  CANADA 


ORIENT 

SHOE  LACES 

This  is  the  only  line  of  shoe  laces  made  of  which  it  may 
he  trutlifully  claimed  that  they  will  outwear  the  boots 
tiiey  lace  up.  The  Orient  is  a  soft,  silk  finish  cotton 
lace. 

Good  to  Look  at  and  Good  to  Wear 

it  is  so  well  tagged  that  we  guarantee  the  tags  will 
never  pull  off.  And  here's  one  of  the  strongest  selling 
points  that  any  lace  can  have — the  Orient  always  stays 
tied,  even  when  new.  The  reason  is  its  soft,  strong, 
supple  finish. 

Both  Black  and  Tan  Always  in  Stock 

Mail  us  your  order.  They  will  sell  at  10  cents  a  pair, 
yielding  you  a  handsome  profit  while  giving  absolute 
assurance  of  perfect  satisfaction  to  every  customer. 

Note  the  Beauty  of  the  Display  Carton  and  of  the  indi- 
vidually sealed  packages  in  which  each  pair  is  en- 
closed. 

C.  57  Gents'  in  4  4  and  5  4  lengths.  C.  56  Ladies"  in  5  4  and  6  4  lengths. 
There  are  other  good  laces  but  none  so  good. 

The  "Orient"  is  British  made  by 

BROUGH,  NICHOLSON  &  HALL,  LTD. 

at  Leek,  Staffordshire,  England 
City  Offices  and  Warerooms,  112  Wood  St.,  London,  E.C. 

Sole  Canadian  Agent : 

E.  W.  McMARTIN 

Read  Building,  45  St.  Alexander  Street,  MONTREAL 

Phone  Main  2371 

20  Wellington  Street  West,       -       -       -  TORONTO 

Phone  Main  2994 
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"UBET"  MODEL  Stock  Dept.  No.  4388.    Platinum  Calf,  Box 
Kid  Top.    Sizes  5  to  11.    Widths  A  to  E 


of  the  world's  discriminating  buyers  of  fashionable  footwear. 

They  go  into  the  WALK-OVER  Stores  and  say  "Fit  me  to  a  pair  of 
WALK-OVERS." 

They  have  found  shoe  satisfaction,  because  WALK-OVERS  are  proven  to 
gfive  more  quality,  more  style  and  plenty  of  comfort — the  utmost  in  shoe  value. 

We  illustrate  here  two  popular  WALK-OVER  Models  the  "Ubet"  for  Men 
and  the  "Vogue"  for  Women.  These  with  175  others  are  carried  in  stock  at 
St.  Louis,  Mo.,  and  Campello,  Mass.,  ready  to  ship  the  same  day  your  order  is 
received. 

The  WALK-OVER  stock  catalog,  illustrating  all  the  175  Spring  and  Summer 
1914  styles  for  Men  and  Women  will  be  sent  to  you  on  request  providing  there  is 
no  WALK-OVER  representative  in  your  town. 


OUR  TRAVELLERS  ARE  NOW  ON  THE  TERRITORY  AND 
WILL  WELCOME  THE  OPPORTUNITY  OF  SHOWING  YOU 
THE  WALK-OVER  LINE  FOR  FALL  1914  AND  EXPLAIN 
THE  PROPOSITION  TO  YOU  IN  DETAIL. 


Geo.  E.  Keith  Company 

Manufacturers  of  WALK-OVER  Shoes  for 
Men  and  Women. 


Campello,    (Brockton),  Mass., 


VOGUE"  MODEL  Stock  Dept.  No.  2061  Patent 
Leather  Vamp,  Cloth  Top.    Sizes  3h  to  7. 
Width  AA.    Sizes  21  to  7.    Widths  A  to  D. 


St.  Louis,  Mo.,  1117-19  Locust  St. 


TRADE  HARH'^MO.UiPAr.OFEQEaaOHOmW 
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We  Want  Your 
Placing  Order. 


To  properly  s'ltisfy  your  customers'  needs  you  require 
Rubbers  that  will  give  you  Style,  Fit  and  Honest 
Wearing  Results. 

Try  Life-Buoys  For  1914-15 

and  you  will  have  the  most  modern  Rubber  Footwear   Factory  in 

Canada  behind  you. 

Before  placing  elsewhere  carefully  consider  if  you  can 
afford  to  be  without  our 

Leather  Innerheel  Lines 

(Patented.    See  cut  below.) 

LIFE-BUOY  Brand  is  the  only  Brand  in  which 
you  can  get  this  recent  improvement  that  will  add  fifty 
per  cent,  to  the  life  of  the  Rubber. 

Why  not  wait  for  our  salesmen  ?     You  will  have  nothing  to  lose 

thereby. 

Kaufman  Rubber  Co.,  Limited 

Head  Office  and  Factory : 

Berlin,  Canada 

Branch  Warehouses  in  all  Principal  Cities. 

VANCOUVER     EDMONTON    SASKATOON  WINNIPEG 
LONDON      TORONTO      OTTAWA  MONTREAL 
TRURO       FREDERICTON      CH  ARLOTTETOWN 
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CHAMPION  SHOE  and  REPAIR  MACHINERY 

The  Largest  and 
Most  Complete  Line 
in  the  Market 

When  you  get  ready  to  equip  yourself  with  shoe  repair 
machinery,  bear  two  important  features  in  mind — Work- 
ing Efficiency  and  Sellmg  Conditions  under  which  you 
can  equip  yourself  with  the  machinery  you  want. 

Champion  Standard  Straight  Needle 

and  Awl  Shoe  Stitcher 

is  expressly  designed  for  the  repair  shop — It  has  working 
features,  such  as  no  other  machine  in  the  market.  You 
don't  have  to  trim  down  a  sole  in  advance  and  then 
stitch  it.  That's  one  big  feature  on  this  stitcher.  It 
saves  time  and  that's  what  counts. 

Champion  Ideal  Stitchers 

Especially  designed  for  new  custom  work  and  for  repairing.  This  machine  has  the 
proper  radius  on  needle  and  awl,  and  a  large  stitching  range,  consequently  every  claSS 
of  work  can  be  properly  taken  care  of  — from  the  heaviest  to  the  finest. 


Champion  Standard  Straight- 
Needle  Shoe  Stitcher. 


Champion  Ideal  Model  Curved  Needle 
and  Awl  Shoe  Stitcher. 


Champion  No.  35  Shoe  Repair  Outfit. 


Champion 
Shoe 
Repair 
Outfits 

are  equipped 
with  the  best 
and  most  com- 
plete equipment 
on  both  scour- 
ing and  burn- 
ishing shafts. 


Champion  Power  Loose  Nailers  and  Power  Metallic  Fastener 
or  String  Nailing  Machines 

Profitable  and  indispensable  in  the  repair  shop.  Soles  are  waterproof  when  nailed  on  properly — 
Both  these  machines  will  take  care  of  a  great  deal  of  trade,  that  maybe  you  now  let  go  by. 

Champion  Combination  Harness  and  Shoe  Stitchers 

are  just  the  machine  for  that  shop  where  har- 
ness is  stitched  and  shoe  repairing  work  is  done. 

CHAMPION  Machines  are  not  sold  on  roy- 
alty—They are  sold  outright,  for  cash, 
or  on  time  payments. 

Write  us  (or  catalogue,  prices  and  terms. 


Champion  Shoe  Machinery  Co. 

Please  send  me  particulars  on  

Name  

Address  


Champion  Metallic  Fastener 
Machine  or  String  Nailer. 
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Champion  Shoe  Machinery  Company 

3727-3741  Forest  Park  Blvd.,  St.  Louis,  Mo.,  U.  S.  A. 
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=  Canadians  In  Boston  = 

During  the  week  of  July  8-15,  1914,  are  sure  to  meet  a  great  many  of 
their  English  trade  connections  besides  a  great  many  of  their  Canadian 
and  American  friends  in  the  trade. 

Seventh  National 
Shoe  and  Leather  Market-Fair 


For 
One 
Week 

MECHANICS  BUILDING,  BOSTON,  MASS. 

Will  be  the  headquarters  for  the  shoe  and  leather  trade  of  the  world. 
The  Fair  is  to  be  larger  and  better  than  ever  before  and  you  certainly 
should  be  there. 

As  An  Exhibitor 

You  can  obtain  good  spaces  at  $125  to  $288,  all  equipped.  You  will 
meet  hundreds  of  interested  buyers  and  sellers  of  shoes,  leather,  machin- 
ery and  supplies. 

As  a  Visitor 

You  can  meet  more  trade  friends,  see  more  new  ideas  for  making  pro- 
gress along  shoe  and  leather  lines,  than  would  be  possible  in  any  other 
way  and  at  a  great  saving  of  time  and  money. 

Plan  to  Visit  Boston 

Arrange  your  affairs  so  that  your  trip  to  Boston 
during  this  one  week  in  July  will  be  an  assured  fact. 

If  you  will  consider  making  an  exhibit  there,  write  us 
for  latest  diagram  of  spaces,  rates  and  details  about  the 
CANADIAN  SECTION  and  CANADIAN  DAY, 

Jacobsen  Publishing  Co.,  Managers 

No.  183  Essex  Street,  Boston,  Mass.,  U.S.A. 

Publishers  of  "Hide  and  Leather" 
Chicago— 136  West  Lake  St.  New  York— No.  2  Stone  St.  Philadelphia— 415  Arch  St. 
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"We 
Do 
Business 
Your 

Way." 


Canadian  ConsoBdatd  Rubber  Co. 

mm      ,        I  Limited 

Montreal 

28  Branches  throughout  Canada 
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CONFIDENCE 

is  an  expression  of  absolute  belief — It 
is  hard  to  gain,  and  when  one  has  it 
it  must  be  carefully  guarded. 

We  have  confidence  in  our  product. 
We  know  the  D.  &  F.  Quality  Shoes 
are  worthy  of  it.  We  are  proud  to 
put  our  name  on  every  pair  of  shoes 
we  make,  as  they  carry  our  guarantee 
and  you  should  be  just  as  proud  to 
handle  them,  for  you  can  sell  your 
customers  with  the  same  confidence 
as  we  sell  you. 

They  speak  for  themselves.     See  our 
lines  and  know  them  better. 


Dupont  &  Frere 

Montreal 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  hy  Manufactmers  of 

Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters.  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortune   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


ESTABLISHED  1807 


C.  BOCKIUS  COMPANY 

Manufacturers  of 

Fine  Glazed  Kid 

Special  attention  paid  to  export  orders 
A  trial  order  solicited 

421-423-425  North  American  St.,  Philadelphia,  Pa.,  U.S.A. 


Shoes  for> 


are  of  superior  quality 
—both  as  to  fit  and 
style.  If  YOUR  JOB- 
BER is  a  "quality"  man 
he  has  them  in  stock. 


HURLBUT  C°,M,... 

PRESTON.  CANADA 
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Everyday" 
Shoes 

In  the  manufacture  of  Everyday  "  Shoes  careful  attention  is 
paid  to  every  detail,  with  the  result  that  the  finished  product  em- 
bodies smart  appearance  with  unusual  wearing  qualities. 

"Everyday"  Shoes  are  intended  to  meet  the  needs  of  the  busi- 
ness man — they  are  made  on  comfortable  lasts  from  highest  grade 
leather,  and  will  retain  their  shape  through  rain  or  snow. 

Fall  models  of  " Everyday  "  Shoes  are  now  being  shown,  and 
are  well  worth  your  consideration  as  a  staple  line. 

T.  Sisman  Shoe  Co.y  Ltd. 

Aurora^  Ont. 


Write  Us  For  Catalogue  Illustrating 

"McBrine  BaMage 


TRADE  MARK  (  f^feyitaaa ^  v  ^^SSS^^BB^  REGISTERED 


The  L.  McBrine  Company,  Limited 

Makers  of 

c Brine 's  A  round- the-  World- Baggage  " 

BERLIN,  CANADA 

Branches :— Toronto  Winnipeg  Retina  Calgary  Vancouver 
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Footwear 
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are 


hou 
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5  Floors  To  Let 
Adelaide  St  W. 
Toronto 

When    completed    this  ware- 
house building  will  be  the  most 
attractive  m  the  city. 
It  is   well    situated    for  foot- 
wear or  finding  stocks. 
Centrally   located  at  Adelaide 
and  Charlotte  Streets. 
Light  on  four  sides 
Passenger  and  freight  elevator 
Vaults 

Low  insurance 

One  block  from  four  car  lines 
Floor  area,  6,300  sq.  feet,  each 
floor. 

Building  ready  for  occupancy 
May  15th. 

For  further  particulars  ask 

R.  A.  Donald 


Union  Bank  Building 


Toronto 


Your  Staple  Lines 

Are  they  shoes  of  real  merit  that  will  stand 
up  to  rough  and  heavy  service  ? 

Can  you  show  a  customer  a  vanety  of  styles 
and  quote  him  a  price  below  that  of  your 
competitor  ? 


'  4 

\ 

;[','/ 

HE  f  \ 

/  J  a?>M.C6te 

Shoe 

If  you  stock 

"YAM  ASK  A" 

your  answer  is  yes. 

Yamaska   is   a   brand  of 
many  years  standing. 

Get  our  prices. 

J.  A.  &  M.  Cote 

St.  Hyacinthe 

Quebec 


For  $1.50  per  year  we  will  mail  you  free  the 
journal : — 

THE  SHOE  MANUFACTURERS' 
MONTHLY  (2/-), 

and  the  directory  : — 

THE  SHOEMAN'S  GUIDE  (3  6). 

Both  are  concerned  with  the  British  Wholesale 
trade.  (Exports  of  footwear  1913  over  twenty 
million  dollars.) 

The  "  Monthly  "  does  not  advertise  boots  and 
shoes,  but  machinery  and  materials  only.  Will 
keep  you  posted  on  what  is  going  on  in  Great 
Britain,  the  World's  open  market. 

The  Guide  tells  you  what  the  thousand  British 
manufacturers  produce.  Also  gives  facts  as  to 
makers  of  leather,  machinery,  inks,  stains,  mer- 
cery, findings,  etc. 

The  Halford  Publishing  Co.,  Ltd. 

26  Corridor  Chambers 
LEICESTER,  ENGLAND 
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INSEPARABLE ! ! 

GENUINE 
DIAMOND  ^  BRAND 

Fast  Color  Eyelets 

AND  THE 


Trade 


Mark 


It  will  be  found  on  the  surface  of  all  Eyelets  that  are 
absolutely  "  Fast  Color."  A  small  mark  but  of  great 
significance. 

Diamond  Brand  Eyelets  do  not  wear  brassy  because 
they  cannot.  We  have  a  booklet  that  tells  why. 
Send  for  it. 


United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 

122  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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Our  Acme  Backing  Cloth 

Now  used  exclusively  in  many  of  the  largest  American  Shoe  f  actories,  is  made  of  the  be^l  quality, 
new  Gum,  Processed  upon  the  SURFACE, — not  soaked  into  the  Cloth  and  Skin.  It  requires  only 
moderate  heat,  to  cling  to  both  Cloth  and  Skin,  to  stick  them  together  so  securely  that  they  stay  ^luck 
together  for  years,  never  discoloring  or  stiffening  the  Leather,  while  no  expert  can  tell  that  the  Leath- 
er has  been  Backed,  unless  he  cuts  the  Shoe  open  and  examines  I  he  BACK  OF  THE  UPPER. 
We  can  make  all  grades,  from  the  cheapest  up,  but  the  larger  American  Shoe  Fadories  have  found 
that  only  the  be^l  quality — our  ACME — the  old  standard  quality    does  the  work  right. 


304-310  E.  22nd  St. 
New  York  City 


SAMPLE  HALF  YARDS  FREE  ON  REQUEST. 

Peters  Manufacturing  Co. 


43-53  Lincoln  St. 
Boston,  Mass. 


f'un  kifii^  .S/>t-i  ia/ist.s  ~J  G(fic*aih 


To  get  results,  YOU  must  have  the 
best  material. 

That  is  why  the  Wise  Foremen  in- 
sist on  getting 


C!«  B«  Ci« 

Inks,  Dressings,  Waxes,  Toe  Gum 

and  Cements 

Each  Product  Guaranteed  to  be  A  i  Quality 


Made  in  Canada  by 


Canadian  Blacking  &  Cement  Company 

Hamilton,   Ontario  • 


Cheaper 
Satisfaction 


Your  customer's 
customer  will  pay 
less  for  more  satis- 
faction if  you  put 
Guay  All-Lealher 
Counters  in  your 
All  Leather  shoes.     It  pays. 

Prices  and  Samples  on  Application. 

230  St.  Marguerite  Street 
MONTREAL 


EUGENE  GUAY, 


We  also  make  Union.  Standard  and  Leather  Board  Counters. 
TORONTO  REPRESENTATIVE   638  Shaw  St. 


Are  you  Looking  for  Help? 


The  surest  and  quickest  way  to  secure 

RETAIL  SALESMEN 
OFFICE  ASSISTANTS 


SHOE  FACTORY  HELP 
TRAVELLING  SALESMEN 


is  to  insert  a  small  advertisement  in  the  "Wanted 
and  For  Sale  Department"  of  FOOTWEAR  IN 
CANADA. 

Great  results  come  from  little  want  ads. 

Try  one  next  issue. 

Footwear  in  Canada  "°  ?i;io';iT?;"' 
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Trunks  ^nd  Bags 


B.  T.  &  B.  Baggage  has  acquired  a  wide  reputation  among  the  vast  army  of  travelling  men  and 
women  for  strength,  wearing  power  and  superior  finish. 

The  increasing  demand  for  B.  T.  &  B.  Trunks  and  Bags  has  necessitated  the  extension  of  our 
factory,  and  we  are  now  manufacturing  a  full  line  ol  baggage  second  to  none  for  reliability  and  general 
excellence. 

There  is  a  close  connection  between  shoes  and  travelling  equipment.  We  should  like  to  correspond 
with  you  on  the  possibilities  of  B.  T.  &  B.  baggage  as  a  factor  in  the  increase  of  your  turnover. 

Berlin  Trunk  &  Bag  Co.,  Limited 


Berlin 


Ontario 


SHOE    REPAIRERS    standard  No.  2  Finisher 


We  make  11  different  Models  of 
Finishing  Machines  and  over  800 
of  Model  No.  2  ( as  engraving ) 
have  been  sold  in  the  OLD 
COUNTRY. 


Advantages : 


Ring  Self-Oiling  Bearings. 
Can  be  driven  by  1  h.p.  Motor. 
Dust  Gate  to  stop  Fan  drawing  air 
when  not  required  and  thus  save 
power. 

In  every  point,  which  makes  a 
high»class  machine,theSUPREM" 
ACY  of  the  "  Standard"  machines 
is  unquestioned. 


PRICE  $160 

Duty  and  Carriage 
Paid  to  Montreal 


The 

Standard  Engineering 
Company,  Limited 

Liecester  -  England 
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CATS  R4W 

CUSHION 

RUBBBR  HBELS 


Cat's  Paw  Rubber 
Heels  are  known  every- 
where for  their  excel- 
lent wearing  qualities. 
Our  patent  canvas  fric- 
tion plug  positively  pre- 
vents slipping  without 
affecting  the  buoyancy 
of  the  rubber. 

For  tale  by  all  leading 
jobbers  throughout 
Canada 


Walpole  Rubber  Co.,  Limited 

8  McGill  College  Avenue,  MONTREAL 


Dominion  Die  Co. 


MANUFACTURERS  OF 


Cutting^  Dies 

of  Every  Description 


For  Cutting 

Leather,    Rubber,  Paper 
Cloth,  Etc. 

ALL  WORK  WARRANTED 

321  Aird  Ave.,  Montreal 


TOES 


High  grade  box  toes  for  Goodyear 
work 

Also  combination  toes  of  all  kinds 

Men's,  Boys'  and  Women's  Heels 
All  Grades 

Write  for  Prices 

The  Montreal  Box  Toe  Co. 

321  Aird  Ave.,  Montreal 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a   satisfactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 


The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  village,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Ever>  General  Merchant  sells  boots  and  shoes — there  are  no 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer 


r^WUHLT  riKANaAL.CO«RJiaAL  8L 
CMlALTtAU  rewVATUI^tflta  CUM  WU|< 

Over  29  years  in  its  field 

''CANADA'S    GREA  TEST   TRA  DE    PA  PER. ' ' 

Issued  every  Saturday  Morning  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points.  Port  Arthur  and  West 
to  the  Pacific  Ocean 

Get  a  sample,  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results," — "THE 
COMMERCIAL" 

Branches  at 

VaNCOI  VER,    ToRO.STO,    MONTREAL,   CHICAGO,    NeW   YoRK,  LoNPON.  EnC. 
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The  White  Season  Will  Soon  Be  Here 

REMEMBER 

We  make  a 

"  NUGGET "  WHITE  CLEANER 

Just  as  Good  as  our  Polish 


f  ii'iiiiT|i'iMll^^^^^^^^^^Mi  iiiiiiiii'  mil'  T 


Dries  a 
Pure  White 


Will 
Not  Rub  Off 


For  Canvas,  Buckskin,  and  Nubuck  Shoes,  Belts,  Helmets,  etc.  Best  for  Babies 
shoes.   Retails  at  15-cts.  and  shows  you  a  good  margin  of  profit.   Order  some  NOW, 


9,  11  and  13  Davenport  Road 


TORONTO,  ONT. 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

If  there  is  anything 
you  want,  write  us 


United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 
Toronto  Quebec 
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Survival  Value 

What  is  it?  Survival  Value  is  the  lasting-  prestige  added  to  all 
footwear  by  the  affixing  of  the  Union  Stamp — it  is  the  surviving 
standard  because  : — 

1st    It  is  a  guarantee  of  honest  footwear,  made  under  the  best 
conditions. 

2nd    It  is  a  pledge  of  expert  workmanship. 

3rd    It  is  the  pass-word  which  opens  the  sales  doors  to  Union  Men 
everywhere. 

4th      After  the   other   inducements  have   all  been  recited,  the 
conclusive  and  finishing  argument  is  the  UNION  STAMP. 

Every  shoe  bearing  the  Union  Stamp  retains  a  sales  value  of  long 
duration,  for  no  shoe  bears  the  stamp  unless  it  has  been  produced 
under  the  proper  conditions  and  represents  honest  value. 

For  mutual  profits,  better  and  bigger  business  insist  upon  the  official 
stamp  of  the  Boot  and  Shoe  Workers'  Union — the  only  guarantee 
of  Union  Footwear. 


Boot  and  Shoe  Workers'  Union 

Affiliated  with  the  American  Federation  of  Labor 

246  Summer  Street, 


BOSTON,  MASSACHUSETTS 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  ecjuipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
ari-angement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following 
equipment : — 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work  : — 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Sottom  Brushes 


2  Heel  Brushes 

1  Stitch  Cleaning  Crush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjust- 
ed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 

122  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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YOUR 


GUARANTEE 
FOR  QUALITY 


United  Shoe  Machinery  Company  of  Canada 

Toronto  Montreal,  Que.  Quebec 


F  O  O  T  W  E  A  R    I  X    C  A  X  A  D  A 


A 

Forced 
Smile 


IS  tantamount  to  an  insincere  expression  of  satisfaction 
and  yet  many  manufacturers  wear  this  false  smile  when 
they  receive  a  shipment  of  Patent  Leather,  endeavor- 
ing to  convince  themselves  that  the  leather  comes  up 
to  their  expectations  m  quality  and  uniformity. 

You  will  not  have  to  force  a  smile  if  you  place  your 
order  with  A.  R.  Clarke  &  Co.  Our  Patent 
Leather  has  led  the  market  for  more  than  half  a  cen- 
tury and  our  customers  express  genuine  satisfaction  at 
its  superior  quality  and  finish. 

If  you  want  the  best  results,  get  the  best  Patent 
Leather  —  the  product  of  A.  R.  Clarke  &  Co., 
Limited. 


Since  its  inauguration  in  1852  our  business  has  steadily 
grown,   until  today  we  are  generally  accounted  the 

Largest  Manufacturers  of  Patent  Leather 
in  the  British  Empire 

A.  R.  Clarke  &  Co.,  Limited 


633-661  Eastern  Avenue 
TORONTO 


^  B  R  A  IM  D  /  Montreal 
Est.  1852 


Quebec 


Est.  1852 


Vol.  IV  -No.  5 


Toronto,  May,  1914 


Footwear 

I       In  Canada 


Miner 
Tennis 


YOU  cannot  sell  a  better  line 
of  canvas  shoes  than  MINER 
TENNIS.     Try  them,  they 
give  the  longest  wear  and  our 
deliveries  are  unexcelled. 

Be  prepared  for  the  coming 
demand  by  sending  your  order  to 
any  one  of  our  selling  agencies. 


The 


Miner  Rubber 

Company,  Limited 

Granby  «  Montreal 
Toronto  «  Quebec 


SELLING  AGENCIES 

Jackson  &  Savage.  Limited,  jV'Ioiitveal 
R.  B.  Griffith  &  Co..  Hamilton 

J.  M.  Humphrey  &  Co.,  St.  John.  N.B..  and  Sydney,  C.B. 

The  Miner  Rubber  Co.,  Quebec 

W.  A.  Marsh  Co..  Western.  Limited,  Winnipeg- 

The  Miner  Rubber  Co.,  Ottawa 

Ooates,  Burns  &  Wanless,  London 

Dowling  &  Creelman.  Brandon 

Blachford,  Davis  &  Co..  Limited,  Toronto 
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Murray-Made, 
Derby  and  Cleo 
Shoes 


Men  and 

Women 


Branch  Warehouse 

Read  Bldg. 
Montreal,  Que. 

FRANK  J.  McKENNA, 
Sales  Agent 


Exclusive  in  Style 
Best  in  Material 
Faultless  in  Workmanship. 


Perfect  Shoes  for  Men  and  Women. 


The  Murray  Shoe  Co. 


London,  Ont. 


Limited 
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Style 


Beauty 


Classic  Shoe 

For  Women 

Made  Under  the  Maple  Leaf 

The  Classic  Shoe  is  a  Canadian  produd  throughout,  and 
possesses  all  the  diSlincilive  features  of  American  footwear. 
Sold  to  the  trade  at  $3.00,  Classic  shoes  retail  at  $4.00, 
$4.50  and  $5.00. 

Why  drain  your  profits  by  paying  duty  on  imported  shoes  ? 

We  are  producing  3,000  pairs  of  Classic  shoes  every 
day,  and  can  supply  your  needs  promptly  and  satisfactorily. 

Getty  &  Scott,  Limited 

Gait  .•.  .'.  Ontario 


Individuality 
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It  pays  to  handle  ad- 
vertised goods  This 
magazine  advertising  of 
ours  will  make  it  easier 
than  ever  to  sell 
Minister-Myles-made 

shoes. 


A  Shoe  for  Particular  Men 

You  cannot  be  too  "fussy'' 
al)Out  your  footwear. 
And  tlie  more  particular  you 
are,  the  more  likely  is  your 
selection  to  rest  upon  our 
shoes. 

You  cannot  make  any  mi.s- 
take  in  selecting  a  shoe  that 
comes  from  the  quality  shoe 
factory  of  the  Minister  Myles 
.Shoe  Company — and  the 

is  one  of  the  most  noteworthy. 

A  gentleman's  slioe  in  every 
sense.  Smart  in  appearance,  full 
of  staunch  wearing  cjualities,  and 
tits  like  a  glove. 

Worth  trying  at  several  shoe 
shops  to  find  the  Beresford — but  as 
a  matter  of  fact,  the  first  shop 
you    ask   at   is   likely    to   have  it. 


7Ae 

BERESFORD 


Minister  Myles  Shoe 

Company,  Limited 

Toronto 
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CORBEIL 


SHOES 

Corbeil  shoes  include  a  special  line 
of  Boys',  Youths'  and  Little  Gents'  shoes 
in  Welts  and  McKays. 

They  are  real  moneymakers  and  con- 
tain all  the  essential  qualities  of  a  real 
boys'  shoe. 

They  have  the  style  Boys  want  and 
are  made  to  withstand  the  roughest  wear. 
The  kind  you  want  to  build  up  a  good 
boys'  trade. 

They  provide  a  good  margin  of  profit 
for  the  retailer. 

Corbeil  Limited 

Manufacturers  of  good  shoes  to  retail  at  $3.50,  $4.00  and  $5.00. 
Makers  of  BENCH  MADE  and  LEADER  Brands. 

Montreal 

Office— 71  St.  Paul  Street  Factory  and  Warehouse-63-71i  St.  Paul  St. 
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LEADER 


SHOES 

Leader  shoes  are  a  well  made  line  to 
retail  at  $3.50  and  $4.00. 

Their  style,  comfort  and  quality  are 
trade  winnmg  features  that  mean  dollars 
to  the  retailer. 

Compare  our  Leader  shoes  with  other 
brands  of  a  similar  price — you  will  be  sur- 
prised at  the  Leader  superiority. 

Our  travellers  are  now  on  the  road 
with  this  men's  line  in  Welts  and  McKays. 

See  our  traveller  before  3/ou  buy. 

Corbeil  Limited 

Manufacturers  of  good  shoes  to  retail  at  $3.50,  $4.00  and  $5.00. 
Makers  of  BENCH  MADE  and  LEADER  BRANDS. 

Montreal 

Office— 71  St.  Paul  Street  Factory  and  Warehouse— 63-7U  St.  Paul  St. 
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Follow 
The  "Star" 


For  a  strong,  well-made  waterproof  shoe 
for  boys  you  cannot  do  better  than  follow 
the  "  Star  brand. 

Not  only  is  the  ^^StdY^^  shoe  water- 
proof but  it  also  has  good  style  and  is 
easily  fitted. 

Made  in  tan  and  black  calf,  McKay  and 
Standard  Screw  in  stitchaloft. 

Sell  "  STAR     and  get  the  boys'  trade. 


Star  Shoe 
Limited 

Montreal 

Montreal  Agent: 

Medard  Gauthier,  La  Patrie  Building 
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One  Merchant  Stayed— The  Other  Left 


Ever  see  a  "Cut  Price  Sale",  "Bankrupt"  or  "Receiver's 
Sale"  sign  nailed  to  a  KAWNEER  FRONT?  No.  your 
mind  picture  of  KAWNEER  FRONTS  is  one  of  action — 
one  which  shows  prosperity  and  big  business. 

And  there  is  a  logical  reason  for  that.  KAWNEER 
FRONTS  create  interest  on  the  part  of  the  passers-by — they 
make  the  people  stop,  then  enter.  After  all,  that's  the  true 
work  of  a  good  Store  Front — to  make  people  enter. 

Almost  every  day  we   see  just  such  a  condition  as  is 
shown  in  this  illustration — the  Merchant  with  the  old,  back- 
number  Store  Front  going  out  of  business  and  the  Merchant 
with  the   attractive,  busi- 
n  e  s  s-producing  KAW- 
NEER FRONT  constantly 
building  up  his  business — 
It's   a  lesson   that  shows 
failure  and  prosperity — 
not  an  exception  but  an  ev- 
ery-day  occurrence.  Most 

people  do  not  enter  a  Store  and  make  purchases  simply  be- 
cause of  the  large  stock  carried,  or  the  cheapness  in  price 
— they  buy  because  they  believe  they  will  be  satisfied — they 
have  been  favorably  impressed.  How  can  that  feeling  of 
satisfaction  and  favorable  impression  be  produced  in  a  more 
logical  and  business-like  way  than  by  a  modern,  clean-cut 

KAWNEER  STORE  FRONT? 

30,000  Merchants  have  staked  their  belief  in  KAW- 
NEER by  installing  it  in  their  Stores — and  those  same 
30,000  Stores  are  today  pointed  out  as  the  most  succes  sful. 
They  are  the  leaders — patronized  by  most  of  the  people. 

The  type  of  KAWNEER  FRONT  shown  here  may  not 
be  adequate  for  your  business,  nevertheless  the  underlying 
principles  are  exactly  the  same.  This  front  was  designed 
to  make  sales — to  keep  out  the  snow  and  rain,  to  let  day- 
light into  the  Store,  to  cost  nothing  for  upkeep  and  to  last 
indefinitely.  It's  one  of  the  30,000  that's  doing  it.  In  the 
largest  trade  centers  the  streets  are  lined  with  KAWNEER 
FRONTS  and  in  the  smallest  hamlets,  even  down  to  150 
people,  you  will  find  KAWNEER  FRONTS  making  money 
for  the  Merchants  behinlthem. 

Kawneep 

Manufacturing  Company 

Limited 

Francis  J.  Plym,  President 

Dept.  R 
1195    Bathurst  Street 

TORONTO,  CAN. 


Let  the  experience  of  this  multitude  of  the  most  suc- 
scessful  Merchants  guide  you — don't  think  this  universal 
adoption  of  KAWNEER  is  a  fad — it's  founded  upon  the 
business  judgment  of  the  keenest  and  most  conservative 
Merchants  in  the  country. 

A  Particular  Type  For  Your  Business 

Every  one  of  you  million  Merchants  need  a  KAW- 
NEER FRONT — not  merely  because  it  will  save  money 
in  repairs  and  paint  bills  or  act  as  a  protection  to  your 
displays,  but  because  of  the  sales — the  profits — it  will  make. 

The  type  of  Front  your 
business  requires  can  only 
be  determined  by  an  in- 
telli  gent  analysis  and  to 
help  you  in  your  first  step 
we  ve  compiled  and  print- 
ed "Boosting  Business  No. 
25."  It's  without  question 
the  most  instructive  and  interesting  Store  Front  book  ever 
published.  Send  for  it  and  see  the  actual  photographs  of 
many  of  the  best-paying  Store  Fronts  (big  and  little)  in  the 
country — see  what  other  successful  Merchants  have  adopted 
to  increase  business — see  photographs  of  some  of  the  Fronts 
that  paid  for  themselves  in  eight,  ten  and  twelve  months. 
The  book  also  contains  drawings  of  suggestions  that  will 
help  you.  Fill  in  and  mail  this  coupon  today — no  matter 
where  you  are  located.  The  countrywide  KAWNEER  or- 
ganization enables  us  to  help  you.  The  coupon  will  not 
obligate  you  in  the  least. 


Name  

,^     Street  and  No 

City  or  Town  

/    B  usiness   


COUPON 
Kawneer 

Manufacturing  Company 
Limited 

Dept.  R.    1195  Bathurst  St. 

TORONTO,  CAN. 

*T4>nJ^     Kindly  send  "Boosting  Business  No.  25" 
■without  obligation  to  me. 
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Shoes  that  .  . 
Reflect  Quality 


Monarch  Brandon  and  Dr.  Bran- 
don Shoes  have  met  with  appro- 
val of  merchants  and  customers 
wherever  carried. 

Brandon  made  shoes  offer  possi- 
bilities for  business  undreamed 
of  with  ordinary  lines  of  men's 
footwear. 

Distinctive  styles,  materials  of 
character,  with  workmanship  of 
the  highest  order. 

Briefly — The  best  line  of  men's 
shoes  made  to  sell  at  $5.00. 


THE 


A  ivn" 


Brandon  Shoe  Co. 

LIMITED 

Brantford,  Ontario 
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Pinching  Shoes 
cause  these  Bent 
Bones 


EDUCATOR 

SHOES 
let  bones  grow 
straight 


Be  The  Only  Man  In 
Your  Town 


Why  not  occupy  the  unique  position  of  "exclusive  EDUCATOR  deal- 
er" in  your  town?  Be  the  only  man  in  town  who  sells  the  shoe  that  allows 
"room  for  five  toes".  It  has  been  extensively  advertised,  hence  the 
the  people  are  well  acquainted  with  its  merits  ;  it  is  made  on  right  prin- 
ciples of  shoe-fitting;  it  is  made  by  RICE  &  HUTGHLNS  "World  Shoe- 
makers for  the  Whole  Family",  who  have  been  making  shoes  since  1866, 
it  is  sold  right  in  your  country  through  the  following  representatives  : 


Western  Shoe  Distributing  Co. 


Educator. 

6H0E@ 


J.  K.  Rose 


Lumsden  Bldg.,  Toronto 


719  Main  Street,  Winnipeg 
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Bostonians 


Bostonian  Shoes aremanufactured 
from  best  quality  leather  on  com- 
fortable lasts  and  will  stand  the 
most  critical  comparison.  They 
are  intended  for  wear  —  not  for 
show  only  and  are  essentially  the 
choice  of  the  business  man. 

Bostonian  samples  for  Fall  in- 
clude new  styles  and  models,  and 
are  well  worth  your  consideration. 

My  service  is  prompt  and  complete 
and  has  become  a  by-word  among 
my  numerous  customers. 


James  Robinson 

Montreal 


Rubbers 

The  distinctive  merits  of  Indepen- 
dent Rubbers  have  won  them 
the  preference  of  Canadian  buyers 
from  coast  to  coast. 

The  Royal,  Kant  Krack,  Dainty 
Mode  and  Bull  Dog  brands  have 
more  selling  points  than  any 
other  rubbers;  that  is  why  mer- 
chants insist  on  having  them. 

Independent  Rubbers  constitute 
the  most  profitable  proposition  in 
this  field  of  footwear. 

Samples   shipped  on  receipt  of 
your  name  and  address. 

James  Robinson 

Montreal 
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The  Choice 

of 

Well-Dressed 
Women 


There  are  among  your  lady 
customersthose  who  demand 
the  very  latest  style  in  high 
class  footwear.  It  may  be  a 
parlor  pump  that  is  required 
to  finish  off  some  evening 
gown  or  a  street  shoe  to  suit 
some  new  tailor-made. 

Whatever  the  demand  of 
the  well  -  dressed  woman 
may  be  you  can  fill  it  with 
La  Parisienne  Shoes. 

Our  travellers  are  on  the 
road  with  Fall  samples-  do 
not  miss  them. 

Write  us  for  particulars. 


La  Parisienne  Shoe  Company 

Maisonneuve,  Que. 

Medard  Gauthier,  Sales  Manager,  La  Patrie  Building,  Montreal 


FOOTWEAR    IN  CANADA 


'5 


AMES-HOLDEN 
McCREADY 

Hold  Your  Fall  Orders 
And  See  Our  Lines 

Never  before  have  we  offered  such  a 
profit  bringing  fine  of  footwear  as  is  includ- 
ed in  our  Fall  showing.  Representatives 
are  now  on  the  road  with  samples  —  wait 
for  them. 

Men's  Welts  to  retail  at  $4.00,  $5.00 
and  $6.00  and  Women's  Welts  for  $3.50, 
$4.00  and  $5.00  —  sellers.     Also  an  at- - 
tractive  array  of  quick  selling  staples. 

Wait  for  our  man— it  will  pay  you, 

Ames-Holden  McCready,  Limited 

Montreal       St.  John       Toronto       Winnipeg       Calgary       Edmonton  Vancouver 
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Tebbutt  Shoes 

T^HE  antiseptic  and  health  features 
of  the  Doctors  and  Professor 
shoes    are    what    appeal    to  most 
customers. 

These  patent  advantages  are  found 
only  in  Tebbutt  Shoes. 

In  addition  to  their  special  construc- 
tion Tebbutt  Shoes  are  of  good  style 
and  always   fit  well.     They  are  a 
profitable  shoe  to  sell. 

Tebbutt  Shoe  &  Leather 

'C'    PAT.  N?  ■  119409 

K^^gL^     GOLD  CROSS 
SMOE 

Company 
Limited 

THREE  RIVERS 
QUE. 

CANTI-SEPf]c>< 

'906  .909  ^^^^^ 
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A  Fall  Winner 


Modern  machinery,  expert  work- 
manship and  the  best  of  leather  and 
findings  are  responsible  for  the 
success  of  AYLMER  Shoes. 

AYLMER  samples  for  Fall  1914 
are  now  being  shown  and  include 
what  is  latest  and  best  in  fashion- 
able footwear  for  Fall  trade. 

It  is  the  honest  materials  in  the  un- 
seen parts  of  AYLMER  Shoes  that 
makes  them  wear  so  well. 


The  Aylmer  Shoe  Co. 

Limited 
AYLMER,  ONTARIO 


F 


OR 
ALL 


Or  for  immediate  shipment,  our  new 
samples    of  boys,  youths  and  gents 
will  commend  themselves  to  you  and 
we  want  your  business.     You  will  find  them  dependable,  easy  to 
sell  and  profitable. 

In-Stock  for  Sorting 

From  our  in-stock  department  we  can  take  care  of  your  sorting  orders,  enabling  you  to 
keep  your  lines  complete  for  the  whole  of  the  season.    A  service  you  will  appreciate. 

"  Canadian  Boy  Shoes 

Made  and  Sold  by 

The  Reliance  Shoe  Co.,  Limited    Toronto,  Ont. 


FOOTWEAR    IN  CANADA 


-A 


Catchy  Stock  Styles 
Ready  to  Ship 
For  Fall  Trade 


"Royal  Brand" 


"Bull  Dog  Brand" 


We  have  recently  added  to 
our  line 

The  "SPORTSMAN" 
BOOT 

Made  in: 

CHOCOLATE  CALF 
PEARL  ELK 
SMOKED  ELK 
BLACK  ELK 

In  lo,  12  and  15  inch  leg. 
Double  Sole  to  heel — 

Goodyear  Welt — 
Full  Bellows  Tong-ue, 
Soles  Double  Stitched  Aloft. 

This  is  a  boot  that  will  speedily 
become  popular,  not  only  with 
the  sportsman  but  also  with 
the  farmer,  lumbermen  and  any 
others  whose  duties  lie  mostly 
out-of-doors. 


THE  IMPERIAL  SHOE 

Made  in  all  fine  leathers  Goodyear 
Welts  and  McKay  Sewn. 

BEAU  BRUMMEL 

Superio   quality  Goodyear  Welts. 
All  with  last  minute  touch. 

BEAVER  BRAND 
An  extra  fine  line  Men's  Goodyear 
Welts. 


Spring  and  Summer 
Footwear  for 

"Right- Now" 

Shipment 

Our  many  lines  for  Spring 
and  Summer  include  every 
branch  of  the  footwear 
business. 

We  have  the  system  to  ship 
sorting"  orders  within  a  few 
hours  of  their  receipt.  We 
get  busy  the  moment  the 
postman  arrives. 

It  is  this  up-to-the-minute 
service  combined  with  real 
quality  in  the  footwear  we 
ship  that  makes  this  house 
the  place  to  which  you  na- 
turally think  of  sending 
your  orders. 

With  all  our  goods  we  give 
a  guarantee  of  unquestion- 
able reliability  —  based  on 
their  manufacture  in  the 
World's  finest  shoe  fac- 
tories. 

All  our  lines  are  carefully 
selected  for  style  and  quali- 
ty and  constitute  the  pick 
of  the  season's  range. 


Agents  for  Ontario  for  the 
famous 

"WITCH-ELK" 

Hunting  and  Sporting 
BOOTS 

THE  "BIG  FOUR" 
Brands  of 
Rubber  Footwear 

KANT  KRACK 
DAIiNTY  MODE 
ROYAL  and 
BULL  DOG  Brands 

ELMIRA  FELTS 
English  and  German 
Felt  Slippers 

MOOSE  MOCCASINS 
SHEEP  MOCCASINS 

wool  lined,  with  and  without 
leather  soles. 

Oil  Tan  Larrigans 

MAPLE  LEAF  BRAND 
Solid  Leather  working  Shoes,  every 
pair  guaranteed. 

VARSITY  BRAND 
Men's,  Boys',  Youths',  Medium  fine 
shoes,  McKay  Sewn. 

LITTLE  CANADIAN 
An  extra  fine  line  of  Misses'  and 
Children's  Shoes. 


McLaren  &  Dallas 


BOOTS 

30  Front  Street  West 


Wholesale  Distributors 

SHOES 


RUBBERS 

Toronto,  Canada 
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IN  STOCK 

ST.  THOMAS 

For  your  next  order  of  sizes  try 
The  Just  Wright  Stock  Department. 


You  will  be  assured  of  prompt  service 
and  stylish  shoes  that  attract  and 
please  customers. 


E.  T.  Wright  &  Co.,  Inc. 

ROCKLAND,  MASS.  ST.  THOMAS,  ONT. 
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IN  STOCK  FOOTWEAR 

So  refreshingly  new  and  clever  as  to  hold  their  own  among  the  season's  foremost  foot- 
wear creations,  and  to  stand  for  extra  profit  through  unusual  style  and  extraordinary  value. 

START  YOUR  ORDER  TO-DAY 


STYLE  F510'/i 
C511!/2,   Same    in    Gun  Metal, 
Patent  Colt,  Tango  Dress  Welt, 
Zephyr  Last,  New  Spool  Heel, 
A  to  D,  2Yi  to  7,  $2.35 
$2.35 


STYLE  F608 

I'atent  Colt  Gaby,  Import  Cloth 
Quarter,    Dress    Welt,  Kidney 
Heel,  A  to  D,  2}4  to  7,  $2.60 
C509,  Same  in  Gun  Metal  $2  50 


STLYE  F600 

Patent   Colt,  One   Kye  Colonial 
Dress  Welt,  Full  Leather  Louis 
Heel,  A  to  D,  2^^  to  7,  $2.60 
C501,  Same  in  Gun  Metal,  $2.60 


STYLE  F6D7'/^ 

Patent  Colt,  Tango  Dress  Welt, 
Hobnoli  Last,  A  to  D,  2^  to  7. 
$2.35 

C506'/i,  Same    in    Gun  Metal, 
$2.35 


STYLE  F411'^ 

Patent  Colt  Tango,  Welt,  Toto 
Last,  A  to  D,  'IVi  to  7,  $2.35 
C400'/2,    Same   in    Gun  Metal, 
$2.36 


STYLE  F444i^ 

Patent  Colt,  Tango  Relay  Welt, 
Go    Sum    Last,    New  Kidneiy 
Heel,  A  to  D,  2V2  to  7,  $1.90 
C346'/^,   Same   in    Gun  Metal, 
$1  90 


STYLE  F3OO14 

White    Egyptian    Cloth,  Tango 
Liglit  Welt,  Hobnob  Last,  Spool 
Heel,  A  to  D,         to  7,  $2.10 
C603!^,   Same  in   White  Buck, 
$2.36 


STYLE  F347 
Patent  Colt  Baby  Doll  McKay, 
Light  Square  Edge,  Squab  Last, 
Mary  Tane  Heel,  B  to  D,  2^  to 
7  $1.75 


STYLE  F333 

Patent  Colt  Button,  Import 
Cloth  Quarter,  Dress  Welt, 
Zephyr  Last,  Full  Leather  Louis 
Heel,  A  to  D,  2'4  to  7,  $2.85.. 


STYLE  F419 

Patent  Colt  Button,  Cloth  Top, 
Hand  Turned,  Smile  Last,  Kid- 
ney Heel,  A  to  D,  IVi  to  7, 
$2.60 


STYLE  F349 

Patent  Colt  Button,  Turn,  Cloth 
Top,  Madrid  Last,  1^  inch 
Heel,  A  to  E,  2^  to  7K'.  $2.35 


STYLE  F103 

Burks  Mat  Kid  Button,  Mat 
Kid  Top,  Dress  Welt,  Mustard 
Last,  Argentine  Kidney  Heel, 
A  to  D.  2^  to  7;:-,  $2.75 


Get  after  these  helpful  profit  long,  style  strong  items  and  do  it  TO-DAY. 


"'PLEAeM©  M©§¥  BY  SBEVIM©  MBST"" 
Instantaneous  in  Stock  Department 
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Smooth  Working  Progressive  Finishing  Machines 


SEND  FOR  CATALOG  M 


SEND  FOR  CATALOG  M 


Progressive  Shoe 
Machines  are  built 
of  the  best  materials 
by  thorough  and 
practical  men  who 
know  the  needs  of 
the  slioe  repair  shop 
from  actual  experi- 
ence. We  make  sure 
that  every  part  works 
smoothly  and  effici- 
ently. 

There  are  twenty 
four  different  models 
of  Progressive  Fin- 
ishers. Botli  motor 
driven  and  foot 
power.  Built  to  last 
and  built  for  satis- 
factory service. 

Progressive  Mach- 
ines are  reasonable 
in  price  and  are  sold 
on  the  payment  plan 
or  for  cash.  With  a 
Progressive  Finisher 
your  shop  vi-ill  make 
more  money. 


PROGRESSIVE  SHOE  MACHINERY  CO., 

The  Best  Shoe  Finishing  Machinery  Manufactured. 


CHANDLERS  ADJUSTABLE  TONGUES 

Convert  the  ordinary  type  of  Pump  or  two-hole  Tie  into  the  popular  Colonial  Pattern  Pump.  Made  from  the 
very  best  materials  and  are  lined  and  stitched  in  the  best  manner.  They  can  be  quickly  adjusted  and  with 
them  may  be  used  any  type  of  buckle  shown  in  our  catalogue.  Tongues  shown  and  catalogued  are  flat;  will 
be  furnished  flared  if  so  specified. 

In  stock  in  quantities  as  required  in  Gun  Metal,  Patent  Leather,  Canvas  and  Satin. 

Tongues  With  Enameled  Buckles  as  Illustrated : 
C  51  ?2.00  Doz.  Pr.      C  52  .?2.00  Doz.  Pr.      C  59  $2.25  Doz.  Pr. 

PERFECTION  POCKET  POLISHER 


An 
Assured 
Seller 


It  Fits 
The 
Hand 


Outside  made  from  fine  Morocco  Leather,  inside  lined  with  tlic  linest  selected  grade  of  lamb's-wool.  Rolls 
into  compact  form  and  fastens  with  Mother-of-Pearl  snap  button.  Each  polisher  is  packed  in  an  individual 
carton.  These  are  sold  in  lots  of  One  Dozen,  which  come  in  assorted  colors  packed  in  a  Morocco  finished 
counter  display  box.  This  grade  retails  in  the  United  States  at  50c  each.  Dealer's  name  imprinted  in  gold 
if  sc  ordered,   at  no  additional  expense. 

This  little  article  fills  a  long  felt  want — owing  to  its  compact  form  it  may  be  easily  carried  in  a  lady's 
hand  bag,  and  its  ricli  Morocco  finish  will  be  in  perfect  harmony  with  the  other  fittings. 

Its  range  of  usefulness  is  varied.  It  may  be  used  to  polish  silver,  toilet  articles.  Belt  Buckles,  fine  leather 
goods.  Shoes  or  any  article  that  has  a  lustrous  finish.  The  fine  lamb's-wool  polisher  positively  will  not  scratch 
or  mar  the  most  delicate  finish.  An  article  for  which  there  is  an  assured  market  already,  and  one  that  will  be 
a  big  seller. 

Elite  Popular  Priced  25c.  Polisher 

Made  exactly  tlie  same  as  tlie  Perfection  Polisher,  outside  6f  fancy  grained  leather  of  varied  colorings,  in- 
side with  good  grade  lamb's-wool  lining.  Come  packed  one  Dozen  in  counter  display  box.  This  style  retails 
at  25c. 

lOc.  Advertising  Pocket  Shoe  Polisher 

.\  quick  moving  counter  proposition  same  design  as  better  grade  polisher,  just  tlie  thing  to  imprint  with  your 
name  and  give  away  for  advertising  purposes.      Sample  sent  on  request. 

Send  for  Price  Lists  on  Chandler's  Specialties 

C.  A.  BROWNING  &  COMPANY,  Exclusive  Selling  Agents 
32  Franklin  Street,  Boston,  Mass. 
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P.  J.  Harney  Shoe  Company 

Lynn,  Massachusetts 

STILL  IN  THE  LEAD 

for 

Stylish    —   Goodwearing    —    Reasonable  Priced 

Women^s  Footwear 


PATENT  APPLIED  FOR 

If  Harney's  "  Tred  Fast"  Non  Slipping  Sole  is  the  best  talking 
and  selling  feature  offered  the  retailer  for  years. 

€[}  Good  to  use  with  dancing  or  walking  shoes. 

€[}  Drop  us  a  post  card  and  invite  our  Canadian  salesmen  to  show 
you  this  line  on  their  spring  trip. 


P.  J.  HARNEY  SHOE  COMPANY  '^TsT'' 


I 


FOOTWEAR    IN  CANADA 


23 


Qht  Sa%  ho 

Mitt 


The  policy  has  been  adopted  of  opening  up 
Tally-Ho  Agencies  only  as  fast  as  we  can  do 
them  justice  and  get  them  started  right. 
Tally-Ho  Shoes  and  Joy-peds  have  taken  hold 
in  good  earnest. 

Enough  applications  for  agencies  are  now  in 
to  keep  us  busy  for  some  time — so  do  not  be 
surprised  if  we  stop  our  dealer  advertising — 
for  the  present. 

We  are  going  to  be  very — very  busy. 

In  the  meantime —  although  we  may  not  be 

able  to  attend  to  you  right  away — we  will  be 

glad  to  keep  you  posted  on  Tally-Ho  progress 

— if  you  will  write  the  home  office. 

Do  not  forget— Tally-Ho  Shoes  at  $5.00— and 

the  Tally-Ho  method — are  the  best  things  that 

have  ever  happened  in  the  shoe  business. 

Chas.  E.  Slater 

TallyxHo  Originator 

60  South  Street,  BOSTON 

Montreal      Toronto      London,  Eng.  Winnipeg 
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George  Heal 


Representing : 

Fetch  &  Co.,  Limited 

London,  England 

Ladies'  Pumps,  Highgrade  Evening  Shoes 
Best  Class  Nurseries. 

G.  T.  Hawkins 

Northampton,  England 

Gents'  Welted  and  M.  S.   Ladies'  Welted 
and  M.  S.   Youths'  Welted  and  M.  S. 

W.  C.  Terry  &  Co. 

London,  England 

Best  Class  Tennis,  Cricket  and  other 
Sporting  Goods. 


Arrives  at  Quebec  in  the  "Empress  of 
Britain"  on  May  8  for  a  short  business 
tour  in  Eastern  cities  of  Canada  and  will 
be  glad  to  meet  buyers. 

A  card  addressed  care  of 

Footwear  In  Canada 

Montreal  Toronto 

119  Board  of  Trade  Bldg.  220  King  Street  W. 

will  ensure  immediate  attention. 
Or  to: 

590  Pape  Avenue,  Toronto 


We  have  satisfied  clients  in  all  parts  of  the 
World  and  we  can  meet   YOUR  requirements. 

Fetch  &  Company,  Limited,  Cowper  Street,  City  Road,  London,  E.  C. 

G.  T.  Hawkins,  Waukerz  Factory,  Northampton 

W.  C.  Terry  &  Company,  Goulton  Road,  Clapton,  London,  E.  C. 


FOOTWEAR    TN  CANADA 


25 


It  is  Impossible  in  This  Limited  Space  to  Show  More 

Than  a  Few  Illustrations 


Fetch  &  Company,  Limited,  Cowper  Street,  City  Road,  London,  E.  C. 

G.  T.  Hawkins,  Waukerz  Factory,  Northampton 

W.  C.  Terry  &  Company,  Goulton  Road,  Clapton,  London,  E.  C. 
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I — The  Much  Demanded  Colonial 


Colonials  have  the 
call  among  low  shoe 
styles  for  Spring  and 
Summer.  This  par- 
ticular model  is  the 
favorite  as  the  feature 
shoe  among  repre- 
sentatives dealers 
everywhere. 


F602E 

Women's  Welt  Pump,  Patent, 
Colonial,  lierkshire  Last,  Lea- 
ther Covered  P.uckle,  1%  inch 
Kidney  Heel,  AA,  4  to  7 ;  A,  :i 
to  7;  B  to  1),  2yj  to  7,  $2.75 

F626G 

Same  as  above,  but  in  Dull  Calf. 
$2.75 

F690B 

Same   as   above,   but   in  White 
Canvas.     A   to   D,  2^    to  7, 
$2.75 


You  can  profitably 
show  this  Colonial  in 
patent,  dull  calf,  and 
white  canvas.  We 
have  them  in  stock 
in  these  materials  for 
special  summer  selling. 
Place  your  order  early 
— the  demand  is 
heavy. 


F402G 

Women's  Flexible 
I'ump,    Patent  Colonial, 
port    Last,    Steel  lUickle, 
inch  Kidney  Heel,  13  to  D, 
to  7,  $2  25 

P425B 

.Same  as  above,  bul  in  Dull  Calf, 
$2.75 


McKay 
New- 
1% 

2/2 


F602A 

Women's  Welt  Pump,  Patent, 
.Atlanta  Last,  Plain  Toe,  Rib- 
bon y!ow,  1-54  inch  Heel,  A,  '.i  to 
7;  I!  In  1).  2!/  I"  T.  $2.60 

F640B 

Same    as    aliove.  bul 
Kussia  Calf,  J!  lo  D, 
$2.60 


Tan 
to  7, 


Other  Desirable 
Sellers 


These  other  numbers  in 
pumps  and  oxfords  are  de- 
sirable for  your  summer 
selling"  and  are  also  carried 
in  stock  for  your  benefit. 

Our  line  of  stock  shoes 
is  longer  and  more  attract- 
ive than  ever,  and  all  styles 
are  ready  to  ship  when 
your   order    is  received. 

Night  letter  or  mail  your 
requirements  today  from 
our  Double-Ouick  Stock 
Department  for  prompt 
delivery  and  shoes  that  will 
please  your  customers. 


Utz  &  Dunn  Co. 

Rochester,  N.  Y. 


F0427B 

Women's  Perfection  Welt  Mc- 
Kay Oxford,  Dull  Calf,  Cub 
Last,  Perforated  Vamp,  1  vj  inch 
Heel,  P.  to  D,  2'/2  to  7,  $2.10 

F0442A 

Same  as  above,  but  in  Tan 
Russia  Calf.  $2.25 


F0627A 

Women's  Welt  Oxford,  Dull 
(  alf.  Crest  Last,  Space  Stitched 
\  amp.  Perforated  Tip,  IH  inch 
Heel.  .\.  ."!  to  7;  1!  to  D,  '2'/i  to 
7.  $2.50 

F0608D 

Same  as  above,  but  in  Patent 
with  Mat  Kid  Top,  $2.50 

F0642B 

.Same  as  above,  but  in  Tan  Rus- 
sia Calf,  B  to  D,  2'A  to  7,  $2.60 
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Am-Bri-Can 

Trade  Mark 


ME 


To  Retailers 


w 


E  beg  to  announce  that  we  have  opened  an  office  at  Toronto,  and  are  now  in  a  position  to  fill 
orders  from  retailers.    We  are  sole  Canadian  distributers  for  the  following  firms: 

Ashby-Crawford  Co.,  Marlborough,  Mass. — Makers  of  Trot-Mac  Shoes 

John  Strootman  Shoe  Co.,  Buffalo,  N.Y. — Makers  of  Women's  Fine  Welts 

Nathan  D.  Dodge  Shoe  Co.,  Newburyport,  Mass. — Makers  of  Women's  Slippers,  Pumps  &  Turns 


We  feature  a  line  of  men's  welts,  both  slip  and  single  sole,  manufactured  in  Canada,  strong  value  to  retail 
at  $4.00.    See  our  samples  of  "  Am-Bri-Can  "  brand  of  women's  and  men's  cushion  sole  shoes. 

Your  inquiries  are  solicited, 

American  »  British  ^  Canadian  ^  Distributers 


Boston 


TORONTO 

Montreal 


310  Yonge  Street 


CANADA 

Winnipeg  London,  Eng. 


Shoe 
Displays 

The  impression  every  customer  gams  of  your  store  is 
made  by  your  displays — your  fixtures  and  your  sales- 
folk. 

Display  your  new  shoe  styles  in  our  handsome  show 
cases  and  you  will  find  many  extra  sales  will  be  the  result 


and  your  patrons  will  stamp  you  as  "Up-to-date.' 
Many  a  sale  is  made  by  a  show-case  full  of 
smart  shoes. 

Send  us  a  sketch  of  your  store,  givmg  di- 
mensions, and  we  will  furnish  you  with  estimates 
and  send  circulars  with  complete  descriptions. 

The 

Walker  Bin  &  Store  Fixture 

Company,  Limited 


BERLIN 


ONTARIO 


28 


FOOTWEAR    IN  CANADA 


APRIL,  MAY  AND  JUNE 

ARE  THE  MONTHS  WHEN  YOU 
HAVE    THE    BIGGEST    CALL  FOR 

Light  City  Rubbers 


EXAMINE    YOUR    STOCK  OF 


DOMINION 


SPECIALTIES 


AND  SEND  17S  YOUR  SORTING  ORDER 


Canadian  Consolidated  Rubber  Co. 

. .  I  Limited 

Montreal 

28  Branches  Throughout  Canada 
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A  Journal  of  its  Findings,  Making  and  Sale. 
Published    for    the    Good   ot  the 
Trade  by 

HUGH  G.  Maclean,  limited 

HUGH.   C.   MacLEAN,   Winnipeg,  President. 
THOMAS   S.   YOUNG,   General  Manager. 

HEAD   OFFICE  -  -  230  King  Street  West,  TORONTO 
Telephone  A.  929 


MONTREAL  -  Tel.  Main  2299  -  Room  119,  Board  of  Trade 
WINNIPEG  -  Telephone  Garry  856  -  302  Travellers'  Bldg. 
VANCOUVER  -  Tel.  Seymour  3013  -  Hutchison  Block 
NEW  YORK  -  Telephone  3108  Beekman  -  931  Tribune  Bldg. 
CHICAGO  -  Tel.  Central  6403  -  1155  Peoples  Gas  Building 
LONDON,  ENG.    ------    3  Regent  St.,  S.W. 

SUBSCRIPTION  RATES 
Canada  and  Great  Britain,  $1.00.    U.  S.  and  Foreign,  $1.50. 
Single  copies  15  cents 

Vol.  4  May,  1914  No.  5 


Price  and  variety  arc  both  im- 
Be  Courteous        portant  factors  in  modern  mer- 

cliandising-  1)ut  more  than  any 
other  thing  do  the  mail  order  houses  practice  cour- 
tesy in  dealing-  with  their  customers,  and  the  fact  that 
they  guarantee  satisfaction,  or  refund  the  money,  is 
the  reason  of  their  tremendous  success  and  being  able 
to  hold  their  trade. 

Where  some  retail  merchants  treat  complaints 
with  a  horror,  irrespective  of  whether  the  customer 
is  at  fault  or  not,  the  mail  order  houses  treat  them 
with  all  the  courtesy  possible,  thus  making  it  easy 
for  the  customer  to  register  a  complaint,  and  in  nine 
cases  out  of  ten  where  the  purchaser  insists  on  having 
his  money  back,  they  cheerfully  refund  it.  This  is 
l)articu!arly  true  if  the  customer  is  a  new  one,  and 
as  to  whether  the  customer  has  a  just  complaint  is, 
after  he  is  satisfied,  investigated,  and  if  after  investi- 
gating, they  find  he  was  not  justified,  they  immedi- 
ately place  him  on  the  black  list,  and  all  bu.siness 
dealings  between  them  come  to  an  end.  This  action 
on  their  part  proves  that  they  are  by  no  means  "easy 
marks."  They  are  under  the  impression,  and  they  are 
right,  that  the  average  buyer  is  honest,  and  will  not 
complain  when  he  is  satisfied  witli  his  purchase. 

Tliere  isn't  anything  a  retail  merchant  can  do  tliat 
win  cement  relations  between  a  dissatisfied  customer 
and  liimself  better  than  to  have  the  customer  go  out 


of  his  store  feeling  that  a  wrong  has  been  righted  to 
his  entire  satisfaction.  It  is  gross  foolishness  on  the 
part  of  the  retailer  to  be  anything  but  courteous  to  a 
customer  who  is  dissatisfied  with  his  purchase.  The 
argument  ends,  in  most  cases,  by  the  exchange  of  the 
article  or  the  refund  of  the  money  ;  the  customer  has 
won  his  point  and  the  retail  man,  by  reason  of  his 
being  discourteous,  has  lost  his  future  trade. 

*  *  * 

Business  is  science,  and  salesman- 
Philosophy  of  gi^jp  jg  philosophy,  because  they 
Salesmanship  ^        ^  1    ^  >  j 

come  under  the  general  natural 

law  of  cause  and  efifect.  Salesmanship  is  persuad- 
ing people  to  buy  your  goods  at  a  profit.  To  do  this 
it  is  necessary  to  create  four  mental  laws  of  the  mind 
corresponding  with  four  laws  of  matter  and  lead  the 
buyer  through  four  dififerent  stages — Attention,  In- 
terest, Desire  and  Action.  But  the  highest  form  of 
salesmanship  is  not  only  to  get  customers,  but  to 
keep  them.  To  be  able  to  do  this,  confidence  and 
satisfaction  must  be  established  in  the  customer's 
mind.  Make  your  store  a  quality  store,  for  "a  house 
is  known  by  the  customers  it  keeps." 

Excellence  of  service  is  another  important  point 
that  will  bring  success,  for  service  is  a  cause  and  suc- 
cess is  its  efifect ;  take  care  of  the  cause  and  effect  will 
take  care  of  itself.  Service  might  be  grouped  under 
three  classifications — quality,  quantity,  and  mode — 
the   combining   of   these   brings   about  satisfaction, 

The  world  of  business  to-day  is  made  up  of  three 
great  powers — man  power,  money  power  and  equip- 
ment power.  Man  power  alone  of  these  three  is  a 
cause,  the  other  two  are  efifects.  Destroy  money 
power  and  equipment  power  and  man  power  would 
rebuild  them  ;  destroy  man  power,  and  money  power 
and  equipment  power  would  rust  av/ay.  And  be- 
cause of  this,  the  individual  power  of  man  is  import- 
ant. It  is  necessary  for  success  that  a  salesman  have 
these  foin-  essentials — -Physical  Endurance,  Ability, 
Reliability  and  Action.  To  be  efificient  he  must  rank 
high  in  all  four  respects — Ability  of  mind.  Reliability 
of  character.  Endurance  of  body  and  Action  of  the 
whole — all  combined  to  form  the  "area"  of  success- 
ful business. 

*  *  * 

You  will  sell  more  goods  if  you 
Keep_^the^Store      keep  your  stock  and  store  clean 

and  tidy.  You  must  not  only 
keep  up  to  a  man's  standard  of  cleanliness,  but  you 
must  keep  up  to  woman's  standard  of  cleanliness. 
Not  even  dirty  people  like  to  trade  in  a  dirty  store— 
they  invariably  seek  a  clean  one  if  they  can  find  it. 
A  cleanly  person  will  never  trade  in  an  unclean  store, 
if  he  can  help  it — and  the  chances  are  ten  to  one  that 
he  can  help  it.  Then  keep  down  the  cobwebs  and 
dust  off  the  shelves.  An  hour  thus  employed  is  worth 
a  hundred  spent  in  cursing  your  luck  and  j^our  light 
sales.   Cobwebs  and  Trade  were  never  good  friends. 
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'I  Ik'v  clash  whenever  they  meet — so  keep  tlicni  apai  l. 

Don't  wait  until  yon  "get  the  time"  before  you 
clean  up.  'lake  the  time.  It  ])ays.  When  your 
clerks  are  not  otherwise  employed,  keep  them  busy 
cleaning;  and  re-arran<jin^  stock.  Set  a  yood  example 
by  lending  a  helping  hand  ytjurself.  Ycni  can  aft'ord 
to  be  a  crank  upon  this  subject.  Insist  upon  having 
all  dust  and  rubbish  removed.  Don't  neglect  the 
corners,  the  tops  of  shelves,  the  space  behind  the 
stock,  or  the  back  room. 

Dust  is  a  parasite  that  eats  into  profits.  Don't 
throw  away  money  by  allowing  it  to  spoil  stock.  You 
can  lose  more  in  this  way  than  in  almost  any  other. 
A  dirty  article  is  never  a  saleable  one.  Cleanliness  is  a 
direct  asset.  It  means  money  in  your  pocket,  both 
fiv)m  a  standpoint  of  credit  and  sales. 


Creating  an 
Impression 


Tu  order  to  get  the  right  store 
atmosphere,  the  merchant  should 
study  his  window-staging  and 
store-staging  as  carefully  as  Sir  Menry  Irving  ap- 
l)lied  himself  to  tiie  ])roperties  of  the  acting  stage. 
Notliing  gives  incoming  customers  such  a  bad  imi)rcs- 
sion  as  a  lounging,  careless  altitude,  e\  en  though  tliey 
may  not  be  sufficiently  critical  to  definitely  analyze 
the  cause  of  the  impression.  A  man  at  the  doorway 
looking  out,  or  in  any  way  blocking  the  entrance 
drives  awa}'  trade,  while  a  busv  man  in  tlie  front  of 
the  store,  attracts  attention  and  inxites  entrance.  The 
little  details  of  store  management,  the  impressionistic 
])art  of  it,  arc  ini])ortant  adjuncts,  and  ])usyness  at 
tracts  business.  The  appearance  of  liu-ift  and  in^ 
dustr}'  within  the  store  coui)led  with  an  alert  and 
interested  a|)proach  to  an  incoming  customer  is  good 
l)usiness. 


The  great  l)enelit  of  cash  discount 
Casli  Discount  is  iu  the  credit  standing  it  con- 
fers on  the  man  who  takes  it 
aright.  When  business  is  panicky  and  money  tight, 
a  merchant  who  has  been  known  to  live  up  to  his  dis- 
count obligations  will  get  accommodations  from 
bankers,  manufacturers  and  jobbers  that  might  not 
be  given  others.  They  like  to  help  him  along.  When 
times  are  good  they  take  special  care  of  his  orders, 
and  he  is  the  first  to  be  told  about  unusual  bargains 
and  other  inducements. 

To  1)e  successful  and  to  maintain  that  priceless 
thing — credit — discount  your  bills  when  possible,  thus 
making  a  cash  saving  and  raising  your  credit  at  one 
time.  Some  merchants  make  the  great  mistake  of 
claiming  the  cash  discount  after  the  discount  period 
has  elapsed.  This  defeats  the  object  of  the  discount 
— the  encouragement  of  prompt  payment.  A  mer- 
chant has  no  more  right  to  take  the  discount  ofif  a  bill 
that  is  past  duo.  than  he  h;is  to  change  the  price  of 
the  goods. 


The  habitual  disregard  of  discount  conditions  often 
lowers  the  dealer  in  the  estimation  of  those  whose 
good  will  and  support  are  necessary  to  his  success, 
riuvnigh  the  exchange  of  credit  experience  between 
manufacturers  and  commercial  agencies,  these  prac- 
tices become  known,  and  the  result  is  a  lowering  of 
the  dealer's  credit  rating. 


Good  Shoe 
Thouglit 


There  are  a  great  many  good 
shoe  advertisements,  and  not  all 
of  them  are  composed  by  expert 
advertising  men.  Good  shoe  thought  is  the  main  re- 
cpiisite.  It  is  on  this  fact  that  is  based  the  assertion 
that  "the  general  run  of  shoe  advertising  ought  to  be 
better  than  it  is."  For,  if  lack  of  skill  in  utilizing  ad- 
vertising principles  of  display  and  arrangement  were 
the  only  failings,  we  would  see  only  badly  displayed 
advertisements,  but  usually  when  a  shoe  advertise- 
ment is  bad  it  is  bad  technically,  as  well  as  badly 
written. 

If  it  is  either  or  both,  two  unfortunate  results  are 
sure  to  follow.  One  is  that  it  is  inefifective ;  it  does 
not  bring  business.  The  other  is  that  the  moncv 
w  hich  the  space  costs  is  wasted.  .\  loss  and  a  waste, 
or  a  waste  and  a  loss— either  way  you  wish  to  put  it. 
*      *  * 


Attending  to 
Business 


It  is  all  right  to  be  manager  of  the 
baseball  team  and  big  chief  in  the 
lodge,  Init  your  own  business  is 
entitled  to  nujst  of  your  working  hours,  and  probably 
all  of  them  will  not  be  too  much.  The  man  who  minds 
his  ow  n  business  is  far  more  likely  to  have  a  business 
to  mind  than  he  who  devotes  his  time  to  butting  into 
other  people's  aftairs. 

"Keep  thy  shop  and  thy  shop  will  keep  thee,"  said 
llenjamin  Franklin.  Leave  the  shop  to  keep  itself 
and  it  is  mighty  certain  that  it  will  not  keep  thee,  nor 
anyone  else.  Your  business  will  never  run  as  smooth- 
ly when  you  are  away.  No  matter  how  much  help 
you  might  be  somewhere  else,  you  will  be  of  more 
lielp  at  home. 

The  merchant  who  thinks  that  he  can  get  rich 
quick  by  monkeying  with  some  other  business  than 
his  own,  will  soon  find  his  bank  account  melting  like 
a  snow  bank  in  a  Mav  sun. 


I  mu^I  do  useful  work  ;  I  muA  do  it  well ; 
1  mu^  do  it  on  time.  But  I  mu^  make  my 
work  more  useful,  or  better,  or  quicker 
than  it  has  been  made  before,  or  1  shall  fail. 
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hoe   Store   Umdeir  New  MairaaEemeiiilt 


Lyon  Shoes,  Limited,  Takes  Over  Boston  Shoe  Store  at  Mon- 
treal— Extensive  Alterations  to  Interior — Located  on  Corner 


Wlien  the  Boston  Shoe  Store,  at  the  corner  of 
Manstield  street  and  St.  Catherine  street  west,  Mont- 
real, went  into  Hquidation,  the  lease,  after  a  short  time, 
was  sold.  It  was  pnrchased  by  Lyon  Shoes,  Limited, 
a  company  formed  for  the  purpose  of  operating  this 
store.  Extensive  alterations  were  made  to  the  exterior 
and  interior,  which  converted  a  rather  dingy  store  into 
one  of  bright  and  attractive  appearance.  It  has  just 
been  opened  under  the  management  of  Mr.  L.  Hoff- 
man, who  was  recently  connected  with  the  Guarantee 
Shoe  Store,  St.  Lawrence  Boulevard,  Montreal. 

There  are  two  entrances,  one  on  St.  Catherine 
street  west,  and  the  other  on  Mansfield  street.  The 
store  has  a  depth  6i  87  feet,  with  a  width  of  19  feet 
for  the  greater  portion  of  this  distance,  the  rear  por- 
tion of  the  shop  forming  a  space  27  ft.  square.  The  front 
part  is  devoted  to  men's  and  the  square  section  to  wo 
men's  and  children's  shoes.  There  is  a  row  of  chairs 
in  the  centre  and  two  rows  in  the  women's  depart- 
ment; the  cash  desk  being  situated  at  the  side  near  the 
Mansfield  street  entrance. 

Owing  to  the  interior  being  finished  in  white  en- 
amel the  store  has  an  exceptionally  light  appearance. 
The  fixtures  are  placed  on  the  two  sides  of  the  front 


portion  and  on  three  sides  of  the  square.  The  fixtures 
are  also  i^ainted  in  white  enamel,  with  the  exception  of 
the  bottoms,  which  are  of  mahogany.  The  lighting  is 
by  means  of  chain  electric  fixtures  suspended  from  the 
ceiling,  in  series  right  around  the  store,  the  globes 
being  of  an  artistic  pattern.  All  shoes  are  cartoned, 
the  boxes  bearing  the  label  of  the  firm.  They  are  so 
arranged  as  to  be  readily  handled  by  the  salesmen, 
and  customers  thus  quickly  attended  to. 

Consequent  on  the  corner  situation,  the  store  has  a 
very  large  window  area,  chiefly  on  Mansfield  street. 
The  left  hand  side  of  the  window  on  St.  Catherine 
Street  contains  women's  boots  and  the  right  hand  and 
the  Mansfield  Street  windows  the  men's.  As  will  be 
seen  by  our  photo,  the  windows  are  neat  and  well  ar- 
ranged, and  without  being  crowded,  show  the  various 
lines  to  advantage.  The  background  has  decorations 
made  of  alabastine  (backed  with  wood),  picked  out 
with  various  colors.  The  liberal  use  of  mirrors  adds 
to  the  dainty  appearance,  while  relief  is  afforded  by 
the  display  of  foliage.  Mr.  Hoffman  is  a  firm  believer 
in  well-lighted  windows,  and  it  will  be  noticed  that 
there  is  an  ample  supply  of  tungsten  lamps  and  artistic 
shades.    Tlie  window  was  dressed  by  G.  Quesnel. 


11 


Artistically  dressed  windows  of  Lyon  Shoes,  Limited.  Montreal. 
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A  Store  Fromit  BMilt  to  Suit  the  Tradl( 

Unique  and  Attractive  Design  that  Brought  Business  Fronts 
Should     Be     Characteristic,    Efficient    and  Sales-Producing 


Till'"  illustrations  and  description  of  the  store 
front  in  connection  with  this  article  are  taken 
from  a  recent  issue  of  the  Merchants  Record 
and  Show  Window.  The  front  is  unique  and 
attractive,  and  is  ideal  for  the  business  for  which  it  was 
designed,  viz.,  dry  goods  and  millinery.  Although 
doubtless  few,  if  any,  Canadian  shoe  stores  could  af- 
ford to  devote  so  much  area  to  window  display,  (the 
window  being  twenty-six  feet  deep)  nevertheless  many 
ideas  can  be  gleaned  from  a  study  of  this  article  and 
'the  illustrations  connected  therewitli. 

In  Figs.  1  and  2  you  will  see  that  twenty-six  feet  of 
lloor  space  was  devoted  to  store  front  purposes.  Does 
it  pay  to  build  a  front  so  deep?  Does  it  pay  to  even 
have  show  windows?  If  your  store  needs  show  win 
dows,  it  needs  the  very  best;  it  needs  show  windows 
that  are  built  to  suit  your  conditions — show  windows 
that  will  tell  your  story  truthfully,  constantly  and  en- 
tirely, 365  days  and  nights  every  year. 

In  the  former  store  front  used  by  this  shop  the  door 
was  in  the  centre,  with  show  windows  flush  with  the 
sidewalk  on  either  side.  You  may  travel  from  one 
coast  of  this  country  to  the  other  and  you  will  And 
thousands  of  store  fronts  of  almost  exactly  the  same 
design  as  the  old  Wiler  &  Wise  front.  Do  they  repre- 
sent the  merchants  behind  them — are  they  character- 
istic, efficient  and  sales-producers?  No — absolutely  no. 

Store  fronts  are  too  often  thought  of  as  simply 
partitions  to  keep  out  the  snow  and  rain,  as  mere  parts 
of  the  buildings  rather  than  salesmen,  as  parts  of  the 
businesses  with  which  they  are  associated.  Is  your 
store  front  one  of  your  star  salesmen?  Is  your  front 
making  money  for  you?  Just  go  out  on  the  sidewalk 
and  "size  up"  3'our  place  of  business.  Look  at  it,  then 
think  of  what  Wiles  &  Wise  built  in  1903  and  tore  out 


in  1914  to  put  in  a  front  costing  in  the  neighboriiood  of 
$6,000  simply  that  they  might  be  able  to  show  every 
line  every  day. 

If  your  present  front  is  "one  of  the  best"  in  your 
city  would  you  feel  like  tearing  it  out  and  replacing  it 
by  a  modern,  made-to-fit  store  front,  simply  to  be  able 
to  show  what  you  have  to  sell?  Would  it  pay  you  to 
tear  out  your  old  front  and  tell  the  people  your  own 
story  by  means  of  a  new  front? 

Let's  analyze  the  new  Wiler  &  Wise  front.  First 
consider  its  general  make-up,  not  overlooking  the  pro- 
portion between  the  prism  glass  and  the  plate  glass. 
One  could  not  possibly  pass  this  store  and  not  feel 
aware  that  "Here  is  an  up-to-date  store."  The  very 
air  is  in  harmony  with  the  conditions,  and  it  faces  the 
street  in  such  a  dignified  and  attractive  manner  that 
lack  of  consideration  or  interest  is  almost  impossible 
to  the  passer-by.  Then  it  becomes  almost  second 
nature  to  enter  the  vestibule — it's  so  inviting.  Notice 
that  there  is  a  small  display  space  of  triangular  shape 
in  the  rear  of  the  island  show  case.  This  shape  was 
adopted  on  account  of  a  structural  condition  in  this 
building.  You  will  notice  that  a  column  forms  the 
apex  of  the  triangular  display  case  and  that  it  is  boxed 
in  with  mirrors.  Also  the  side  of  this  small  triangular 
case  that  faces  the  street  is  fixed  with  a  mirror,  thus 
totally  segregating  the  small  case  from  the  large  island 
show  cases.  This  would  be  a  good  place  to  display 
novelties,  such  as  shoe  buckles,  etc.  Oftentimes  small, 
inexpensive  articles  placed  in  this  case  would  result  in 
extra  sales — they  will  be  that  last  quarter  of  the  change 
that  was  returned  from  the  purchase  that  was  made 
in  the  store.  Another  similar  compartment  is  in  the 
compartment  at  either  side  if  the  doorway. 

There  is  an  entrance  way  of  eight  feet  and  nine 


Fig.  l-~This  is  the  New  Front— it  is  Twenty-Six  Feet  Deep. 
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inches  in  front ;  and  a  distance  of  four  feet  and  eiglit 
inches  between  tlie  island  show  case  and  the  main  show 
windows  in  front,  and  five  feet  and  six  inches  in  tlic 
return.   These  dimensions  are  shown  on  Figure  2. 

Figure  1  shows  a  portion  of  the  art  glass  dome 
which  forms  a  ceiling  in  the  vestibule.  This  dome  is 
illuminated  and  presents  an  appearance  that  would  do 
credit  to  any  store  in  the  world,  no  matter  where  lo- 
cated. In  every  element  this  store  front  has  been 
built  arovmd  the  Wiler  &  Wise  business, — it  repre- 
sents them — it  is  individual  and  there  isn't  any  ques- 
tion but  that  this  will  prove  to  be  one  of  the  most  pro- 
fitable investments  this  concern  has  ever  made. 

Practically  the  only  elaborate  element  in  this  front 
is  the  art  glass  dome,  and  that  also  is  of  a  design  that 
is  more  or  less  simple  and  dignified.  There  is  a  great 
possibility  of  installing  art  glass  of  complicated  and 
confused  designs  however,  that  was  all  considered  in 
the  formulating  of  the  plans  of  this  store  front. 

Here  is  a  modern  1914  store  front  and  one  that 
would  be  a  source  of  pride  to  any  merchant.  Not  only 
would  it  be  a  source  of  pride  to  conduct  a  business  be- 
hind such  a  store  front,  but  it  would  be  a  source  of 
profit,  because  it  is  such  fronts  that  attract  people  to 
and  into  the  stores — it  is  such  fronts  that  produce 
sales. 


Attaching  Rubber  Soles  to  Shoes 

Rubber  can,  of  course,  be  stitched  onto  a  rubber 
welt  or  onto  a  leather  welt,  but  there  is  a  better  way  to 
the  writer's  mind  of  doing  this,  and  that  is  to  cement 
tlie  sole  down  on  the  shoe,  the  process  requiring  but  a 
few  seconds  for  each  shoe.  The  cement  used  for  this 
purpose  by  one  of  the  large  shoe  manufacturing  firms 
is  of  salmon  color  and  is  exceedingly  sticky. 


The  process  of  making  the  shoe  for  such  a  cement- 
ing process  is  a  special  one,  requiring  a  ver}'  even  sur- 
face. The  writer  thought  of  the  tium  shoe  made  that 
way.  Would  it  not  be  an  ideal  street  shoe?  The  rub- 
ber soles  seen  by  the  writer  that  were  applied  with  ce- 
ment had  first  been  stitched  at  their  marginal  portion 
so  as  to  give  the  same  eft'ect  as  an  outside,  stitched  sole, 
one  attached  to  the  shoe.  A  straight  needle  machine 
was  used  with  cold  wax,  and  this  allowed  the  use  of  a 
small  needle,  with  the  minimum  part  of  trouble  with 
the  sticking  of  the  needle  and  thread  through  the  sole. 


Will  Bronze  Rival  Patent  Leather? 

It  looks  very  much  as  though  there  may  be  a  big 
demand  for  bronze  leather  shoes  this  season.  This 
type  of  shoe  which  was  once  so  popular  seems  to  be 
coming  back  and  already  in  some  parts  of  the  country 
customers  are  asking  for  bronze  pumps  and  tango  slip- 
pers. At  present,  most  of  the  shoes  that  have  been 
sold  are  of  the  higher  grades,  costing  around  five  or 
six  dollars  per  pair.  Inasmuch  as  fashions  in  shoes  al- 
most always  start  with  the  best  and  then  spread  ito  the 
cheaper  grades,  it  seems  reasonable  to  believe  that 
bronze  shoes  will  soon  be  sold  in  all  qualities.  What 
effect  this  will  have  on  patent  leather  remains  to  be 
seen.  However,  patents  have  such  a  distinct  hold  on 
the  public  that  it  is  hardly  probably  that  there  will  Ijc 
much  of  a  slump  in  the  demand. 


German  chemists  have  perfected  a  method  of  mak- 
ing leather  without  the  use  of  bark  at  all,  with  a  solu- 
tion principally  of  iron.  It  is  claimed  leather  can  be 
made  in  much  less  time  with  a  material  saving  of  the 
cost,  but  the  leather  is  brittle. 
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Bota  Melba,  or  The  Melba  The  Royal  Beta  La  Pavola,  or  Tango  Boot 

Designed  specially  for  Footwear  in  Canada  by  Eujenio  Ritzo,  Modern  Footwear  Artist,  Toronto. 


A  New  Last 

Not  long  since,  says  a  writer  in  American  Shoe- 
making^,  1  called  upon  a  shoe  manufacturer  who  makes 
a  very  fine  shoe,  a  shoe  which  bears  a  wide  reputation. 
And  while  we  were  talking,  the  factory  superintend- 
ent came  in  with  a  shoe  in  his  hand  which  had  col- 
lapsed in  the  attempt  to  pull  the  last.  The  upper  had 
stuck  to  the  last  and  wrinkled,  and  the  shank  had 
broken  under  the  strain  of  the  last-pulier's  exertions. 

It  always  seems  a  shame  to  spend  the  time,  money 
and  labor  to  build  a  shoe  which  is  as  much  a  work  of 
art  as  a  fine  picture  and  then  destroy  it  in  this  way. 
Such  a  shoe  ought  to  be  preserved  to  make  some  artis- 
tic wearer  glad  in  wearing. 

We  all  know  that  accidents  of  this  kind  frequently 
occur — that  in  every  factcjry  output  they  form  a  per- 
centage, though  small. 

l)Ut,  are  such  accidents  necessary  under  conditions 
of  careful  workmanship  and  of  careful,  thoughtful 
management? 

Continuing  on  his  way,  the  writer  soon  same  to 
another  factorv  where  \o-  -  good  shoes  were  made, 
and  was  here  shown  lasts  in  use  which  were  of  a 
hinged  nature,  and  which  shortened  in  pulling,  thus 
doing  away  with  all  bind  and  stretch,  and  reaming 


out  of  shape  of  the  shoe  when  the  last  was  pulled. 

The  last  mentioned,  and  its  construction,  were  in- 
teresting points  of  study,  and  it  was  easily  seen  that 
the  superior  quality  of  shoes  made  on  it  would  in  a 
short  time  pay  for  the  extra  price  of  the  lasts,  even  if 
there  were  no  cripples,  like  that  mentioned  above,  to 
overcome. 

But  few  foremen  in  other  departments  realize  what 
a  strain  tightly  lasted  shoes  of  fine  quality  undergo  at 
the  last-pulling  point — and  especially  so  if  for  any 
cause  the  lining  sticks  to  the  last. 

A  last  which  shortens  up  two  sizes  before  the  pull- 
ing strain  is  applied,  however,  is  bound  to  overcome 
much  of  this  difficulty. 


Style  tendency  is  towards  the  freakish  in  heels. 
While  new  shapes,  such  as  heart  and  semi-heart,  will 
have  a  sale  among  those  who  go  in  for  extremes  in 
dress,  the  retailer  will  be  well  advised  to  buy  cau- 
tiously. 


One  big  Boston  store  recently  had  a  window  dis- 
play devoted  to  men's  tan  oxfords.  On  each  pair  of 
shoes  a  pair  of  white  socks  was  draped.  The  combina- 
tion was  pleasing-  rather  than  startling. 
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Instructions  for  Measuring  the  Foot 

for  Shoemaking 

From  "Le  Franc  Parleur." 


(Continued) 

IN  order  to  complete  our  preceding  studies,  we  are 
going  to  talk  of  the  making  of  the  shapes.  These 
studies  would  be  in  fact  incomplete,  if  after  hav- 
ing treated  of  the  taking  of  the  measurements  we 
were  not  to  say  how  with  these,  the  forms  (or  shapes) 
can  be  established  which  will  serve  to  manufacture  the 
shoes. 

The  art  of  making  shoes  is  not  learned  in  a  day. 
The  operator  must  spend  long  days  of  work  and  of  ob- 
servation in  order  to  become  an  adept.  He  should 
study  the  nature  of  the  feet  for  which  he  is  about  to 


Fig.  1.— Normal  foot. 


construct  the  shapes,  cut  his  patterns,  make  his  shoes. 
He  should  attend  also  to  the  remarks  of  his  customer, 
notice  his  peculiarities,  and  examine  the  shoes  he  is 
wearing  in  order  to  take  into  account  his  manner  of 
walking.  Everything  that  can  be  of  use  should  be 
noted  in  the  book  of  measurements,  as  one  would  do 
wrong  in  relying  too  much  on  his  memory.  Through 
this,  remarks,  complaints,  demands  are  made,  and  if 
precautions  have  not  been  taken  by  registering  the 
main  points,  embarrassment  would  often  be  caused 
when,  after  some  months  and  even  some  years  later, 
an  order  would  have  to  be  carried  out. 

In  making  footwear  for  normal  feet  the  work  is 
much  easier  than  for  those  which  are  deformed.  Nor- 
mal or  natural  feet  are  above  all  found  among  children 
before  they  have  worn  shoes  and  in  people  of  warm 
countries  for  whom  the  shoemaker  has  never  existed. 

In  order  to  take  account  of  the  natural  form  of  the 
foot  and  of  its  function  in  walking,  one  must  be  able 
to  observe  the  tracks  which  naked  feet  leave  on  damp 
sand  or  soft  earth,  whether  in  standing  or  walking. 

In  our  Europe,  this  little  study  is  not  easy  to  make 
in  the  desired  conditions,  that  is  to  say  with  persons 
walking  habitually  with  naked  feet  and  which  have 
never  been  deformed  by  footwear,  but  this  observation 
is  easy  in  certain  parts  of  Algiers,  for  example,  where 
a  good  number  of  indigent  people,  as  well  as  the  Mal- 
tese and  Spaniards,  nearly  always  go  with  bare  feet. 

In  the  tracks  thus  left  upon  the  soil,  and  which  are 
the  more  accentuated  as  the  weight  of  the  body  is 
heavier,  it  is  easy  to  see  that  each  toe  leaves  a  distinct 
impression,  and  also  that  the  first  of  them,  the  great 
toe,  is  separated  from  the  second  by  a  very  noticeable 
interval,  which  proves  that  the  foot  should  be  able  to 
spread  in  order  to  free  the  action  of  the  joints. 

The  accompanying  cut  gives  us  the  shape  of  a  nor- 
mal foot,  that  is  to  say,  never  having  sustained  any 
pressure  or  deformity.  The  toes  occupy  a  natural  posi- 
tion, they  are  placed  near  each  other  without  discom- 
fort or  infirmity.    This  foot,  we  hasten  to  say,  in  sel- 


dom met  in  countries  called  civilized,  in  those  which 
make  use  of  footwear.  The  pointed  toes,  the  high 
heels,  quickly  render  the  best  formed  foot  abnormal. 

Shoes  narrow  at  the  end  or  too  short,  in  which  the 
five  toes  are  piled  in  a  mass,  and  crowded  against  each 
other,  deform  the  feet,  the  great  toe  pressing  them 
giving  them  that  ungraceful  aspect  which,  alas,  we 
know  too  well,  which  represents  in  one  of  its  multi- 
plied forms  the  accompanying  cut. 

This  foot,  of  which  the  toes  are  mounted  on  top  of 
each  other,  has  become  constrained  in  its  develop- 
ment, instead  of  increasing  in  length,  it  has  spread, 
giving  to  the  big  toe  that  crooked  shape  which  one 
often  meets  among  country  people,  on  carters,  rural 
postmen,  people  who  walk  much,  habitual  customers 
of  cobblers  little  skilled  in  the  trade  they  profess,  who 
make  footgear  without  system,  without  style,  regard- 
less of  all  hygiene  and  who  think  that  if  they  know 
how  to  sew  solidly,  it  suffices  to  set  up  as  shoemaker. 

Certainly  the  thought  of  returning  to  the  times  of 
the  master  and  the  apprentice  is  far  from  us,  but  in  pre- 
sence of  what  we  sometimes  see,  it  may  well  be  con- 
ceded that  we  are  not  wrong  when  we  ask  for  our  in- 
dustry the  development  of  the  professional  schools. 

A  good  bootmaker,  at  the  moment  when  he  is  about 
to  take  a  measure,  ought  always  as  a  necessary  pre- 
liminary, make  sure  of  the  nature  of  the  foot  of  his 
customer.  A  fat  foot  should  not  be  clothed  like  a  leai'. 
one,  nor  a  flat  foot  the  same  as  that  which  is  arched. 
At  a  glance  the  operator  judges  the  build  of  the  foot 
on  which  he  is  going  to  work,  and  after  having  drawn 
the  contour,  he  should  immediately  jot  down  his  obser- 
vations on  the  sheet  of  paper  on  which  is  traced  the 
imprint  he  has  taken.  The  corns,  the  callosities,  all  the 
little  hurts  which  can  afflict  the  pedal  extremities, 
ought  to  be  carefully  mentioned.  Their  place  should 
be  noted  on  the  tracing  in  such  manner  that  they  would 
be  always  under  the  eyes.  This  done,  take  the  various 
measurements  of  which  we  have  previously  spoken, 
encircling  the  foot  with  the  yard  measure  and  noting 
them  down. 

There  are  several  methods  employed  for  the  taking 
of  these  measures,  two  of  which  we  shall  relate  as  they 


Fig.  2.— Distorted  foot. 


are  the  principal  ones.  Certain  bootmakers  press  the 
foot  considerably,  others,  on  the  contrary,  content 
themselves  with  simply  encircling  the  foot  with  the 
yard  measure,  without  pressure.  Our  advice  is  to 
adopt  one  or  the  other  of  these  systems,  and  once  it  is 
well  fixed,  never  to  change.  There  should  never  be 
any  variation,  as  otherwise  errors  certain  and  vexatious 
would  result.  The  manner  in  which  the  measurements 
are  taken  is  useful  to  retain  in  the  manufacture  of  the 
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sliapes.  He  vvIuj  takes  his  measurements  with  a  loose 
yard  measure  cannot  make  his  shape  in  tiie  same  way 
as  he  who  draws  it  tightly.  These  are  very  simple  re- 
marks, it  is  true,  but  we  consider  them  worth  while. 

We  iiave  said  that  the  measures  should  be  very  ex- 
act. We  shall  complete  this  remark  by  indicating  why 
the  measure  taken  ought  to  be  that  of  the  foot  and  not 
a  measure  leaving  any  iota.  Some  operators,  in  fact, 
do  not  attach  enough  importance  to  this  subject.  They 
content  themselves  with  an  almost,  which  ought  not 
to  exist;  it  is  necessary  in  order  to  work  in  a  manner 
nearly  certain,  to  measure  carefully  even  to  the  small- 
est fraction  of  an  inch.  We  sliould  luA  be  taxed  with 
exaggeration,  foi;  we  are  only  seeking  the  means  of  not 
leav  ing  any  inexactitude  in  a  work  which  is  the  funda- 
mental base  of  the  subject  we  are  treating.  The  pre- 
cision which  we  recommend,  is  not  unfortunately, 
much  observed,  and  that  is  why  we  meet  too  often  with 
'errors  which  are  liquidated  to  the  prejudice  of  the  in- 
terest which  we  wish  to  see  better  guarded. 

It  is  in  following  the  counsels  which  we  have  given 
that  good  shoemaking  is  achieved  to  the  satisfaction 
of  customers,  and  here  is  what  we  would  emphasize. 
According  to  the  way  in  which  the  measurements  arc 
taken,  the  shapes  are  manufactured. 

And  now  we  are  going  to  examine  the  two  different 
methods  of  which  we  have  previously  spoken.  It  is 
very  evident,  as  we  have  pointed  out,  that  these  two 
ways  of  taking  measurements  correspond  with  the  two 


Fig.  3.— Contour  of  ordinary  foot. 


methods  of  manufacturing  tiie  shapes.  That  which 
will  have  compressed  the  foot  will  be  made  to  full 
measure,  while  that  of  the  opposite  system  should  Ijc 
drawn  in  the  making. 

We  have  no  preference  for  either  one  or  the  other 
of  these  modes  of  working,  for  the  two  will  give  identi- 
cal results.  If  the  foot  is  fat,  it  melts — to  employ  an 
expression  used  in  shoemaking — under  the  pressure  of 
the  yard  measure ;  if  it  is  thin  the  flesh  does  not  yield 
to  the  pressure.  Then,  supposing  the  foot  to  be  free 
from  infirmities,  the  shapes  should  be  given  a  smaller 
measure  than  that  of  the  foot  if  it  has  been  taken  with- 
out pressure,  or  in  the  other  case  to  give  them  dimen- 
sions agreeing  at  most  exactly  to  the  measure  taken 
with  pressure.  These  are  the  general  considerations, 
but  they  do  not  suffice,  we  hasten  to  say.  for  good  shoe- 
making.  There  are  still  others  which  are  necessary  to 
observe.  The  age  of  the  customer,  the  use  which  is  in- 
tended to  be  made  of  the  shoes,  and  shape  of  them,  the 
nature  of  the  leather  in  the  uppers,  etc.,  are  important 
factors  and  can  none  the  less  be  neglected.  A  person 
young,  even  grown  up,  will  accept  much  tighter  foot- 
wear than  another  arrived  at  old  age,  a  shoe  for  dress 
will  be  always  narrower  than  a  rustic  one,  for  the 
former  will  be  worn  a  much  shorter  time  than  the  lat- 
ter;  lastly  according  to  the  leather  of  the  uppers  being 
more  or  less  thick,  the  make  can  l)e  more  or  less  tight, 
the  pressure  exercised  by  the  skin  not  being  as  percep- 
tible,   Uppers  of  kid,  for  example,  will  always  cause 


less  pain  than  those  of  patent  leather.  And  it  is  m 
view  of  these  considerations  that  we  made  reservation?, 
just  now  when  we  spoke  of  the  observation  to  make  in 
order  to  achieve  good  footwear. 

,  We  are  going  to  terminate  this  study  on  the  tak- 
ing of  measurements  by  general  considerations  on  the 
nature  and  shape  of  the  feet.  It  is  well  understood 
that  the  preceding  observations  are  solely  intended  for 


Fig.  1.  — Contour  of  arched  foot. 


the  making  of  footwear  for  persons  having  attained 
maturity  and  finished  their  growth.  For  children  and 
young  girls,  the  measure  is  more  elastic,  more  length 
and  width  are  allowed  in  the  making.  We  must  now 
study  rapidly  the  formation  of  the  feet,  making  use 
of  the  tracings  which  we  obtained  when  we  fixed  the 
contours  on  the  paper. 

The  shape  of  the  feet  varies,  .so  to  speak,  in  every 
individual.  According  to  whether  they  have  been 
more  or  less  imprisoned  in  their  youth,  are  they  more 
or  less  deformed.  If  one  examines  the  feet  of  a  child 
who  has  not  yet  had  to  submit  to  the  torture  of  foot- 
wear with  high  heels  and  pointed  toes,  one  sees  that 
the  toes  are  broad,  regularly  developed,  the  arch  is 
])lain.  Later,  from  the  use  of  unnatural  shoes,  the 
lines  deviate  and  the  foot  takes  a  more  curved  shape. 
Then  it  is  that  shoemaking  becomes  more  difficult  on 
account  of  greater  sensitiveness. 

We  show  in  Fig.  3  the  tracing  obtained  in  taking 
tlie  contour  of  an  ordinary  foot  which  has  never  been 
much  deformed  by  ill-fitting  footwear.  The  plain 
line  gives  the  sketch,  the  cross-lines  reproducing  the 
imprint  of  the  foot  in  a  state  of  nakedness.  One  sees 
that  the  muscles  fill  the  whole  sketch  in  a  uniform 
manner  on  the  front  as  well  as  the  arch.  This  is  the 
sketch  which  gives  a  foot  draw-n  flat  as  we  have  ex- 
plained it. 

Figure  4  gives  the  design  of  a  foot  very  different 
from  the  preceding,  but  which,  however,  shows  con- 
tours closely  approaching  the  first.  The  lines  which 
cross  this  sketch  in  the  hollow  indicate  that  it  does 
not  rest  like  the  other  at  this  place  on  the  sole,  and 


Fig.  5.— Contour  of  foot  deformed  by  narrow  toe. 


that  a  cavity  exists.  That  is  characteristic  of  tiie 
arched  foot ;  this  has  often  been  deformed  by  the  use 
of  short  and  pointed  footwear. 

Well,  then,  if  one  trusts  oneself  to  the  contour 
taken,  and  if  no  notes  are  made  in  the  way  we  have 
indicated,  of  the  salient  points  of  these  two  diverse 
feet,  they  would  make  the  same  footwear,  with  greai 
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damage  to  the  comfort  which  each  expects  to  have. 
In  order  to  mark  the  difference  in  the  conformation  of 
the  lower  part  of  the  foot,  two  systems  may  be  em- 
ployed. The  first  consists  in  making  on  the  drawing 
of  the  arch  a  second  tracing-  by  passing  the  pencil  flat 
under  the  foot,  which  would  indicate  that  it  is  hollow 
at  that  place ;.  the  second  is  to  imprint  naturally  the 
impression  of  the  foot  on  the  paper.  This  is  how  it  is 
done :  lampblack  is  smeared  on  a  sheet  of  paper  which 
is  placed  under  that  on  which  the  customer's  bare  foot 
rests ;  it  is  traced  as  usual,  and  when  it  is  raised,  the 
impression  of  the  sole'  is  found  marked  on  it.  Pre- 
pared papers  are  even  to  be  obtained,  which  are  em- 


ployed for  tracings  or  for  copying  letters,  and  can  be 
turned  to  this  purpose. 

Figure  5  shows  a  third  design  of  a  flat  surface  of 
an  arched  foot.  Here,  as  can  be  seen,  the  flesh  fills  al- 
most the  entire  drawing,  the  toes,  well  marked,  are 
regularly  placed.  Yet  their  elongation  indicates  that 
they  have  been  cramped  with  shoes  narrow  at  the  end, 
and  that  they  have  been  crushed  against  each  other. 
The  arched  form  of  this  foot  proves  to  the  shoemaker 
that  his  customer  walks  on  the  outside. 

These  are  the  principal  points  to  observe  in  the  tak- 
ing of  proper  measurements  for  the  construction  of 
well-fitting  footwear. 


Good  Service  in  the  Repair  Shop 

By  George  E  Girling 


MR.  Shoe  Repairer,  are  you  giving  the  "good 
service"  you  are  able  and  are  expected  to 
give?  The  public  have  in  the  past  looked 
upon  the  shoe  repairer  as  a  necessary  evil 
and  have  been  accustomed  to  wait  the  pleasure  of  the 
cordwainer,  instead  of  vice  versa.  We  read  much  these 
days  of  the  good  service  given  by  the  shoe  dealer,  al- 
though very  little  is  being  said  about  the  repair  shop. 
It  is  time  to  wake  up,  Mr.  Repairer. 

During  the  past  few  years  you  have  been  striving 
to  lift  yourself  to  a  higher  plane  of  efficiency.  Have 
you  not  put  in  modern  machinery  at  a  cost  of  about 
one  thousand  dollars,  which  enables  you  to  give  a 
quicker  and  better  service  at  less  cost  to  the  public 
than  under  the  old  hand  system?  If  so,  you  are  en- 
titled to  rank  as  any  other  business  wherein  like  capi- 
tal is  invested.  Since  the  advent  of  modern  machinery, 
repairing  is  a  very  important  part  of  the  shoe  trade 
and  should  not  be  considered  as  second  to  retailing  or 
any  other  branch.  The  repair  shop  is  quite  as  con- 
genial as  a  nicely  equipped  stock  shop. 

However,  Mr.  Repairer,  you  should  see  that  the 
word  "cobbler"  be  dropped.  Your  business  is  fast  be- 
coming an  art,  a  trade  to  be  proud  of.  Your  location 
should  no  longer  be  round  the  corner  in  some  obscure 
street,  but  on  the  Main  Street,  where  it  is  a  pleasure 
for  you  to  work,  and  a  pleasure  for  your  patrons  to 
enter  the  shop !  Get  out  of  that  little  shop  in  that 
back  street,  move  with  the  times,  clean  those  windows 
and  show  your  lady  patrons  a  well-swept  floor  and  a 
shop  you  are  proud  to  have  them  enter.  Cleanliness 
is  next  to  Godliness,  even  in  a  shoe  repair  shop,  and 
the  best  advertisement  for  the  least  money.  Be  a  busi- 
ness builder,  take  your  place  among  the  business  men 
of  your  town ! 

Good  Service 

What  are  you  doing  to  force  upon  the  minds  of  the 
public  that  you  insist  upon  giving  them  good  service, 
whether  they  appreciate  it  or  not?  Can  you  lay  your 
hands  on  any  one  of  the  dozen  different  kinds  of  laces 
you  carry,  in  an  instant,  when  your  customer  asks  for 
them?  If  not,  buy  a  dozen  lace  holders,  tack  them  up 
all  in  a  row  where  they  can  be  reached  quickly.  They 
will  be  a  constant  reminder  to  your  customers  as  they 
enter  the  shop.  Are  your  other  findings,  polishes,  etc., 
handy  also?  This  is  your  free  advertisement  and 
means  good  service. 

You  have  a  pair  of  gent's  shoes  to  heel.  How  long 
would  it  take  you  to  polish  up  the  foreparts  on  your 
finisher?   Not  more  than  a  minute,    Can  you  not  see 


the  expression  of  appreciation  on  your  customer's 
face?  This  is  another  free  advertisement.  Then  take 
your  advertisement  out  of  the  local  paper,  you  don't 
need  it,  as  your  satisfied  customers  will  do  the  adver- 
tising for  you.  You  are  a  business  builder,  and  are 
doing  things  different  from  the  other  fellow. 

You  have  just  soled  and  heeled  a  pair  of  shoes,  the 
laces  in  them  are  shabby  and  broken.  Put  a  new  pair 
in  them.  They  cost  you  less  than  a  cent,  and  won't 
that  customer  be  pleased?  If  you  don't  already  work 
for  that  man's  next  door  neighbor  you  soon  will !  The 
cost  of  the  laces  is  nothing  to  the  results  attainable. 

"Are  my  shoes  finished,  please?  I  brought  them 
three  da3''s  ago."  Here  is  a  very  important  point,  and 
one  that  many  repairers  are  very  lax  about,  viz.,  get- 
ting repairs  done  to  time  as  promised.  Attention  to 
this  detail  will  do  as  much  towards  building  a  business 
as  anything  else.  Nothing  is  more  disastrous  to  a 
store  than  to  have  your,  patrons  say  you  cannot  be  re- 
lied upon.  A  good  system  and  one  that  works  well  is 
to  educate  your  customers  and  form  the  habit  of  get- 
ting the  work  done  the  day  after  it  is  taken  in.  Most 
people  will  wait  that  time  after  having  had  your  sys- 
tem explained  to  them.  Promising  shoes  in  a  few 
hours,  or  even  the  same  day,  does  not  allow  time  to 
always  move  and  work  systematically. 

Other  Points 

When  Mrs.  Brown  called  for  her  shoes  to-day  and 
they  were  not  ready,  did  you  ask  her  to  call  again,  or 
did  you  offer  to  send  them  home  for  her?  Here  is 
one  of  the  easiest  methods  to  lose  a  customer,  and 
often  the  latter  will  prejudice  someone  else  and  pre- 
vent him  from  coming  to  3^our  shop.  Prove  you  are 
sincere  in  your  efforts  to  give  good  service,  by  send- 
ing the  lady's  shoes  home  for  her. 

What  time  is  your  shop  open  in^the  morning,  Mr. 
Repairer?  Did  you  know  a  customer  was  at  your  door 
at  twenty  minutes  to  nine  this  morning?  Were  you 
opened  up,  or  did  that  customer  go  on  to  your  com- 
petitor? Opening  the  shop  about  9  a.m.  is  a  failing 
with  many  repairers,  and  does  anything  but  tend  to 
build  up  a  business  or  give  good  service.  Be  a  live 
wire !  One  hour  in  the  morning  is  usually  worth 
three  at  night.  Many  repairers  all  over  the  country 
have  a  box  or  a  hole  in  the  door  for  the  benefit  of 
early  customers,  with  the  sign,  "Drop  shoes  in  here." 
This  may  be  a  necessary  evil,  but  your  open  shop  and 
your  personality  is  the  only  system  that  will  bring 
custom. 

There  are  many  other  little  nothings,  as  it  wei'c, 
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that  help  to  create  satisfied  customers  and  materially 
swell  your  bank  account.  One  of  these  is  to  send 
your  shoes  out  clean.  It  means  only  a  little  time  at 
the  finisher,  and  adds  considerably  to  your  list  of 
satisfied  patrons. 

The  foregoing  remarks  will  prul)al)ly  i)e  criticised 
by  some.  The  giving  away  of  a  pair  of  laces,  or  the 
little  time  spent  in  finishing,  at  no  extra  cost  to  the 
customer,  tiie  foreparts  of  shoes  that  have  only  l)een 
heeled,  may  not  appeal  to  some  repairers.  But  ad- 
vertise you  must,  and  advertising  costs  money.  The 
best  and  cheapest  method  of  advertising  is  to  make 
your  customers  advertise  for  you.  Personal  recom- 
mendation beats  all  tlie  newspaper  advertisements  or 
circular  advertising.  Try  it  out.  If  you  want  a 
healthy  growing  business  you  must  give  the  very  best 
of  service  to  your  patrons,  even  if  it  does  cost  a  few 
cents,  a  little  inconvenience,  or  an  apparent  loss  of 
time. 


Competition  is  the  life  of  trade  particularly  wlien 
you  can  get  it  started  among  your  salespeople. 


Leather  Shoes  in  China 

"Leather,"  says  the  American  Consul-Ceneral  at 
J  long-Kong,  "has  generally  supplanted  cloth  shoes  for 
Chinese  women  among  the  well-to-do  classes  in  Hong- 
i-Cong,  and  even  the  working  classes  are  using  leather 
shoes  as  far  as  i)ossible.  Foreign-made- shoes,  ov  local 
shoes  of  foreign  style,  are  ])opular.  iCven  for  l>ound- 
foot  women  leather  shoes  are  commcjn,  made  somewhat 
in  the  foreign  style  and  with  foreign  machinery.  The 
change  has  already  made  itself  felt  in  the  shoe  business 
at  Hong-Kong,  and  its  influence  is  extending  to  the 
larger  Chinese  ports  and  even  to  the  cities  of  the  in- 
terior." 

The  correspondent  who  sends  this  extract  adds : — 
"What  is  said  about  Chinese  w^omen  is  still  more  true 
about  the  men,  who  are  demanding  leather  shoes  in  a 
way  not  dreamed  of  two  years  ago.  With  410,000.000 
of  people  coming  to  swell  the  trade  in  boots  and  shoes 
in  the  next  few  years,  the  outlook  for  trade  develop- 
ment in  China  is,  or  should  be.  a  rosv  one." 


B.  C.  Shoes  in  a  Vancouver  Window 


The  pliotofi rapli  reproduced  above  illustrates  a  display  <i\  heavy  footwear  of  B.  C".  manufacture  which 
recently  appeared  in  a  viindow  of  Cornett  Uros.  shoe  store  at  .">(')  Hastings  Street  West.  Vancouver.  All  the 
shoes  on  view,  consisting  of  loggers,  miners,  ijrospectois  and  other  heavy  grades,  were  manufactured  by  the 
Vancouver  firm  of  J.  Leckie  &  Company,  Limited,  and  were  exhibited  as  part  of  a  campaign  to  familiarize  the 
public  with  the  merits  of  home  manufactured  products.  During  the  period  of  this  display  Cornett  liros.  had  in 
the  opposite  window  a  nice  showing  of  the  latest  models  in  the  finer  styles  of  footwear,  comprising  the  Flors- 
lieim,  Hartt,   Broadway,  Ames-Holden-McCready,  Leader  and  other  well-known  makes. 
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British  Shoes  for  Canadian  Market 


Women's  high  cut  gunmetal  bal;  medium  toe,  Cuban  heel.  Men's  gunmetal  bal,  patent  tip,  medium  high  toe  and  heel. 

G.  T.  Hawkins,  Northampton,  England. 


Ontario  Retailers  Want  Dating  for  Rubbers 

Changed 


SPECIAL  meetings  of  the  Boot  and  Shoe  Section 
of  the  Toronto  Branch  of  the  Retail  Merchants" 
Association  of  Canada,  were  held  in  the  Board 
Room  of  the  Association  in  that  city  on  April 
15th  and  22nd,  to  discuss  how  best  to  take  action  to 
have  the  dating    for    payment  for  rubber  footwear 
changed  from  November  10th  to  January  1st. 

The  following  letter  was  sent  out  to  the  132  To- 
ronto shoe  retailers.  102  of  which  expressed  themselves 
as  being  in  favor  of  the  change  being  made,  the  others 
not  replying : 

"At  a  special  meeting  of  the  Boot  and  Shoe  Section 
(if  the  Retail  Merchants'  Association  of  Canada,  To- 
ronto Branch,  held  in  our  Board  Room,  21  Richmond 
street  west,  Toronto,  on  Wednesday  afteriu)on,  Aprii 
IStli,  1914,  considerable  discussion  took  place  with  re- 
gard to  the  dates  of  the  payment  of  rubbers.  It  was 
the  opinion  of  the  meeting  that  some  action  should  be 
taken  to  change  the  date  from  Novemlier  lOtii  to 
January  1st. 

"It  was  considered  also  that  Ijy  having  to  pay  for 
rubbers  on  November  10th  it  compelled  a  great  many 
retailers  to  carry  large  cjuantities  of  goods  on  their 
shelves  for  a  considerable  time  before  thev  could  be 
sold. 

"In  order  to  secure  a  general  expression  of  feeling 
from  the  trade  on  this  subject,  it  was  decided  to  pre- 
sent this  petition  to  the  trade  generally,  and  find  out 
to  what  extent  they  are  in  favor  of  this  proposed 
change. 

"If  you  arc  in  favor  of  the  above  change  being- 
made,  will  you  please  co-operate  with  the  other  boot 


and  slioe  dealers  by  signing  your  name  in  space  pro- 
\  ided  below,  and  return  it  to  us  as  soon  as  possible. 

Another  meeting  will  be  held  on  Thursday  morn- 
ing, April  23rd  at  10  a.m.,  of  which  you  will  receive 
notice  and  at  which  we  desire  3'our  presence.  " 

A  similar  letter  was  also  sent  to  all  shoe  retailers 
in  Ontario,  and  when  the  consensus  of  opinions  of  the 
retail  shoe  merchants  in  the  province  upon  this  im- 
portant subject  is  learned,  it  is  the  intention  of  the 
Toronto  executiv^e  to  approach  the  wholesalers  and 
manufacturers  and  endeavor  to  have  the  dating  chang- 
ed to  suit  the  wishes  of  the  majority.  • 

One  of  the  officers  of  the  Toronto  Association  said 
to  Footwear  in  Canada,  "We  now  have  to  order  in 
March  in  order  to  get  the  10  per  cent,  discount.  After 
that  they  only  allow  us  2  per  cent. ^  for  10  days.  The 
goods  are  delivered  any  time  between  y\ugust  and 
November  and  we  have  to  pa}'  for  them  by  November 
10th,  although  we  do  not  require  them  that  early. 
Last  season  it  was  February  before  we  sold  any  rub- 
bers, and  we  had  to  carry  all  this  stock  on  our  shelves 
for  four  months  without  getting  any  profit.  Some 
firms  have  been  of¥ering  January  dating  in  order  to 
get  customers,  and  the  retailers  consider  if  some  can 
do  it,  all  can." 

One  retailer  stated  to  us  that  he  was  ottered  20 
per  cent,  discount  by  one  firm  in  order  to  induce  him 
to  place  his  order  with  them.  It  is  the  desire  of  the 
Toronto  Association  to  not  only  get  the  dating 
changed  from  Noveml)er  to  January  1st,  but  also  to 
have  one  uniform  rate  to  all. 
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The  Harvard  System  of  Accounts  for 

Shoe  Retailers 


Explanation  of  Profit  and  Loss  Statement 

(Continued  from  April  issue) 

IN  this  article  the  numbers  and  bold-faced  introduc- 
tory phrases  of  each  section  below,  correspond 
with  the  number  and  titles  of  the  various  sections 
in  the  Profit  and  Loss  Statement  illustrated.  The 
ledger  accounts  are  indicated  by  capitals. 

1.  MERCHANDISE  STATEMENT  accounts  for 
boots,  shoes,  slippers,  rubbers,  findings,  but  not  for 
Hosiery  (48),  which  is  separately  recorded.  Hosiery 
is  merchandised  like  shoes,  but  it  is  a  different  com- 
modity, and  a  commodity  which  many  shoe  dealers, 
with  whose  figures  comparisons  are  made,  do  not 
carry. 

Repairing  is  distinctly  different  frf)m  merchandis- 
ing, especially  if  a  concern  does  its  own  rc|)airing, 
wliich  is  akin  to  raanufactiu-ing  and  merchandising 
together.  Frequently  close  scrutiny  shows  that  re- 
jiairing  is  a  losing  operation,  even  when  free  repairs 
and  alterations  are  excluded  from  repairing  expense 
but  proper  charges  are  made  for  store  expense.  For 
example,  the  Bureau  has  frequently  found  that  repairs 
vield  a  gross  profit  of  perhaps  15  per  cent.,  where  the 
total  operating  expenses  of  the  store  may  be  22  per 
cent. 

For  these  reasons  Repairing  and  Hosiery  are,  and 
should  be.  recorded  separatclv.  .See  also  Sections  47 
and  48. 

2.  GROSS  SALES  is  to  be  credited  with  the  total 
of  daily  cash  and  charge  sales  of  boots,  shoes,  slippers, 
rubbers,  findings,  but  not  with  receipts  from  repairing 
or  sales  of  hosiery,  which  are  credited  to  accounts  47 
and  48. 

Though  departmentalization  of  business  is  not  es- 
sential to  the  adoption  of  the  Harvard  System  of  Ac- 
counts for  Shoe  Retailers,  a  division  of  receipts  into  the 
fundamental  departments  of  Men's  High,  Men's  Low, 
Women's  High,  Women's  Low,  Children's,  and  Find- 
ings, as  well  as  of  Repairing  and  Hosiery,  is  strongly 
recommended.  An  analysis  of  receipts,  like  the  ana- 
lysis of  expense  indicated  for  this  system  of  accounts, 
serves  to  bring  out  more  clearly  and  indisputably 
strong  and  weak  points. 

If  cash  discounts  are  given  by  shoe  retailers  to 
customers  (which  as  a  matter  of  fact  is  very  uncom- 
mon) they  should  be  kept  in  a  separate  account  and 
deducted  from  Gross  Sales  along  with  Returns  (3) 
and  Allowances  (4). 

3.  RETURNS  should  be  charged,  at  selUng  price, 
for  all  boots,  shoes,  slippers,  rubbers,  findings,  return- 
ed by  customers,  whether  for  cash  or  credit. 

Though  the  percentage  of  returns  to  gross  sales  is 
usually  small,  the  total  of  returns  in  large  shoe  stores 
will  be  found  in  actual  figures  to  be  considerable.  Sell- 
ing expense  is  practically  as  great  for  goods  returned 
as  for  goods  retained.  At  least,  if  a  separate  account 
is  deemed  not  feasible,  a  memorandum  of  returns  is 
recommended.  Such  a  memorandum  will  often  sur- 
j)rise  by  its  total  those  who  have  previously  kept  no 
record  and  a  "Returns"  account  will  probably  result, 


Hosiery  returned  should  n(jt,  of  course,  Ijc  ciiarged 
to  this  account,  but  be  carried  to  the  account  Hosiery 
(48). 

Note  that  this  item  has  nothing  whatever  to  do 
with  merchandise  returned  by  the  retailer  to  the  man- 
ufacturer or  wholesaler,  for  such  returns  are  recorded 
in  item  7. 

4.  ALLOWANCES  made  to  customers  for  pour 
wear  of  any  sort  sliould  be  charged  to  this  account, 
whether  the  allowance  is  a  rebate,  free  repairing,  re- 
duction in  price  of  a  substitute  pair,  or  credit  to  the 
customer's  account. 

l"\)r  example,  if  in  a  case  of  poor  wear  $1.50  is  al- 
lowed on  the  price  of  a  new  pair  of  shoes  of  which  the 
original  selling  price  is  $4,  charge  Allowances  with 
$L50,  credit  Gross  Sales  with  $4  (not  $2.50),  and 
charge  Cash — or  the  customer,  if  he  has  an  account — 
with  $2.50. 

Charges  to  .Mlowances  for  free  repairing,  altering, 
or  other  work  done  by  the  repair  department  should, 
of  course,  be  credited  to  Repairing  (47).  Free  bend- 
ing, stretching,  and  the  putting  on  of  buttons,  usually 
done  by  the  salcsforcc.  slioiild  lie  charged  to  Wrap- 
pings and  Miscellaneous  Selling  Expenses  {27). 

The  second  paragraph  on  Returns  (3)  also  applies 
here,  and  the  same  reasons  apply  for  keeping  Allow- 
ances separate  as  for  keeping  Returns  separate. 

5.  NET  SALES  is  the  difiference  between  the  sum 
of  Returns  (3  )  and  Allowances  (4).  on  the  one  hand, 
and  Gross  Sales  (2),  on  the  other.  Dealers  who  do  not 
keep  the  Return  and  Allowances  accounts  but  simply 
meet  those  items  when  the  return  or  allowance  is  made 
without  recording  it  will  find  their  total  sales  figure 
of  the  period  (excluding  repairing  and  hosiery)  the 
Net  Sales  figure  demanded  here.  This  is  the  item  out 
of  which  all  bills  are  paid,  all  expenses  met,  and  all 
profits  received ;  hence  it  is  the  item  on  which  all  per- 
centages are  based,  and  therefore  is  printed  as  100 
per  cent. 

6.  INVENTORY  OF  MERCHANDISE  AT  BE- 
GINNING OF  PERIOD  is  for  merchandise  only  as 
defined  in  Section  1 — boots,  shoes,  slippers,  rubbers, 
findings,  but  exclusive  of  hosiery  and  repairing  mate- 
rial and  supplies. 

This  inventory  is  that  brought  down  from  the  end 
of  the  last  period,  by  whatever  method  that  inventory 
figure  was  obtained.  For  dealers  whose  accounts  were 
adjusted  to  this  system  at  that  time  it  would  corres- 
pond to  item  13  of  their  last  preceding  statement.  In 
connection,  therefore,  with  this  section,  it  would  be 
well  for  all  dealers  and  those  in  charge  of  dealers'  ac- 
counts to  read  or  re-read  Sections  10-13. 

An  inventory  at  least  every  six  months  is  earnestl\ 
recommended.  This  is  decidedly  the  growing  practice 
with  shoe  businesses,  both  large  and  small.  February 
1  and  August  1  appear  to  be  the  dates  most  in  use, 
although  those  ranging  from  January  1  to  March  1. 
for  the  winter  inventory,  and  July  1  to  September  1. 
ft)r  the  summer  inventory,  are  met  with.  Probably 
the  best  dates  would  be  March  1  and  September  1,  be- 
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No  -.. 

(Nuinbn'  ool/ 
vlthout  ume) 


PROFIT  AND  LOSS  STATEMENT,  for  period  extending 
from  191  to  191  


A  brio/  oipUnatioD  liter  «»oh  IWm  L*  ^voa  oa  thi*  ahMt.  A  lulle 
oumbawd  corT-ispoQdiQftly,  "tuah  't  "  •dvusblo  to  ad  also;  "bore  a 
catloD  lOa.-  I«<lfiflr  ilonu.  tbirty-OQ.  iq  nutnhet.  »«  bdicatoJ  by  ciiui 
on  ttit  ihwt  will  bo  reqiiiiwl  fcs  iBdaer  acMonW  by  «oy  ahcw^roiauor^  ^ 

Iwrifl^i'ffiy^ad'^'mofo  o'a  tho  avernjo  wookly,  by  maay  storat  C< 
with  Cbe  Harvard  SyBtijm  o(  Acoounta  for  bhoo  Retailor*  an  provided  id 


eipljknatioD  la  slv( 

poolally  advisable,  t 
aU      >JoC«,  bowovoi 


D  tbo  tooompkayiaji  puuphJet,  PubUo&Uoii  lOo, 
e  b  altor  eooh  item  a  QotatioD  —  "  8eo  PubU- 
lat  only  twenty-nine  of  the  filty-sovea  numbert 
[or  Kroui>  LiUea  or  (or  items  derived  by  addias, 
>bably  Dot  more  tlua  «evea  irill  bo  used  on  tba 
riax  nl  a  elanoa  tbe  store's  operatlona  in  accord 
Public-ations  m  and  lOe. 


X  Merchandise  Statement 

Merohandue  Inclu 


/"Xe^PublioftSon  lOo. 


3  GROSS  SALES. 


U  ules.  caab  and  chAfKe.  «ioept  repuriiiK  4nd  bodery. 


4  ALLOWANCES  

Made  to  custoinere  lor  poor  w 

5  Net  Sales  

GrQM  Bttlea  le«a  Returns  (3)  and  Allowanoes  («). 

6  INVENTORY  OF  MDSE.  AT  BEGINNING  OF  PERIOD  , 

Eicludioa  repairing  malorial  and  hosiory.  6«  Publi- 
cation lOa. 

7  PURCHASES  OF  MERCHANDISE  AT  BttLED  COST 

Deduct  no  caab  diaoount  but  oidude  repairing  material 
and  booiory. 

8  FREIGHT,  EXPRESS,  AND  CARTAGE   ON  PIJR- 
CHASBS  <?F  MERCHANDtSB-.T-.  .  


9  Total  Merchandise  Cost 

Ada  {6),  (7).  and  (8). 


13  NET  INVENTORY  OF  MDSE.  AT  END  OF  PERIOD  . 

Sublrocl  cium  of  (U)  and  (12)  from  (10). 

14  Net  Cost  of  Merchandise  Sold  

yubtmcl  {13)  fr«to  lO), 

15  Profit  on  Merchandise  

Subtract  (14)  (rotn  (6). 

le  CASH    DISCOUNTS  TAKEN    ON   PURCHASES  OP 

MERCHANDISE   

Eiduding  repairing  material  and  hoolei/. 

IT  Gross  Profit  on  Merchandise  

Add  (15)  and  (10). 

16  Expense  Statement 
li)  Buying  Expense 

aO  SALARIES  AND  WAGES  OP  BUYING  FORCE  

Includes  thai  part  of  salary  of  proprietor,  manaaer.  or 
buyer,  proportionato  to  timo  given  to  buying.    S*«  Pub- 
lie&tioD  lOo. 
lUYING  1 

TraveliLH    and  0I 
coveVcdby  (20). 

22  Total  Buying  Expense  

Add  (20)  ftod  (21). 

33  Selling  Expense 

34  SALARIES  AND  WAGES  OF  SALESFORCE  

Include  that  part  of  salary  of  proprietor,  manajt^'i  or 
buyer,  proportionate  to  time  ftivon  to  selling  or  to  duMt' 
Lng  telling.    Se«  Publication  10<i. 

36  PREMIUM  MERCHANDISE  (*•  PM's  ")  

Bxtra  payments  to  salMmcQ  — spiffs,  boauses,  oommlft- 

35  ADVERTISING  

Newspaper,  periodical,  circular,  display,  other.  Sea 
PubUcatioo  lOo.        _  .    

37  WRAPPINGS    AND    MISCELLANEOUS  SELLING 

EXPENSE  

Wrapping  paper,  cartons,  twine,  and  cbarses  oa  bending, 
stretching,  and  button  maobinery,  free  repairs  aiui 
alterations. 

28  Total  Selling  Expense  

Add  ;24)-(27). 

39  DELIVERY  EXPENSE  

Wbgea  of  delivery  force,  with  express  —  oul^oing;  delivery 
company  charges,  and  parcel  postage  —  outgirins:  or,  iS 
dehvery  equipment  is  owned,  its  upkeep  and  dcprcciatioQ. 

30  Management  Expense 

31  MANAGEMENT  AND  OFFICE  SALARIES  

Includes  that  part  of  aalary  of  proprietor,  manager,  or 
buyer,  proportionate  to  timo  given  to  managing.  See 
PubbcaUoD  10a. 

33  OFFICE  SUPPLIES  AND  EXPENSE  

SlatioDcry.  account  books,  fonns,  printing  aod  postage  ' 
—  not  advcrllaiog. 

33  Total  Management  Expense  

Add  (31)-(32). 

34  Fixed  Charges  and  Upkeep  Expense 

36  RENT  

deluding  stab  le,  Eorage.  heat,  light, 
received.    See  PubUcaUon  lOo. 


36  HEAT,  LIGHT,  AND  POWER  

See  Publication  lOa, 

37  INSURANCE  ON  STOCK  AND  EQUIPMENT.. 

Prorated  per  period.  Nol  for  insuranco  on  owned  ai 
See  Publication  10a. 
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39  REPAIRS  AND  RENEWALS  OF  EQUIPMENT  

Repairs  to  and  upkeep  of  fixtures,  furniture,  machines; 
also  new  e<]idpn)oat  to  rcptaoo  old.    See  PublicatioD  lOo. 

40  DEPRECIATION  OF  EQUIPMENT  

«ai«   '"c    S«!  PubbcauoQ  10a. 

41  Total  Fixed  Charges  and  Upkeep  Expense  

42  MISCELLANEOUS  EXPENSE  

Ti'U'pLone  ;  Iflcicrnph  ;  water;  caro  — Janitor,  cleoniog  ; 
and  (undnei  out  eLwwhere  covered.   See  Publication  10a. 

43  LOSSES  PROM  BAD  DEBTS  

Accounts  receivable  without  hope  of  collection. 

44  Total  of  Expense  Statement  


45  Ket  Profit  (or  Loss)  from  Mdse.  Operations  

Difference  between  (14)  and  (17). 

46  Other  Business  Profits  (or  Losses) . 

47  REPAIRING  

Reoeipta  S  .  leas  (DBt«rlal  (   and  labor  S  

See  PubUcalloQ  lOo.    f/rt  Profl  (or  hot*).  Loes  In  rad. 

48  HOSIERY  

Saltel   IcM  purchaufl  S  sod  sipenie  I  

See  PubUcation  lOa.     -Vrt  frofit  {or  Uu).    Lou  la  red. 

49  MISCELLANEOUS  PROFITS  AND  LOSSES  

Profita  tuch  aa  Lntereel  oa  book  balanos.  laloa  of  pocking 
Ibefu'^  See  PublicatToo  lOi.  *V<J  ^^loJicf.^^^LoM^n^rSd! 

50  Total  Other  Net  Profits  (or  Losses)  

Add  or  nibtrart  ('17)-(40). 

51  Total  Operating  Net  Profit  ( or  Loss )  of  the  Period 

Add  (W>  to  or  iubtraci  It  from  (*^). 

Sa  Application  of  Total  Operating  Net  Profit 

U  INTEREST  ON  CAPITAL  —  BORROWED  

From  bankers,  maau/«fiurrr-i,  or  otlw*. 
M  INTEREST  ON  CAPITAL  —  OWNED  

At  Burrent  local  rau.    Never  for  Joiat  nock  cvapulaa 

ood  eortwraHooa.     Olvn  amount  of  capital  •  . 

OmI  rot*  %.    See  Publication  lOn. 

U  DIVIDENDS  ON  CAPITAL  STOCK  

I  R«qvlrad  by  eorporatiooa  aod  Joloi  dock  rotnpaoiM  «Ur. 

Olra  omounl  ot  etoek  I  .    ,    rau  of  dhrldaod 

 %.    Sea  Publleatlos  lOis. 

56  Total  Interest  and  Dividends  

Add  {W)-(13).  '■■ 

57  Final  Surplus  (or  Deficit)  for  the  Period 

Add  (M)  to  « luhincl  i|  frota  (51), 


cause  of  clearance  sales  extending  into  February  and 
August. 

7.  PURCHASES  OF  MERCHANDISE  AT  BILL- 
ED COST  is  to  be  charged  with  the  face  of  the  in- 
voices of  boots,  shoes,  slippers,  rubbers,  findings  (ex- 
clusive of  hosiery  and  repairing  material  and  supplies, 
charged  to  accounts  47  and  48),  without  the  deduction 
of  any  cash  discount.  (Cash  discounts  are  discounts 
taken  for  early  payment  of  bills.  Trade  discounts  are 
discounts  that  appear  on  the  face  of  the  bill,  and  are 
received  whether  payment  is  made  early  or  late ;  they 
should  never  appear  in  any  account). 

This  account  is  to  be  credited  with  any  returns  of 
merchandise  made  to  manufacturer  or  wholesaler. 

8.  FREIGHT,  EXPRESS,  AND  CARTAGE  ON 
PURCHASES  OF  MERCHANDISE  includes  all 
freight,  express,  drayage,  parcel  postage,  and  other 
transportation  charges  on  incoming  merchandise,  whe- 
ther paid  to  the  transportation  agent  or  to  the  shipper. 

Note  that  this  is  for  incoming  charges  only,  in  get- 
ting the  merchandise  to  the  store,  and  for  merchandise 
only,  and  that  it  is  a  merchandise  charge  and  not  an 
expense.  Outgoing  transportation  charges,  which  are 
an  expense,  are  charged  to  Delivery  Expenses  (29), 
and  incoming  transportation  charges  on  office  supplies, 
repairing  material  and  supplies,  and  hosiery  are  in- 
cluded in  their  respective  accounts  32,  47,  and  48. 
Likewise  transportation  charges  on  replacements  (not 
additions)  of  equipment  are  included  in  accounts  29, 
36,  39,  47,  and  48  according  to  the  nature  and  function 
of  the  equipment. 

9.  TOTAL  MERCHANDISE  COST  is  the  sum 
of  Inventory  of  Merchandise  at  Beginning  of  Period 
(6),  Purchases  of  Merchandise  at  Billed  Cost  (7),  and 
Freight,  Express,  and  Cartage  on  Purchases  of  Mer- 
chandise (8). 

10.  INVENTORY  OF  MERCHANDISE  AT 
END  OF  PERIOD  is  to  be  taken  at  billed  cost  with- 
out the  deduction  of  any  cash  discount,  and  with  no 
cut-down  whatsoever — the  original  billed  cost,  un- 
discounted.  For  discount  on  inventory  and  depre- 
ciation and  cut-downs  see  Sections  11  and  12.  If 
these  items  are  not  kept  separate  there  will  be  no  in- 
ventory entry  here,  but  in  item  13  only. 

11.  DISCOUNT  ON  INVENTORY  OF  MER- 
CHANDISE at  the  end  of  a  period  is  obtained  by 
multiplying  item  10  by  a  discount  equal  to  the  average 
rate  of  cash  discount  taken  on  purchases.  For  ex- 
ample, if  on  purchases  of  $10,000  during  the  period 
cash  discount  is  3  per  cent.  If  the  Inventory  of  Mer- 
chandise at  the  End  of  the  Period  is  $5,000,  there  is  a 
Discount  on  Inventory  (11)  of  3  per  cent,  of  $5,000  or 
$150.  That  is,  $150  of  the  total  cash  discounts  taken 
have  not  yet  been  earned.  For  cash  discounts  are 
not  earned,  even  though  taken,  until  the  merchandise 
on  which  they  are  taken  has  been  sold. 

What  a  dealer  really  does  in  taking  a  cash  dis- 
count is  to  pay  the  manufacture  or  wholesaler  less 
for  his  merchandise  than  he  would  have  paid  had  he 
paid  later.  Not  until  the  dealer  has  been  reimbursed 
for  his  payment  by  his  customer  does  he  really  get 
dif¥erence  known  as  discount.  If  Discount  on  Inven- 
tory is  not  deducted  from  the  amount  of  inventoried 
merchandise,  the  present  value  of  this  merchandise  will 
be  by  so  much  inflated ;  the  cost  will  appear  to  be 
greater  than  it  actuallv  was  at  the  time  the  merchand- 
ise was  purchased.  Hence  merchandise  at  billed  cost 
still  in  the  dealer's  stock  at  inventor}',  though  cash 
discounts  have  been  taken  on  it,  must  be  reduced  in 
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value  l)y  tlic  average  cash  discount  taken.  Discounts 
earned,  of  course,  will  be  a  part  of  the  total  of  Casli 
Discounts  Taken  on  Purcliases  of  Merchandise  (16). 

Note  tiiat  Discount  on  Inventory  of  Merchandise 
is  absolutely  different  from  Depreciation  of  Merchand- 
ise (12)  and  that  dealers  taking  no  discounts  would 
have  no  Discount  on  Inventory.  Whereas  all  dealers 
have  depreciation  whether  they  record  it  or  not  (sec 
Section  12). 

12.  DEPRECIATION    OF    MERCHANDISE  is 

not  insisted  upon  by  the  Bureau  of  Business  Research, 
nor  indeed  is  any  depreciation  account  essential  to  the 
adoption  of  the  Harvard  System  of  Accounts  for  Shoe 
Retailers.  I'he  Bureau  does  recommend  earnestly, 
however,  that  some  depreciation  be  allowed  regularly, 
and  wishes  to  know  from  its  co-operators  just  what 
method  of  depreciation  is  followed  by  them,  and  to  be 
assured  that  the  method  is  followed  consistently  from 
inventory  to  inventory.  Depreciation  does  not  afYeci 
the  items  of  Net  Sales  (5)  or  of  "Expense"  (20-44), 
but  it  does  affect  materially  the  accuracy  of  the  ])r()(ll 
items — gross  and  net  (15,  17,  45,  51,  57). 

Three  main  methods  of  depreciation  in  use  in  the 
retail  shoe  trade  may  be  described  as  follows : — ' 

(a)  The  arbitrary  percentage  method  depreciates 
all  stock  Ijy  a  certain  fixed  percentage,  usually 
some  multiple  of  five — 5  per  cent.,  10  per  cent., 
15  per  cent.,  20  ])er  cent.,  at  each  inventory. 
Though  this  is  arbitrary  and  may  be  unjust  to 
some  portions  of  the  stock,  it  has  the  advantage 
of  working  surely  without  being  affected  by 
human  bias.  When  inventory  is  taken  at  billed 
cost  the  figure  is  determined  automatically, 
that  is,  by  the  manufacturers'  or  wholesalers' 
price  to  the  retailer.  Then  the  application  of 
a  percentage  for  depreciation  makes  the  paring 
down  also  automatic. 

Just  what  percentage  should  be  employed 
must  be  determined  by  experience.  One  im- 
portant shoe  concern  with  large  retailing  ex- 
perience employs  4  per  cent,  each  six  months. 
The  Bureau  would  not  advise  a  depreciation, 
at  least  at  the  start,  of  less  than  10  per  cent, 
per  year,  which  is  practically  5  per  cent,  each 
six  months. 

(b)  The  age-of-stock  percentage  method  increases 
the  percentage  of  depreciation  with  the  age  of 
stock  to  which  it  is  applied.  For  example, 
stock  on  hand  more  than  one  year  is  depre- 
ciated 50  per  cent.,  stock  on  hand  less  than  one 
year  but  more  than  six  months  25  per  cent., 
and  stock  on  hand  less  than  six  months  ac- 
cording to  metliod  (a),  or  method  (c). 

(c)  The  appraisal  method  is  based  on  the  estimated 
market  value  at  inventory.  In  theory  this  is 
the  soundest  method  of  depreciation.  For  both 
in  theory  and  in  fact  the  value  of  an  article  at 
any  time  is  what  it  will  bring  at  that  time. 
Unfortunately  what  an  unsold  shoe  will  bring 
does  not  depend  upon  the  manager's  or  stock- 
taker's  judgment,  for  he  may  be  too  optimistic 
or  too  pessimistic,  or  for  other  reasons  may  err. 
However,  if  a  concern  has  confidence  in  its 
estimates  of  the  market  value  of  shoes  unsold 
at  inventory  date,  it  may  proceed  in  the  follow- 
ing way : — 

Upon  its  inventory  books,  or  sheets,  provide 
three  columns  1,  2,  and  3,  (the  first  two  to  be 
filled  in  detail,  the  third  to  be  used  for  test 


purposes).  In  Column  1  enter  the  billed  cost 
of  the  shoe,  with  no  discount  deducted ;  in 
Column  2  enter  the  price  at  which  it  is  thought 
the  shoe  will  surely  sell.  Then  from  the  total 
of  all  items  in  Column  2  deduct  the  percentage 
of  average  gross  profit  (including  discounts 
taken)  for  the  last  two  years.  This  percentage 
of  gross  profit  corresponds  to  that  of  item  17 
of  I'ublication  10.  The  resulting  figure  de- 
ducted from  the  total  of  all  items  in  Column  1 
will  give  a  figure  of  depreciation  with  accuracy 
corresponding  to  the  accuracy  of  the  apprais- 
er's judgment.  Column  3  may  be  used  for 
testing  the  inventory  appraisal,  for  in  it  may 
be  entered  later  the  actual  price  at  which  the 
shoe  did  sell. 

13.  NET  INVENTORY  OF  MERCHANDISE 
AT  END  OF  PERIOD  results  from  subtracting  the 
sum  of  Disccjunt  on  Inventory  of  Merchandise  (11), 
and  Depreciation  of  Merchandise  (12),  from  Inventory 
of  Merchandise  at  End  of  Period  (10). 

If  these  items  are  not  kept  separate — if,  for  ex- 
ample, the  amount  allowed  for  depreciation  is  lost  in 
the  inventory  and  ik^  discount  on  inventory  is  taken — 
there  will  be  no  inventory  entry  for  item  10,  but  for 
item  13  only. 

14.  NET  COST  OF  MERCHANDISE  SOLD  re- 
sults from  suijtracting  Net  Inventory  of  Merchandise 
at  Fnd  of  Period  (13)  from  Total  Merchandise  Cost 
(9). 

15.  PROFIT  ON  MERCHANDISE  can  now  be 

obtained  by  subtracting  Xet  Cost  of  Merchandise  Sold 
(14)  from  Net  Sales  (5).  This  profit  is  equal  to 
Gross  F*rofit  on  Merchandise  (17)  less  Cash  Dis- 
counts Taken  on  Purchases  of  Merchandise  (16), 
which  are  really  deductions  from  cost.  If  instead  of 
Purchases  of  Merchandise  at  Billed  Cost  (7)  the  net 
cost,  that  is  with  cash  discounts  deducted,  had  been 
used,  and  net  cost  had  been  used  for  the  Inventories 
of  Merchandise  (6)  and  (10),  then  Profit  on  Merchan- 
dise (15)  would  be  identical  with  Gross  Profit  on 
Merchandise  (17).  This  will  also  be  the  case  if  the 
dealer  takes  none  of  his  cash  discounts. 

16.  CASH  DISCOUNTS  TAKEN  ON  PUR- 
CHASES OF  MERCHANDISE  are  to  be  credited 
with  all  cash  discounts  taken  on  purchases  of  boots, 
shoes,  slippers,  rubbers,  findings,  but  not  those  taken 
on  repairing  material  and  supplies,  hosiery,  or  other 
goods  not  included  in  Gross  Sales  (2). 

Cash  Discounts  Taken  on  Purchases  of  Merchand- 
ise are  really  deductions  from  the  cost  of  merchandise. 
Here,  however,  because  of  the  custom  of  the  trade, 
cash  discounts  are  considered  as  an  additional  profit 
and  are  added  to  Profit  on  Merchandise  as  explained 
in  Section  15.  For  the  treatment  of  the  part  of  these 
discounts  taken  but  not  yet  earned,  see  Discount  on 
Inventory  (11). 

Frequently  cash  discounts  are  carried  in  the  same 
account  with  interest — "Interest  and  Discount.''  This 
is  objectional)le.  for  interest  figures  are  desired  in  ac- 
counts 53  and  54,  and  therefore  only  discounts  should 
appear  here. 

A  record  also  of  cash  discounts  available  but  not 
taken — cash  discounts  lixst — will  be  found  of  use. 

17.  Gross  Profit  on  Merchandise,  the  sum  of  Profit 
on  Merchandise  (14)  and  Cash  Discounts  Taken  on 
Purchases  of  Merchandise  (16)  completes  the  mer- 
chandise statement. 

18.  Expense  Statement  is  the  next  main  division 
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of  the  Profit  and  Loss  Statement,  covering  items  19 — 
44.  It  accounts  for  the  expense  incurred  in  marketing 
the  shoes,  just  as  the  preceding  main  division — Mer- 
chandise Statement  (1-17) — accounts  for  the  cost  of 
the  shoes,  the  sales,  and  the  gross  profit. 

19.  Buying  Expense  is  that  part  of  total  expense 
incurred  in  selecting  and  ordering  the  shoes.  Buying 
is  a  function  entirely  distinct  from  selling  or  managing 
and  should  therefore  be  separately  accounted  for. 

On  Publication  12  (page  9)  Buying  Expense  is 
shown  to  amount  normally  to  more  than  1  per  cent,  of 
the  net  sales,  or  about  4  per  cent,  of  the  total  operating 
expense.  An  item  amounting  to  4  per  cent,  of  the  total 
expense  is  worth  watching.  It  is  just  as  important 
even  when  buying  is  done  after  hours.  That  much 
time  might  have  been  put  to  other  productive  work 
Just  as  your  capital  must  pay  interest  and  your  store 
pay  rent  nights  and  Sundays,  so  must  your  business 
pay  for  buying,  whether  done  days,  nights,  or  Sun- 
days. 

20.  Salaries  and  Wages  of  Buying  Force  is  to  be 

charged  with  the  part  of  the  salary  of  the  proprietor, 
active  partners,  manager,  or  buyer,  and  of  wages  of 
salesforce  and  ofifice  force  that  is  proportionate  to  the 
time  given  to  buying. 

Buying  includes  time  given  not  only  to  buying 
trips,  to  the  inspection  of  samples,  and  to  ordering, 
but  also  to  the  taking  of  size-up  sheets,  and  the  making 
up  and  the  examining  of  stock  records. 

If,  for  example,  a  proprietor  estimates  that  alto- 
gether he  gives  three  months  in  every  year  to  buying, 
as  indicated  above,  then  one-fourth  of  his  salary 
should  be  charged  to  this  account  (20).  Similarly,  the 
estimated  number  of  hours  per  week  given  by  any 
member  or  members  of  the  salesforce  or  ofifice  force  to 
buying  should  be  so  charged. 

Note  that  every  proprietor,  or  active  partner,  should 
charge  as  an  expense  to  the  business,  before  any  net 
profit  is  reckoned,  a  salary  for  his  own  services  for 
buying,  selling,  and  managing  equivalent  to  what  lie 
would  receive  from  any  employer  for  them.  This 
salary  is  to  be  distributed  at  the  end  of  the  period,  if 
not  before,  between  Salaries  and  Wages  of  Buying 
Force  (20),  Salaries  and  Wages  of  Salesforce  (24), 
and  Management  and  Office  Salaries  (31),  in  propor- 
tion to  the  time  devoted  to  those  three  functions. 

21.  Other  Buying  Expense  should  be  charged  with 
the  travelling  expense  of  buying  trips,  and  other  ex- 
pense incurred  in  buying,  not  covered  by  item  20;  e.g., 
buying  forms  and  stock-keeping  forms. 

22.  Total  Buying  Expense  is  the  sum  of  items  20- 

21. 

23.  Selling  Expense  is  the  expense  of  creating  a  de- 
mand for  the  shoes,  and  of  satisfying  that  demand  by 
showing,  fitting,  and  wrapping  them. 

The  importance  of  accounting  for  this  expense  no 
one  questions.  Except  in  stores  under  one  manage- 
ment, however,  the  number  of  meanings  of  selling  ex- 
])ense  has  nearly  equalled  the  number  of  stores.  Hence 
ihe  necessity  for  subdivisions,  and  standardization  of 
these  su1:)di visions,  if  comparisons  are  to  be  made. 

24.  Salaries  and  Wages  of  Salesforce  is  to  be  charg- 
ed with  wages  of  salespersons,  stock  boys,  bundle  boys 
(not  delivery  boys),  solicitors,  floorwalkers,  door-at- 
tendants, ushers,  and  all  others  engaged  in  selling, 
both  as  regular  and  extra  force;  also  with  the  part  of 
the  salary  of  the  proprietor,  active  partners,  manager, 
or  buyer  propotionate  to  the  time  given  to  selling  or 
to  the  direction  of  selling. 
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25.  Premium  Merchandise  ("P  M's")  is  to  be 
charged  with  all  ((P  M's,"  spiffs,  bonuses,  or  commis- 
sions given  in  addition  to  regular  salary  for  selling 
boots,  shoes,  slippers,  rubbers,  findings,  but  not  for 
selling  hosiery — separately  recorded  in  item  48. 

26.  Advertising  should  be  charged  with  expendi- 
tures for — 

(a)  Space  in  newspapers  and  periodicals; 

(b)  Circulars  and  postage  on  circulars;  space  on 
street  car  cards,  on  billboards,  and  on  local 
programs ; 

(c)  Advertising  novelties  (including  free  laces, 
button  hooks,  shoe  horns,  mirrors,  calendars, 
etc.),  trading  stamps,  charitable  donations, 
window  displays,  and  operating  and  lightmg 
electric  signs.  Window  rent,  if  incurred,  and 
the  cost  of  window  lights,  if  by  a  separate  meter 
or  otherwise  it  is  practicable  to  determine  it, 
and  any  miscellaneous  advertising,  such  as 
decorations,  should  also  be  included  here. 

Shoe  retailers  doing  considerable  advertising  may 
find  it  worth  their  while  to  divide  this  account  either 
regularly  or  at  the  end  of  the  period  into  three,  as 
above — (a)  Newspaper,  (b)  Circular,  and  (c)  Other. 

27.  Wrappings  and  Miscellaneous  Selling  Expense 
should  be  charged  with  purchases  of  wrapping  paper, 
cartons  (not  permanent  store  cartons,  see  Section  39), 
twine,  and  any  other  form  of  wrapping  accompanying 
the  selling  and  delivery  of  the  shoes.  The  expense  of 
maintaining  machines  (rent,  etc.)  for  free  bending, 
stretching,  and  the  putting  on  of  buttons  should  also 
be  charged  to  this  account,  and  any  other  item  of 
direct  selling  expense  not  covered  by  this  section  or 
by  Sections  24,  25,  or  26.  Free  repairs  and  alterations 
not  properly  chargeable  to  Allowances  (4)  should  also 
be  charged  to  this  account  (27)  and  credited  to  Repair- 
ing (47). 

28.  Total  Selling  Expense  is  the  sum  of  items  23-26. 

29.  Delivery  Expense  is  to  be  charged  with  all  ex- 
])ense  incurred  in  transporting  outgoing  merchandise, 
whether  by  owned  equipment  or  by  hired  service.  This 
expense  includes — 

(a)  Wages  not  only  of  regular  or  part-time  em- 
ployees engaged  in  delivery,  but  also  the  part 
of  the  wages  of  any  others,  whether  in  sales- 
force  or  office  force,  proportionate  to  the  time 
given  to  delivery  work.  (If,  for  example,  a 
clerk  in  the  ofifice  gives  half  of  his  time  to 
checking  delivery  slips,  half  of  his  wages 
should  be  charged  to  this  account.) 

(b)  Other  delivery  expense  such  as  payments  for 
express,  parcel  postage,  and  contract  delivery 
service ;  and  if  equipment  is  owned  this  ac- 
count should  be  charged  with  all  stable  or  gar- 
age expense,  including  repairs,  rent,  upkeep, 
and  a  fair  depreciation  charge  on  the  whole  de- 
livery equipment. 

Note  this  is  for  outgoing  transportation  only,  in- 
coming being  charged  to  Freight,  Express,  and  Cart- 
age on  Purchases  of  Merchandise  (8). 

Some  shoe  retailers  may  prefer  to  keep  separate  ac- 
counts for  (a)  and  (b)  as  Delivery  Wages  and  Delivery 
Charges,  respectively. 

30.  Management  Expense  is  the  total  of  the  group 
of  expenses  intended  to  show  the  general  cost  of  run- 
ning the  business  as  a  whole — of  co-ordinating  the 
various  functions  of  buying,  selling,  and  delivery  into 
a  smoothly  running  whole. 

31.  Management  and  Ofifice  Salaries  is  to  be  charg- 
ed with  salaries  of  bookkeepers,  ofifice  clerks,  and  steno- 
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graphers,  and  with  aiulilor's  fees.  It  also  includes  the 
part  of  tlie  salary  of  the  proprietor,  active  partners, 
manager,  or  buyer  proportionate  to  the  time  given  to 
managing.  Likewise,  if  any  office  clerk  spends  a  por- 
tion of  his  time  in  selling,  a  proportionate  part  of  his 
wages  should  be  charged  to  Selling  Expense,  in  ac- 
count 24,  and  the  balance  only  to  this  account. 

32.  Office  Supplies  and  Expense  should  be  charged 
with  ])urchases  of  stationery  of  all  sorts,  account  books 
and  forms,  typewriter  supplies,  printing  and  postage 
(not  Advertising — 26,  or  parcel  postage — 29),  and 
transportation  charges  on  office  supplies. 

33.  Total  Management  Expense  is  the  sum  of 
items  31-32. 

34.  Fixed  Charges  and  Upkeep  Expense  is  that  part 
of  the  expense  of  the  store  which  goes  on  steadily  night 
and  day,  whether  business  is  increasing  or  decreasing, 
whether  the  weather  is  good  or  bad,  and  does  not  vary 
in  any  ])roportionate  degree  with  the  volume  of  busi- 
ness. One  of  the  chief  economies  of  a  growing  lousi- 
ness, up  to  a  certain  point  at  least,  is  the  reduction  in 
the  i)roportion  of  these  fixed  charges  which  each  shoe 
sold  must  bear. 

35.  Rent  should  be  charged  with  all  net  payments 
for  space  for  store,  or  for  storage  of  merchandise,  but 
not  for  stable  or  garage  (Delivery  Expense — 29).  If 
heat,  or  light,  or  power,  or  all  of  them  are  included  in 
the  rental  payment,  an  estimate  for  each  or  all  should 
be  deducted  and  charged  to  Meat,  Light,  and  Lower 
(36).  If  care  (janitor  or  cleaning)  is  included,  it 
should  likewise  be  estimated,  deducted,  and  charged 
to  Miscellaneous  Expense  (42). 

Where  insurance  upon  the  store  building  (not  upon 
the  stock)  is  also  paid  by  the  tenant,  it  is  virtually  a 
part  of  his  rental  payment  and  should  be  charged  to 
this  account  rather  than  to  Insurance  on  Stock  and 
Equipment  (37). 

If  the  store  building  is  owned  in  whole  or  in  part 
by  the  concern,  rent  should  be  charged  to  the  business 
in  tliis  account  (35)  equivalent  to  the  amount  it  could 
be  rented  for  to  others.  Just  as  the  proprietor  should 
receive  a  salary  from  his  business  for  his  time  as  if 
employed  by  another  (see  Section  20),  so  his  store 
should  receive  a  rent  from  the  business  as  if  rented  to 
another.  Such  rent  should  be  credited  to  Miscellaneous 
Profits  and  Losses  (49). 

Sub-rentals  should  be  deducted  from  the  total  rent, 
that  is,  if  a  concern  rents  or  leases  the  whole  of  a  build- 
ing and  sub-rents  a  portion,  the  net  rent  only  is  to  be 
charged  in  this  account  to  the  shoe  business. 

36.  Heat,  Light,  and  Power  should  be  charged  with 
all  expense  for — 

(a)  Heat,  including  payments  to  power  or  heating 
companies,  or  to  owner  of  store,  if  heat  is  fur- 
nished by  others;  or  for  fuel,  for  oil  (machine) 
and  waste,  and  for  repairs  to  and  depreciation 
of  heating  equipment,  if  heat  is  furnished  by 
the  shoe  concern  itself  ; 

(b)  Light,  including  all  payments  for  lighting 
store,  office,  and  storage  space,  by  oil,  gas, 
electricity,  or  acetylene,  and  for  the  necessary 
chimneys,  mantles,  globes,  and  repairs  to  lights, 
but  not  for  light  for  outside  electric  signs  or  for 
windows  if  possible  to  separate  it  (see  Adver- 
tising— 26)  ; 

(c)  Power,  including  all  payments  for  power  used 
for  fans,  vacuum  cleaners,  elevators,  escala- 
tors, and  all  payments  for  maintenance  and 
running    (wages,   fuel,   repairs,  depreciation, 
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etc.)  of  any  power  equipment  owned  by  the 
shoe  concern,  but  not  the  cost  of  power  fo.' 
shoe-repairing  machinery,  which  should  be  in- 
cluded in  item  47. 
Where  this  item  (36)  is  considerable,  it  will  be  well 
to  distinguish  regularly,  or  at  the  end  of  the  period,  be- 
tween the  separate  items  (a),  (b),  and  (c),  in  so  far  as 
they  can  be  separated. 

37.  Insurance  on  Stock  and  Equipment  should  be 

charged  with  al  lexpense  of  insurance  on  the  business, 
fire,  burglary,  fidelity,  plate  glass,  employers'  liabiliy, 
and  other.  This  accoun  is  not  to  be  charged  with  in- 
surance on  store  building  or  on  the  lives  of  partners 
even  when  the  policies  are  payable  to  the  business  (sec 
Section  42). 

When  the  store  building  is  owned  insurance  paid 
upon  it  is  virtually  a  deduction  from  rentals  earned  on 
the  building  and  should  be  charged  as  an  expense  to 
Miscellaneous  I'rofits  and  Losses  (49). 

When  the  store  building  is  not  owned,  but  insur- 
ance is  paid  upon  it  by  the  shoe  concern  (a  rare  occur- 
rence), the  premiums  should  be  charged  to  Rent  (35). 

W  hen  insurance  is  paid  for  a  longer  time  than  the 
period  of  the  Profit  and  Loss  Statement  a  proportion 
ate  part  only  of  the  premium  should  be  charged  on  eacli 
statement.  For  example,  if  insurance  is  paid  up  for 
three  years  at  a  premium  of  $150,  and  this  statement  is 
for  but  six  months,  then  one-sixth  of  the  premium 
only,  or  $25,  is  to  be  charged  here,  the  balance,  or  $125, 
being  an  asset  on  the  balance  sheet  as  "Prepaid  Insur- 
ance.' This  asset  should  be  reduced,  of  course,  on  the 
next  balance  sheet,  by  $25,  as  a  charge  for  the  next  six 
months'  insurance,  and  the  $25  reported  as  an  expense 
on  the  next  Profit  and  Loss  Statement. 

38.  Taxes  is  to  be  charged  with  taxes  on  stock  and 
eciuipment  but  not  with  taxes  on  the  store  building. 
Taxes  on  the  building,  like  insurance  on  the  building 
as  indicated  in  Section  37,  is  to  be  charged  to  Miscel- 
laneous Profits  and  Losses  (49)  when  the  building  is 
ownea,  or  to  Rent  (35)  when  the  building  is  not  owned 
but  the  taxes  are  paid  by  the  store  (a  rare  occurrence). 

39.  Repairs  and  Renewals  of  Equipment  should  be 
charged  with  all  repairs  and  upkeep  of  fixtures,  furni- 
ture, or  other  general  equipment — such  as  permanent 
store  cartons.  It  should  also  be  charged  with  all  pur- 
chases of  new  equipment  to  take  the  place  of  old,  and 
with  transportation  charges  on  such  equipment.  It 
should  not  be  charged  Avitli  repairs  and  upkeep  of 
equipment  for  delivery,  which  should  be  charged  to 
item  29,  or  with  repairs  and  upkeep  of  equipment  for 
heating,  lighting,  and  power,  which  should  be  charged 
to  item  36,  or  with  repairs  and  upkeep  of  equipment 
for  repairing,  which  should  be  charged  to  item  47. 

40.  Depreciation  of  Equipment  should  be  charged 
with  a  fair  estimate  for  depreciation  of  fixtures,  furni- 
ture, or  other  general  equipment.  This  should  not  in- 
clude depreciation  of  equipment  for  delivery,  heating, 
lighting,  or  power,  or  for  repairing.  These  deprecia- 
tions should  be  carried  to  items  29,  36,  and  47,  respec- 
tively. 

Reasons  for  recording  depreciation  have  already 
been  discussed  in  Depreciation  of  Merchandise  (12). 
Just  what  is  a  "fair  estimate"  must  be  determined  by 
experience.  A  simple  method  is  to  estimate  the  busi- 
ness life  of  each  article  of  equipment  and  depreciate  in 
proportion.  For  example,  if  the  life  of  a  fixture  for 
business  purposes  is  estimated  as  ten  years,  charge 
oft  practically  10  per  cent,  per  year,  or  5  per  cent,  each 
six  months — a  rate  found  common  in  retail  shoe  stores 
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is  10  per  cent.  The  Bureau  would  like  the  rate  of  de- 
preciation in  the  space  indicated  on  Publication  10. 

41.  Total  Fixed  Charges  and  Upkeep  Expense  is 

the  sum  of  items  35-40. 

42.  Miscellaneous  Expense  is  to  be  charged  with 
payments  for  telephone,  telegraph,  water,  care  (janitor, 
cleaning),  and  sundries  that  can  not  be  properly  enter- 
ed in  any  of  the  other  accounts,  such  as  freight  or  ex- 
j)ress  charges  borne  by  the  store  on  merchandise  re- 
turned by  the  store,  and  the  expense  of  collecting  slow 
and  doubtful  accounts.  ~ 

If  the  business  pays  life  insurance  premiums  on 
policies,  payable  to  the  business,  such  premiums  should 
be  charged  here,  but  reported  as  a  subdivision  of  this 
account. 

43.  Losses  From  Bad  Debts  should  be  charged  with 
all  accounts  receivable  which  have  run  so  long  that  the 
hope  of  collection  is  abandoned.  These  should  be 
written  off  the  books  at  the  end  of  each  period. 

This  account  should  be  credited,  of  course,  with  any 
collection  on  accounts  receivable  after  they  have  been 
written  off'. 

44.  Total  of  Expense  Statement  is  the  sum  of  items 
20-43. 

45.  Net  Profit  (or  Loss)  from  Merchandise  Opera- 
tions results  from  subtracting  Total  of  Expense  State- 
ment (44)  for  Gross  Profit  on  Merchandise  (17),  and 
gives  the  net  profit  of  the  shoe  business  proper,  to 
which  is  to  be  added,  or  from  which  is  to  be  deducted, 
as  the  case  may  be,  Other  Business  Profits  (or  Losses) 
(46),  and  Application  of  Total  Operating  Net  Profit 
(52). 

When  item  44  exceeds  item  17,  this  item  (45)  be- 
comes, of  course,  Net  Loss  from  Merchandise  Opera- 
lions. 

46.  Other  Business  Profits  (or  Losses)  is  the  main 
division  of  the  Profit  and  Loss  Statement  for  other 
items  of  receipts  or  expenditures  frequently  incidental 
to  the  business  of  retailing  shoes,  but  not  a  necessary 
part  of  the  business.  These  items  are  covered  by  Sec- 
tions 47-49. 

47.  Repairing  comprises  (a)  Receipts,  (b)  Material, 
(cj  Labor,  and  other  expenses,  which  may  or  may  not 
be  kept  separate. 

Repairing  should  be  credited  with — 

(a)  Cash  and  charge  items  for  repairing  work 
done,  the  value  of  all  free  repairing  and  alter- 
ing of  shoes  purchased  (charged  to  items  4 
and  27),  and  al  cash  discounts  taken  on  pur- 
chases of  repairing  material. 

Repairing  should  be  charged  with — 

(b)  Purchases  of  material  and  supplies  used  in  re- 
pairing, together  with  transportation  charges 
on  them  ; 

(c)  Expense  of  labor  for  repairing  and  other  ex- 
pense practicable  to  apportion — see  item  48 
(c) — and  rentals,  power,  upkeep,  depreciation, 
and  other  charges,  for  machines  used  in  re- 
pairing. 

if  the  repair-man  also  sells  shoes,  or  acts  as  janitor, 
his  pay  should  be  charged  proportionately  to  Selling 
Expense,  under  item  24,  or  to  Miscellaneous  Expense 
(42),  and  to  this  account. 

The  reasons  for  treating  Repairing  and  Hosiery 
(48)  separately  on  the  Profit  and  Loss  Statement  have 
already  been  given  in  Section  1.  In  strict  theory  they 
should  have  separate  Profit  and  Loss  Statements  simi- 
lar til  the  nnc  for  shoes,  but  this  is  obviously  imprac- 
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ticable,  and  the  above  items  should  suffice  for  all  prac- 
tical purposes. 

48.  Hosiery,  like  Repairing  (47),  comprises  (a) 
Sales,  (b)  Purchases,  (c)  Expense,  which  may  or  may 
not  be  kept  separate. 

Hosiery  should  be  credited  with — 

(a)  Sales,  cash  or  charge,  of  hosiery,  or  other  non- 
shoe  articles  sold  by  the  hosiery  department, 
and  all  cash  discounts  taken  on  purchases  of 
hosiery  and  other  articles  for  the  hosiery  de- 
partment. 

Hosiery  should  be  charged  with — 

(b)  Purchases  of  hosiery  or  other  non-shoe  arti- 
cles for  the  hosiery  department,  together  with 
all  transportation  charges  on  them ; 

(c)  Expense — buying,  selling,  managing,  fixed, 
and  miscellaneous,  as  defined  for  shoes,  in  so 
far  as  it  can  be  practicably  apportioned  to 
hosiery. 

Se  also  the  last  paragraph  of  Section  47. 

49.  Miscellaneous  Profits  and  Losses  comproses 
(a)  Profits,  (b)  Losses,  which  may  or  may  not  be  kept 
separate. 

Miscellaneous  Profits  and  Losses  should  be  credited 
with — 

(a)  Incidental  receipts  such  as  interest  on  bank 
balances,  sales  of  packing  cases  and  of  waste 
paper,  tolls  from  telephone  pay  station  in 
store.  If  the  store  and  building  is  owned  by 
the  concern  the  rent  charged  in  item  35  should 
be  credited  here  as  a  rental  earned,  and  separ- 
ately reported  as  a  subdivision  of  this  item. 
(See  also  items  37  and  38.) 
This  account  should  be  charged  with — 
(b)  Incidental  losses,  such  as  those  from  missing 
merchandise,  damages,  theft,  and  insurance 
ahd  taxes  on  the  store  site  and  building  when 
owned  by  the  concern.  The  last  two  should 
be  separately,  reported. 

50.  Total  Other  Profits  (or  Losses)  is  the  sum  or 
difference  of  items  47-49. 

51.  Total  Operating  Net  Profiit  (or  Loss)  of  the 
Period  results  from  adding  Total  Other  Net  Profits 
(or  Losses)  (50)  to,  or  subtracting  it  from,  as  the  case 
may  be.  Net  Profit  (or  Loss)  from  Merchandise  Oper- 
tions  (45)  to  secure  the  total  net  profit  or  loss  which 
under  item  52  is  to  be  applied  to  interest,  dividends, 
and  surplus  (or  deficit). 

52.  Application  of  Total  Operating  Net  Profit  is  the 
final  main  division  of  the  Profit  and  Loss  Statement 
where  proper  appHcation  of  item  51  is  made  to  interest, 
or  to  dividends,  and  the  final  surplus  (or  deficit  is  de- 
termined. 

This  permits  the  fullest- and  most  accurate  com- 
parisons to  be  made  between  different  business,  whe- 
ther the  proprietors  furnish  all  the  capital  needed  and 
expect  interest  on  that  capital,  or  borrowing  is  largely 
resorted  to  (either  directly  on  notes,  or  indirectly 
through  time  purchases),  or  profits  are  distributed  in 
the  form  of  corporation  dividends. 

53.  Inteest  on  Capital — Borrowed  is  to  be  charged 
with  all  payments  for  interest  whether  made  to  manu- 
facturers, wholesalers,  bankers,  or  others  on  debts  in- 
curred for  the  business — whether  on  accounts  payable 
or  on  notes  pa3'able. 

54.  Interest  on  Capital — Owned  is  never  figured  for 
corporations  and  joint  stock  companies,  for  it  is  in- 
cluded in  dividends.  This  account  should  be  charged 
with  interest  at  the  current  rate  (taking  reasonably 
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secure  local  investments  as  a  basis)  on  capital  invest- 
ed in  the  business.  This  capital  is  the  total  amount 
standinj^  to  the  credit  of  the  proprietor  or  partners  on 
the  books.  Such  credits  should,  of  course,  represent 
the  sum  of  all  the  assets  of  the  business,  less  the  sum 
of  all  debts — in  other  words,  the  present  worth  of  the 
business.  If  the  store  site  and  building  is  owned,  the 
value  must  be  included  in  these  assets,  for  the  rental  is 
credited  as  an  earning  (see  Section  49). 

Just  as  a  proprietor  should  charge  salary  for  his 
own  time,  as  if  he  were  employed  by  anotlier  (see  Sec- 
tion 19},  and  rent  for  his  own  store,  as  if  it  were  rented 
:o  another  (see  Section  35),  so  he  should  charge  in- 
terest for  his  own  capita!,  as  if  it  were  borrowed  by  an- 
other. No  one  questions  the  charging  of  Interest  on 
Capital — Borrowed  (53),  but  the  dollar  borrowed  docs 
no  more  work  in  the  business  tiian  the  dollar  owned. 
Concerns,  not  joint  stock  companies  or  corporations, 
with  partners  inactive,  but  still  drawing  "salaries"  in 
lieu  of  compensation  for  the  use  of  their  capital,  should 
not  charge  these  "salaries"  as  expenses  of  buying,  sell 
ing,  or  managing,  but  should  charge  to  this  account 
(54)  interest  on  capital  which  such  inactive  partners 
may  have  in  the  business,  or  to  Rent  (35)  the  equiva- 
lent of  store  rent  on  tlie  building  owned  by  such  part- 
ners, and  include  in  Final  Surplus  (or  Deficit)  for  the 
Period  (57)  any  balance  of  such  "salaries." 

55.  DIVIDENDS  ON  CAPITAL  STOCK  will  be 
entered,  by  corporations  and  joint  stock  companies 
only,  for  dividends  on  capital  stock  declared  out  of  the 
earnings  of  the  period. 

56.  TOTAL  INTEREST  AND  DIVIDENDS  is 
the  sum  of  items  53-55. 

57.  FINAL  SURPLUS  (OR  DEFICIT)  FOR 
THE  PERIOD  results  from  subtracting  item  56  from. 


or  adding  it  to,  as  the  case  may  be.  Total  Operating 
Net  Profit  (or  Loss  of  the  Period)  (51),  and  is,  for 
individual  proprietorships  or  partnerships,  the  final 
true  gain  or  loss  from  doing  business  for  the  period, 
after  all  expenses  have  been  paid,  and  proper  charges 
have  been  made  for  depreciation  and  for  the  propri- 
etor's time  and  capital,  and  for  the  store,  if  owned  by 
the  concern.  For  corporations  and  joint  stock  com- 
panies it  is  the  surplus  (or  deficit)  of  the  period  after 
provision  ior  whatever  dividends  have  been  declared. 
For  treatment  of  the  "salaries"  of  inactive  jiartners  see 
the  last  paragraph  of  Section  54. 


Style  Leaders  in  Paris 

The  gaiter  walking  shoe,  l)uttoning  alt(jgether  at 
the  side,  is  a  leading  style  in  Paris.  Tie  shoes  in  check 
cloth  and  patent  leather,  and  a  brown  leather  tie,  trim- 
med vvitli  tan,  are  popular,  ('(jthurne,  or  tango  slip- 
pers, as  they  are  called,  are  trimmed  with  embroidery 
in  many  cases.  Black  cotiiurnes  are  beaded  with  jet. 
The  gaiter  top  is  a  pretty  shoe,  but  must  be  made  to 
order.  Satin  evening  slippers  are  trimmed  with  lace. 
Plain  satin  evening  slip])ers  in  white  or  colors  are  trim- 
med with  bows.  In  walking  shoes,  a  leather  strip  at 
the  front  protects  the  shoe  against  the  narrow  skirt. 
The  laced  shoe  is  used  for  walking  in  Paris,  and  is 
shown  in  cloth  and  patent  leather.  The  cloth  upper  is 
either  black,  brown,  beige,  tan  or  gray.  A  shoe  trunk 
is  used  for  innumerable  pairs  of  shoes,  riding  boots, 
dancing  slippers,  etc.,  together  with  the  brushes,  polish- 
es and  cleaning  preparations  that  make  up  the  foot 
wardrobe  of  the  well  dressed  woman.  Fancy  buckle> 
show  dragon  fly  or  butterfly  designs,  head  of  an  owl 
with  gleaming  eyes,  a  lace  bow  design  in  steel,  square 
fancy  buckles,  etc. 


Helping  Out  the  Show  Window 


The  accompanying  photograph  is  unique  m  liuii  ii  shows  a  shoe  store  whose  ouisule  show  e.i.>ej  posses> 
more  than  double  the  display  area  of  the  show  windows.  Most  stores  are  hampered  through  lack  of  suffici- 
ent show  window  space,  and' the  illustration  shows  one  way  of  overcoming  this.  The  municipal  authorities  in 
many  of  our  cities  and  towns  would  not  tolerate  the  obstruction  of  the  sidewalk,  but  if  permitted,  it  would  prove 
a  valuable  aid  to  the  show  window.  Of  course  it  is  not  intended  to  supersede  the  latter,  but  is  only  an  au.xil- 
iary  thereto. 
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Shoe  Trade  Advertising 

Discussion  of  Principles  Involved  in  Effective  Publicity— Examples  of  Good 
Display— Retail  Shoe  Stores  Invited  to  Submit  Advertisements  for  Criticism 


OPENING 
TODAY 

of  our  now,  up-lo-datc  Anioricnn-niade  shoe 
store.  We  feel  assured  'Wmnipej;  ml)  wel- 
come thtf  nnnoiineemcTit  of  the  opeoiBg  of 
tbis  bijrli  nl.\is  shoe  alorr  at  pucIi  s  ronmui- 
mul  iit]<l  iiiipurtunt  luc^tioD.  Renternber. 
only  thf  nrnst  fH-ihioopble  J»Dd  beat  made 
Amencm  '^Ime'i  wilt  be  carncrf  Every  pair 
will  hHVP  tb;il  diFtinL'tive  individuahfy.  thai 
oifly,  nnbby  appoaraure.  tbnt  only  Ameri 
cau-made  5h"ps  ar*  noted  for  Here  you 
will  be  able  lo  see  what  Sen-  Vork's  "four 
hundred  "  ^rc  buying  for  footw&ar. 

THE 

HARVARD 

SHOE  STORE 

311  Portage  Ave.  0pp.  Eaton's 


The  Appeal 

THERE  are  buyers — 
and  buyers,  just  as 
there  are  stores  and 
stores,  merchants 
and  "storekeepers,"  and 
shoes  that  are  good,  bad 
and  indifferent.  This  is  one 
of  the  most  important  points 
that  the  advertiser  and  the 
advertising  man  has  to  keep 
always  in  mind,  for  upon 
the  knowledge  of  human  na- 
ture and  the  soundness  of 
judgment  shown  in  framing 
the  appeal  of  the  advertis- 
ing" in  accordance  with  the 
tastes,  prejudices  and  prob- 
able buying  power  of  those 
to  whom  the  appeal  is  made, 
the  pulling  power  of  the  advertising  more  than 
anything  else  depends. 

The  "man  in  the  street"  is  more  likely  to  listen 
to  the  appeal  of  special  quality  at  special  prices  than 
to  the  very  latest  fads  and  fancies,  while  on  the  other 
hand  the  favored  "four  hundred"  would  just  as  soon 
be  out  of  the  world,  perhaps,  as  be  out  of  the  pre- 
\  ailing  fashion.  Analysis  of  the  goods,  their  qualities 
and  special  talking  points,  is  one  important  phase  of 
advertising.  Analysis  of  the  market — of  the  possible 
buyers  of  the  goods — is,  however,  just  as  necessary. 

A  Good  Display 

Our  first  illustration  this 
month  shows  a  rather  note- 
worthy opening  announce- 
ment. The  Harvard  shoe 
store  has  recently  been 
opened  in  Winnipeg  and  is 
catering  to  strictly  high 
class  trade.  Its  opening  an- 
nouncement taken  as  a  whole 
creates  an  impression  in 
keeping  with  such  a  trade 
connection.  The  original 
was  rather  less  than  eight 
inches,  double  column,  yet  it 
is  an  advertisement  that 
would  not  be  lost  sight  of 
even  though  it  might  be 
overshadowed  by  larger 
space  and  many  "noisy"  dis- 
play lines.  The  illustrations 
used  are  satisfactory  and 
well  suited  to  newspaper 
|)rinting;  the  type  used  for 
the  body  matter  is  large 
cnougli  to  be  read  easil}-, 
and  its  effect  is  not  marred 
b\    the  introduction  of  nn- 


Save  from 
$1-00  ,„  $2-00 

on  your 
New 
Spring 

Shoes 

rhcm  direct  from  ns.  the  makers,  and 
^avc  the  middlcm.in  s  profit.  If  vou  consider 
il  to  S,2  worth  sav  mij  on  your  shoes  huv  rhcrn 
at  the  Brockton  Shoe  Shop 


hundreds  of  styles  and  shape**  to  select  from, 
^ou  will  find  |ust  what  you  want  and  we 
guarantee  cverv  pair  of  shoes  we  sdl  to  give 
perfect  satisfaction. 


440 

St.  Catherine 
West 


I    GALES— "TTie  Houit  TTat  Shot 


necessary  display  lines ;  the  main  display  and  signa- 
ture are  well  brought  out  and  well  balanced ;  and 
there  is  sufficient  white  space  to  set  oft  the  solid 
gray  of  the  body  matter  to  advantage  and  to  add  to 
the  impression  of  dignity  and  individuality.  We  are 
not  altogether  pleased  with  the  unusual  arrangement 
of  the  word  "Grand,"  but  the  first  appeal — the  appeal 
to  the  eye  of  the  possible  customer — is  at  once  at- 
tractive and  pleasing.  While  the  wording  of  the  an- 
nouncement also  leaves  little  to  be  desired,  careful 
revision  would  have  improved  it  in  one  or  two  par- 
ticulars. From  the  wording  and  prominence  of  the 
heading,  for  instance,  it  would  have  been  better  if 
the  body  matter  had  commenced  with  a  distinct  sen- 
tence. As  it  is  the  first  statement  is  bald  in  the  ex- 
treme, and  not  even  a  complete  sentence,  although 
there  was  every  opportunity  for  a  really  forceful 
opening  and  a  cordial  invitation  to  come,  to  see  the 
new   store   and   the        _  _ 

new    stock    and  get    ^        ,    — — ^r-r-r-^ 

acquainted,  even 
though  with  no  pre- 
sent intention  of  pur- 
chasing. The  ab- 
sence of  a  single 
word  of  invitation 
when  "opening  day" 
is  the  whole  burden 
of  the  story  is,  in- 
deed, the  weakest 
point  in  the  entire 
advertisement.  At 
the  risk  of  seemniir 
h  y  p  e  r  c  r  i  tical  we 
would  also  suggest 
that  the  words  "nifty"  and  "nobby"  are  scarcely  in 
keeping  with  "that  distinctive  individuality"  that  im- 
mediately preceeds  them  or  with  the  dignity  of  a 
strictly  high  class  store. 

Appeals  to  "Man  in  the  Street" 

The  advertisement  of  the  Brockton  Shoe  Com- 
pany, Montreal,  is  a  good  illustration  of  strong  appeal 
to  the  "man  in  the  street."  The  possibility  of  saving 
money  is  a  strong  homethrust  to  the  man  who  never 
finds  that  he  has  more  than  he  knows  what  to  do  with, 
and  this  class  represents  after  all  a  very  co-risiderable 
proportion  of  the  dwellers  and  workers  in  every  big 
city  and  even  in  the  small  town.  The  advantages  of 
large  stock  and  a  wide  range  of  styles'  and  shapes  is 
another  strong  point  that  is  used  to  good  advantage. 
The  eft'ect  of  the  display  lines  is  rather  choppy  and 
broken,  and  notwithstanding  the  use  of  the  special 
name  cut.  the  signature  is  weak. 

A  plain  statement  of  the  price — "$4.00 — No  more 
— No  less,"  and  a  well-displayed  type  signature  would 
have  been  much  stronger,  more  readilv  seen  and  more 
easily  read.  Tlie  appeal  of  the  advertisement,  hew- 
ever,  is  one  well  calculated  to  make  sales. 

The  advertisement  of  the  Ottawa  store  of  Geo.  G. 


OfiC/  Of  The 
yU/t'  People 
today  are  wearing  S 
Shoes  that  are  not  || 
properly  fitted.  [] 

Art- you  one  of  the  niany?  O 
If  so  we  will  lie  pleased  l] 
to  prove  this  statetnent.  11 
Let  your  next  pair  of  II 
shoes  be  a  GALES.  g 

\Vc  employ  only  expert  shoe-fitters,  " 
rninbiried  wilh  a  full  range  of  lasts, 

«ijr=  nnd  '.vidths. 

$4".  00  upwards- 


Geo.G.Gales&Co. 


o 
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Gales  &  Company  is  also  strong  in  the  quality  of 
attraction.  The  illustrations  used  were  reproduced 
from  Footwear's  special  March  number,  which  indi- 
cates that  the  advertising-  man  is  one  who  is  (juick  to 
see  the  value  of  any  material  that  offers,  and  who  docs 
not  neglect  to  read  his  trade  journal.  The  idea  in  this 
advertisement  is  excellent,  and  the  opening  statement 
goes  straight  to  the  point  in  direct,  simple  English 
that  is  inclined  to  make  one  stop  and  think.  As  tiie 
statement  would  not  be  easily  capable  of  actual  pro(jr, 
and  could  not  possibly  be  proved  from  the  fitting  of  a 
single  individual,  we  would  amend  the  third  sentence 


to  read,  "If  so  we  shall  be  pleased  to  help  you."  To 
convey  just  the  meaning  that  was  intended  the  words 
"combined  with"  in  the  following  sentence  should  also 
he  altered  to  read  "and  carry  in  stock." 

The  use  of  so  heavy  and  noticeable  a  border  de- 
tracts somewhat  from  the  effectiveness  of  the  illus- 
trations; a  simple  rule  border  would  have  been  pre- 
ferable. The  two  boxes  enclosing  illustrations  and 
store  slogan  might  also  have  been  dispensed  with. 
With  these  changes  the  advertisement  would  have 
been  still  more  effective,  and  efficiency  is  worth  striv- 
ing for. 


Questions  and  Answers 

A  New  Service  Department  for  Readers  of 
Footwear  in  Canada 


Owing  to  the  number  of  requests  for  information 
we  have  been  receiving  from  our  readers  in  all  branch- 
es of  the  shoe  and  leather  trades  we  have  decided  to 
install  a  Question  and  Answer  department.  Any 
reader  seeking  enliglitenment  on  any  trade  matters 
may  write  to  Footwear  in  Canada  and  will  receive  an 
answer  through  this  department. 

A  Vancouver  retailer  sends  us  the  following 
questions:  1.  What  is  cabretta  hide?  2.  What  is  the 
difference  between  chrome  and  bark  tanned  leathers? 

Answers : 

1.  Cabretta  is  the  hide  of  a  cross  between  a  goat 
and  a  sheep.  This  hybrid  is  common  in  .^outh  Africa, 
India  and  other  warm  countries. 

2.  Leather  tanned  by  the  bark  process  must  re- 
main several  months  in  the  vats,  and  consequently  the 
process  is  more  expensive  than  that  of  chrome  tanning 
which  occupies  a  very  short  time.  In  rlirome  tan- 
ning, a  solution  of  bichromate  of  potasli  and  dilute 
nitric  acid  is  used.  Rark  tanned  leather  is  generalh' 
considered  superior  to  chrome  tanned.  Chrome  sole'^ 
are  waterproof  and  that  is  one  reason  Avhy  they  are 
not  generally  satisfactory  for  e very-day  shoes.  Be- 
ing waterproof  they  do  not  absorb  the  perspiration  of 
the  feet.  That  makes  the  shoe  damp  inside  and  a 
damp  insole  spoils  a  shoe. 

*     *  * 

Repairing  Vamp 

An  Eastern  correspondent  wishes  to  know  the  best 
way  to  repair  a  patent  leather  or  horsehide  shoe  when 
the  break  is  next  the  welt. 

Answer : 

Rip  off  the  sole  and  also  the  welt  on  the  side  where 
the  break  is.  This  must  be  done  carefully.  Next 
free  the  upper  from  tlie  inner  sole  along  the  break. 
Slip  a  patch  suitably  skived  between  leather  and  lin- 
ing. Sew  by  hand  with  a  fine  waxed  thread  along  the 
edge  of  the  break.  Sew  the  welt  into  place  and  the 
break  is  properly  repaired.  A  sewing  machine  with 
isaod  silk  twist  may  be  used  instead  of  waxed  tliread 
if  stock  is  light  and  pliable,  but  tlie  waxed  thread  is 
better.  Both  patent  and  horsehide  are  bad  to  deal 
with  when  it  comes  to  breaks  and  if  the  shoe  has  seen 
nuich  service  it  is  better  to  tell  the  customer  it  is  not 
worth  repairing.  It  is  nearly  impossible  to  cenicn'^ 
a  patch  to  horsehide,  so  that  it  will  remain,  and  when 
patent  leather  is  stiff  enough  to  break  ft  is  useless  to 


patch  it.  Sometimes,  however,  both  of  these  propo- 
sitions have  to  be  met. 

Care  of  Suede 

We  have  an  enquiry  from  an  (Jntario  shoe  re- 
tailer in  regard  to  keeping  suede  shoes  in  the  best  of 
order.  These  easily  become  finger  marked  and  the 
nap  pressed  down  in  places. 

The  suede  shoe  should  have  the  nap  brushed  up 
before  being  shown  to  a  customer.  If  it  lies  in  the 
box  any  length  of  time,  the  nap  or  hair  is  generally 
pressed  down  so  close  to  the  side  of  the  carton  or 
the  other  shoe,  that  it  gives  a  somewhat  dull  appear- 
ance. If  the  shoeman  would  have  a  tooth  brush  or 
small  nail  inrush  with  moderately  stiff  bristles  and 
run  this  lightly  over  the  shoes,  before  presenting  it 
to  the  prospective  customer,  he  would  be  surprised 
to  see  how  bright  and  fresh  this  would  make  the  shoe 
look.  This  would  take  but  a  few  seconds  and  might 
e\  en  mean  the  difference  between  making  or  losing  a 
sale.  The  tooth  brush  is  also  about  the  best  article 
for  applying  suede  dressing. 


Have  Taken  Space  at  Shoe  and  Leather  Fair 

Rice  &  Ilulchins,  Inc.,  "World  Shoemakers  for  the 
Whole  Family,"  will  occupy  a  prominent  booth  at  the 
Shoe  and  Leather  Fair  to  be  held  in  Boston  in  July. 
The  full  line  will  be  shown,  comprising  welts  and 
McKays  for  men,  women,  misses,  children,  infants, 
boys  and  little  men,  and  turns  for  women.  These  shoes 
are  under  the  brands  of  Special,  All  America,  Educa- 
tor, Armada  and  Signet  for  men,  Mayfair,  Ladifair. 
Educator  and  Fair  Sex  for  women.  Educator  and  Mar- 
vel for  misses  and  children,  and  Educator,  Signet  and 
School  shoes  for  boys  and  little  men.  To  make  the 
display  as  much  of  a  success  as  possible,  experienced 
shoe  men  will  be  on  duty  at  the  booth  at  all  times,  and 
they  will  l)e  glad  to  demonstrate  the  worth  and 
salability  of  the  firm's  shoes. 

As  it  will  doubtless  be  remembered.  Rice  &  Hutch- 
ins  have  a  very  unique  system  of  distribution.  The 
complete  line  is  carried  by  the  company's  distributing 
houses  in  nine  trade  centres  of  the  United  States.  Ros 
ton.  New  York,  Philadelphia.  Raltimore.  .Atlanta, 
Chicago,  St.  Louis,  Cleveland  and  Cincinnati.  As 
these  stocks  are  on  the  floor  at  all  times,  dealers  can 
get  immediate,  overnight  delivery — a  system  which  is 
the  desideratum  of  shoe  retailing. 
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The  Blachford  Shoe  Manufacturing  Go. 

As  announced  in  our  last  issue,  the  above  company 
has  been  formed  by  Messrs.  Geo.  A.  Blachford  and 
Chas.  A.  Blachford  for  the  exclusive  manufacture  of 
women's  flexible  Goodyear  welt  footwear,  to  retail  at 
the  popular  price  of  four  dollars.    From  these  two  ag- 


Geo.  A.  Blachford 


o^ressive  shoemen  the  trade  will  be  offered  a  specialty 
line  in  women's  high  grade  shoes,  which  undoubtedly 
will  find  instant  favor.  This  new  organization  starts 
with  the  best  wishes  of  the  trade  from  the  Atlantic  to 
the  Pacific.  A  condensed  line  of  real  live  shoe  styles 
for  Fall  are  now  being  shown,  and  very  encouraging 
orders  are  being  received. 

The  Blachford  Shoe  Manufacturing  Company  have 
secured  the  upper  portion  of  the  large  manufacturing 


Chas.  A.  Blachford 


building  at  92-94  Sherbourne  Street,  Toronto,  to  which 
an  extensive  addition  is  now  being  completed.  Condi- 
tions in  these  premises  for  shoe  manufacturing  are 
excellent,  particularly  from  the  standpoint  of  light,  for 
it  might  surely  be  called  a  "daylight"  factory.  The 


sanitary  arran^gements  are  strictly  up-to-the-minute, 
the  comfort  of  the  employees  being  considered  in  every 
detail,  while  a  passenger  elevator  service  will  prove  a 
boon  to  the  help.  Under  such  excellent  conditions, 
undoubtedly  shoes  of  character  and  worth,  designed 
for  exclusive  women's  trade,  will  be  produced  at  their 
best. 

The  very  newest  lasts  and  designs  have  been  se- 
cured from  the  shoe  centres  of  America,  special  fea- 
tures being  introduced  in  the  modelling  of  the  last, 
which  will  insure  the  utmost  in  fitting  and  style  quali- 
ties. 


A  Capable  Sales  Manager 

In  these  days  of  strenuous  competition  the  firm 
which  lacks  live  representatives  is  almost  certain  to 
fall  behind  in  the  race  for  trade.  La  Parisienne  Shoe 
Company,  Limited,  of  Maisonneuve,  are  therefore  for- 
tunate in  having  as  its  sales  manager  Mr.  Medard  Gau- 
thier,  who  has  had  a  long  and  varied  experience  in 
the  shoe  business,  and  is  also  very  keen  in  appreciat- 
ing opportunities  for  pushing  sales.    Mr.  Gauthier  has 


Medard  Gauthier 


been  with  La  Parisienne  Shoe  Company  for  three 
years,  and  for  12  years  previously  was  with  the  Ames- 
Holden  Company,  while  a  still  earlier  business  con- 
nection was  with  the  old  firm  of  Whitham,  Montreal. 
In  addition  to  being  sales  manager,  he  has  recently 
been  made  a  member  of  the  firm,  and  takes  a  share  in 
the  direction  of  the  company,  which,  starting  in  a 
small  way,  has  recently  expanded  phenominally.  and 
is  no\y,, going  after  trade  in  a  very  aggressive  fashion. 
It  has  been  decided  to  increase  the  factory  accommo- 
dation by  building  an  addition  which  will  give  three 
times  the  present  capacity.  The  company  manufac- 
ture high  grade  ladies'  footwear,  and  at  the  sample 
room  in  La  Patrie  Building,  St.  Catherine  Street  East, 
Montreal — a  very  convenient  and  central  position  for 
shoe  buyers — there  is  to  be  found  a  very  wide  range  of 
the  company's  goods. 

Mr.  Gauthier  has  been  a  member  of  the  Commer- 
cial Travellers  Association  for  22  years,  and  has  been 
a  g(u id  deal  on  the  road.  As  his  name  implies,  Mr. 
Gauthier  is  of  French-Canadian  birth,  but  he  has 
a  good  command  of  English, 
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A  Modern  Plant  and  Ideal  Factory 

The  new  factory  of  the  Progressive  Shoe  Machin- 
ery Company,  of  Minneapolis,  Minnesota,  represents 
the  latest  word  in  factory  buildinfj  and  arranfjemenl 
and  was  especially  desij^-nod  for  the  matuifactin-e  of 
shoe  repairin.L;  niaciiinery.  P.efore  starting  the  con 
strnction  of  this  factory,  the  company  ofificials  made 
a  careful  study  of  factory  buildings  and  facilities  which 
might  help  them  to  arrive  at  the  object  they  had  in 
view,  viz.,  a  most  thoroughly  up-to-date  plant  capable 
of  handling  their  steadily  growing  business  at  the  mini- 
mum of  cost  and  effort.  Success  crowned  their  en- 
deavors and  machinery  men  and  authorities  on  factory 
construction  say  that  the  new  factory  is  one  of  the  best 
arranged  and  equipped  for  the  producing  of  shoe  re- 
jiairing  machinery. 

In  the  new  factory  is  produced  every  metal  part 
used  in  the  manufacture  of  the  company's  machines. 
Its  completely  equipped  foundry  makes  all  the  castings 
and  is  conser|nently  ab'e  to  see  that  each  contains  tlic 


Factory  of  Progressive  Shoe  Machinery  Company 

right  mixture  of  iron  to  give  it  the  efificiency  and  dur- 
ability necessary. 

Tile  entire  1914  output  of  the  Progressive  Shoe 
Machinery  Company  will  be  made  in  and  shipped  from 
this  new  factory.  The  machines  of  this  company 
have  always  given  good  satisfaction,  which  explains 
the  steady  and  substantial  growth  of  the  business 
from  the  time  it  was  first  organized.  The  firm's  policy 
is  one  of  steady  improvement  in  machines.  Each  year 
sees  new  models  added  and  more  Progressive  machines 
sold  than  ever  before  and  the  machines  used  in  a  wider 
territory.  They  are  now  extensively  used  throughout 
the  United  States  and  Canada,  and  some  are  being 
sliipped  to  foreign  countries.  The  company,  imder  an 
enter])rising  and  progressive  management,  has  rapidly 
taken  rank  as  one  of  the  leading  shoe  rei)air  machinerv 
concerns  of  the  world. 


Grass  Lined  Boots 

W'iiile  civilized  man  suffers  intensely  from  ctjld  feet 
every  winter,  the  Laplander,  living  in  the  far  north  of 


■  1  heir  boots  are  made  of  reindeer  skin  and  are  worn 
very  large,  and  the  toes  are  pointed  and  curve  ui)ward 
so  as  to  be  easily  slipped  into  the  skis.  The  Lapp 
usual  fills  his  boots  half  full  with  a  peculiar  green 
grass,  into  which  he  thursts  his  naked  feet.  He  then 
packs  the  boots  full  with  more  grass,  tucks  the  ends 
of  his  trousers  inside  and  binds  them  tightly  round 
with  many  turns  of  a  brightly  woven  braid.  With  these 
precautions  they  never  suffer  from  cold  feet,  and  chil- 
blains, corns  or  such  like  civilized  complaints  are  an 
unknown  horror  to  them." 


New  Winnipeg  District  Manager 

Mr.  Hugo  Wellein  has  been  promoted  from  the 
jjosition  of  office  manager  of  the  Winnipeg  division 
of  the  Canadian  Consr)lidated  Rubber  Company,  to 


r.uroi)e 


pe,  has  no  such  trouble.     A    tra\cller  writes. 


offices  and  Warehouse  of  Canadian  Consolidated  Rubber  Company,  at 
Winnipeg,  Man. 

that  of  district  manager.  Air.  Wellein,  who  is  a  native 
of  lierlin,  Ont.,  was  at  one  time  connected  with  the 
head  office,  Alontreal,  and  was  transferred  to  \\  inni- 
peg  about  two  years  ago.  Although  a  young  man, 
he  has  considerable  experience  in  the  manufacture  and 
sales  of  rubber  footwear,  which  will  be  of  great  value 
in  his  new  position.  The  \\'innipeg  division  covers 
the  entire  West  witli  the  exception  of  the  Pacific  coast. 
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Executive  and  Travelling  Staff  of 

Getty  &  Scott 


In  the  upper  row  from  left  to  right  are  Percy  Waugh,  who  covers  Western  Ontario;  Robert  Hawley,  Eastern  Ontatio  and  Montreal;  Stuart  Anderson, 
Northern  Ontario;  W.  A.  Kearney,  Quebec  and  the  Maritime  Provinces;  and  W.  G.  Fallen,  Pacific  Coast.    In  the  lower  row  from  left  to  right 
are  H.  H.  Gibbons,  Manitoba  and  Saskatchewan  ;  C.  H.  Holmes,  superintendent ;  F.  S.  Scott,  president ;  Wm.  Chamberlain, 
secretary-treasurer;  and  H.  Lecky,  Saskatchewan  and  Alberta. 


General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade  , 


Mr.  Justice  Guerin,  Montreal,  has  given  judgment  in  a 
case  of  interest  to  shoe  manufacturers  and  to  retailer^.  The 
St.  Henri  Shoe  Company,  Montreal,  claimed  payment*  of 
$131.50  against  David  Mendelsohn,  Montreal,  for  120  pairs 
of  shoes  ordered  by  defendant.  The  latter  admitted  having 
ordered  the  goods  on  July  ord,  1913,  but  contended  it  was 
understood  that  they  were  to  be  delivered  within  two  weeks. 
They  were  delivered  only  on  the  28th  of  October,  in  defend- 
ant's absence,  and  at  a  time  when,  said  defendant,  <here  was 
no  longer  a  market  for  that  particular  kind  of  shoe.  De- 
fendant, on  his  return,  refused  acceptance  and  sent  the  goods 
back  to  plaintiff's  factory.  The  court  ruled  that  as  the 
plaintiff  had  failed  to  produce  any  written  evidence  of  the 
transaction,  as  required  by  law,  the  burden  of  the  proof  of 
the  terms  of  sale  fell  on  the  company.  It  had  failed  in  mak- 
ing such  proof,  to  prove  that  defendant  had  actually  accepted 
the  goods;  hence  the  stiit  was  dismissed  with  costs. 

Oscar  Rumpel  has  severed  his  connection  with  the  Con- 
solidated Felt  Companies  and  is  going  into  the  raantifacture 
of  felt  footwear  for  himself.  He  was  formerly  factory  man- 
ager, and  assistant  general  manager  of  the  Consolidated  Felt 
Companies.  The  new  factory  will  be  equipped  with  the  latest 
improved  machinery  for  the  manufacture  of  fine  felts,  that 
can  be  bought  in  Europe  and  America,  and  the  equipment  of 
the  shoe  end  will  be  thoroughly  up-to-date  in  every  respect. 
It  is  expected  that  the  plant  will  he  running  by  ilie  end  of 
June. 

Geo.  H.  W'yatt,  clothing,  men's  funiisiiings,  Ijonts  and 
shoes,  is  opening  up  at  McHride,  B.C. 

Plans  have  Ijeen  drawn  for  the  new  factory  of  the  Canada 
Last  Company,  Toronto.  'J'iie  building  will  be  of  two  storeys, 
36  X  42  ft.,  I)rick  construction  and  fecundation,  and  will  cord 
$8,500. 

H.  1".  Glass,  suing  on  behalf  of  tlie  Apex  Shoe  Com- 
pan^-,  has  obtained  in  the  Montreal  courts  a  verdict  for  $1,- 
0(i:J  against  I.  R.  Douglas.    The  action  concerned  the  supply 


of  a  number  of  shoes  ordered  by  defendant,  who,  however, 
cancelled  the  order  by  telephone.  In  the  meantime,  the 
leather  had  been  cut,  and  the  plaintiff  contended  that  it  was 
too  late  to  set  aside  the  contract.  The  defendant  was  sub- 
sequently advised  that  the  goods  were  ready  for  shipment, 
but,  it  was  stated,  he  disregarded  this,  relying  on  the  fact 
that  he  had  cancelled  the  order.  Mr.  Justice  Charbonneau 
was  of  opinion  that  the  plaintiff  was  right,  and  gave  judg- 
ment for  the  full  amount. 

W.  Boullete,  formerly  assistant  foreman  of  the 
stitching  room  of  the  Slater  Shoe  Company,  Montreal,  has 
been  appointed  foreman  of  the  fitting  room  of  Getty  &  Scott, 
Gait,  Ont. 

Fred  Bush,  a  shoemaker  at  Macleod,  Alberta,  recently 
suffered  a  total  loss  by  fire. 

Russell  Bros.,  fine  footwear,  hosiery,  travelling  goods, 
etc..  Fort  William,  Ont.,  have  moved  into  their  new  store 
which  is  one  of  the  most  up-to-date  in  that  section  of  the 
country.  It  is  twenty-five  feet  by  seventy-five  feet,  with  a 
fourteen-foot  ceiling. 

The  Union  Shoe  Company,  Windsor,  has  sold  out  to 
F.  Wolch. 

Graban  &  Ridler  have  opened  a  boot  and  shoe  store  at 
Portage  la  Prairie,  Man. 

The  Western  Tire  &  Rubber  Company,  Limited,  have 
incorporated  at  Winnipeg,  Man. 

The  American  Shoe  Stores,  Limited,  have  commenced 
business  at  Edmonton,  Alta. 

.Alfred  Lambert,  Inc.,  Montreal,  have  removed  to  14-16 
Notre  Dame  Street  West. 

The  Slater  Shoe  Company,  I^imited,  Montreal,  has  been 
re-organized,  the  creditors  having  agreed  to  certain  terms 
offered  by  a  local  syndicate.  The  new  officers  are:  President. 
L.  E.  Gauthier;  vice-president,  R.  Locke;  directors.  L.  P. 
Deslongchamps,  O.  Dufresne,  and  C.  H.  Cahan,  K.C. ;  sec- 
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iclaiy-tieasurt  r,  1'.  dc  (irosbois;  general  manager,  Frank 
lioyden,  formerly  .superintendent  of  No.  :;  factory,  Anie.s- 
llnlden-McCready,  Limited,  St.  llyacintlie,  I'.Q.  It  will  lie 
.seen  tliat  nearly  all  the  oflicers  are  practical  shocmen,  with 
many  year.s  experience,  and  their  I'lr.st  main  object  will  lie 
not  only  to  maintain  the  quality  of  the  products,  hut  to 
improve  it.  It  is  the  intention  of  the  company  to  manufac- 
ture men's  welts  only — Slater  and  Ridcau  brands.  The  trav- 
ellers are  now  out  witli  J'all  samples. 

W.  F.  Martin,  sales  manager  of  the  Kingsbury  F'oot- 
wear  Company,  Maisonneuve,  has  returned  from  a  business 
visit  to  the  principal  shoe  centres  in  the  New  England  States. 
He  reports  that  Inisiness  is  very  depressed,  and  that  the  fac- 
tories are  running  on  short  time. 

The  Boston  Electric  Shoe  Repairing  Comi)any  have 
opened  at  ;i86  Somerset  Street,  Ottawa.  The  proprietor  is 
J.  Frank,  who  has  had  twelve  years'  experience  in  this 
line.  He  has  installed  a  complete  up-to-date  set  of  machinery 
and  guarantees  his  patrons  superior  work. 

J.  H.  Cook,  an  old  shoemaker  from  Amherst,  JSI.S.,  who 
recently  died  at  Vancouver,  B.C.,  left  a  fortune  of  $100,000. 

I'hileas  Lagrace,  formerly  foreman  of  the  fitting  room 
of  the  Louis  Gauthier  Company,  Quebec,  is  opening  up  a  new 
factory  in  that  city.    He  will  specialize  in  Mackay  shoes. 

D.  Despatis  has  been  appointed  foreman  in  the  cutting 
room  of  the  Rock  Shoe  Company,  Quebec  City. 

A  thief  recently  broke  into  the  shoe  store  of  Louis 
Auger,  Sherbrooke,  Que.,  and  stole  eighteen  pairs  of  shoes. 
He  was  captured  later,  and  the  goods  restored. 

It  is  reported  that  J.  H.  Hamilton  contemplates  erecting 
a  shoe  factory  at  Levis,  Que. 

The  new  catalogue  of  the  Ramsdell  Engraving  Com- 
pany is  now  ready,  and  shows  a  most  complete  line  of  cuts 
illustrating  the  latest  styles  in  footwear  for  men,  women  and 
children. 

Thomas  F.  Lane,  formerly  of  No.  1  factory  of  Ames- 
Holden-McCready,  Montreal,  has  been  appointed  superin- 
tendent of  No.  3  factory  at  St.  Hyacinthe,  Que.,  in  succession 
to  F.  J.  Boyden,  now  general  manager  of  the  Slater 
Shoe  Company,  Montreal.  Mr.  Lane  has  been  associated 
with  Ames-Holden-McCready  for  two  years,  and  has  the 
reputation  of  being  very  energetic,  with  a  thorough  know- 
ledge of  shoe  making.  He  is  also  well  known  in  the  leather 
trade. 

C.  Albee  has  taken  charge  of  the  cutting  department 
of  Ames-Holden-McCready,  Montreal,  cutting  leather  for 
No.  1  and  3  factories.  Mr.  Albee  is  particularly  well  known 
in  the  Boston  markets  and  has  a  wide  experience  in  his  line. 

Louis  Mercier  has  been  appointed  to  take  charge  of 
the  sole  cutting  room  of  James  Muir  &  Company,  Maison- 
neuve. He  was  formerly  with  the  Slater  Shoe  Company, 
Montreal,  in  the  same  capacity. 

The  Dominion  Last  Remodelling  Company  registered 
recently  in  Montreal. 

A  new  shoe  store  has  been  opened  on  George  Street, 
Moncton,  N.B.,  by  W.  Bruce  Maddison. 

The  Waldorf  Shoe  Store  has  opened  at  762  St.  Catherine 
Street  East,  Montreal. 

(J.  Bernier  has  moved  his  shoe  store  from  62  Notre 
Dame  Street  East,  Montreal,  to  95  Notre  Dame  Street  West. 

The  Public  Benefit  Shoe  Company,  shoe  retailers,  have 
recently  opened  at  210  St.  Lawrence  Boulevard,  Montreal. 

Hayward  &  Canning,  shoe  repairers,  have  opened  at  the 
corner  of  Dundas  and  Keele  streets.  West  Toronto. 

A  new  modern  front  has  been  installed  in  the  Allan 
Shoe  Store,  Carleton  Place,  Ont. 

The  plate  glass  in  the  shoe  store  of  T.  Dassault,  St. 
Catherine  Street  East,  Montreal,  was  shattered  recently  in 
a  heavy  wind  storm. 

Edward  Cook,  proprietor  of  the  ()wl  Shoe  Store,  133 
Yonge  Street,  Toronto,  has  opened  a  branch  at  .'!82  Yongc 
Street.    This  is  under  the  management  of  James  Baslan. 

Wm.  Howarth  has  opened  a  new  shoe  store  on  Yonge 
.Street,  Eglinton.  He  now  possesses  three  shoe  stores  and 
one  repair  shop  in  Toronto. 

The  following  travellers  represent  the  Wayland  Shoe, 
Limited,  Montreal:  Mr.  R.  J.  Tretheway,  West  of  Toronto; 
Mr.  Thos.  J.  Spence,  Far  West;  Mr.  A.  E.  Cloutier,  City  of 
Montreal;   Messrs.    Killaii        .Scniplc,   Maritime  Provinces; 
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Mr.  Louis  I'lants,  Province  of  Quebec;  and  Mr.  Frank  Power, 
Fast  of  Toronto.  Mr.  Wayland  was  formerly  with  Fogarty, 
1  limited,  Montreal,  who  are  now  out  of  business;  his  firm 
began  in  a  small  way  manufacturing  men's,  boy's  and  youths' 
high  class  McKays,  but  business  has  considerably  increased, 
and  the  production  this  year  is  much  ahead  of  that  of  1013. 

Some  of  the  shoe  travellers  recently  in  Toronto  were 
J.  G.  Settle,  Murray  Shoe  Company;  "Pete"  Cowan,  Sher- 
wood Shoe  Company,  Rochester,  N.Y.;  F'rank  Power,  Way- 
land  Shoe  Company;  Frank  Slater,  Eagle  Shoe  Company, 
and  James  Buchanan,  Smard  on  Shoe  Company. 

L  R.  Mendelson,  who  represents  Whittemore  Bros.  & 
Company,  shoe  polishes,  Cambridge,  Mass.,  has  recently  com- 
pleted a  business  tour  of  Canada,  going  as  far  cast  as  Quebec. 

C.  W.  Nolan,  who  formerly  conducted  the  Royal  Shoe 
Store  at  North  Battleford,  Sask.,  has  sold  to  B.  Ringler. 
The  latter  was  formerly  employed  with  Messrs.  Barker  & 
J'atton,  at  Medicine  Hat,  Alta. 

Daoust,  Lalonde  &  Company,  Limited.  Montreal,  have 
acquired  the  business  of  Phaneuf,  Larose  &  Company,  job- 
ber.s,  Montreal,  which  in  future  will  be  carried  on  under  the 
style  of  the  Metropolitan  Shoe  Company. 

C.  S.  Pace,  a  popular  shoe  retailer  of  Saskatoon,  suffered 
a  loss  of  about  $13,000  when  his  store  was  burned  out  re- 


Conflagration  which  destroyed  the  shoe  store  of  C.  S.  Pace,  Saskatoon. 


ceiitly.  The  tire  destroyed  the  Cole  Block,  on  Second  Ave., 
doing  about  .$200,000  damage.  The  photograph  we  show  was 
taken  during  the  tire. 

Williams  Shoe,  Limited,  Brampton,  Ont.,  are  excep- 
tionally busy.  The  factory  employs  175  hands,  many  of 
whom  have  had  long  experience  in  the  making  of  a  high  class 
solid  leather  shoe.  The  selling  staff  consists  of  thirteen 
bright,  energetic,  well-known  shoe  salesmen.  Their  dis- 
tricts are  so  arranged  that  the  country  is  well  covered  from 
the  Atlantic  to  the  Pacific. 

J.  W.  Hewetson,  of  the  J.  W.  Hewetson  Company.  Lim- 
ited, Brampton,  Ont.,  has  purchased  G.  L.  William's  house 
known  as  "The  Castle,"  including  the  grounds,  which  com- 
prise 3%  acres,  being  beautifully  situated  in  the  town  of 
Brampton.  The  J.  W.  Hewetson  have  added  to  their  already 
well-known  lines,  a  range  of  boys'  fine  shoes. 

The  Brandon  Shoe  Company,  Brantford,  Ont..  report 
that  gunnietal,  mahogany,  nut  brown,  and  patent  leather 
shoes  are  heavy  sellers.  Rubber  soled  and  heeled  shoes  are 
selling  strong.  The  sales  to  date  are  keeping  pace  with 
last  year,  with  prospects  of  being  ahead  by  the  end  of  the 
season.  Their  slogan  "Where  quality  counts,  we  win,"  and 
their  21  days'  service  is  winning  the  confidence  of  their  cus- 
tomers. 

Geo.  Heal,  representing  three  of  the  leading  English 
shoe  manufacturers,  arrived  in  Quebec  on  the  8th  inst.  by 
the  "Empress  of  Britain,"  and  desires  to  get  into  touch 
immediately  with  buyers  of  high  grade  footwear.  Letters 
may  be  addressed  to  him  either  at  care  of  our  Montreal  or 
Toronto  otificc.  He  has  brought  a  wide  range  of  samples 
of  the  productions  of  Petch   &  Company,   Limited;  H.  T. 


FOOTWEAR    IN  CANADA 


53 


Hawkins,  and  "VV.  C.  Terry  &  Company,  all  well-known 
manufacturers  of  high  gi-ade  lines. 

The  W.  E.  VVoelfle  Company,  Limited,  Berlin,  Ont.,  have 
installed  new  machines  in  order  to  increase  their  output. 
Urders  have  been  heavy  for  some  months. 

Charles  K.  Palmer,  of  the  John  Palmer  Company, 
Limited,  Fredericton,  N.B.,  received  a  cablegram  recently 
from  Captain  Douglas  Pennant,  of  Kashmir,  India,  asking 
that  two  pairs  of  the  company's  sporting  boots  be  sent  to 
Kashmir.  Capt.  Pennant  is  a  noted  traveller  and  sportsman, 
and  spent  the  season  of  1911  hunting  in  the  New  Brunswick 
woods.  Last  year  the  firm  received  a  similar  order  from 
him  while  he  was  hunting  in  Siberia. 

J.  S.  Ritchie,  formerly  superintendent  of  the  shoe  fac- 
tory of  John  Ritchie  and  Company,  Limited,  Quebec  City, 
intends  to  open  a  shoe  factory  in  Brazil,  South  America. 

Sidney  Vermilyea,  of  A.  W.  Vermilyea  &  Sons,  boots 
and  shoes,  Belleville,  Ont.,  died  recently. 

Patrick  Arland,  boot  and  shoe  retailer,  Hamilton,  Ont., 
died  recently. 

Ralph  Carter  has  registered  in  Montreal,  Que.,  as  the 
Satisfaction  Shoe  Store. 

C.  Sofio  de  Giovanni  has  registered  in  Montreal,  as  the 
Sicilia  Shoe  Store,  manufacturers  and  dealers. 

Mrs.  Israel  Jacobson  has  registered  in  Montreal,  as  the 
Elite  Shoe  Store. 

Moise  Boyer,  shoes,  etc.,  has  registered  in  Montreal. 

H.  V.  Moore,  shoemaker,  of  Woodstock,  N.B.,  has  been 
succeeded  by  H.  A.  L  Bell. 


S.  L.  Teskey,  of  Teskey  &  Company,  boots  and  shoes, 
Ottawa,  Ont.,  died  recently. 

The  stock  of  Adelstein  Bros.,  boots  and  shoes,  Montreal, 
Que.,  was  damaged  by  lire  recently.    They  carried  insurance. 

Lambert  &  Bilodcau,  shoemakers,  Montreal,  have  reg- 
istered. 

H.  S.  Sager,  boots  and  shoes,  Tweed,  Ont.,  is  retiring 
from  business. 

Ornstein  &  Hoffman,  boots  and  shoes,  Montreal,  are  dis- 
continuing business. 

La  Compagnie  J.  A.  Robert,  Limitee,  has  been  organized 
with  a  capital  stock  of  .$49,000.  Their  chief  place  of  business 
will  be  in  Sherbrooke,  Que.,  where  they  will  conduct  a  tan- 
nery. 

E.  Colosino  &  Bro.  have  opened  a  new  shoe  repairing 
shop  at  64  Secord  Street,  Port  Arthur,  Ont. 

Burris  Bros.,  of  Kamloops,  B.C.,  have  purchased  the  two 
shoe  stores  in  Victoria,  B.C.,  formerly  owned  by  R.  E.  White. 

The  Regina  Shoe  Company,  of  Montreal,  have  recently 
been  installing  more  new  machinery. 

It  is  reported  upon  good  authority  that  a  certain  retail 
shoe  company  who  do  an  extensive  business  in  their  chain  of 
stores  throughout  the  West,  contemplate  building  a  shoe  fac- 
tory in  Saskatoon,  Sask. 

Lionne  Varnish  &  Leather  Company,  Limited,  have 
moved  from  531a  St.  Catherine  Street  East,  Montreal,  to  865 
Ontario  Street  East,  Montreal. 

The  Murray  Shoe  Company  are  opening  a  branch  ware- 
house in  the  Read  Building,  Montreal,  Que.  B'rank  J.  Mc- 
Kenna  will  be  their  sales  agent. 


General  Store  News  of  Western  Canada 

Where  the  Shoe  Manufacturer  May  Find  a  Customer 


Alberta 

Pacy  &  Badgley  have  opened  a  general  store  at  Peace 
River  Crossing. 

Louis  Milner,  general  storekeeper  of  Stoney  Plain,  has 
removed  to  Lamont. 

M.  Morris  is  opening  a  general  store  at  Mundare. 

J.  Tyne  &  Company  are  starting  a  general  store  at 
Strume. 

Haywood  &  Douglas  are  commencing  a  general  store  at 
Ketlaw. 

Manitoba 

Sigmar  Bros.  &  Company  have  opened  a  general  store 
at  Glenboro. 

The  Portage  la  Prairie  Co-operative  Association  have 
opened  a  general  store  at  Portage  la  Prairie. 

Saskatchewan 

C.  McNeil  has  opened  a  general  store  at  Palmer. 
L.  Quinn  has  opened  a  general  store  at  Moss  Bank. 
J.  M.  Dunbar  has  opened  a  general  store  at  North  Portal. 
O.  Holmes,  general  storekeeper,  at  Caron,  has  removed 
his  stock  to  Gravelbourg. 

1).  Kaufman  has  opened  a  general  store  at  Hodgeville. 


J.  A.  Schmidt,  general  storekeeper  at  Tugaska,  has  open- 
ed a  branch  at  Central  Butte. 

The  Swanson  Mercantile  Company  of  Swanson,  have 
opened  a  branch  at  Laura. 

The  Major  Tradmg  Company  have  incorporated  at  Luse- 
land. 

The  Farmers'  Trading  Company  have  opened  a  general 
store  at  Young. 

J.  Shilley  has  opened  a  general  store  at  Radville. 

G.  Maskell,  general  merchant  of  Kipling,  contemplates 
opening  a  general  store  at  Langbank. 

A.  E.  Martin  has  opened  a  general  store  at  Brownlee. 

J.  Mindees  has  bought  out  the  general  store  of  J.  Luski, 
at  Wroxton. 

F.  Lamin  has  bought  the  general  store  business  of  H. 
Golden,  at  Raymore. 

D.  Fehr  has  started  a  general  store  at  Neville. 

G.  H.  Jones  has  sold  his  general  store  at  Balgonie,  to 
R.  G.  Innis. 


Positions  Wanted 


Top  notch  producer  open  for  engagement  to  sell  the  trade 
in  Eastern  Canada  ;  line  must  be  right  and  progressive.  C'cn- 
sidered  very  cheerful  and  very  thorough.  Address  Box  16, 
Footwear  in  Canada,  Toronto.  •> 


WANTED— Situation  as  manager  of  cutting  department 
or  of  small  boot  factory.  Filled  former  position  in  one  of  the 
largest  boot  and  shoe  factories  in  England  for  twelve  years. 
Was  also  sole  manager  of  shoe  factory  for  three  years.  Am 
37  years  of  age  and  total  abstainer.  Box  21,  Footwear  in 
Canada,  Toronto.  ^'^ 


We  want  to  BUV  for  CASH 
th€  PIECED  Hmi  STOCK  you 

Brockton  Heel 
Company 

BROCKTON,  MASS. 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


sli-t  anadiaii  Uistiil)ii-  llariu  v  (  oiiiDanv.  1'.  1   22     Snaatl  Polish  Comoanv   74 


American-  l!ri 

ters   27 

Aines-Holdc-n-McCrcady    15 

Aylmcr  Slioe  Company   17 

Berlin  Trunk  &  Bag  Co   6S) 

Blachford  Shoe  Company    '> 

Brandon  Shoe  Company   Id 

ISrowning-  Co.,  C.  A   21 

Brockton  Heel  Company   5:1 

P>oot  and  Shoe  Workers'  Union   .  .  7:2 

Bockiiis  Company,  C.  F   ()l 

(  anadian  C'onsolidatcd  Rubber  Co.  28-Ct:\ 

Clarke  &  Company,  A.  K   ?•> 

(  (ite,  J.  .\.  &  M   (if. 

(■(irbiil  Limited   (>~ 

(  anadian  Blacking  &  Cement  Co. — .  OS 
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(  liampiun  Shoe  Machinery  Co   <>1 

Ddiuiiiion  Die  Company   ■;(> 

Dupont  &  Frere   tU 

Evans  Company,  Arthur  L   58 

[•"ischcr  Mfg.  Company    5S 

b'ortuna  Machine  Co   fi-t 

Getty  &  Scott   .'i 

Cuay.  Kugene   


llalfcjrd  Publishing  Co   60 

Heal,  Geo  24-25 

llnrllnit  Company   00 

Ideal  Shoe  Company   00 

I  iidi  pendent  Box  Toe  Co   58 

Jacidjsen  F'ublishing  Co   02 

Kawncer  Mfg.  Company   ;1 

Keith  Company,  Geo.  E   59 

Lamontagne,  Racine  &  Co   58 

],a   Parisiennc  .Shoe  Co   11 

Menihan   Company    20 

Milbradt  Mfg.  Company   5S 

Montreal  Box  Toe  Co   70 

Mcl'rine  Company,  L   05 

McKcen,  F'rank  W   64 

McLaren  &  Dallas   IS 

Minister  Myles  Shoe  Co   4 

Miner  Rubber  Company   1 

Murray  Shoe  Company   2 

Moore-Shafer  Company    57 


Oberholtzer,  G.  V   58 

I'cters  Mfg.  Company   (in 

Progressive  Shoe    Machinery  (  o. . .  .  21 

Ranisdell  Eng.  Co   58 

Reliance  Shoe  Co   17 

Rice  &  Hutchins   11 

Robinson,  Jas  12-1:; 

Sisman  Shoe  Company,  T   05 

Standard  Engineering  Co   f>i 

Star  Shoe  Company   s 

Slater,  C.  E   2:; 

Tebbutt  Shoe  &  Leather  Co   16 

'I'hompson-Norris  Company   55 

L'tz  &  Dunn  Company   20 

United  Shoe  Machinery  Co..  67-71-73-75 

United  States  Hotel   60 

Walker  Bin  &  Store  Fixture  Co.  ...  27 

W'aliJoIe  Rubber  Co   70 

VVhittemore  Bros   54 

Williams  Shoe  Company   56 

W'riglit  Company,  E.  T   I'.i 


Finest 
Quality 


f  f  iSHoe  Polishes 


Oldest  and  Largrest  Manufacturers  of  Shoe  Polishes  in  the  World. 

"GILT  EDGE"  Oil  Polish.    The  only  Ladies'  Shoe  Dressing  that  positively  contains  OIL.    Softens  and  preserves.  Im- 
parts a  beautiful  Black  lustre.    Always  ready  to  use.  Largest  quantity.    Finest  quality.    Polishes  without  rubbing. 

Retails  25c.  ,     ,  ,       ,  • 

"ALBO"  Cleans  and  Whitens  Canvas,  White  Buck,  Suede  and  Nubuck  shoes.    Each  cake  in  a  zinc  box  with  sponge 

Retails  10c.   Each  cake  in  a  large  handsome  aluminium  box  with  sponge.    Retail  25c. 
"SUPERB"  a  water-proof  paste  polish  for  all  kinds  of  black  shoes.    Contains  oils  and  waxes  to  polish  and  preserve  the 

katlur.     In  new  large  boxes  with  key  attached.    (See  cut).    Retails  10c. 
"DANDY"  RUSSET  COMBINATION.  For  cleaning  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes, 

saddles,  bridles,  etc.   Retails  25c.   "STAR"  russet  combination  (10c  size).   Russet,  Brown  and  Ox  Blood  pastes  (5 

sizes  of  each  color).  ,     ,    >  ,. 

"ELITE"  BLACK  COMBINATION,   i'nr  those  vvlio  take  pride  m  liaving  tlieir  slioes  locik  Al.    I\cst()res  color  and  lustre 

t.i  all  black  ^llnes.    Reiails  :.'5c.    "BABY  ELITE"  COMBINATION  (10c  sizel.  "ELITE"  PASTE  in  5  sizes. 
"QUICK  WHITE"  makes  dirty  Canvas  shoes  Clean  and  White.    In  liquid  form,  so  can  be  quickly  and  easily  applied. 

A  sponge  in  every  packet  so  always  ready  for  use.    Two  sizes,  retails  for  10c  and  25c. 
Send  for  circulars  giving  full  particulars  of  our  other  Polishes  to  WHITTEMORE  BROS.  &  CO.,  Boston,  Mass.,  U.S.A. 
For  Sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada 
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Shipping  Footwear 

If  you  did  not  use  up-to-date  methods  in  making  your 
footwear  you  would  soon  fail.  Why,  then,  do  you  ship  your 
footwear  in  old-fashioned  wooden  crates?  Many  factories  are 
using  corrugated  freight  boxes  to  ship  boots,  shoes,  rubbers, 
felts  and  findings  and  saving  money  by  it. 

As  compared  with  wooden  boxes  they  are  one-third 
cheaper,  are  stored  in  one-tenth  the  space  and  are  accepted  by 
the  railroads  at  the  same  rate  as  wooden  boxes,  but  being  one- 
sixth  the  weight  of  the  wood — so  much  is  saved. 

Send  a  trial  order  for  100  and  prove  this  saving  for  yourself. 


The  Thompson  &  Norris  Co.  of  Canada,  Li  mited 

Niagara  Falls,  Canada 

Factories:  Brooklyn,  N.Y.  Boston,  Mass.  Brookville,  Ind.  London,  Eng.  Julich,  Germany 
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Factory  of  Williams  Shoe  Limited,  Brampton,  Ontario,  where  the  Solid  Leather  Shoes  are  made. 

50,000  feet  floor  space.    175  employees. 

JOHN  McMURCHY,  President  T.  H.  SHIELDS,  Vice-President 

S.  L.  MULLETT.  Managing  Director 

Other  Directors— 

W.  W.  WOODS  T.  THAUBURN  C.  M.  McCOLLUM 

T.  STEDMAN  (Winnipeg)  F.  EARLY 

G.  L.  Williams  has  been  retained  as  superintendent  of  the  manufacturing  department. 


The  Spirit  of  Progress 

is  the  force  governing  the  Williams  Organization.  Under  the  new  manage- 
ment of  capable  and  energetic  men,  the  house  of  Williams  will  continue  to 
produce  shoes  of  superior  quality,  it  is  not  the  policy  of  this  firm  to  re^  on 
its  oars ;  its  con^ant  aim  is  to  go  one  better  than  other  competitors  and  win 
the  confidence  and  support  of  Canadian  retailers. 

Fall  models  of  Williams  Solid  Leather  Shoes  include  many  new  and  attradive 
la^ts.  High-grade  material,  expert  workmanship  and  superior  finish,  are  the 
strong  features  of  this  line  of  shoes. 


Williams  Shoe  Limited 

Brampton,  Ontario 
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READY  TO  SHIP 

Send  for  our  catalogue  of     Ready-to-ship  shoes 


No.  706.  Patent  Colonial,  Turn,  Spool 
heel,  Eden  last.    Price  $2.50. 


No.  944.  Cloth  Top,  Patent  14-But- 
ton  Boot,  Tip,  medium  welt,  high 
heel,  Plaza  last.    Price  $3.60. 


No.  950.  Black  Satin  De  Lane  Top, 
patent  vamp,  light  welt  sole,  but- 
ton boot,  with  leather  kidney  heel. 
Plaza  last.     Price  $2.75. 


No.  708.  Patent  Colonial,  light  weight 
welt  sole,  kidney  heel,  Eden  last. 
Price  $2.50. 


No.  951.  Gun  Metal  with  Calf  top, 
medium  welt  sole,  Kidney  heel, 
Plaza  last.     Price  $2.75. 


No.  709.  Patent  Colonial,  light  weight 
welt  sole,  Spanish  heel,  Eden  last. 
Price  $2.50. 


No.  953.  Black  Cloth  Top,  Patent 
Whole  Fox  Vamp,  Medium  Turn 
Sole,  Spanish  heel,  Iris  last.  Price 
$3.00. 


Moore-Shafer  Shoe  Manufacturing  Co. 


Send  for  Catalog 


BROCKPORT,  N.Y.,  U.S.A. 


L.  B.  Shafer— Canadian  Salesman 
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■  hotocrapm  op  shoe 
iame  foot  but  protect 


WHAT'S  WRONG 
WITH  THAT  FOOT? 

You  would  never  ^ui-'ss  that 
that  shoe  covers  a  Bunion  De- 
formed foot,  but  it  does,  and  a 
bad  bunion  at  that.  There  is 
just  ONE  way  for  you  to  fit  a 
Bunion  Deformed  foot  and  get 
that  result,  Mr.  Dealer.  It's  by 
using  that  F'ischer  Bunion  Pro- 
tector. YOU  CAN  T  GET  IT 
IN  ANY  OTHER  WAY.  You 
know  it. 


THE   FISCHER  MANUFACTURING  CO. 

Mdwaukee,  Wis. 
Sole  Owners,  Manufacturers  and  Patentees 


It  Pays  to 
Have  an 
Attractive 
Store 


A  System  of  the 
Milbradt  Rolling  Step 
Ladders  will  pay  for 
themselves  in  a  short 
time  by  enabling  you  to 
wait  on  more  trade,  save 
the  wear  and  tear  on 
your  fixtures  and  goods, 
as  well  as  bring  the 
appearance  of  your  store 
up-to-date.  Write  for 
catalogue  which  shows 
various  styles  of  ladders 
we  manufacture. 


Milbradt  Mfg.  Co. 

2410  N.  10th  Street 
ST.  LOUIS,  MO. 


COUNTERS  and  BOX  TOES 

We  manufacture  all  kinds  of  Union  and  Leather  Counters, 
Leather  Box-Toes. 


^4, 


Let  us  submit  samples  of 
these.  A  test  will  convince 
you  of  the  value  of  our  coun- 
ters for  your  shoes. 


Lamontagne,  Racine  &  Co. 

115  Arago  St.,  Quebec 


TOliON'TO  Kep. 
R.  Lewis,  21  Scott  St. 


MOXTHKAL  Kep. 
V.  Champigny,  1276  Ontario  St. 


BOX 

Made  in 
leather, 
split, 
combin- 
ation 
leather, 
canvas 
and  f«lt. 


TOES   THAT    COME  ALIKE 


INDEPENDENT  BOX  TOE  CO.,  '*''^ili'i';^?REAL°"'' 

VV.  J.  Baggs,  6:S8  Shaw  St.,  Toronto.  Ontario  Representative.    Phone  Coll.  8241 


REAL  LEATHER 
SHOES 

We  have  won  a  reputation  for  making  solid 
leather  footwear  that  will  give  the  maximum 
of  service.  You  should  see  the  "Oberholtzer" 
line  before  you  place  another  order  for  staples. 

Mail  Orders  Promptly  Filled 

G.  V.  OBERHOLTZER  &  CO. 

BERLIN,  ONT. 


SHOE-CUTS 

Made  from  your  Shoes 

Full  of  style  and  snap. 
No  duty  to  pay  on  sample 
shoes  sent  us. 

Write  for  prices 

Ramsdell  Eng.  Co. 

Exchange  St. 

Rochester,  N.Y. 
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That  the  WALK-OVER  Stock  Department 
at  St.  Louis  is  growing  in  popularity 


"WINSOR"  MODEL 
Stock  Dept.  No.  8375— Gun  Metal  Vamp. 
Mat  Kid  Top.    Invisible  Eyelets  to  top. 
Sizes  6  to  11,  width  AA.    Sizes  5  to  11, 
widths  A  to  D. 


"MODISTE"  MODEL 
Stock  Dept.  No.  2084— Paris  Button.  Sizes 
3J  to  7,  width  A  A.    Sizes     to  7,  widths  A 
to  D. 


is  evidenced  by  the  large 
number  of  orders  received 
from  our  customers  and 
the  many  new  accounts 
which  are  being  opened 
every  day. 

Dealers  all  over  the 
country  have  begun  to 
realize  the  advantages  and 
are  depending  on  the 
WALK-OVER  Stock  De- 
partment to  supply  their 
needs. 

Because — They  can  car- 
ry a  smaller  stock ;  turn 
that  stock  oftener ;  always 
have  sizes,  widths  and 
styles  for  their  trade;  sel- 
dom be  overstocked,  or 
have  dead  lines  to  close 
out  at  a  sacrifice — and  all 
with  less  money  tied  up 
and  less  insurance  to  pay 
for. 

Our  stock  catalog  beau- 
tifully illustrated  will  be 
sent  to  you  upon  applica- 
tion providing  there  is  no 
WALK-OVER  dealer  in 
your  town. 

WALK-OVER  travel- 
ers are  now  showing  the 
Fall  and  Winter  1914  sam- 
ples and  will  welcome  the 
opportunity  oi  explaining 
the  proposition  to  you  in 
detail. 


"BONITA"  MODEL 
Stock  Dept.  No.  2174.  —  Colonial  Tie. 


Sizes  3J  to  7,  width  AA. 
widths  A  to  D. 


Sizes  2h  to  7, 


"RESTO"  MODEL 
Stock  Dept.  No.  8372  —  Gun  Metal  Vamp. 
Plump  Single  Sole.    One  Inch  Heel.  Sizes 
5  to  11,  widths  A  to  E. 


Geo.  E.  Keith  Company 

Manufacturers  of  WALK-OVER  SHOES  for 
MEN  AND  WOMEN 

Campello,  (Brockton)  Mass. 
St.  Louis,  Mo.,  1117-19  Locust  St. 


6o 


THE    CONTRACT  RECORD 


The  United  States  Hotel, 

Boston,  Mass.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  center  of  the  Shoe  and  Leather 
District  and  withm  easy  walking  distance  of  the  shoppmg  di^rid,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisme,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 


Bench-made 


McKays 


Misses'  &  Childrens' 


q    The  IDEAL  shoe  IS  a  special  line  for  misses  and 
children,  bench-made  and  McKay  sewn. 

^    They  are  solid  leather  footwear  throughout  —  no 
cut-off  tips  used  in  their  manufacture. 

^    Send  us  your  enquiries. 


The  Ideal  Shoe  Co.  Limited 


Elmira,  Ontario 


SHOE  BUSINESS  FOR  SALE 


For  sale  in  the  town  of  Brampton,  2  I  miles  west  of  Toronto, 
a  well  equipped  shoe  factory  for  the  making  of  Boys  and 
Youths  sewn  and  nail  work.  Splendid  opportunity  for 
party  to  engage  m  shoe  manufacturmg  business  with  small 
capital.    Owner  is  prepared  to  take  interest  m  the  business. 

Address  P.O.,  BOX  612,  BRAMPTON,  ONT. 


1 


Shoes  J^oi-  J3ohy 

are  of  superior  quality  —  both  as  to  fit  and 
style.    If  YOUR  JOBBER  is  a  'quality" 
man  he  has  them  in  stock. 

HURLBUT  C«u-«. 


^REBTON  CANADA 
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CHAMPION  SHOE  AND  REPAIR  MACHINERY 


The  Largest  and 
Most  Complete  Line 
in  the  Market 


When  you  get  ready  to  equip  yourself  with  shoe  repair 
machinery,  bear  two  important  features  in  mind — Work- 
ing Efficiency  and  Selling  Conditions  under  which  you 
can  equip  yourself  with  the  machinery  you  want. 

Champion  Standard  Straight  Needle 
and  Awl  Shoe  Stitcher 

is  expressly  designed  for  the  repair  shop — It  has  working 
features,  such  as  no  other  machine  in  the  market.  You 
don't  have  to  trim  down  a  sole  in  advance  and  then 
stitch  it.  That's  one  big  feature  on  this  stitcher.  It 
saves  time  and  that's  what  counts. 

Champion  Ideal  Stitchers 

Especially  designed  for  new  custom  work  and  for  repairing.  This  machine  has  the 
proper  radius  on  needle  and  awl,  and  a  large  stitching  range,  consequently  every  claSS 
of  work  can  be  properly  taken  care  of  — from  the^heaviest  to  the  finest. 


Champion  Standard  Straight 
Needle  Shoe  Stitcher. 


Champion  Ideal  Model  Curved  Needle 
and  Awl  Shoe  Stitcher. 


Champion  No.  .35  Shoe  Repair  Outfit. 


Champion 
Shoe 
Repair 
Outfits 

are  equipped 
with  the  best 
and  most  com- 
plete equipment 
on  both  scour- 
ing and  burn- 
ishing shafts. 


Champion  Power  Loose  Nailers  and  Power  Metallic  Fastener 
or  String  Nailing  Machines 

Profitable  and  indispensable  in  the  repair  shop.  Soles  are  waterproof  when  nailed  on  properly — 
Both  these  machines  will  take  care  of  a  great  deal  of  trade,  that  maybe  you  now  let  go  by. 

Champion  Combination  Harness  and  Shoe  Stitchers 

are  just  the  machine  for  that  shop  where  har- 
ness is  stitched  and  shoe  repairing  work  is  done. 

CHAMPION  Machines  are  not  sold  on  roy- 
alty—They are  sold  outright,  for  cash, 
or  on  time  payments. 

Write  us  for  catalogue,  prices  and  terms. 


Champion  Shoe  Machinery  Co. 

Please  send  me  particulars  on  

Name  

Address  '. 
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Champion  Metallic  Fastener 
Machine  or  String  Nailer. 


Champion  Shoe  Machinery  Company 

3727-3741  Forest  Park  Blvd.,  St.  Louis,  Mo.,  U.  S.  A. 
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-Canadians  In  Boston- 

During  the  week  of  July  8-15,  1914,  are  sure  to  meet  a  great  many  of 
their  English  trade  connections  besides  a  great  many  of  their  Canadian 
and  American  friends  in  the  trade. 

Seventh  National 
Shoe  and  Leather  Market-Fair 


For 
One 
Week 

MECHANICS  BUILDING,  BOSTON,  MASS. 

Will  be  the  headquarters  for  the  shoe  and  leather  trade  of  the  world. 
The  Fair  is  to  be  larger  and  better  than  ever  before  and  you  certainly 
should  be  there. 

As  An  Exhibitor 

You  can  obtain  good  spaces  at  $125  to  $288,  all  equipped.  You  will 
meet  hundreds  of  interested  buyers  and  sellers  of  shoes,  leather,  machin- 
ery and  supplies. 

As  a  Visitor 

You  can  meet  more  trade  friends,  see  more  new  ideas  for  making  pro- 
gress along  shoe  and  leather  lines,  than  would  be  possible  in  any  other 
way  and  at  a  great  saving  of  time  and  money. 

Plan  to  Visit  Boston 

Arrange  your  affairs  so  that  your  trip  to  Boston 
during  this  one  week  in  July  will  be  an  assured  fact. 

If  you  will  consider  making  an  exhibit  there,  write  us 
for  latest  diagram  of  spaces,  rates  and  details  about  the 
CANADIAN  SECTION  and  CANADIAN  DAY. 

Jacobsen  Publishing  Co,,  Managers 

No.  183  Essex  Street,  Boston,  Mass.,  U.S.A. 

Publishers  of  "Hide  and  Leather" 
Chicago— 136  West  Lake  St.  New  York— No.  2  Stone  St.  Philadelphia— 415  Arch  St. 


July 
8-15 
1914 
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It  Will  Pay  You 

To  Sell 
and  Recommend 


SHOES 


For 


Every  Sport 
and  Recreation 


Canadian  Consolidated  Rubber  Co. 


Montreal,  P.  Q, 

28  Branches  throughout  Canada 


Limited 
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D.  &  F.  SHOES 

They  speak  for  themselves.  Well 
made  of  the  best  materials.    D.  & 
F.  shoes  have  won  the  confidence 
of  many  Canadian  shoemen. 
Their  style  and  finish  is  the  best. 

Ask  our  traveller  to  call. 

DUPONT  &  FRERE 

201  Aird  Ave,  MONTREAL 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 

Shoes,  Box  Toks,  Trimmings,  Insoles,  Ankle 
Supporters,  Weltino,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortune   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


ESTAHMSflKI;  1«07 


C.  BOCKIUS  COMPANY 

Manufacturers  of 

Fine  Glazed  Kid 

Special  attention  paid  to  export  orders 
A  trial  order  solicited 

421-423-425  North  American  St.,  Philadelphia,  Pa.,  U.S.A. 


Men's  and  Boys' 
Welts 

To  Retail  At 
$3.50,  $4.00,  $4.50  and  $5.00 

This  fine  line  of  footwear 
yields  a  good  profit.  We  are 
in  a  position  to  make  all  }  our 
medium  and  high  grade  foot- 
wear at  prices  which  will  give 
you  a  large  margin  of  profit. 

WATCH    FOR    OUR  TRAVELLERS 

Frank  W.  McKeen 

Formerly 

The  C.  E.  McKeen  Co.,  Regd.,  Quebec 
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"  Everyday  " 
Shoes 

In  the  manufacture  of  Everyday  "  Shoes  careful  attention  is 
paid  to  every  detail,  with  the  result  that  the  finished  product  em- 
bodies smart  appearance  with  unusual  wearing  qualities. 

"Everyday"  Shoes  are  intended  to  meet  the  needs  of  the  busi- 
ness man — they  are  made  on  comfortable  lasts  from  highest  grade 
leather,  and  will  retain  their  shape  through  rain  or  snow. 

Fall  models  of  "Everyday  "  Shoes  are  now  being  shown,  and 
are  well  worth  your  consideration  as  a  staple  line. 

T.  Sisman  Shoe  Co,,  Ltd. 

Aurora,  Ont. 


TRADE  MARK 


Mr.  Retailer: — 

Let  us  demonstrate  to  you  that 

''McBrine  Baggage'' 

is  a  profitable  line  for  you  to  handle. 

Send  us  your  orders  and  be  convinced  that  our  goods  will 
do  the  rest. 

The  L.  McBrine  Company,  Limited 

Makers  of 

''McBrine  s  A  round- the-  World- Baggage  " 

BERLIN,  CANADA 

Branches :— Toronto  Winnipeg  Regina  Calgary  Vancouver 
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Footwear 
Warehouse 

5  Floors  To  Let 
Adelaide  St.  W. 
Toronto 

When  completed  this  ware- 
house building  will  be  the  most 
attractive  in  the  city. 

It  is    well    situated    for  foot- 
wear or  finding  stocks. 

Centrally   located  at  Adelaide 
and  Charlotte  Streets. 

Light  on  four  sides 
Passenger  and  freight  elevator 
Vaults 

Low  insurance 

One  block  from  four  car  lines 

Floor  area,  6,300  sq.  feet,  each 
floor. 

For  further  particulars  ask 


R.  A.  Donald 


Union  Bank  Building 


Toronto 


Your  Staple  Lines 

Are  they  shoes  of  real  merit  that  will  stand 
up  to  rough  and  heavy  service  ? 

Can  you  show  a  customer  a  variety  of  styles 
and  quote  him  a  price  below  that  of  your 
competitor  ? 

If  you  stock 

"YAM  ASK  A" 

your  answer  is  yes. 

Yamaska   is   a  brand  of 
many  years  standing.  , 

Get  our  prices. 


J.  A.  &  M.  Cote 


St.  Hyacinthe 

Quebec 


For  $1.50  per  year  we  will  mail  you  free  the 
journal : — 

THE  SHOE  MANUFACTURERS' 
MONTHLY  (2  -), 

and  the  directory  : — 

THE  SHOEMAN'S  GUIDE  (3  6). 

Both  are  concerned  with  the  British  Wholesale 
trade.  (Exports  of  footwear  1913  over  twenty 
million  dollars.) 

The  "  Monthly  "  does  not  advertise  boots  and 
shoes,  but  machinery  and  materials  only.  Will 
keep  you  posted  on  what  is  going  on  in  Great 
Britain,  the  World's  open  market. 

The  Guide  tells  you  what  the  thousand  British 
manufacturers  produce.  Also  gives  facts  as  to 
makers  of  leather,  machinery,  inks,  stains,  mer- 
cery, findings,  etc. 

The  Halford  Publishing  Co.,  Ltd. 

26  Corridor  Qambers 
LEICESTER,  ENGLAND 
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IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada 

Montreal,  Que. 

122  Adelaide  Street  West,  Toronto  492  St.  Valier  Street,  Que. 
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Our  Acme  Backing  Cloth 

Now  used  exclusively  in  many  of  the  largest  American  Shoe  f-adories,  is  made  of  the  be^t  quality, 
new  Gum,  Processed  upon  the  SURFACE,  not  soaked  into  the  Cloth  and  Skin.  It  requires  only 
moderate  heat,  to  cling  to  both  Cloth  and  Skin,  to  stick  them  together  so  securely  that  they  stay  ituck 
together  for  years,  never  discoloring  or  stiffening  the  Leather,  while  no  expert  can  tell  that  the  Leath- 
er has  been  Backed,  unless  he  cuts  the  Shoe  open  and  examines  the  BACK  OF  THE  UPPER. 
We  can  make  all  grades,  from  the  cheapest  up,  but  the  largest  American  Shoe  Fadories  have  found 
that  only  the  be^l  quality — our  ACME — the  old  standard  quality    does  the  work  right. 


304-310  E.  22nd  St. 
New  York  City 


SAMPLE  HALF  YARDS  FREE  ON  REQUEST. 

Peters  Manufacturing  Co. 


43-53  Lincoln  St. 
Boston,  Mass. 


/'xii  kim;  S firi  ia/ist  ■ 


To  get  results,  YOU  must  have  the 
best  material. 

That  is  why  the  Wise  Foremen  in- 
sist on  getting 


C  B«  Ca. 


Inks, 


Dressings,  Waxes,  Toe  Gum 
and  Cements 

Each  Product  Guaranteed  to  be  A  i  Quality 
Made  in  Canada  by 

Canadian  Blacking  &  Cement  Company 

Hamilton,  Ontario 


All  Leather 


Cheaper 
Satisfaction 


Your  customer's 
customer  will  pay 
less  for  more  satis- 
faction if  you  put 
Guay  All-Leather 
Counters  in  your 
shoes.    It  pays. 


Prices  and  SampleB  on  Application. 


EUGENE  GUAY, 


230  St.  Marguerite  Street 
MONTREAL 


We  also  make  Union,  Standard  and  Leather  Board  Counters. 
TORONTO  REPRESENTATIVE-638  Shaw  St. 


Are  you  Looking  for  Help  ? 

The  surest  and  quickest  way  to  secuie 

SHOE  FACTORY  HELP  RETAIL  SALESMEN 

TRAVELLING  SALESMEN         OFFICE  ASSISTANTS 

is  to  insert  a  small  advertisement  in  the  "Wanted 
and  For  Sale  Department"  of  FOOTWEAR  IN 
CANADA. 

Great  residts  come  from  little  want  ads. 

Try  one  next  issue. 

Footwear  in  Canada  ^Sgo^ir?;"' 
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Trunks  ^nd  Bags 


B.  T.  &  B.  Baggage  has  acquired  a  wide  reputation  among  the  vast  army  of  travelHng  men  and 
women  for  strength,  wearing  power  and  superior  finish. 

The  increasing  demand  for  B.  T.  &  B.  1  runks  and  Bags  has  necessitated  the  extension  of  our 
factory,  and  we  are  now  manufacturing  a  full  line  of  baggage  second  to  none  for  reliability  and  general 
excellence. 

There  is  a  close  connection  between  shoes  and  travelling  equipment.  We  should  like  to  correspond 
with  you  on  the  possibilities  of  B.  T.  &  B.  baggage  as  a  factor  in  the  increase  of  your  turnover. 

Berlin  Trunk  &  Bag  Co.,  Limited 


Berlin 


Ontario 


SHOE    REPAIRERS    standard  No.  2  Finisher 


We  make  11  different  Models  of 
Finishing  Machines  and  over  800 
of  Model  No.  2  (as  engraving) 
have  been  sold  in  the  OLD 
COUNTRY. 


Advantages : 


Ring  Self-Oiling  Bearings. 
Can  be  driven  by  1  h.p.  Motor. 
Dust  Gate  to  stop  Fan  drawing  air 
when  not  required  and  thus  save 
power. 

In  every  point,  which  makes  a 
highHclass  machine,theSUPREM- 
ACY  of  the  "  Standard"  machines 
is  unquestioned. 


PRICE  $160 

Duty  and  Carriage 
Paid  to  Montreal 


The 

Standard  Engineering 
Company,  Limited 

Liecester  -  England 
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CATS  R4W 

RUBBER  HEELS 


Walpole  Rubber  Co.,  Limited 

8  McGill  College  Avenue,  MONREAL 


Dominion  Die  Co. 

MANUFACTURERS  OF 

Cutting^  Dies 

of   Every  Description 


For  Cutting 

Leather,    Rubber,  Paper 
Cloth,  Etc. 

ALL  WORK  WARRANTED 

321  Aird  Ave.^  Montreal 


HEELS 


Men's,  Boys'  and  Women's  Heels 

All  Grades 

High  grade  box  toes  for  Goodyear  work, 
also  combination  toes  of  all  kinds. 

Write  for  Prices 

The  Montreal  Box  Toe  Co. 

321  Aird  Ave.,  Montreal 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a   satisfactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  villagre,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Everj  General  Merchant  sells  boots  and  shoes — there  are  no 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer. 


Over  29  years  in  its  field 

''CANADA'S    GREATEST   TRADE  PAPER." 

Issued  every  Saturday  Morning  at  WINNIPEG.  Canada. 

Is  the  O.NLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 

to  the  Pacific  Ocean 

Get  a  saniple.  and  advertising:  rales,  of  "That 
Western  Paper  that  brings  results."— "  THE 
COMMERCIAL  • 

Branches  at 

Vancoi  VER,  Toronto,  Montreal.  Chicago,  New  York,  Londo.n,  Eng. 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting  Machines 


Model-C 
Ideal  Clicking 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging 
Machines 


Heel  Protector,  Driving,  Heel  Compressing,  Loading  and  Attaching 
Machines,  Heel  Trimming,  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines  ;  Gem  Insole  Machines,  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada 


122  Adelaide  Street  West,  TORONTO  MONTREAL,  QUE. 


492  St.  Valier  St.,  QUEBEC. 
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Survival  Value 

What  is  it?  Survival  Value  is  the  lasting^  prestige  added  to  all 
footwear  by  the  affixing  of  the  Union  Stamp — it  is  the  surviving 
standard  because  : — 

1st    It  is  a  guarantee  of  honest  footwear,  made  under  the  best 
conditions. 

2nd    It  is  a  pledge  of  expert  workmanship. 

3rd    It  is  the  pass-word  which  opens  the  sales  doors  to  Union  Men 
everywhere. 

4th      After  the   other   inducements  have   all  been  recited,  the 
conclusive  and  finishing  argument  is  the  UNION  STAMP. 

Every  shoe  bearing  the  Union  Stamp  retains  a  sales  value  of  long 
duration,  for  no  shoe  bears  the  stamp  unless  it  has  been  produced 
under  the  proper  conditions  and  represents  honest  value. 

For  mutual  profits,  better  and  bigger  business  insist  upon  the  official 
stamp  of  the  Boot  and  Shoe  Workers*  Union — the  only  guarantee 
of  Union  Footwear. 


Boot  and  Shoe  Workers'  Union 

Affiliated  with  the  American  Federation  of  Labor 

246  Summer  Street, 


BOSTON,  MASSACHUSETTS 
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INSEPARABLE ! ! 

GENUINE 
DIAMOND  ♦  BRAND 

Fast  Color  Eyelets 

AND  THE 


Trade 


It  will  be  found  on  the  surface  of  all  Eyelets  that  are 
absolutely  "  Fast  Color."  A  small  mark  but  of  great 
significance. 

Diamond  Brand  Eyelets  do  not  wear  brassy  because 
they  cannot.  We  have  a  booklet  that  tells  why. 
Send  for  it. 


United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 

122  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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Our  1914  Poster 


Watch   for  it 
on  the  Bill- 
boards from 

Coast  to  Coast 


9,  11  and  13  Davenport  Road 


TORONTO,  ONT. 


FOOT  VV  E  A  R    IN    C  A  N  A  D  A 


22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  development  in  slioe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  i-epairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  .57  inches  long  and  carries  the  following 
equipment : — 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  eqiiipment  for  black 
or  russet  work  : — 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  jJottom  Brushes 


2  Heel  Brushes 
1  Stitch  Cleaning  E 
1  Levelling  Roll 
1  Bead  and  Wheel 


rush 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  imiou 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  necessary 
to  use  only  those  machines  which  the  operator  may  require.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjust- 
ed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

'•'ull  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 

122  Adelaide  Street   West,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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CLARKE'S 

PATENT  LEATHER 


has  been  steadily  growing  in  favor  since  its 
introduction  on  the  marJcet.  World  com- 
petition has  been  met  and  defeated,  and  we 
are  now  accounted  the  mal<ers  of  the  best 
patent  leather  and  largest  manufacturers  in 
the  FJritish  Empire. 

Clarke's  Patent  Leather  is  the  choice 
of  the  majority  because  of  its  permanent 
excellence  and  superior  finish. 


Covers  6  acres  of  land 


OUR  TORONTO  PLANT 
Floor  space  115,000  sq.  ft. 


Over  350  employees 


A.  R.  Clarke  &  Co.,  Limited 


633-661  Eastern  Avenue 


Montreal 


TORONTO 


Quebec 


Vol.  IV— No.  6 


Toronto,  June,  1914 


Foot  wea  r 

I     .  In  Canada 


Miner 
Tennis 


'VTO  tennis  shoe  is  as  well  put 
together  or  made  of  as 
good  material  as  Miner. 

The  time  to  order  is  right  now 
before  the  big  rush  commences 
—stock  liberally  on  all  sizes. 

See  samples  and  order  from 
any  of  our  agencies. 


The  Miner  Rubber 

Company,  Limited 

Granby    Quebec        Montreal  Toronto 


LIST  OF  SELLING  AGENTS 

Blachford,  Davies  &  Co..  Limited.  60-62  Front  Street  West.  Toronto,  Ont. 

Coates,  Burns  &  Wanless                                                              London.  Ont. 

Dowling  &  Creelman  Brandon.  Man. 

R.  B.  Griffith  &  Co  Hamilton.  Ont. 

J.  M.  Humphrey  &  Co  St.  John.  N.B. 

J.  M.  Humphrey  &  Co  Sydney.  C.B. 

Jackson  and  Savage.  Limited  78  St.  Peter  St..  Montreal.  Que. 

The  Wm.  A.  Marsh  Co..  Western,  Ltd.,  72  Princess  St.,  Winnipeg,  Man, 

The  Miner  Rubber  Co.,  Limited                      225  Queen  St.,  Ottawa,  Ont, 

The  Miner  Rubber  Co.,  Limited  21  Notre  Dame  St.,  Quebec,  Que, 

The  Miner  Rubber  Co.,  Limited,  146  Wellington  St.  West.  Toronto,  Ont. 

The  Miner  Rubber  Co..  Limited                 72  St.  Peter  St..  Montreal.  Que. 
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We  Shall  Be  Looking 
For  You 


Fducator. 

6H0E® 


Jot  it  right  down  in  )our  note-book  now  that  )Ou  must  see  the  Rice 
&  Hutchin's  Exhibit  at  the  Shoe  Fair  in  Boston,  on  Canadian  Day, 
July  13th.  We  shall  there  display  not  only  our  well-known  Educa- 
tor and  All  America  Shoes,  but  our  entire  comprehensive  line  of 
shoes  at  all  prices  for  every  member  of  the  family.  We're  looking 
for  you,  don't  disappoint  us  !    Our  booth  is  No.  58. 


RICE^HUTCHINS 

1^  WORLD  SHOEMAKERS  ^ 
ifO  FOR  THE  WHOLE  FAMILY 


J.  K.  Rose 


24  High  Street,  Boston,  U.  S.  A. 

Represented  in  Canada  by 

Lumsden  Building 


Toronto 


Western  Shoe  Dist.  Co.,  719  Main  Street,  Winnipeg 
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q  We  have  blocked 
two  of  our  be^  la^s 
m  response  to  your 
demands. 

Hyde  Parks  and 
Cubs  in  Tans  and 
Gun  Metals  are  yours 
for  the  asking. 

They  come  plam  or 
branded,  D.  wide, 
sizes  5  to  1 0-  get 
busy  and  wire,  phone 
or  write,  using  code 
numbers. 


501  Gun  Metal  seamless  bal,  mat  top,  blind  eye- 
lets half  way,  single  sole,  Hyde  Park  last, 
$3.50. 

503  Tan  Russia  seamless  bal,  single  sole,  blind 
eyelets  half  way,  Hyde  Park  Last,  $3.00. 

503  Tan  Mahogany  seamless  bal,  single  sole, 
blind  eyelets  half  way,  Hyde  Park  last,  $3.60. 

504  Patent  Chrome  seamless  bal,  mat  top,  single 
sole,  Hyde  Park  last,  $3.50. 

601  Gun  Metal  straight  foxed  blucher,  half 
double  sole,  Cub  last,  $3.50. 

602  Gun  Metal  seamless  button,  single  sole.  Cub 
last,  $3.50. 

603  Tan  Russia  straight  foxed  blucher,  half 
double  sole.  Cub  last,  $3.60. 

604  Tan  Russia  seamless  button,  single  sole,  Cub 
last,  $3.60. 

701  Gun  Metal  circular  lace  oxford,  blind  eye- 
lets, single  sole,  Hyde  Park  last,  $3.40. 

703  Tan  Mahogany  circular  lace  oxford,  blind 
eyelets,  single  sole,  Hyde  Park  last,  $3.50. 

The 

Cook-FitzGerald 

Company,  Limited 

London    -  Ontario 
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Bostonians 

There  is  nothing  extreme  about  Bostonian  shoes 
for  men.  They  are  manufactured  on  comfort- 
able, neat  lasts  from  the  very  best  of  leather, 
and  will  stand  comparison  with  any  $6.00  shoe. 
Your  customers  want  value  for  money  from  this 
point  of  view  Bostonian  shoes  will  never  fail  you. 
Fall  samples  of  this  popular  line  are  now  ready  and 
should  be  seen  by  every  progressive  retailer. 

James  Robinson 

Montreal 
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JAMES  ROBINSON 


Rubbers 

Independent  Rubbers  possess  distinctive  merits 

that  place  them  above  all  other  rubbers. 

The  Royal,  Kant  Krack,  Dainty  Mode  and  Bull 

Dog  Brands  are  known  from  coast  to  coast— their 

reputation  for  permanent  excellence  is  established 

among  Canadian  buyers  everywhere. 

Write  for  samples  and  convince  yourself  of  the 

superiority  of  the  Independent  Brands. 

James  Robinson 

Montreal 
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Sell 
Advertised 
Footwear 

it  is 
Always  in 
Demand 


With  the  narrow  skirts  of  the 
new  styles,  one's  footwear 
becomes  more  conspicuous 
than  ever.  How  necessary  it 
is,  then,  lliat  the  shoe  which 
divides  attention  with  your 
gown  and  hat  should  have 
the  grace  of  form  and  fit  that 
give  to  them  their  cliarm 
and  distinction.  The 


illustrated  here,  will  be  found 
to  meet  all  the  requirements 
of  the  well-dressed  woman. 
It  has  all  the  earmarks  of  a 
custom  shoe,  including  the 
smart  lines  and  little  style 
touches  which  are  empha- 
sized by  the  short  vamp,  high 
arched  effect  so  much  the 
vogue. 


MINISTER 
MYLES 

SHOE  CO. 
Limited 


109  Simcoe 
Street 
Toronto 


Vassar 
Shoes 
Are 
Known 
Everywhere 


Minister  Myles  Shoe 

Company,  Limited 

Toronto 
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Made  only  by 


^^Faultily  Faultless'* 


THE 


This  paradoxical  phrase,  used  by  William  Wordsworth  as  the  highest  tribute  to 
a  woman's  beauty,  aptly  expresses  the  standard  of  excellence  attained  in  the  manu- 
facture of  the  Ahrens  Shoe. 

Best  quality  leather  and  findings,  modern  machinery  and  expert  workmanship 
are  the  forces  governing  the  output  of  the  Ahrens  Shoes. 

The  result  is  a  perfect  shoe— "faultily  faultless" 

Our  Fall  samples  merit  your  consideration. 


AP^  limited. 


BERLIN.ONT. 
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Many  makers  sacrifice  comfort  for 
appearance  wliile  others  market  com- 
fortable footwear  that  lacks  snap  and 
style. 

In  Tebbutt  Doctors  and  Professor 
Shoes  the  antiseptic  health  features  are 
combined  with  smart  style,  good  finish 
and  popular  lasts. 

For  these  reasons  Tebbutt  shoes 
are  a  good  line  to  sell.  Your  partic- 
ular customers  will  always  buy  them. 


PAT.  NP  ■  119409 

GOLD  CROSS 
SMOE 


ANTI-SEPT/C 


Tebbutt  Shoe 
and  Leather 
Company  Ltd. 

Three  Rivers,  P.  Q. 
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Which  Front  Would  You  Trust 


30,000  Merchants  have  placed  their  confidence  in 
KAWNEER  STORE  FRONTS  to  produce  business  — 
among  them  are  thousands  of  the  keenest  and  most  conserv- 
ative business  men  in  the  country.  They  studied  Store 
Fronts  from  all  angles  and  decided  in  favor  of  KAWNEER. 
This  universal  adoption  of  KAWNEER  should  mean  much 
to  you  in  your  decision  of  a  new  Store  Front. 

In  designing  and  building  KAWNEER  STORE 
FRONTS  we  always  have  had  the  people  in  mind— they  are 
the  jury  and  their  verdict  decides  your  prosperity  or  failure. 
If  your  Store  Front  appeals  to  and  at- 
tracts them,  it's  a  success — if  it  does 
not,  it's  a  commercial  failure.  If  you 
can  secure  a  better,  a  more  powerful 
Store  Front  than  KAWNEER  we  not 
only  expect  you  to  buy  it,  but  advise 
you  to  do  so.  If  we,  with  eight  years 
of  specific  study  of  Store  Fronts,  are 
not  able  to  build  them  successfully  we 
are  willing  to  resign  in  favor  of  the 
concern  that  can  out-do  us. 

Our  confidence  in  KAWNEER 
STORE  FRONTS  is  prompted  by  the  30,000  that  stand 
today.  We  sincerely  believe  the  confidence  which  has 
been  displayed  by  this  multitude  of  business  men  should 
warrant  your  faith  in  KAWNEER— or  at  least  your  in- 
vestigation. 

We  are  willing  to  have  your  own  investigation  stand 
as  final — we  would  be  glad  to  have  you  ask  as  many  KAW- 
NEER Merchants  as  possible — only  wish  you  could  ask  all 
of  them.  You  will  never  find  even  one  Merchant  who  re- 
grets the  money  he  "loaned  his  business"  for  a  KAWNEER 
STORE  FRONT— you  will  never  hear  one  say,  "I  wish  I 
had  my  money  and  the  old  Front  back. 

The  purchase  price  of  a  KAWNEER  FRONT  is  loanea 
to  your  business  because  the  Front  returns  it  to  you  in  a 
surprisingly    short   time.     One    Merchant  said  his  KAW- 


i^awneer 

Manufacturing  Company 

Limited 

francU  J.  Plt/m.  Prrstdcnl 


NEER  FRONT  liquidated  in  five  months — another  said  it 
took  his  Front  six  months  to  wipe  out  the  debt — another 
says  eight  months — another  says  60%  of  his  total  business 
is  credited  to  his  KAWNEER  FRONT— another  said  that 
his  1913  business  was  $10,000  greater  than  that  of  1912  be- 
cause of  the  new  KAWNEER  FRONT. 
These  are  proofs— the  kind  that  count. 

Book  on  Store  Fronts 

The  installation  of  a  Store  Front  is  an  important  thing 
as  it  takes  the  profit  on  many,  many 
sales.  It  behooves  you  to  make  a  thor- 
ough study  before  any  decision  is  made. 
Many  otherwise  good  Fronts  have 
failed  because  of  their  types  or  styles 
-  tliey  are  inadequate  for  the  purpose 
intended' -they  do  not  jit  into  the  bus- 
iness with  which  they  are  associated. 

To  help  you  make  a  practical  de- 
cision and  to  show  you  what  other 
Merchants  have  done  we  have  com- 
piled a  book  of  Store  Front  photo- 
graphs, drawings  and  information — we're  ready  to  send  it 
to  you  free  for  this  coupon.  Just  fill  it  in  and  send  today  — 
it  will  not  obligate  you.  No  matter  where  you  are  located 
or  what  your  business  is  we  have  an  organization  to  serve 
you.  Store  Fronts  is  our  business — we're  specialists  — 
we've  helped  30,000  other  Merchants  and  believe  we  can 
help  you. 


Dept 


R.    1195    Bathurst  Street 
TORONTO.  ONT. 


City 


COUPON 
l^awneer 

Manufacturing  Company 
Limited 

Dept.  R.     1195  Bathurst  St. 
Toronto,  Ont. 
jjJl?ll#V'     Kindly  send   "Boosting  Business  No. 
^^iV?     25"  without  obligation 
-  * 

^  Name   

Street  and  No  -  

Town. 
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The  Famous 

Classic  Shoe 

for  Women 


Women's  Goodyear  Welts  at  $3.00 
to  retail  at  $4.00  and  $5.00.  The 
greatest  shoe  made  at  the  price.  The 
dealers  profit  is  legitimate  because 
this  $3.00  line  has  the  same  value  as 
similar  lines  at  10  per  cent  more  and 
30  per  cent  more  value  than  impor- 
ted shoes. 

We  are  producing  more  of  these 
famous  shoes  than  ever  before  in  the 
history  of  our  business.  The  fac- 
tory is  running  overtime  in  order  to 
supply  the  demand.  The  consumer 
appreciates  them.  Not  because  of  any  altruistic  desire  to  help  us 
but  because  they  are  perfect  in  style,  comfort,  flexibility  and 
durability. 

The  most  modern  and  progressive  methods  of  shoe  making  are 
embodied  in  their  construction  and  we  will  replace  any  pair  that 
fail  to  give  satisfaction.  • 

Getty  &  Scott,  Limited 

Gait,  Ont. 


This  is  one  of  the 
$3M0  Models. 
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A  Progressive  Finisher  Soon  Pays  for  Itself 


SEND  FOR  CATALOG  M 


SEND  FOR  CATALOG  M 


A  Progressive  Fin- 
ishing Machine  soon 
pays  for  itself  in  the 
increased  business  and 
profits  it  brings  to 
your  shop.  It  en- 
ables you  to  do  bet- 
ter work  and  more 
of  it. 

You  can  start  with 
any  size  Progressive 
Finisher  you  want 
and  add  to  it  as  your 
needs  increase.  You 
simply  add  the  new 
sections  _  and  equip- 
ment without  throw- 
ing away  any  of  the 
original  macliina. 

Progressive  Mach- 
ines are  giving  the 
best  of  service  in 
shoe  repair  shops 
west,  east,  north,  and 
south. 

Sold  on  the  pay- 
ment plan  or  for 
cash. 


PROGRESSIVE  SHOE  MACHINERY  CO.,  STT 

The  Best  Shoe  Finishing  Machinery  Manufactured. 


Hundreds  of  Canadians 

will  succuml)  to  the  travelling  fever  during  the  summer  months. 
It  is  the  logical  conclusion  that  trunks  and  grips  will  have  to  be 
bought  in  many  cases.    Do  you  realize  the  close  connection  between       „^/|  /J^'tT'"' 
footwear  and  travelling  equipment? 

B.  T.  &  B.  Baggage  has  become  famous  among  travelling  men  i^^i^^i.tfli^* 
and  women  for  its  strength,  wearmg  power  and  superior  finish. 
We  should  like  to  discuss  this  proposition  with  you. 

Berlin  Trunk  &  Bag  Co.,  Limiied 

Berlin       «  Ontario 
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Just  Wright  Trade  Winners  In  Stock 

at  St,  Thomas 


Don't  Lose  That  Happy  Thought! 
Order  Your  Sizes  Today 


E.  T.  Wright  &  Co.,  Inc. 

Rockland,  Mass.  St.  Thomas,  Ont. 
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IN  STOCK 


—AT 


ST.  THOMAS 


TT^IGHT  lines  of  Just-Wright  business  get- 
ters  awaiting  your  call. 

Made  from  specially  selected  plump  stock — 
cut  by  JUST-WRICxHT  EASY-FIT- 
TING PATTERNS  and  made  over 
JUST-WRIGHT  EASY  SELLING 
LASTS.  You  can  sell  every  pair  with  the 
JUST-WRIGHT  guarantee  of  SATIS- 
FACTORY service  at  a  price  that  makes 
sales  and  good  profits. 

Just- Wright  quality  plus  Just- Wright  service 
make  a  "Just- Wright  "  combmation  hard 
to  beat. 


Send  for  that  new  In-Stock  catalogue  to-day. 


E.  T.  Wright  &  Co,  Inc. 

ROCKLAND,  MASS.  ST.  THOMAS,  ONT. 
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JULY 


Prepare  now  for  your  July  Sale.  While  selling' 
your  "odds  and  ends  "  at  reduced  prices,  slip  in 
some  of  our  McKay  Leader  Shoes. 

They  will  sell  at  the  same  price  as  your  Welt, 
Cut  Price  Shoes.  They  will  make  an  elegant  show 
and  give  you  big  profits.  Big  profits  at  a  cut  rate 
sale  is  what  you  want  is  it  not? 

We  will  send  you  prepaid  a  sample  from  our 
big  Ready-to-Ship  Stock.  What  price  shoe  do  you 
want  for  YOUR  JULY  SALE?  Write  us  just 
what  )'ou  want — do  it  now  and  a  sample  pair  will 
be  sent  at  once. 


SALE 


Corbeil  Limited 

Manufacturers  of  good  shoes  to  retail  at  $3.50,  $4.00  and  $5.00. 
Makers  of  BENCH  MADE  and  LEADER  Brands. 


Office— 71  St.  Paul  Street 


Montreal 

Factory  and  Warehouse- 63x7U  St.  Paul  St. 
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LEADER 


For  style,  comfort  and  quality  in  a  $3.50  and 
$4.00  men's  shoe  you  can't  beat  the  *'  Leader." 

Compared  with  any  other  shoe  of  a  similar 
price  they  defend  the  right  to  their  name — 
"  Leader." 

Our  travellers  are  out  with  a  bright  line  of 
samples  in  Welts  and  McKays. 

Write  us  and  our  man  will  call. 


SHOES 


Corbeil  Limited 

Manufacturers  of  good  shoes  to  retail  at  $3.50,  $4.00  and  $5.00. 
Makers  of  BENCH  MADE  and  LEADER  BRANDS. 

Montreal 

Office— 71  St.  Paul  Street  Factory  and  Warehouse— 63-71 J  St.  Paul  St. 
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New  Up-To-Date  Styles 

BOSTON 

The   Shoe  Center  of  the  World 

THE  BOSTON  LAST  COMPANY,  in  the  heart  of  the  shoe  distnct,  is  alert  for  the 
latest  styles  which  are  right  up  to  the  second. 

Not  a  Question  of  How  Cheap 

but  an  attractive,  up-to-date  proposition,  absolutely  in  touch  with  the  times,  which  will 
strengthen  your  line  and  make  you  money. 

The  get-a-way  on  a  style  is  of  vital  importance  to  the  wise  manufacturer  and  buyer.  NOT 
six  months  late  in  showing  a  style  to  save  ten  cents — and  costing  thousands  of  dollars  in  loss 
of  business : 

BUT  start  nght  with  a  WINNER. 
"  Not  cheap  but  correct  "  is  our  SLOGAN. 

These  new  Lasts  are  winners  for  1914  and  1915,  originated  and  designed  by  OUR  OWN 
MEN. 

A  postal  card  will  bring  our  salesman  to  your  factory  with  samples,  or  models  will  be  sent  by 
parcel  post  on  application. 

Boston  Last  Company 

Manufacturers  of 

Fine  Last,  Followers,  Fillers,  Trees,  etc.,  also  Maple  Last  Blocks 

Makers  of  Electric  Heating  and 
Ironing  Outfits  for  Stioe  Factories 

(Simplex  System) 

Fac..r,e.:"°"°"p"re'Mam':.'r''  Canadian  Factory:  RICHMOND,  QUE. 

Riclimond,  Que..  Phone  32  Charles  Campbell,  Manager 
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There  is  Big  Money  in 

This  Shoe 


The  AYLMER  Button  Shoe  for 
men  opens  up  a  way  to  bigger  profits 
and  wider  business. 

The  new  model  AYLMER  for  Fall 
is  a  shoe  that  bristles  with  selling 
points — it  is  built  on  a  sound  basis 
of  expert  workmanship  and  the  best 
of  leather  and  findings. 

Write  us  and  we  will  be 
pleased  to  show  you  our 
latest  samples. 

The  Aylmer  Shoe  Co. 

Limited 

AYLMER,  ONTARIO 


OSCAR  Rumpel  formerly  factory  manager  and  assistant  general 
manager  of  the  Consolidated  Felt  Companies  takes  much 
pleasure  in  announcing  to  the  trade  that  he  has  severed 
his  connection  with  the  Consolidated  Felt  Companies  and  is  going 
into  the  manufacture  of  Felt  Footwear  for  himself.  The  latest 
improved  machinery  from  Europe  and  America  for  the  manufac- 
ture of  fine  felts  is  now  installed  in  the  new  factory.  Salesmen 
are  now  out  with  Fall  samples  and  your  inspection  is  cordially 
invited.  ::::::::::::: 
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LaParisienne 
Shoes 


style 

Fit 
Finish 


La  Parisienne  Shoes 
mark  the  highest  de- 
gree of  perfection  in 
the  manufacture  of 
"classy"  footwear  for 
women. 

In  La  Parisienne 
pumps  a  special  steel 
shank  reinforces  the 
heel  and  prevents  it 
from  bending  forward. 


Inimitable 
Footwear 


For 
Every 
Occasion 


If  you  sell  La  Par- 
isienne Shoes  you  can 
supply  footwear  suited 
to  every  occasion  — 
anything  from  the  fin- 
est and  most  elaborate 
ball-room  pump  to  sty- 
lish but  sensible  street 
shoes. 

Write  us  to  insure  a 
call  from  one  of  our 
travellers. 


La  Parisienne  Shoe  Company 

Maisonneuve,  Que. 

Medard  Gauthier,  Sales  Manager,  La  Patrie  Building.  Montreal 
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Fabric  Tip 

is  a  real  shoe-lace  improvement 

Its  neatness  and  other  good  points  will  appeal  to  you--and  to 
your  customers. 

The  Nufashond  Fabric  Tip  is  an  integral  part  of  the  braid,  and  in- 
destructible.   No  metal  blanks  to  rust  or  wear  through  ;  won't  crush  or 
pull  off ;   waterproof,  fast  color  and  slender  enough  to  pass  through  the 
smallest  blind  eyelets. 

^  A  perfect  tip  on  perfect  laces.  You  can  get  this  Nufashond  Fabric  Tip 
on  any  kind  of  Nufashond  laces--silk,  mercerized,  glazed  cotton,  in  flat, 
tubular  or  blind  eyelet. 

^  Get  your  order  off  today.    Samples  upon  request. 


BE  SURE  TO  VISIT  OUR  BOSTON  OFFICE 

and  see  the  Nufashond  Line.  It  gives  you  not  only  the  best  quality  but  the 
newest  novelties — we  have  been  the  originators  of  about  90  per  cent,  of 
all  the  shoe  lace  novelties  ever  brought  out. 


Nufashond  Shoe  Lace  Co.,  Reading,  Pa. 

Boston  Office,  60  South  Street. 


SHOE     REPAIRERS     standard  No.  2  Finisher 


We  make  1 1  different  Models  of 
Finishing  Machines  and  over 
800  of  Model  No  2  (as  engraving ) 
have  been  sold  in  the  OLD 
COUNTRY. 

Advantages : — 

Ring  Self-Oiling  Bearings. 
Can  be  driven  by  1  h.  p.  Motor. 
Dust  Gate  to  stop  Fan  drawing 
air  when  not  required  and  thus 
save  power. 

In  every  point,  which  makes  a 
hi^h-class  machine,  the  SUP- 
REMACY of  the ''standard"  ma- 
chines is  unquestioned. 


PRICE  $160 

Duty  and  Carriage 
paid  to  Montreal 


Standard  Engineering 
Company,  Limited 

Liecester  -  England 
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I'  O  O  T  W  E  A  R    IN    C  A  N  A  D  A 


The  policy  has  been  adopted  of  opening  up 
Tally-Ho  Agencies  only  as  fast  as  we  can  do 
them  justice  and  get  them  started  right. 
Tally-Ho  Shoes  and  Joy-peds  have  taken  hold 
in  good  earnest. 

Enough  applications  for  agencies  are  now  in 
to  keep  us  busy  for  some  time — so  do  not  be 
surprised  if  we  stop  our  dealer  advertising — 
for  the  present. 

We  are  going  to  be  very — very  busy. 

In  the  meantime —  although  we  may  not  be 

able  to  attend  to  you  right  away — we  will  be 

glad  to  keep  you  posted  on  Tally-Ho  progress 

— if  you  will  write  the  home  office. 

Do  not  forget— Tally-Ho  Shoes  at  $5.00— and 

the  Tally-Ho  method — are  the  best  things  that 

have  ever  happened  in  the  shoe  business. 

Chas.  £.  Slater 

Tally-Ho  Originator 

60  South  Street,  BOSTON 

Montreal      Toronto      London,  Eng.  Winnipeg 


FOOTWEAR    IN  CANADA 


21 


Business  Boosters 


Profit  Makers 

Women's  Welts 

To  retail  at  $3.50,  $4.00  and  $5.00 

Men's  Welts 

To  retail  at  $4.00,  $5.00  and  $6.00 

Quick  Selling  Staples 

To  retail  at  popular  prices 


In  stock  for  prompt  delivery 


Ames-Holden  McCready,  Limited 

Montreal,  Toronto,  St.  John,  Winnipeg,  Edmonton,  Calgary,  Edmonton,  Vancouver 

Write  NOW  to  Nearest  Branch 
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"John  Ebberts" 


The  Name 

that  stands  for  the  most  advanced,  and  always  cor- 
rect, shoe  styles  for  women. 


The  Factory 


that  sets  the  fashions  in  many  of  the  leading  boot 
shops  in  the  United  States  and  Canada. 


The  Shoes 

produced  in  this  factory  are  the  final  word  in  classic 
styles  and  are  greatly  desired  because  of  their  ex- 
clusive ideas  and  finished  workmanship. 


You  can  build  a  better  reputation 
and  better  profits  on  this  line. 


John  Ebberts  Shoe  Company 

Manufacturers 


Buffalo,  N.Y. 
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First  Annual 

House  Slipper  Show 

in  the  new  home  of  the 

Daniel  Green  Felt  Shoe  Company 

72  Lincoln  Street,  Boston,  Mass. 

As  the  formal  opening  of  our  new  general  offices  and 
salesroom  in  Boston,  during  the  week  July  8th  to 
15th,  we  will  hold  a 

HOUSE  SLIPPER  SHOW 

This  will  be,  without  question,  the  finest  display  of 
house  slipper  specialties  ever  assembled.  There 
will  be  samples  in  felt,  leather  and  cloth. 

All  of  our  friends,  whether  or  not  buyers  of  felt  foot- 
wear, are  cordially  invited  to  see  this  display. 

Daniel  Green  Felt  Shoe  Company 

72  Lincoln  Street,  Boston,  Mass. 

Aeolian  Hall,  27  West  42nd  Street,  New  York  City 
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Tennis  Shoes 


Be  prepared  for  the  vacation  season  by  .'■tcckirg  up 
with  high  grade  lines  of  Royal  and  Bull  Dog  brands  of 
sporting  and  tennis  shoes. 

These  are  made  for  all  lines  of  sport  in  both  Bal. 
and  Blucher  styles. 

By  handling  these  higher  grade  lines  of  sporting 
and  outing  shoes  it  means  bigger  sales  for  you. 

Write  for  catalogue  and  price  list  to  any  of  the  fol- 
lowing leading  jobbers  : 


James  Robinson,  -  -  -  Montreal,  Que. 
Amherst  Boot  &  Shoe  Co.,  Limited,  Amherst,  N.S. 
The  A.  W.  Ault  Co.,  Limited,  -  Ottawa,  Ont. 
Garside  &  White, 
McLaren  &  Dallas, 
The  London  Shoe  Co., 
The  Amherst  Central  Shoe  Co., 
The  Kilgour-Rimer  Co.,  Limited,  Winnipeg,  Man. 
The  J.  Leckie  Co.,  Limited,         Vancouver,  B.C. 


Toronto,  Ont. 
Toronto,  Ont. 

London,  Ont. 

Regina,  Sask. 


Independent  Rubber 

Company,  Limited 

Merriton,  Ont. 
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Make  Your  Show  Windows 

Pay  Your  Rent 

Many  Sales  are  made 
from  the  Sidewalk. 


PAT D,  IN 
UNITED  SIAIt' 
AND  rORCIGN 
COUNTRIES 


This  particular  set  of  Inter- 
changeable  Window  Fixtures 
will  make  the  finest  of  Win- 
dow Trims — will  display 
your  merchandise  to  a  Sell- 
ing Point/'  will  give  you 
snappy  trims  which  will  at- 
tract local  and  transient 
trade.  This  set  affords  quick 
and  frequent  changes. 

Read  further  about  this  wonderful 

Set  for  Shoe  Stores 

Hundreds  of  Trims.  With  this  set  over  500  oi  iginal  trade  jiulling  win- 
flow  trim  can  lie  made  and  at  no  time  making  any  two  alike,  besides 
hundreds  of  standard  and  odd  window  fixtures  can  also  be  made. 

Can't  Wear  Out.  ONKEN  YOUNITS  are  now  made  so  they  cannot 
show  any  wear.  The  NEW  construction  the  "Sunken  Steel  Socket" 
takes  the  place  of  the  old  construction,  There  are  now  NO  Screws 
Screwing  Into  Wood.  They  will  now  last  for  many  years.  The  con- 
struction is  sturdy  and  high  grade  throughout.  Simplicity  in  detail  is 
the  principle. 

A  Bsok  of  Window  Trims  Included.  A  large,  beautiful  book  of 
many  captivating  trims  made  with  this  set  wdll  be  sent  FREE  with 
this  set.     Tliis  book  is  a  help  to  any  window  trimmer. 

Made  of  Oak.  The  entire  set  is  made  of  thoroughly  Kiln  Dried 
dak,  the  metal  parts  of  cold  rolled  steel,  each  YOUNIT  is  accurately 
machined  to  fit  riglit  and  made  interchangeable. 

Our  Guarantee.  We  guarantee  "  to  replace  this  set  FREE  of 
CHARGE  any  time  within  one  year  if  it  proves  defeclive  in  any 
way  through  construction  or  parts  not  fitting  satisfactory. 

Our  Standard  Finishes.  We  wiil  ship  this  set  in  either  Weathered, 
Coldcn  or  .Antique  ( )ak,  all  in  a  soft,  mellow  wax  non-scratcliable  finish. 

Tust  ask  the  merchant  who  has  bought  a  set  of  these  fixtures  with  the 
(NEW  CONSTRUCTION)   what  he  thinks  of  them. 

Price  for  the  Full  Set  No.  101  $43  -75 


The  Storage  Chast  The  220  YOUNITS  that  make  up  this  set 
are  put  up  in  A  HARDWOOD,  HINGED  LID  STORAGE 
CHEST  (oiled  finish).  A  good  place  to  keep  any  part  of  the  set 
that  is  not  being  used. 


Price  for  a  Medium  S.t  No.  101',  $25.00 
Price  f<.r  a   .'^mall  Set  No.  101  j  $15.75 

F.  O.  B.  Hdmi'ton.  Ontori..  CnnBrfn 

Order  thru  your  JOBBER  DIRFCT 

The  Oscar  Onken  Co. 

No.  591  W.  4lli  Street,  Cincinnati,  0.,  U.  S.  A. 

Q  jick  Shipments.    Address  All  Correspcndenca  to  Cincirnpti.  5 
f»r  Y«unit  Catalog.    Stocl-  is  »I«o  '-Rrri-d  in  CANADA, 
ENGLAND  ard  AUSTRALIA 
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Stork  Baby  Shoes 

and  Moccasins 


We  want  every  dealer  in  infants'  footwear  to  know  of  our 
goods  and  our  policy.  Stork  Baby  Shoes  and  Moccasins  are 
made  of  the  softest  and  finest  grades  of  leather  by  workmen 
who  know  how,  and  we  honestly  believe  them  to  be  the  best 
baby  footwear  made. 

They  are  scientifically  made,  and  have  right  and  left  lasts, 
insuring  a  comfortable  fit. 

They  are  quick  sellers  because  they  attract  and  interest  every 
mother  of  a  baby  who  sees  them. 

Our  extensive  advertising  to  the  consumer  is  for  the  sole  pur- 
pose of  sending  customers  for  our  goods  to  the  dealer. 

Our  good  friends  have  compelled  us  to  seek  larger  quarters 
where  we  are  now  located  and  in  a  position  to  fill  orders 
promptly. 

We  will  gladly  quote  prices  and  send  you  a 
sample  line,  free  of  expense,  and  without 
obligation.    Write  to-day. 

A  few  exclusive  agencies  are  open  for  good  live  men. 
Samples  in  compact  form.    Splendid  selling  side  line. 


THE  STORK  COMPANY 

BOSTON,  MASS.,  U.  S.  A. 
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3ACK  TO  NATURE  SHOES 


For  Grown-Mps 

and  Growin^'Xips. 


TO  RETAILERS 

Trot-Moc  Shoes  have  opened  up  new  possibilities  in  shoe 
merchandising.  They  embody  a  new  idea  in  footwear 
which  appeals  to  the  clerk  as  well  as  the  customer. 

They  give  the  salesman  new  talking  points  and  new 
features  for  demonstration.  They  do  more  than  this  for 
they  virtually  sell  themselves.  This  you  can  prove  to  your 
satisfaction  by  displaying  samples  on  a  table  where  custo- 
mers can  pick  them  up  and  examine  them. 

Furthermore,  every  pair  you  sell  will  bring  newr  custo- 
mers to  your  store.  The  person  who  wears  a  pair,  whether 
man,  woman  or  child,  is  a  living,  walking,  effective,  talk- 
ing advertisement  for  your  store  and  Trot-Moc  Shoes. 

Your  inquiries  are  solicited. 


American  ^  British  ^  Canadian  ^  Distributers 


Boston 


TORONTO 

Montreal 


310  Yonge  Street  CANADA 

Winnipeg  London,  Eng. 


Interior  of 
Shoe  Store  fit- 
ted with  VValk- 
e  r  Display 
Cases.  Send 

us  a  diagram 
of  your  store, 
giving  dimen- 
sions, and  we 
will  be  pleased 
to  furnish  you 
with  estimates. 
We  are  speci- 
alists in  store 
fixtures,  being 
fully  awake  to 
the  fact  that  a 
good  display 
creates  easy 
sales. 


The  Walker  Bin  &  Store  Fixture  Co.,  Limited,  Berlin,  Ontario 
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It  Will  Pay  You 

To  Sell 
and  Recommend 


SHOES 


For 


Every  Sport 
and  Recreation 


Canadian  ConsoKdated  Rubber  Co. 


Montreal,  P.  Q. 

28  Branches  throughout  Canada 


Limited 
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The  Business  Outlook 

BUSINESS  generally  in  Canada  at  the  present 
time  is  not  what  most  of  us  would  have  it,  but 
it  is  gratifying  to  find  leading  financiers 
agreed  that  the  trade  depression  is  of  a  very 
shallow  character.  Not  infrequently  Canada  has  pro- 
vided an  almost  isolated  example  of  continued  pros- 
perity, but  in  the  very  nature  of  the  manner  in  which 
all  her  national  business  undertakings  have  been 
financed,  and  of  the  increased  amount  of  outside 
capital  that  is  coming  into  the  country,  she  must  be 
susceptible  to  the  influence  of  outside  conditions,  par- 
ticularly in  the  United  Kingdom  and  the  United 
States.  Much  will  depend  upon  the  character  and  ex- 
tent of  this  year's  crops  in  Western  Canada,  but  much 
also  will  depend  upon  outside  developments. 

It  is  recalled  how  the  British  Chancellor  of  the  Ex- 
che(|uer  in  presenting  his  1913  budget  went  contrary 
to  expert  opinion  and  predicted  a  prosperous  year. 
And  it  proved  to  l)e  right,  for  his  estimates  of  revenue 
were  exceeded  by  $15,000,000;  the  country's  com- 
merce reached  a  record  point,  and  in  general  prosperity 
England  surpassed  her  trade  rivals.  The  success  of 
this  prophetic  utterance  does  not  necessarily  ensure 
uninterrupted  accuracy  in  the  Chancellor's  predictions, 
but  it  is  sufficient  to  command  attention.  In  his  bud- 
get speech  Mr.  Lloyd  George  expressed  the  opinion 
that  the  present  depression  would  be  a  shallow  one 
and  would  not  last  long. 


In  the  United  States  the  conviction  that  the  coun- 
try will  enter  upon  a  decided  forward  movement  be- 
fore fall  is  based  largely  on  the  excellent  crop  outlook. 
And  besides,  the  belief  is  growing  that  the  period  of 
extreme  governmental  and  legislative  attack  on  big 
business  is  drawing  to  a  close.  In  all  parts  of  the 
Union,  business  men  have  been  roused  by  the  effects 
of  the  numberless  laws  and  projects  for  having  Gov- 
ernment officials  forever  meddling  or  interfering  with 
business  men.  Trade  and  industrial  activity  has  been 
artificially  restrained  through  fear  of  legislative  ag- 
gression.   Business  has  been  held  back  for  months. 

The  United  Kingdom  has  been  affected  by  purely 
European  developments  and  by  the  course  of  events 
in  Mexico,  Brazil  and  East  India.  In  many  of  these 
cases  there  are  signs  of  improvement  and  it  can  be 
taken  for  granted  that  Great  Britain  would  benefit 
more  than  any  other  country  from  a  pronounced  re- 
vival in  the  United  States.  When  the  people  on  the 
other  side  of  the  border  are  very  prosperous,  British 
trade  always  benefits ;  and  since  the  lowering  of  the 
United  States  customs  tariff  the  British  stand  to  gain 
a  great  deal  more  profitable  trade.  Thus,  if  the  above 
forecasts  or  theories  should  turn  out  to  be  correct,  we 
should  see  a  good  improvement  in  conditions  in  the 
neighboring  country  and  in  the  mother  country. 

The  question  arises  as  to  the  extent  to  which  our 
business  would  be  influenced,  in  calculating  this  it  is 
necessary  to  ask  whether  circumstances  peculiar  to 
oiu'selves  will  operate  on  this  occasion  to  lessen  or  re- 
strict our  participation  in  the  prosperity  of  the  other 
countries.  It  is  probably  the  case  that  conditions  now 
prevailing  in  Canada  would  prevent  any  sudden  up- 
ward bound  on  our  part.  Necessarily  the  improvement 
here  must  be  gradual.  A  great  deal  will  depend  on 
this  year's  crops  in  Western  Canada.  A  good  yield 
would  help.  And  if  the  prices  received  by  producers 
are  such  as  to  give  them  reasonable  profits  so  much 
the  better.  Another  requisite  is  that  the  British  mar- 
ket take  our  good  bonds  and  debentures  in  large  vol- 
ume on  satisfactory  terms.  Perhaps  it  is  vain  to  hope 
that  our  securities  will  command  immediately  a  free 
and  advantageous  market  abroad.  English  investors 
now  think  we  have  borrowed  too  much  lately,  and 
many  of  them  have  burned  their  fingers  in  Canadian 
propositions.  So  it  may  take  a  little  while  to  re-estab- 
lish our  position  in  London.  But,  in  the  meantime,  if 
trade  in  the  United  States  and  Great  Britain  enters  a 
new  era  of  prosperity,  there  must  necessarily  be  a 
quickening  of  our  industry  and  trade  also. 

*      *  * 
A  question  that  is  much  discussed 

Cash  vs.  Credit  by  the  retail  trade,  particularly 
among  shoemen  is  that  of  the  ad- 
visability or  otherwise  of  giving  credit.  While  much 
depends  upon  the  class  of  trade  done  by  the  merchant, 
whether  or  not  it  is  practicable  to  insist  on  cash  pay- 
ments, we  offer  the  following  observations  based  upon 
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the  experiences  of  many  leading  men  in  the  trade, 
which  we  hope  will  be  helpful  to  some  of  our  readers. 

We  know  of  one  prominent  mcrciiant  who  con- 
siders that  the  credit  system,  whicii  is  rapidly  dying  out 
among  the  retail  trade,  is  beneficial  not  only  to  the  cus- 
tomer but  also  to  the  merchant  as  well.  The  following 
are  some  of  his  reasons  for  thing  so.  1  le  says  that  cash 
customers  have  the  bad  habit  of  shopping  around,  and 
refuse  to  get  the  habit  of  trading  at  one  store;  they 
demand  good  service  and  are  ncjt  willing  to  pay  for  it ; 
about  20  per  cent,  of  cash  customers  are  closer  buyers 
than  people  who  have  credit  accounts,  and  that  the 
former  will  run  all  over  town  to  save  a  few  cents;  cash 
customers  are  not  liberal  buyers  but  figure  out  to  make 
a  certain  sum  cover  all  their  expenditures.  A  large 
number  of  people  also  give  most  of  their  orders  over 
the  telephone  and  this  method  seems  to  demand  the 
credit  system.  Then  again,  in  a  cash  business,  leaders 
assume  too  much  importance  and  are  often  sold  at  a 
loss.  Credit  buyers  are  found  to  l)e  tlic  l)est  spenders, 
and  more  insistent  on  quality. 

Of  course,  the  main  objection  given  to  establishing 
a  credit  system  is  that  it  means  a  loss  of  money  to  the 
retailer.  There  are  some  people  who  do  not  wish  to 
pay  if  they  can  help  it,  and  the  merchant  who  is  un- 
fortunate enough  to  get  many  of  this  class  of  people  on 
his  books  will  sooner  or  later  find  himself  in  difficul- 
ties, because  these  people  very  often  find  some  way  to 
avoid  paying  their  debts,  even  when  sued  for  them. 
However,  the  great  majority  of  people  are  honest 
enough  and  pay  their  debts,  although  sometimes  it 
occurs  that  an  honest  customer  will  get  so  entangled 
in  a  mesh  of  debt  through  the  credit  system  that  he 
cannot  get  free,  and  when  this  happens  it  is  very  often 
the  merchant  himself  who  is  to  l)lame,  as  in  his  anxiety 
to  do  a  large  business  he  has  induced  his  credit  cus- 
tomer to  buy  more  than  his  position  in  life  warrants. 
There  is  always  some  little  specialty  or  other  that  the 
merchant  is  pressing  on  the  customer,  and  before  he 
knt)ws  it,  the  latter  has  bought  more  than  he  would 
have,  had  he  been  forced  to  pay  cash.  The  result  is 
that  should  he  happen  to  get  out  of  work,  or  sickness 
visit  his  family,  he  is  unable  to  settle.  Of  course  it  is 
not  a  good  thing  to  load  on  to  credit  customers  all  the 
goods  they  will  take,  irrespective  of  their  ability  and 
willingness  to  i)ay  with  reasonable  promptness.  Any 
merchant  who  dcjes  this  is  headed  for  the  rocks. 

The  credit  system  is  a  convenience  to  customers.  It 
is  primarily  intended  for  two  classes  of  people.  iMrst, 
it  is  for  those  who  are  able  to  pay  their  account  in  full 
at  any  time,  but  who  do  not  desire  to  iiave  the  bother  of 
C.O.D.  purchases  or  to  pay  out  the  cash  for  smal' 
articles.   This  is  by  far  the  smaller  part. 

Second,  it  is  for  those  whose  resources,  either  in 
property  or  in  a  salaried  or  wage  position,  are  such 
that  they  are  "good"  for  the  amount  they  owe,  but  to 
whom  it  is  a  convenience  to  be  able  to  pay  either  once 


IN  CANAI:)A 

a  week,  once  a  month  or  at  some  time  when  cash  is  in 
their  hands. 

With  these  two  classes  clearly  in  mind,  we  can  go 
at  the  main  question,  which  is :  "Why  do  so  many  mer- 
chants believe  it  is  the  best  idea  to  load  on  to  the  credi'. 
customer  all  the  goods  they  can,  and  look  for  collec 
tions  later?" 

There  is  no  particular  reason  for  this  practice,  ex- 
cept just  bad  judgment  or  lack  of  knowledge,  i  o  sell  a 
man  more  goods  than  he  can  pay  for  in  a  reasonable 
time  is  just  plain  foolishness;  there  is  no  benefit  to  be 
obtained  from  such  actions.  On  the  contrary,  the  cus- 
tomer is  liable  to  remember  who  it  was  that  loaded  him 
up  and  transfer  his  trade  elsewhere.  On  the  other 
hand,  it  is  certainly  good  business  for  a  merchant  to 
sell  all  the  goods  he  can  to  people  who  patronize  hi.i 
store,  but  the  total  of  these  goods  should  not  be  beyond 
tile  reasonable  means  of  the  party  buying  them.  This 
emphasizes  the  necessity  of  the  merciiant  wiio  does  a 
credit  business  knowing  as  much  as  possible  in  regard 
to  the  hnancial  condition  of  his  customers.  Without 
that  knowledge  he  is  liable  to  allow  them  to  run  their 
accounts  to  a  larger  amount  than  is  wise,  either  from 
the  standpoint  of  the  seller  or  buyer. 

The  merchant  who  sells  for  credit  must  charge 
more  for  his  goods  in  order  to  cover  interest  on  losses, 
bank  loans,  etc.  And  unless  he  conducts  his  business 
with  great  caution  he  is  sometimes  unable  to  take  the 
cash  discounts  that  a  cash  merchant  can.  It  is  not  the 
system  that  is  to  blame  so  much  as  the  man  behind  it. 
In  order  to  make  a  credit  business  really  successful  it 
is  essential  that  the  owner  or  manager  see  that  it  is 
properly  conducted.  He  must  avoid  allowing  his  cus- 
tomers to  get  into  the  habit  of  ■"running"  him,  so  to 
speak,  in  regard  to  credits  and  collections.  If  he  once 
drifts  into  this  slipshod  way  of  doing  business  it  is 
iiard  to  cliauge  and  spells  disaster.  It  does  not  matter 
if  the  shtjeman  is  a  splendid  buyer  and  a  good  col- 
lect(jr,  he  will  still  fail  to  "make  good"  in  doing  a  credit 
t)usiness,  if  he  sells  goods  to  people  who  either  can 
not  or  will  not  pay. 

See  to  it,  that  you  get  your  money  in.  when  you 
grant  credit  to  a  customer  as  by  so  doing,  you  are 
keeping  his  credit  standing  good  and  he  is  going  to 
trade  with  you  both  when  he  recpiires  lime  and  when 
he  lias  the  cash,  or  at  all  events,  in  the  latter  case  lie 
is  not  going  to  stay  away  because  he  owes  you,  but 
will  give  you  a  fair  share  of  liis  trade. 

Those  merchants  in  favor  of  doing  a  cash  business 
claim  that  it  will  decrease  the  cost  of  living  and  that 
very  few  merchants  cannot  do  witliout  giving  credit 
if  they  really  make  up  tlieir  minds  to  it.  In  the  case  o* 
a  merchant  who  tliinks  it  impossible  in  his  locality  to 
do  a  strictly  cash  business,  why  not,  instead  of  him- 
self paying  interest  on  loans,  to  the  bank,  in  order  to 
carry  his  customer,  let  his  customer  borrow  from  the 
bank  and  pay  the  interest.    If  the  customer's  security 
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is  not  good  enough  for  the  bank,  it  is  not  good  enough 
for  the  merchant. 

After  all,  the  main  thing  is  that  the  business,  whe- 
ther cash  or  credit,  be  conducted  properly  along  mod- 
ern business  lines.  If  it  is,  it  will  be  a  success,  and  if 
it  is  not,  it  will  be  a  failure. 


The  trade  journal  plays  an  im- 
Reading  Trade     portant  part  in  the  business  de- 
Journals  ,  .  ,  ... 

velopment  of  the  ambitious  youiic; 

man  and  is  of  tiie  greatest  help  to  him  in  attaining 
efficiency  in  his  chosen  line  in  life.  When  a  man  be- 
gins studying  a  field  of  business  in  trade  journals  and 
technical  books,  he  will  soon  be  led  iarther  if  he  is 
really  interested.  These  give  him  general  principles 
and  current  news,  tell  him  what  the  trade  is  driving  at, 
who  the  men  are  that  count  in  its  activities. 

The  young  man  who  selects  a  field  of  work  because 
he  likes  it  and  studies  methods  therein  for  the  pur- 
pose of  developing  his  own  personal  value,  has  every 
right  to  profit  by  what  the  best  men  in  the  field  can 
tell  him,  and  they  will  be  always  glad  to  help  him,  if 
he  is  inteUigent  and  tactful.  Leaders  in  his  field  of 
business  are  continually  laying  themselves  open  to  his 
approach.  They  work  out  new  methods.  They  build 
up  organizations.  They  speak  at  trade  gatherings. 
They  expound  their  opinions  and  it  all  appears  in  the 
trade  journals  devoted  to  their  work. 

*      *  * 

The  experience  ot  most  retailers 
Concentrate  Your      ^^^^^  ^j^^  ^-^^^^^  distribut- 
Buyin^  !  .  , 

ing  one  s  buying  among  too  many 

jobbers  or  manufacturers.  It  is  advisable  from  the 
standpoint  of  policy  as  well  as  from  that  of  close  buy- 
ing, to  have  connections  with  a  select  few,  rather  than 
a  multiplicity  of  accounts  scattered  over  a  large  list. 
Manufacturers  and  jobbers  like  large  accounts,  always 
assuming,  of  course,  that  the  individuals  are  good 
for  the  amounts  involved.  They  like  them  for  the 
same  reason  that  retailers  like  to  have  customers  who 
do  a  large  amount  of  business  with  them  in  the  course 
of  a  year.  The  following  are  a  few  questions  worthy 
of  consideration. 

To  which  do  you,  Mr.  Shoeman,  extend  favors 
when  you  have  the  opportunity,  to  the  man  who  scat- 
ters his  custom  among  several  stores,  or  to  one  who 
concentrates  most  of  it  in  your  store?  If  you  do  a 
credit  business  and  a  casual  customer  runs  up  a  bill 
and  l)ecomes  unable  to  settle  for  a  time,  are  you  as 
ready  to  be  patient  with  him  as  with  the  man  whose 
business  is  really  worth  while?  And  even  from  the 
individual  customer's  standpoint,  is  it  not  far  better 
that  he  should  have  a  considerable  debt  in  one  place 
rather  tiian  many  small  debts  scattered  about  among 
various  firms,  for  you  know  that  a  man's  reputation 
sufifers  when  he  gets  the  name  of  "owing  everybody." 

One  of  the  advantages  of  dealing  heavily  with  a 


few  firms  is  that  they  naturally  have  a  stake  in  one's 
success  of  failure,  and  in  trying  times  will  be  apt  to 
help  one  out ;  but  who  cares  what  happens  to  the  ac- 
count which  is  worth  only  a  few  dollars  a  year?  Who 
does  not  care,  when  it  is  worth  many  hundred  dollars 
a  year?  This  is  the  human  nature  side  of  it,  and 
human  nature  is  a  necessary  factor  to  take  into  con- 
sideration even  in  business  affairs.  The  man  who  is 
worth  helping  is  the  one  who  will  get  it  when  he  needs 
it. 

But  apart  from  the  question  of  adversity,  an  im- 
portant factor  of  the  question  is  the  every-day  con- 
sideration one  gets  from  a  house.  Who  would  not 
favor  the  customer  who  buys  hundreds  of  dollars' 
worth?  This  also  is  human  nature.  Again,  trade  is 
often  a  question  of  loyalty  between  dealer  and  custo- 
mer. The  fact  that  one  man  has  been  loyal  to  another 
in  business  brings  forth  a  reciprocal  loyalty  which  is 
always  a  valuable  asset. 


Try  to  Do  It  a  Little 
Better 


It  takes  all  kinds  of  people  to 
make  up  a  world.  There  must  be 
"hewers  of  wood  and  drawers  of 
water,"  bankers  and  physicians,  farmers,  wholesalers 
and  retailers,  and  even  trade  newspaper  writers.  So 
let  us  each  be  satisfied  with  that  which  we  are  doing, 
but  not  with  the  way  we  are  doing  it.  No  man  is  do- 
ing his  allotted  task  so  well  that  it  could  not  be  im- 
proved upon,  either  by  himself  or  some  other. 

The  progress  of  the  world  comes  through  each 
striving  to  do  that  which  lies  before  him  just  a  little 
better  than  it  was  done  before.  The  worker  with  his 
muscles  should  try  to  conserve  his  strength,  that  he 
may  do  more ;  to  eliminate  waste  motion  and  generally 
become  more  efficient.  The  manufacturer  tries  to  find 
improved  processes  that  will  enable  him  to  make  bet- 
ter things  at  a  lower  cost,  the  banker  to  save  losses  in 
the  handling  of  money  and  the  merchant,  what  of 
him?  Should  he  not  try  his  level  best  to  reduce  the 
cost  of  distribution,  provide  his  customers  with  goods 
at  a  lower  cost?  And  the  trade  paper  writer  should 
try  to  give  his  readers  better  ideas  that  will  help  them 
in  their  work. 

All  this  may  look  like  altruism,  but  when  you  come 
down  to  it,  real  success  comes  to  ^him  who  is  able  to 
do  his  work  better  than  his  fellows ;  who  can  give  them 
service,  merchandise  or  what  you  will,  of  equal  quality 
at  a  lower  price  or  the  better  quality  at  the  same  price. 


An  Invitation 
"Footwear  in  Canada"  will  occupy  Booth 
No.  68  at  the  National  Shoe  and  Leather 
Fair  to  be  held  in  Boston,  Mass.,  July  8th 
to  15th.  Booth  No.  68  will  be  Headquarters 
for  Canadian  visitors  and  we  invite  all  to  call 
and  register.  Write  us  for  free  admission 
tickets. 
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Reward  System  Makes  for  Efficiemicy 

Successful  Plan  Inaugurated  by  Department  Store  to  In- 
crease Sales    Stimulating  Competition  Among  Sales  Force 


MERIT  system  looking  toward  ])crfect  rec- 
ords by  sales  people  and  tending  to  increase 
their  efficiency  to  the  inaximurn  recently  was 


inaugurated  by  a  department  store.  Details 
of  the  plan  are  furnished  each  employee,  and  read  as 
follows : 

"A  perfect  record  of  ten  points  in  any  one  month 
will  entitle  a  sales  person  to  one  day's  vacation  at  full 
pay.  A  perfect  record  for  the  year  would  mean  twelve 
days'  vacation  at  pay.  These  may  be  taken  singly,  as 
wanted,  or  left  to  accumulate  for  a  summer  vacation, 
at  the  option  of  the  sales  person.  We  want  to,  so  far 
as  possible,  eliminate  errors,  indifference,  inattention, 
and  discourtesy  from  this  business.  Rather  than  fine 
you  for  not  doing  these  things,  we  shall  reward  you 
for  doing  them  and  offer  these  vacation  days  as  an  in- 
ducement for  you  to  make  perfect  records. 

"Aside  from  the  enjoyment  of  the  vacation,  there 
is  much  glory  to  be  had  out  of  producing  a  perfecv 
record.  In  one  of  the  largest  stores  in  this  country, 
in  fact,  one  of  the  largest  in  the  world,  employing  8,- 
500  people,  last  year  less  than  ten  of  this  number 
made  as  many  as  ten  mistakes.  That's  a  goal  to  strive 
for — let's  see  if  we  can  do  as  well. 

"One  point  will  be  lost  if  you  are  tardy  more  than 
ten  minutes  in  a  month. 

"One  point  will  be  lost  if  there  are  errors  in  writing 
your  figures  or  mistakes  in  adding. 

"Two  points  will  be  lost  if  you  make  mistakes  in 
initials,  name,  or  address  on  delivery  or  charge  slips, 
or  do  not  make  out  correctly  sales  checks  or  any  other 
forms  used  in  the  regular  routine  of  business. 

"Two  points  will  be  lost  upon  failure  to  hand  in 
report  slips  every  day. 

"Not  dressing  according  to  the  store  regulation. 

"Loud  or  boisterous  talking  or  laughing  in  store 
or  elevators. 

"Being  away  from  your  counter  unnecessarily  with- 
out permission. 

"Lack  of  neatness  or  tidiness  in  your  dress  and 
appearance. 

"Lack  of  interest  in  waiting  on  customers. 

"Not  keeping  well  posted  on  what  is  advertised. 

"Chewing  gum  and  eating  during  business  hours. 

"Any  complaint  of  indifference,  lack  of  attention, 
discourtesy,  or  conduct  unbecoming  to  a  sales  person 
will  be  cause  for  you  to  lose  two  points. 

"As  an  incentive  to  keep  the  delivery  cars  look- 
ing spick  and  span,  and  to  encourge  more  careful  at- 
tention to  the  proper  delivery  of  our  packages,  we 
offer  a  premium  of  $4  to  the  man  in  charge  of  the  car 
and  $1  to  the  boy  helping  him,  who,  bv  complying 
with  these  rules,  accumulate  10  merit  marks  in  a 
month. 

"These  regulations  do  not  enforce  any  additional 
work  on  you.  You  are  expected  to  do  your  work  right 
and  to  make  it  an  inducement  to  do  your  best  we  are 
offering  this  reward. 

"Car  must  be  washed  with  a  sponge  every  night  and 


rubbed  olf  with  a  chamois  next  uKjrning  before  leav- 
ing the  garage.   This  entitles  you  to  three  points. 

"Both  driver  and  boy  must  keep  clothes  neat  and 
tidy  and  face  and  hands  clean.    One  point. 

"Any  complaints  from  customers  that  packages 
have  not  been  delivered  at  the  back  door,  delivered 
with  torn  paper,  or  carelessly  left  at  tlie  wrong  ad- 
dress; packages  carelessly  delivered  in  any  w-ay ;  run- 
ning across  lawns,  will  be  sufificient  cause  for  a  loss 
of  two  points. 

"C.  O.  D.'s  not  checked  in  dail_\  or  failure  to  stop 
for  'call  fors'  will  cost  the  driver  one  point. 

"Failure  to  properly  take  care  of  the  firm's  prop- 
erty in  the  garage  or  any  indications  of  carelessness 
and  neglect  in  handling  of  the  cars  will  also  be  con- 
sidered sufficient  cause  for  loss  of  three  points. 

"Every  morning  after  the  cars  are  loaded,  before 
they  leave  on  their  regular  routes,  they  must  stop  at 
the  side  door  and  be  inspected  by  some  one  appointed 
for  that  purpose." 


A  Burnishing  Ink 

Another  article  that  is  very  convenient  and  practi- 
cal to  use  on  a  hurried  job  is  the  self-burnishing  ink, 
properly  and  commercially  named  "Burnisal."  It 
comes  in  black  and  also  in  tan  colors.  On  a  smooth, 
surface  apply  this  with  a  camel's  hair  brush.  It  dries 
quickly  and  firmly,  leaving  a  very  brilliant  and  solid 
looking  finish,  preferable  in  many  cases,  especially  on 
a  hurried  job  to  the  wax  friction  polish. 


Boot  With  Invisible  Lacing 


Black  satin  draped  top  fastened  with  clasps.   Rhinestone  ornament, 
Patent  Vamp. 
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Well  laid  out  ladies  shoe  section. 


Model  Department  Store  Shoe  Section 


THE  Vancouver  establishment  of  David  Spencer. 
Limited,  possesses  one  of  the  most  flourish- 
ing departmental  store  shoe  sections  in  Can- 
ada. This  concern  operates  three  fine  depart- 
mental stores  on  the  Pacific  coast,  one  at  Vancouver 
and  two  on  Vancouver  Island,  one  of  the  latter  being 
at  Victoria,  while  the  other  is  located  in  Nanaimo. 
Of  the  three  the  Vancouver  premises  are  by  far  the 
largest  and  most  important,  the  footwear  section  in 


this  store  measuring  50  x  150  feet  and  occupying  the 
entire  first  floor  of  the  east  wing. 

The  shoe  trade  handled  at  the  Vancouver  head- 
quarters is  of  a  high  class  order,  particular  attention 
being  devoted  to  ladies'  lines  as  in  the  majority  of 
houses  of  this  description.  For  the  purpose  of  dis- 
playing the  goods  carried  in  stock  it  is  customary  to 
utilize  two  complete  sections  of  the  firm's  immense 
area  of  window  space  fronting  on  Hastings  Street, 


lAHES  SHOES 


Another  view  of  ladies  shoe  section. 
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the  main  Inisiness  street  of  the  city.  In  ladies'  foot- 
wear tlie  principal  high  grade  shoes  carried  arc  Queen 
Quality,  featured  as  the  firm's  leading  line,  and  (lupt- 
hill's  goods.  'J'he  Classic  and  Mcl""arlane  brands  arc 
the  leaders  in  children's  shoes,  while  the  footwear 
manufactured  by  E.  T.  Wright  &  Company  takes  first 
place  in  men's  qualities.  AI)out  twenty  different  makes 
are  carried  altogether. 

The  stock  in  Spencer's  is  arranged  down  the  sides 
in  rows  of  double  cartons  as  well  as  in  double  floor 
fixtures,  of  which  there  arc  numbers  placed  in  con- 
venient positions  throughout  the  department.  Three 
show  cases,  each  7  feet  x  24  inches,  are  used  for  show- 
ing novelties  in  ladies'  and  children's  goods.  A  seat- 
ing capacity  for  forty-five  customers  is  provided,  the 
fitting  chairs  occupying  the  centre  of  the  floor  space 
and  also  a  section  in  the  rear. 

The  selling  staff  comprises  P.  R.  I^ogan,  buyer  and 
manager  and  nine  clerks.  Mr.  Logan  has  been  identi- 
fied with  tJie  firm  in  his  present  capacity  for  the  past 
eighteen  months.  Brantford,  Ont.,  is  his  home  town 
and  he  spent  a  number  of  years  there  In  the  employ 
of  John  Agnew,  Limited,  later  being  engaged  to  cover 
the  Ontario  territory  by  the  Aylmer  Shoe  Company. 
Mr.  Logan  came  to  Vancouver  early  in  1913  at  the  ex- 
press request  of  David  Spencer.  Limited,  for  the  ptu"- 
pose  of  taking  charge  of  that  firm's  shoe  department. 


English  Shoeman  Criticises  Canadian  Trade 

Mr.  ( ieorge  Heal,  who  is  on  a  trip  to  Canada  as 
representative  of  the  following  English  firms :  Fetch 
&  Company,  Limited,  London ;  G.  T.  Hawkins,  North- 
ampton, and  W.  C.  Terry  and  Company,  f^ondon,  has 
written  a  strong  letter  to  the  "Montreal  Gazette" 
criticising  the  attitude  of  shoe  buyers  towards  British 
goods.    The  letter  reads: 

"Sir, — I  am  here  to  sell  English-made  shoes,  hav- 
ing been  led  to  understand  that  the  mother  country  is 
given  a  preference  against  foreign  countries.  What 
do  I  find?  Our  Yankee  friends  have  contrived  to  get 
this  Dominion  'under  their  thumb.'  My  goods  are  ad- 
mittedly superior  to  United  States  goods  in  many  if 
not  all  respects,  but  nianv  of  the  buvers  here  are  so 
prejtidiced  in  favor  of  the  United  States  that  they 
will  not  buv  them  because  they  say  the  general  public 
will  have  Yankee  goods!  Nevertheless,  some  of  the 
more  independent  men  here  are  taking  up  my  goods, 
and  I  trust  this  means  the  opening  up  of  a  British 
campaign. 

"T  should  (ell  you,  to  illustrate  my  argument  very 
forcibly,  that  the  Dominion  Commercial  Travellers' 
Association  regret  that  they  cannot  admit  me  to  mem- 
bership because  'foreigners'  are  excluded,  and  yet 
Americans  arc  admitted  and  welcomed  ! 

"Why.  sir,  there  must  be  something  'rotten  in  the 
state'  for  this  condition  to  nrevail." 

The  firms  represented  bv  Mr.  Heal  in  Canada  arc 
to  be  congratulated  upon  their  enternrise  in  sending 
him  to  look  over  the  ground.  Manv  British  companies 
make  the  mistake  of  trying  to  do  business  without  an 
adequate  knowledee  of  conditions,  beine  under  the 
erroneous  belief  that  what  is  acceptable  in  Great  Brit- 
ain will  find  favor  here.  The  result  has  been  that 
British  boots  and  shoes  of  excellent  qualitv  btit  of  un 
suitable  stvles  have  been  marketed  in  Canada  and 
have  created  a  nreiudice  aeainst  foods  from  the  Old 
Coinitrv.  The  manufacturers  on  the  other  side  of  the 
water  ha\  e  of  late  conformed  more  to  the  stvles  whicii 


prevail  here,  having  adopted  .\merican  lasts,  but  there 
is  still  a  certain  amount  of  prejudice  to  .)ver-ride.  We 
have  been  educated  along  the  lines  of  new  world  styles, 
and  our  manufacturers  to  a  certain  extent  follow  the 
fashions  set  I)y  the  New  England  factories. 

Mr.  Ileal,  fresh  from  E.ngland,  has  been  up  against 
this  sentiment  in  favor  of  American  production.s — a 
sentiment  born  of  geographical  conditions  and  trade 
relations.  As  he  liimself  points  out  there  is  a  prefer- 
ence among  certain  people  for  American  styles,  this 
applying  particularly  to  women's  shoes,  and  as  re- 
tailers are  in  business  to  sell  what  the  ])ui)lic  require 
they  naturally  stock  certain  lines  of  gfiods  from  ove.' 
the  border. 

The  only  effective  meth(jd  of  securing  a  portion  (jf 
Canadian  trade  is  to  give  the  people  what  they  want 
and  it  is  by  making  such  goods  and  by  persistently 
pushing  them — advertising  their  merits — mat  any  pre- 
judice against  British  boots  and  shoes  will  be  over- 
come. Mr.  Heal  doubtless  finds  it  hard  work  to  get 
in,  particularly  at  this  period,  when  the  shoe  trade  is 
not  exactly  in  a  booming  condition.  But  his  presence 
in  Canada  is  a  sign  that  his  principals  are  cultivating 
the  business  in  the  right  way,  and  despite  the  rather 
pessimistic  tone  of  Mr.  Heal's  letter,  we  believe  he  will 
find  his  journey  a  profitable  one  if  he  perseveres. 

There  may  be  something  in  Mr.  Heal's  implied 
complaint  that  certain  firms  refused  to  look  at  what 
he  had  to  offer.  Therein  they  passed  by  a  possibility 
of  doing  mutually  satisfactory  business.  There  might 
be  among  the  samples  goods  which  would  suit  a  sec- 
tion of  their  customers,  and  the  mere  fact  that  they 
are  of  British  origin  does  not  necessarily  mean  that 
they  are  poor  sellers.  This  feeling  among  some  Can- 
adian houses  is  a  remnant  of  the  prejudice  to  which 
we  have  referred,  and  it  is  not  fair  to  manufacturers 
who  are  trying  to  cultivate  trade  on  this  side.  Goods, 
Canadian,  British,  or  foreign,  should  be  judged  on 
their  merits. 

With  regard  to  the  complaint  against  the  Commer- 
cial Travellers'  Association,  \V.  C.  Murray,  of  Mont- 
real, explains  that  to  qualify  as  a  member  one  must 
have  a  residence  in  this  country  and  travel  at  least 
90  days  in  the  year.  No  "Americans"  or  "foreigners" 
are  admitted  on  other  grounds,  and  no  discrimination 
was  shown  against  Mr.  Heal. 


Using  Celluloid  Box  Toes 

The  use  of  celluloid  box  toes  is  a  new  idea  in  Lynn 
shoe  factories.  The  toes  are  cut  from  sheets  of  cellu- 
loid, especially  prepared  for  the  shoe  trade.  They  are 
softened  in  an  ether  compound,  and  are  (juickly  mould- 
ed to  the  toe  of  the  shoe.  It  is  said  that  celluloid 
counters  will  soon  be  used.  The  celluloid  does  not 
take  the  place  of  much  leather,  because  very  little 
leather  has  been  put  into  box  toes  of  women's  shoes  in 
recent  vears. 


Holding  Trade 

"You  look  di>gruutlc(l,"  said  the  shoe  man. 

"Yes,"  snapped  the  hatter.  "Had  a  little  rush  just 
now,  and  a  couple  of  prospective  customers  walked  out 
without  being  waited  on." 

"Tiiey  seldcmi  get  away  from  me,"  declared  the  shoe 
man.    "1  take  oft'  their  shoes  as  soon  as  they  come  in." 
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akers    of    Caimadliaini  Footwear 


A.   CORBEIL,  VETERAN 


MR.  A.  Corbeil,  of  Corbeil,  Limited,  Montreai, 
may  be  fairly  described  as  the  veteran  of  the 
shoe  manufacturers  of  Montreal  and  Maison- 
neuve.  There  is  indeed  no  one  who  has  seen 
inure  of  the  vicissitudes  of  the  shoe  business  in  Mon- 
treal and  the  district,  or  of  the  evolution  of  that  trade 
consequent  upon  the  introduction  of  machinery.  Melli- 
ods  of  manufacture  and  the  marketing  of  goods  have 
been  practically  revolutionized  since  Mr.  Corbeil  com- 
menced some  forty-nine 
years  ago,  and  he  has  seen 
the  Canadian  shoe  busi- 
ness placed  on  a  much 
wider  basis.  He  has  had 
a  varied  experience  on  the 
practical  side  of  shoemak 
ins:,  and  has  done  his  share 
in  bringing  Canadian 
goods  up  to  a  higher  stan- 
dard. Machinery  has,  of 
course,  played  an  import- 
ant part  in  this  matter  of 
better  shoes,  improving 
the  quality  and  also  in- 
creasing the  output  at  a 
lower  cost.  The  manufac- 
turer who  desires  to  be 
successful  has  to  employ 
not  only  machinery,  but 
has  to  look  carefully  into 
the  management  of  the 
factory,  and  to  utilize  ma- 
terial to  the  best  advant- 
age. It  is  the  small  things 
that  count,  and  make  the 
difference  ijetween  loss 
and  gain. 

Montreal  and  Maison- 
neuve  have  greatly  bene- 
tited  as  a  city  through  the 
expansion  of  the  shoe 
trade,  and  Mr.  Corbeil  is 
one  of  the  manufacturers 
who  has  helped  to  make 
these  places  centres  of  the 
industry.  The  Dominion 
is  now  less  dependent  than 
ever  on  outside  sources 
for  her  manufactured  foot- 
wear,  althougli    we  still 

import    large    quantities     of     the     raw  material. 

Mr.  Corbeil  is  a  native  of  Montreal,  and  commenc- 
ed his  business  career  in  the  shop  of  George  James. 
After  a  wiiile  he  started  in  business  on  his  own  ac- 
count, making  children's  shoes.  A  partnership  with 
Mr.  I'apin  folU)wed,  the  firm  being  known  as  Papin 
&  Corbeil.  They  occupied  premises  on  St.  Catherine 
Street  for  two  and  a  half  years,  making  cliildren's  and 
custom  shoes ;  l)usiness  prospered,  and  a  move  was 
made  to  Xotre  Dame  Street,  where  the  ^same  class  of 
trade  was  done.  The  firm's  financial  position  gradu- 
an\    ini|)rn\ed,  and  after  several  years  a  nicjve  was 


Mr.  A.  Corbeil. 


made  to  the  present  premises  at  71  St.  Paul  Street. 
That  was  12  years  ago,  and  since  then  the  firm  has 
had  its  most  prosperous  period.  The  factory  and  of- 
fices have  been  enlarged  three  times;  the  first  altera- 
tion added  a  third  to  the  capacity,  the  second  one  50 
per  cent,  to  the  then  capacity,  and  the  third  just  over 
30  per  cent,  to  the  entire  accommodation,  the  latter  al- 
teration being  made  two  years  ago.  The  company 
was  then  making  a  pretty  wide  range  of  lines,  and  it 

was  decided  to  confine  it- 
self to  men's,  boys', 
youths'  and  gent's  welts 
and  McKays,  and  to  drop 
women's,  misses',  and  chil- 
dren's goods.  About  half 
the  output  is  in  welts  and 
the  other  half  McKays. 
The  firm  is  the  only  one  in 
Montreal  to  specialize  on 
men's  welts  to  retail  at 
$4.00.  A  feature  is  made 
(tf  the  "Leader"  brand, 
which  sells  at  this  price, 
and  is  made  in  a  very  large 
range.  The  factory  is  also 
equipped  to  make  $3.00, 
$3.50,  $4.00  and  $5.00 
shoes,  the  firm  concentrat- 
ing its  efi:"orts  on  lines  to 
sell  at  the  prices  mention- 
ed, so  that  a  retailer  can. 
purchase  all  his  require- 
ments in  these  lines  from 
the  firm.  One  object  is  to 
manufacture  shoes  which 
will  return  a  satisfactory 
profit  to  the  retailer. 
When  making  alterations 
to  the  premises  referred 
to,  a  large  amount  of  ma- 
chinery of  the  most  mod- 
ern type  was  installed,  as 
it  is  only  by  this  means 
that  shoes  selling  at  the 
])rices  quoted  can  be  made 
with  any  reasonable  mar- 
gin of  profit. 

In  February  of  last  yeai 
the  firm  was  converted  in- 
to a  limited  liability  com- 
pany, cai)italized  at  one  million  dollars.  A.  Corbeil  is 
the  president,  and  E.  Corbeil,  his  son,  the  vice-presi- 
dent, the  latter  gentleman  taking  a  \'ery  active  part  in 
the  direction  of  affairs. 

The  company  covers  the  entire  Dominion  in  its 
oiierations  and  is  represented  in  every  province.  This 
expansion  oi  actixities  has  naturally  been  a  gradual 
process,  the  business  ha\'ing  Ijeen  built  u])  step  by 
step. 


If  your  Inisiness  is  easily  handled  with  _\our  pre- 
sent system,  now  is  tlie  time  to  look  aliead  and  plan. 
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The  Shoe  Retailer  and  the  Mail  Order 

House  Competition 


Wrril  tlic  inauguratidu  u(  the  ])arcels  ])ost  sys- 
tem tlie  retailer  will  have  to  work  harder 
than  ever  if  he  hopes  to  compete  success- 
fully against  the  mail  order  house.  I'rol)- 
al)l}-  the  shoeman  is  as  little  affected  as  any  in  the 
retail  trade,  because  the  majority  of  people  prefer  to 
buy  at  a  shoe  store  where  they  can  get  proper  atten- 
tion, competent  advice  as  to  fitting  and  have  a  large 
stock  on  hand  to  select  from.  Nevertiieless,  shoes  are 
being  sold  by  mail  in  ever  increasing  quantities,  the 
customers  of  the  mail  order  houses  lieing  mauily 
gathered  from  the  smaller  towns  and  country  districts. 
Shoe  retailers,  in  common  with  other  merchants  in  the 
retail  trade,  are  protesting  against  the  encroachment 
of  the  mail  order  houses  and  suggesting  that  some 
legislation  be  inaugurated  to  curtail  the  growth  of 
these  firms  who  li\e  ofif  the  whole  country  but  only 
pay  a  tax  in  one  locality  and  probably  even  there  not 
anything  like  in  ratio  to  their  volume  of  business,  it 
is  claimed  l)y  the  retail  merchant  that  as  he  pays  taxes 
in  his  municipality  he  is  entitled  to  some  protection 
and  should  be  given  a  business  advantage  over  his 
rival,  who  cares  nothing  for  the  community  other  than 
to  collect  all  the  money  he  can  therefrom.  It  is  not 
our  purpose,  however,  to  enter  into  this  phase  of  the 
question  but  would  merely  point  out  some  ways  in 
which  the  shoeman  has.  and  can  maintain,  the  advan- 
tage over  the  mail  order  house  and  endeavor  to  show 
him  how  by  imitating  the  business  policy  and  energy 
of  the  latter,  he  has  nothing  to  fear  from  it. 

Most  of  the  people  who  ])uy  from  the  mail  order 
houses  do  so  under  the  impression  that  they  are  pur- 
chasing cheaper  than  they  could  from  the  retailer. 
It  is  incumbent  upon  the  latter,  if  he  is  a  wide  awake 
business  man,  to  send  out  his  circulars  and  point  out 
the  fallacy  of  this  idea.  He  should  impress  upon  the 
trade  that  he  is  selling  as  cheaply  as  the  mail  order 
house,  that,  further,  he  possesses  a  competent  staff'  of 
expert  fitters  and  that  if  the  customer  will  be  guided 
by  them,  he  will  have  no  discomfort  through  ill-fitting 
footwear,  also  that  he  carries  on  hand  a  large  stock 
and  a  great  variety  in  each  last,  style  and  size  so  that 
the  customer  is  enabled  by  the  great  variety  to  choose 
from,  to  obtain  satisfaction. 

The  man  on  the  spot  must  always  possess  an  ad- 
vantage over  the  man  at  a  distance,  and  if  the  former 
suffers  through  the  competition  of  the  latter,  he  has 
only  himself  to  thank  for  it,  for  so  long  as  he  uses 
modern  methods  and  possesses  ])usiness  acumen  he 
cannot  fail  to  come  out  ahead. 

Why  is  it  then,  that  the  mail  order  houses  are  so 
successful  and  that  the  retailers  are  beginning  to  feel 
their  competition?  First  of  all.  let  us  state  that  the 
mail  order  houses  are  feeling  the  present  slackness  iri 
trade  as  well  as  the  retailer  and  many  of  them  have 
been  reducing  their  staffs  as  much  as  possible  in  the 
past  few  months.  Some  of  the  reasons  for  the  success 
of  the  mail  order  houses  may  be  gleaned  from  a  con- 
versation the  writer  recently  had  with  the  manager  of 
one  of  the  largest  mail  order  houses  in  Canada.  He 
explained  that  it  was  the  firm's  motto  to  "Always  Sat- 
isfy Customers."  This  was  done  to  the  extent  of  in- 
variably rcftnidiug  niduey  or  exchanging  an  article 


even  when  the  customer  was  known  to  be  in  the 
wrong,  or  wilfully  and  deliberately  claiming  damage- 
he  was  not  entitled  to.  The  reason  for  this  policy  i.> 
that  a  dissatisfied  customer  will  do  a  firm  much  more 
injury  in  the  way  of  adverse  advertising  than  it  would 
cost  to  satisfy  his  unjust  claims. 

This  firm  issues  a  catalogue  in  the  shoe  section 
of  which  are  shown  some  200  different  shoes,  with  full 
description  of  same,  giving  prices  and  sizes  in  stock. 
The  widths  are  not  given,  although  a  full  variety  of 
these  are  stocked.  If  the  shoes  do  not  fit  or  give  .sat- 
isfaction in  every  way  they  are  exchanged  at  the  firm's 
expense,  or  the  money  refunded. 

In  regard  to  patent  leather  shoes,  a  letter  is  en- 
closed to  the  customer  with  the  footwear  explaining 
that  patent  leather  cannot  ht  guaranteed,  and  giving 
the  reasiius  therefor.    'i"he  result  is  that  there  are  very 

%^ — >  Big  Value— Small  Price 

^^^^■^ji  Conilort  and  plenty, of  f^o  rtciu  r/>mbmed 
I  ^^V^Bfc  with  long  wear.  Guiiin^tAl  blurher  -with 
m         ^X^^i  ^®*'y  sol*".  »nd  "Cmt't  Paw" 

M  X^ft^      Rubber  Hrelfl.   Would  cost  £4. Oft  lu  mnr 

■  ^^'^^    •l^r«-    Our  "FactorT-to-  ^  ^ 

ft  ^vi^W    '^'■'r'prirc,  prepaid  only  ^O.ID 

Ifc*^^^^  )  ^3jjL       SatiBfflctioD    or   money  back, 

■j^^^i^^  ^^^^N.  y*^^^.      "VVrire  for  catilo^  of  ahora 
A       for  all  the  family, 
//  ^  PATHflNOM  SHOe  COMMKT 
^■■■Mi^OeDt.  G         Dudley,  Mass. 

The  above  is  the  advertisement  of  a  shoe  manufacturer  who  sells  his 
output  by  mail. 

few  claims  for  re-adjustment,  but  when  in  spite  of  the 
letter,  a  customer  demands  another  pair  when  the 
patent  leather  cracks  his  claim  is  always  made  good. 
It  is  the  experience  of  the  mail  order  house  that  al- 
though they  may  be  "done"  occasionally,  the  over- 
whelming majority  of  humanity  is  honest  and  can  be 
trusted.  These  are  points  that  should  be  borne  in 
mind  by  the  shoe  retailer.  We  know  retailers  who  ab- 
solutely refuse  to  make  good  patent  leather  that  has 
failed  to  wear.  W  hile  they  may  be  correct  in  their 
contention  that  they  should  not  be  lieid  responsible 
for  the  vagaries  of  leather  that  cannot  be  guaranteed, 
it  would  be  good  business  policy,  if  alter  informing 
the  customers  that  the  leather  could  no:  be  guaran- 
teed and  they  should  not  be  held  responsible  for  its 
not  wearing,  they  would  supply  another  pair  of  shoes 
when  the  customer  ])uts  up  a  very  strenuous  "kick." 
If  you  are  going  to  successfully  compete  against  the 
mail  order  houses,  you  must  give  tlie  customer  the 
same  service  as  they  do. 

Selling  shoes  by  mail  is  in  its  infancy,  but  promises 
to  ])e  one  of  the  big  branches  of  mail  order  work.  The 
advertisement  shown  here  is  taken  from  a  United 
States  magazine  and  is  of  a  shoe  manufacturing  com- 
])aiiy  who  sell  direct  to  their  customers  by  the  mail 
order  method. 

In  spite  of  the  growing  ])rosperity  and  extended 
operations  of  the  mail  order  houses,  the  retailer  ha> 
nothing  to  fear  if  he  will  wake  up  and  make  use  of  his 
own  advantages,  not  disdaining  to  learn  a  lesson  from 
his  rival.  The  mail  order  houses  have  succeeded  be- 
cause they  employ  the  most  up-to-date  business  men 
procurable  in  all  their  departments  and  pursue  an  ag- 
gressive, scientific  business  policy.  Thev  have  won, 
and  will  continue  to  win.  over  the  retailer  wherever 
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the  latter  is  not  conducting  his  business  along  modern 
scientific  lines,  but  where  the  retailer  is  a  wide  awake 
business  man  and  thoroughly  qualified  in  his  branch  of 
the  trade,  he  has  nothing  to  fear  from  his  distant  com- 
petitor. 


Programme  Advertising — Does  It  Pay  ? 

I^llROUGHUUT  the   country   retail  merchants 
from  time  to  time  rise  up  and  berate  the  gen- 
tleman— or  maybe  the  lady — who  solicits  ad 
vertisine  for  church  fair  or  amateur  theatrical 
programmes  and  the  like,  says  Footwear-Fashion  Il- 
lustrated.   The  almost  unanimous  verdict  seems  to  be 
that  there  is  nothing  in  it  for  the  shoe  dealer. 

Albert  Forster,  in  a  paper  read  before  the  Phila- 
delphia Shoe  Retailers'  Association,  put  the  matter  in 
a  new  and  interesting  light  recently. 

Mr.  Forster  said  that  a  store  located  in  or  near 
a  residential  district  can  gain  a  great  deal  of  goodwill 
by  taking  an  interest  in  neighborhood  events.  In 
short,  that  if  the  church  around  the  corner  or  the  young- 
ladies  of  the  community  are  planning  an  entertain- 
ment, the  storekeeper  can  make  friends  by  cheerfully 
advertising  in  programmes  or  by  purchasing  tickets. 

He  laid  especial  emphasis  on  the  word  "cheer- 
fully." For,  he  claimed,  that  a  dealer  might  just  as 
well  turn  down  a  solicitor  as  to  consent  reluctantly. 
This  point  is,  of  course,  well  taken.  For  a  cheerful 
giver  is  a  joy  to  interview;  a  grouchy  one,  a  duty. 

The  goodwill  won  by  this  community  interest  will 
in  many  cases  result  in  new  customers,  and  will  do 
much  to  retain  old  ones. 

The  value  of  this  sort  of  publicity  depends  entirely 
on  location.  In  the  large  majority  of  cases  it  will  not 
pay  well.  For  if  a  store  is  situated  in  a  business  dis- 
trict, its  customers  probably  live  in  many  different 
neighborhoods.  So  programme  advertising  will  reach 
but  a  small  part  of  the  firm's  clientele. 

On  the  other  hand,  if  a  large  percentage  of  cus- 
tomers live  in  one  part  of  a  city,  Mr.  Forster's  theory 
may  prove  sound.  For  people  buy  largely  where  their 
friends  do.  Then  if  a  retailer  strengthens  his  hold  on 
old  friends  by  judicious  charity  advertising  they  may 
recommend  his  footwear. 

At  best,  this  sort  of  advertising  is  a  gamble.  There 
are  no  means  of  accurately  computing  circulation  or 
prospects  reached.  But  it  may  pay  under  certain  local 
conditions  and  it  is  well  worth  while  to  give  tiie  sub- 
ject consideration. 


Advertise  in  Footwear  in  Canada  and  have  your 
business  propositions  read  by  every  buyer  from  coast 
to  coast. 


If  your  character  and  your  reputation  do  not  match, 
either  you  or  the  public  is  making  a  mistake  thai  you 
ought  to  get  rectified. 


In  spite  of  the  talk  about  hard  times  the  shoe  trade, 
all  over  the  world,  is  in  a  more  flourishing  condition 
to-day  than  ever  before. 


Very  frequently  the  retail  shoeman  loses  oppor- 
tunities to  gain  favor  with  his  customers  when  it  would 
be  just  as  easy  to  take  advantage  of  them. 

Change  your  windows  every  week.  Use  bright 
colors  for  decorations,  and  always  have  some  good  ad 
to  put  in  every  package  that  leaves  your  store. 


Questions    and  Answers 

(Note — Questions  and  comments  from  our  readers  on  matters  of  gen- 
eral trade  interest  are  solicited.  Full  name  and  address  should  be  given, 
but  will  not  be  published,  if  so  desired). 

The  following  enquiry  was  recently  received  from 
a  shoe  manufacturer  in  Italy :  "Can  you  tell  me  where 
1  can  obtain  a  book  giving  information  in  regard  to 
bookkeeping  and  registration  necessary  in  the  mech- 
anical shoe  factory.  What  is  required  more  particu- 
larly is  a  handy  book  of  registration  that  shows  clear- 
ly and  without  delay  the  cost  of  workmanship  of  the 
boots  and  shoes  manufactured." 

Answer. — We  know  of  no  such  book  published. 
Systems  and  methods  of  bookkeeping  costs  vary  so 
greatly  in  dififerent  factories  and  localities  that  any 
publication  of  this  kind  could  not  be  made  thoroughly 
practical.  There  are  a  number  of  books  dealing  with 
the  manufacture  of  shoes,  describing  various  process- 
es and  systems,  but  nothing  which  would  deal  with 
the  subjects  about  which  you  enquire. 

*      *  + 

How  to  Organize  a  Retail  Dealers'  Association 

The  following  is  an  extract  from  a  letter  received 
from  a  general  merchant  in  Moncton,  N.B. :  "Kindly 
give  me  information  as  to  where  I  could  obtain  plans 
and  rules  governing  organization  of  a  retail  merchants' 
association." 

Answer. — We  have  in  our  possession  copies  of  the 
constitutions  and  by-laws  of  most  of  the  large  associa- 
tions of  shoe  retailers  in  the  United  States,  including 
the  National  Shoe  Retailers'  Association,  the  Southern 
Shoe  Retailers'  Association,  and  the  Boston  Retail 
Shoe  Merchants'  Association.  If  any  or  all  of  these 
would  be  of  assistance  to  you,  we  would  gladly  loan 
you  same.  They,  however,  deal  only  with  the  organ- 
ization of  shoe  retailers,  while  you  evidently  wish  for 
information  in  regard  to  the  formation  of  an  associa- 
tion composed  of  all  classes  of  the  retail  trade.  Nearly 
all  such  associations  in  this  country  are  branches  of 
the  "Retail  Merchants'  Association  of  Canada." 
Through  belonging  to  this  organization  many  benefits 
are  obtained,  and  protests,  etc.,  carry  more  weight. 
Branches  of  the  association  exist  in  most  of  the  lead- 
ing cities  throughout  the  Dominion  and  it  is  usual  for 
boot  and  shoe  sections,  grocery  sections,  etc.,  to  be 
formed  in  connection  with  the  local  branch,  all  under 
the  auspices  of  the  "Retail  Merchants'  Association  of 
Canada." 

We  saw  E.  M.  Trowern,  the  Dominion  Secretary  of 
the  above  association  with  reference  to  your  enquiry. 
He  is  forwarding  you  literature  relating  to  same,  and 
stated  that  it  would  be  better  if  he  were  to  send  down 
an  organizer  to  assist  you  in  forming  the  association. 
The  organizer  would  also  visit  other  cities  in  your  pro- 
vince on  the  same  trip,  and  try  to  form  similar  or- 
ganizations." 


Canadian  Shoes  Wanted  in  Barbados 

The  following  has  been  received  recently  by  the 
Department  of  Trade  and  Commerce,  Ottawa : — 

390.  Boots  and  shoes. — A  manufacturers'  agent  in 
Barbados  desires  an  agency  for  Canadian  boots  and 
shoes. 

When  writing  the  department  with  reference  to 
the  above  enquiry  be  sure  to  quote  the  number. 


38 


FOOTWEAR    IN  CANADA 


A  Patent  Colt  Window  Display 


The  above  wimiovv  wns  piil  in  Ijj  tliu  1'.  Katun  Corniiarjj,  ■luicinlo,  und  sliow^u  vaiioly  uf  >hues  made  from  Russia  colt  manu- 
I'aoliiied  by  A.  II.  ('larki;  &  ( 'orapany,  Limited.   A  stutt'ed  colt  occupied  tlie  backgiound.  finished  skins  were  draped 
over  the  stands  and  numerous  show  cai'ds  gave  full  explanations  to  the  curious  public. 


Efficient  Stock-Numbering  System 

for  Shoe  Store 


QriCK  service  to  customers  is  the  secret  of 
success  in  the  shoe  department.  It  is  always 
annoying-  to  a  patron  to  be  kept  vvaitint;  in 
his  .stockin<i^ed  feet  wliile  a  clerk  searches  lor 
tlie  shoe  lie  has  ordered.  Every  system  tiiat  will  in- 
crease the  speed  and  efficiency  of  the  shoe  clerk  i-,  wel- 
come. A  fTood  one  is  described  in  "Retail  Ecjiiipment." 
The  writer  tells  ol'  a  visit  to  a  retail  store  where  the 
service  was  so  good  that  he  remembered  the  experience 
with  pleasnre.    He  writes  of  it  as  follows: 

The  salesman  pressed  a  buttcMi  which  sounded  a 
buzzer  in  the  balcony  above  him  and  the  nimble  yonns^ 
man  came  on  a  run.  The  nimble  youns^  man  spoke 
first  and  said  "All  right,  32."  And  then  the  salesman 
made  this  announcement:  "A-2-2-3-2-8-7,"  (saying  the 
number  as  one  would  give  a  telephone  number).  The 
young  man  above  repeated  them,  Was  gone  for  a  mo- 
ment, retin"ned  and  said,  "The  nearest  we  ha\e  is  "A- 
2-2-2-2-8-7.'  "  The  salesman  then  turned  to  me  and 
remarked,  "We  don't  have  the  last  that  you  wear  in  a 
Congress  shoe  but  we  have  a  shoe  made  in  a  last  which 
is  the  exact  shape  of  your  foot  but  which  laces  u]) 
through  eyelets.  1  am  quite  sure  you  will  find  a  shoe 
(jf  this  kind  more  strengthening  and  equallv  as  com- 
fortable as  the  shoe  you  have  been  wearing."    just  as 


he  was  through  with  his  remark  the  voung  man  from 
al)o\e  dropi)e(l  him  down  a  pair  of  shoes. 
I  am  wearing  them  now. 

The  writer  asked  the  clerk  to  explain  how  he  and 
the  young  man  worked  their  number  scheme. 

"We  use  a  .system  of  key  numbers  in  handling  our 
shoe  stock,"  he  replied.  "To  understand  how  these 
key  numbers  work  it  will  be  necessary  for  me  to  ex- 
l)lain  to  you  the  different  i)oints  bv  whicii  a  shoe  is 
selected. 

''J'^'irst,  what  kind  of  a  shoe,  which  is  indicated  by 
a  letter,  'A'  for  men's,  'B'  for  women's.  'C  for  boys.  etc. 

"Next  comes  the  leather,  indicated  by  a  number. 
"1'  for  patent  leather,  '2'  for  vici  kid,  '3'  for  wax  calf, 
etc. 

"The  last  or  shape  is  indicated  by  the  next  num- 
ber, "l"  is  the  plain  toes  (no  tip).  '2'  what  some  call 
the  'corn  dodger,'  or  Common  Sense  toe,  a  broad  easy 
shape.  '3'  a  more  dressy  but  conservative  shape.  '4'  a 
neatly  fashioned  shape  and  "5'  the  verv  dressv  Eng- 
lish type  of  toe. 

"The  next  number  gives  the  style  of  fastening,  T 
for  Hlucher,  '2'  blind  eyelet,  "3'  Congress,  etc. 

"'I'he  weight  is  indicated  "E  for  single  sole,  '2'  for 
double  sole,  etc. 
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"The  widths  are  j^iven  from  A  to  EI£  by  the  num- 
bers '1,'  '2,'  '3/  etc. 

"The  sizes  are  given  last  just  as  it  is,  '2'  for  No.  2, 
'3"  for  No.  3,  etc. 

"So  that  when  I  asked  for  'A-2-2-3-2-8-7;  1  really 
asked  for  a  man's  shoe,  vici  kid,  broad  tipped  toe,  Con- 
gress, double  sole,  width  E  and  size  No.  7. 

"The  stock  clerk  immediately  went  to  Department 
A  (men's  shoes)  and  in  Section  2,  (vici  leather)  look- 
ed through  Compartment  2  (broad  tipped  toe)  till  he 
came  to  the  shelves  marked  3,  (Congress)  where  ho 
looked  at  a  group  of  stock  marked  2  (double  sole) 
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where  he  selected  a  width  E,  size  No.  7  shoe.  If 
there  were  more  there  than  one  quality  or  price  he 
would  have  brought  a  pair  of  each.  As  it  was,  he  had 
no  Congress  shoes  of  that  last,  so  he  brought  the  next 
similar  shoe  that  would  give  equal  satisfaction  in  wear, 
which  was  one  with  blind  eyelets,  or  as  he  called  it, 
'A-2-2-2-2-8-7.'  " 

Of  course  every  stock  of  shoes  cannot  be  handled 
in  quite  the  same  way.  A  group  of  styles,  etc.,  that 
are  big  sellers  in  one  part  of  the  country  differ  from 
those  in  another  section.  But  the  use  of  key  numbers 
where  each  number  stands  for  a  certain  feature  of  the 
shoe  can  be  adapted  to  every  line  sold. 


A  Brief  Description  of  Shoemaking 


THE  colony  of  shoemakers  who  settled  near 
r>oston,  Mass.,  established  that  industry  m 
this  country  and  formed  the  beginning  of  the 
largest  shoe  manufacturing  centre  in  the 
world.  These  early  shoemakers  cut  out  the  parts  of 
the  shoes  and  distributed  them  to  their  neighbors, 
who  made  up  the  shoes,  the  women  doing  the  light 
sewing  and  the  men  the  heavier  work.  With  the  in- 
troduction of  the  first  machinery,  about  the  beginning 
of  the  last  century,  this  "farming  out"  ceased  and 
more  centralized  production  began.  The  sewing  ma- 
chine has  perhaps  contributed  as  much  as  any  one 
machine,  toward  the  increase  in  production.  At  the 
time  of  the  civil  war,  the  increased  demand  for  shoes, 
together  with  the  shortage  of  labor,  furnished  a  big 
incentive  to  the  inventors  of  shoe  making  machinery. 
The  first  machines  took  care  of  the  simpler  operations 
and  enabled  them  to  be  performed  much  more  rapidly 
than  by  hand.  The  later  machines  are  little  short  of 
human  and  work  with  amazing  rapidity. 

Classification  of  Shoes 

The  different  forms  of  shoes  manufactured  are  the 
"machine  or  hand  welt,"  the  "McKav,"  the  "turned," 
the  "standard  screw  or  metal  fastened"  and  the  "wood- 
en pegged.".  Of  these  the  turned  and  the  welt  are  the 
most  expensive  classes  of  shoes. 

The  welt  shoe  may  be  distinguished  by  the  fact 
that  the  sole  is  sewed  completely  through  around  the 
edge,  and  derives  its  name  from  the  fact  that  after 
the  upper  part  of  the  shoe  has  been  sewed  together 
and  drawn  over  the  forming  last,  a  strip  of  leather 
known  as  the  "welt,"  is  laid  along  the  lower  edge  of 
the  upper  on  the  last,  beginning  at  the  heel  and  ex- 
tending around  the  toe  back  to  the  heel  on  the  opposite 
side.  This  welt  is  sewed  first  to  the  insole  and  the 
upper,  the  stitching  running  around  the  edge  of  the 
insole  and  extending  through  the  insole,  the  edge  of 
the  upper  and  the  welt.  The  outsole  is  next  cemented 
to  this  welt  and  the  edge  trimmed  to  the  shape  of  the 
finished  shoe.  Then  the  shoe  is  taken  to  the  stitch- 
ing machine  where  a  lock  stitch  is  run  around  the 
edge  of  the  sole,  jointing  the  outsole  to  the  welt.  In 
order  that  the  stitching  may  not  show  on  the  insole, 
inside  the  shoe  or  du  the  bottom  of  the  outsole, 
a  channeling  machine  turns  up  a  lip  from  one-quarter 
to  one-half  inch  wide  around  the  edge  of  the  sole.  The 
stitching  is  then  done  through  the  remainder  of  the 
sole  at  the  bottom  of  the  groove  thus  formed  and  tiie 
lip  is  cemented  down  over  the  stitching. 

The  IMcKay  shoe  differs  from  the  welt  in 
that  the  stitching  to  hold  the  insole,  upper  and  out- 


sole  together,  is  done  from  the  inside  of  the  shoe  and 
runs  completely  through  the  insole,  upper  and  out- 
sole.  This  does  away  with  the  narrow  strip  of  leathe'" 
or  welt  between  the  bottom  edge  of  the  upper  and 
the  outsole,  in  the  welt  shoe.  In  making  the  McKay 
shoe  the  insole  is  fastened  to  the  last  and  the  lower 
edge  of  the  upper  pulled  over  it  and  tacked  lightly. 
Then  the  outsole  is  placed  over  this  and  a  few  tacks 
driven  through,  enough  to  hold  the  form  of  the  shoe. 
The  last  is  then  removed  from  the  shoe  and  the  latter 
is  taken  to  a  McKay  sewing  machine  which  sews 
through  the  two  soles  and  the  upper.  In  this  type 
of  shoe  also  the  outsole  is  usually  channeled  and  the 
lip  cemented  down  again  after  stitching,  so  that  the 
stitching  does  not  show  on  the  bottom  ot  the  shoe. 

The  wooden  pegged  and  standard  screw  fastened 
soles  have  pegs  or  screws  in  place  of  the  stitching. 
This  means  a  cheaper  construction  and  accordingly  is 
used  only  in  the  lower  grades  of  shoes. 

The  turned  shoe  is  a  women's  light  shoe  and,  as 
the  name  indicates,  is  made  up  on  the  last  inside  out, 
and  after  attaching  the  sole  to  the  lower  edge  of  the 
upper,  except  for  a  small  section  of  the  heel,  the  shoe 
is  removed  from  the  last  and  turned  right  side  out. 
In  order  to  allow  for  this  turning  the  sole  must  be 
light  and  of  very  good  material,  while  the  remainder 
of  the  shoe  is  of  an  equally  good  grade  of  leather.  This 
shoe  has  no  insole,  the  lower  part  of  the  upper  being 
stitched  directly  to  the  upper  part  of  the  edge  of  the 
outsole,  the  stitching  not  extending  through  to  the 
bottom  of  the  sole.  This  is  done  by  splitting  the  edge 
of  the  sole,  inserting  the  edge  of  the  upper  in  this 
opening,  and  sewing  the  upper  to  the  top  part  of  the 
split  edge.  After  being  turned  right  side  out,  this 
shoe  must  again  be  placed  on  a  last,  and  the  bottom 
of  the  shoe  finished.  To  protect  the  foot  from  com- 
ing in  contact  with  the  stitching  on  the  sole  of  the 
shoe,  a  light  lining  of  high  grade  leather  is  placed  in 
the  bottom  of  the  shoe. 

The  attaching  of  the  heel  is  practically  the  same 
operation  in  all  types  of  shoes.  The  heel  is  built  up 
of  several  layers  of  heavy  leather.  A  machine  known 
as  a  heel  loading  machine  drives  the  attaching  nails 
into  that  part  of  the  heel  which  comes  next  to  the 
upper,  the  nails  projecting  out  enough  so  that  a  heel 
attaching  machine  forces  these  nails  through  the  up- 
pev  and  the  insole,  clinching  them  against  an  iron  plate 
on  the  bottom  of  the  last.  The  row  of  nails  or  brads 
showing  around  the  edge  of  the  heel  is  driven  in  by  a 
slugging  machine,  capable  of  driving  about  350  brads 
per  minute. 
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Talks  on  Trade  Topics 

Interviews  of  Interest  to  Retailer,  Jobber   and  Manufacturer.  The 
Opinions  of  Experts  on  Bettering  Business  Conditions 


One  Discount  to  All 

"I  called  recently  to  see  tiie  buyer  of  a  shoe  depart- 
ment of  a  large  departmental  store,"  remarked  a  tra- 
veller for  a  large  shoe  manufacturing  firm  who  have 
been  in  business  for  many  years.  "He  was  extremely 
pleased  with  my  samples,  and  to  my  intense  gratifica- 
tion, placed  an  order  with  me  to  the  value  of  over  $6,- 
000.  Just  before  leaving,  however,  he  said  to  me  'Oh,  by 
the  way,  I  suppose  we  get  our  usual  10  per  cent,  dis- 
count?' 'No,'  I  replied,  'we  have  never  sold  on  those 
terms  before;  we  give  2  per  cent.  of¥  for  ten  days.' 
'Well,"  replied  the  buyer,  'I  can  get  10  per  cent,  dis- 
count from  any  of  the  manufacturing  firms  we  deal 
with.  Our  orders  are  large,  and  it  pays  them  to  get  our 
business,  even  if  they  have  to  give  us  this  discotmt.'  I 
considered  the  matter  for  a  minute,  and  then  told  liim 
frankly  that  Iiis  order  was  a  much  larger  one  than  1 
was  in  the  habit  of  getting  from  one  firm,  and  that  I 
would  like  to  keep  it,  if  possible,  but  I  did  not  possess 
the  necessary  authority  to  guarantee  him  the  required 
discount.  'I  will,  however,'  I  added,  'put  the  matter 
before  the  members  of  the  firm  and  you  will  hear  from 
them  in  regard  to  it.' 

"When  I  put  the  matter  before  our  company  ofifi- 
cials,  they  immediately  turned  the  ofifer  down  and 
said  they  had  been  established  for  years,  and  were  do- 
ing an  honest,  reliable  business,  one  price  to  all,  and 
Avere  not  going  to  favor  one  concern.  'Of  course,'  re- 
marked the  manager  to  me,  'you  might  allow  them  the 
discount,  by  paying  over  your  commission,  if  you 
wish.'  This  however,  T  did  not  feel  inclined  to  do,  and 
so  lost  the  order." 

"The  wholesale  or  manufacturing  firm  that  allows 
itself  to  be  held  up  in  this  manner  by  a  department 
store  with  a  large  order  to  give,  is  not  treating  fairly 
its  own  stockholders,  travellers  or  its  other  customers, 
and  the  time  may  soon  arrive  when  shoe  retailers  will 
agree  to  boycott  firms  who  discriminate  in  this  man- 
ner." 

*      *  * 
A  Salesmanship  Talk 

In  good  salesmanship  there  is  always  a  good  deal 
of  action.  The  man  who  is  selling  goods  should  not 
stand  transfixed  like  a  dummv,  moving  nothing  but 
his  tongue.  He  should  act.  He  should  show  by  act- 
ual demonstration,  exactly  how  good  and  superior  is 
the  article  which  he  is  trying  to  sell. 

Whether  a  salesman  is  behind  the  counter  or  on 
the  road,  he  should  always,  whenever  possible,  show 
the  article  which  he  is  trying  to  sell.  If  it  is  impos- 
sible to  show  the  article,  he  should  show  some  part  of 
it  or  some  picture  of  it.  Words,  you  must  remember, 
are  only  third  best.  The  article  itself  comes  first,  a 
picture  or  part  of  the  article  comes  second,  and  talk 
about  the  article  comes  third. 

Whv  does  the  street  faker  attract  so  many  busy 
people?  Simplv  because  every  street  faker  always 
has  something  in  hjs  hand,  is  always  in  action,  and  is 


always  demonstrating  the  remarkable  virtues  and  val- 
ues of  the  knick-knack  he  is  trying  to  sell. 

Action  in  salesmanship  dramatizes  the  whole  per- 
formance. It  stages  the  operation  of  selling.  Every 
good  salesman  has  a  great  deal  of  dramatic  instinct. 
He  knows  how  to  present  an  article.  He  knows  how 
to  throw  scenery  around  it.  He  knows  how  to  bring 
out  in  a  striking  way  the  best  points  of  his  goods. 

Even  if  a  clerk  does  not  know  enough  about  an 
article  to  show  it  ofif  to  advantage,  he  can  do  one 
thing  at  least — he  can  keep  it  moving.  It  is  a  curious 
psychological  fact  that  any  article  which  is  being 
moved  about  and  held  up  in  various  ways  looks  mucii 
more  attractive  than  the  same  article  by  itself  on  the 
counter.    The  eye  loves  motion. 

*  *  * 

Be  Careful  in  Buying 

A  western  shoe  dealer  who  has  made  a  success  of 
tile  shoe  business  gives  some  good  advice  to  retailers 
generally. 

In  reference  to  stock  he  says  the  secret  of  success 
in  all  shoe  retailing  is  in  keeping  stock  so  well  assorted 
that  you  have  no  dead  ends  on  your  shelves. 

"Now  I  have  never  had  a  sale,  so  called,  in  years, 
although  I  have  bargain  tables  which  serve  as  an  out- 
let. I  believe  that  I  am  able  to  keep  my  stock  as  we'.l 
assorted  as  I  do  by  means  of  the  splendid  system  which 
I  adopted  some  years  ago.  I  have  here  a  stock  of  sev- 
eral thousand  dollars,  and  I  will  guarantee  that  in  go- 
ing over  it  you  will  not  find  more  than  $100  of  junk,  in 
fact,  I  don't  know  that  I  have  that  much.  I  have  a 
few  tan  rubbers,  but  that  is  about  all  in  the  line  of  dis- 
cards, except,  of  course,  some  extreme  sizes.  There  is 
no  business  that  you  can  go  into  to-day  whereby  you 
can  pile  up  old  stock  and  load  your  shelves  down 
quicker  than  in  the  shoe  game  if  you  are  not  careful 
and  circumspect.  That  is  the  reason  so  many  fellows 
go  down  and  under.  They  have  too  much  ballast, 
wliereas  what  they  need  is  more  sales  or  turnover  to 
keep  things  on  the  move.  Overbuying  is  one  of  the 
worst  features  or  perhaps,  I  should  say,  faults,  that  the 
average  dealer  can  fall  into." 

*  *  * 

Won't  Buy  Cloth  Tops 

"1  don't  know  how  it  is  with  other  city  stores."  said 
a  Halifax  retailer,  "but  I  can't  sell  any  men's  boots 
with  cloth  tops.  I  liave  tried  it,  but  it  is  no  go.  Most 
of  men  will  look  at  these  shoes  and  say,  'Yes,  they  are 
quite  stylish,  but  I  guess  leather  tops  are  still  good 
enough  for  me.'  " 

*  *  * 

The  Shoe  Clerk  Important 
Few  retail  shoe  stores  have  ever  been  successful 
with  poor  clerks  in  attendance.  It  costs  money  to 
cmi)loy  good  salesmen,  but  it  is  not  economy  to'  en- 
gage a  poor  one.  One  of  the  first  considerations  for  a 
shoe  merchant  w  hen  he  starts  in  business  is  to  select 
good  assistants. 

One  of  the  last  things  he  must  do  is  to  hold  on  to 
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them.  But  let  him  take  especial  care  in  selecting 
them.  Remember  this,  Mr.  Merchant,  the  fact  that 
one  man  '"runs"  to  red  neckties  and  another  to  purple 
clothes  doesn't  have  a  great  deal  to  do  with  the  pay 
envelope,  except  that  a  neat,  plain  dresser  is  to  be 
preferred  to  a  gaudy  one. 

There  is  also  a  premium  this  season  on  salesmen 
who  are  upstanding  and  open-faced.  But  this  item  is 
of  more  interest  to  jewellers. 

Get  clerks  that  haye  had  shoe  experience,  if  pos- 
sible, for  they  will  be  worth  more  to  you  than  other 
salesmen  who  have  not  had  experience  selling  shoes. 
If  possible,  get  clerks  with  a  wide  acquaintance,  for 
they  can  control  their  personal  following,  which 
means  business  for  you  and  this  helps  a  great  deal. 

The  clerk  should  learn  the  stock  and  learn  it  well. 
He  should  be  polite,  painstaking  and  courteous.  He 
should  work  hard  and  earn  his  wages.  He  should  re- 
spect his  boss,  but  not  quail  before  him.  He  should 
display  as  much  interest  and  enthusiasm  as  if  the  store 
belonged  to  him. 

And  if  he  follows  this  advice,  it  may — or  at  least 
he  may  be  invited  to  become  a  partner. 

*  *  * 

Unintended  Help 

A  commercial  man  who  has  gained  a  valuable  list 
of  customers  for  his  firm,  was  told  by  one  of  the  best 
of  these  how  he  came  to  get  his  account:  "Do  you  re- 
member the  first  time  you  called  on  me.''"  asked  the 

"Well,  now,"  was  the  reply,  "I  cannot  recollect 
my  first  meeting  with  you." 

'"I  was  very  busy  and  very  tired  when  3'ou  entered 
my  store  that  day,"  said  the  customer;  "I  was  taking- 
stock,  and  I  told  you  I  had  no  order  for  you  for  that 
reason.  You  said  quietly  that  you  would  be  glad  to 
help  me,  as  you  had  some  spare  time  that  day,  and 
though  you  were  a  stranger,  I  took  your  offer  and 
asked  you  to  make  a  list  of  some  shelves  of  goods. 
You  did  so,  and  what  is  more,  you  came  back  with  me 
in  the  evening  and  helped  me  to  finish  up  my  stock- 
taking, and  went  away  without  asking  me  again  for  an 
order. 

"I  liked  your  way  of  taking  a  refusal,  and  your  un- 
selfish kindness,  and  now  after  many  years  of  dealing 
with  you,  I  esteem  it  a  privilege  to  call  you  my  friend. 
Every  time  you  come  here  you  help  me  in  some  un- 
intended way.  Your  firm's  goods  are  quite  satisfac- 
tory, but  your  helpful  character  is  what  commands  m}^ 

patronage  of  your  house." 

*  *  * 

A  Well-Kept  Stock 

If  there  is  one  thing  more  than  another  that  is  like- 
ly to  make  the  customer  'miffed"  it  is  to  be  told  that 
the  shoe  merchant  is  "just  out  of  your  size"  in  tlie 
style  that  is  desired. 

The  fact  of  being  "out"  makes  the  customer  all  the 
more  anxious  to  buy  a  shoe  of  that  special  kind,  con- 
sequently with  the  great  desire  unfulfilled  comes  a 
great  disappointment. 

ThiN  sort  of  disap|)ointmcnt  can  l)e  a\-oided  if  the 
retailer  will  only  exercise  the  proper  care  in  keeping 
his  stock  well  filled  up  with  the  proper  assortment 
of  sizes  in  the  styles  he  is  carrying  and  making  a  fe<i- 
ture  of. 

With  the  excellent  services  that  the  maker  is  jjre- 
pared  to  render  to  his  customer,  the  dealer,  in  the  way 
of  "fill-in"  orders,  there  is  no  excuse  for  him  to  allow 
his  stock  to  get  into  a  condition  of  "brokenness,"  to 
coin  a  word. 


One  retailer  of  the  writer's  acquaintance  who  did 
a  large  and  successful  shoe  business  on  a  really  small 
stock,  made  it  a  practice  to  go  over  his  stock  very 
carefully  twice  a  week  during  the  busy  selling  season 
and  at  least  once  a  week  when  things  were  not  so 
rushing. 

The  result  of  this  was  that  he  was  in  a  position  to 
give  his  customers  the  kind  of  service  they  expected 
and  he  built  up  a  business  that  was  the  envy  of  his 
competitors.  This  man  carried  a  stock  of  general  mer- 
chandise in  a  town  where  there  was  one  exclusive  shoe 
man  and  two  other  stores  carrying  shoes. 

Yet  he  did  a  big  business  on  a  stock  so  small  that 
his  fellow  merchants  could  not  understand  it.  This 
man  did  not  feature  an  extremely  large  line  of  styles, 
but  when  he  did  show  and  push  a  style,  he  was  able  to 
fit  his  customers,  all  of  them.  Moreover,  he  kept  a 
record  of  the  sizes  he  sold  and  was  thus  able  to  place 
his  orders  with  much  more  intelligence  than  his  com- 
petitors who  bought  on  the  hit  and  miss  basis  as  far 
as  sizes  were  concerned. 

Not  only  was  this  man  able  to  serve  his  customers 
satisfactorily,  but  he  was  also  able  to  do  business  with 
a  smaller  number  of  "odds  and  ends"  which  had  to  be 
disposed  of  at  cut  prices  at  the  end  of  the  season. 

Give  Value 

"One  of  the  secrets  of  my  success,"  said  a  Montreal 
shoe  manufacturer,  "is  satisfying  my  customers.  Give 
a  retailer  value,  and  he  is  pretty  certain  to  stick  to  you. 
The  smallness  of  an  order  should  make  no  difference 
— give  the  man  value,  and  the  opening  order  will  be 
followed  by  others  of  greater  volume.  Be  frank  with 
your  customers,  and  do  not  in  any  way  misrepresent 
the  goods.  Once  a  retailer  has  been  misled,  he  is  not 
likely  to  again  give  you  orders.  This  is,  I  know,  a 
mere  truism,  but  many  manufacturers  are  apt  to  over- 
look it,  with  the  result  of  lost  business.  In  these  days 
of  keen  competition  one  cannot  afford  to  risk  the  loss 
of  accounts  by  a  mis-description  of  goods." 

More  Shoes  Repaired 

One  manufacturer  of  sole  leather  stated  recently 
that  his  firm  was  supplying  just  as  much  of  that  com- 
modity as  ever,  although  it  was  not  going  to  the  manu- 
facturers but  to  the  repairers.  The  explanation  is  that 
more  people  are  having  their  old  shoes  repaired  at  the 
present  time  than  is  customary.  When  times  were 
Hush  old  shoes  and  boots  were  discarded  and  replaced 
by  a  new  pair.  Now,  however,  when  the  heel  is  down 
or  the  toes  rounded  they  are  sent  to  the  repairers  to 
be  fixed  up. 


Information  on  Heels 

"Heelology"  is  the  title  of  a  little  booklet  recently 
issued  by  the  Brockton  Heel  Company,  of  Brockton, 
Mass.  It  is  a  concise  and  comprehensive  treatise  on 
the  utilization  of  scrap  sole  leather  and  the  building 
of  pieced  lieels.  Anyone  reading  it  will  be  initiated 
into  the  most  up-to-date,  economical  and  scientific 
method  of  heel  building,  which  will  produce  lower  la- 
bor costs,  better  products,  quick  shipments  and  save 
material.  At  the  back  of  the  booklet  is  contrasted  the 
old  method  with  the  new,  showing  clearly  the  many 
advantages  possessed  by  the  latter.  The  booklet  is 
worthy  of  a  perusal  and  may  be  obtained  by  dropping 
a  postcard  to  the  company. 
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©me  Tr©iibles  ©f  a 


The  Business  Difficulties  Encountered  by  a  Young  Shoe 
Merchant  and  How  He  Surmounted  Them  and  Won  Success 


TIIICRE  is  a  ccilain  i^rim  satislaclKjii  in  loukiiii,^ 
hack  and  noting  tliat  "1  have  conquered,"  hut 
I  often  wonder  if  the  jjcople  wlio  now  see  in 
mc  a  successful  shoe  retailer  can  imagine 
w  hat  a  struggle  it  was  to  keep  myself  abox  e  the  line  of 
failure.  There  was  a  time  when  there  was  no  Ijalance 
in  the  hank  to  take  care  of  emergencies,  but  tiiese 
emergencies  arose  just  the  same.  Sometimes  it  was 
only  a  question  of  "do"  or  "don't,"  but  it  was  my  wife's 
determination  and  the  hated  idea  of  acknowledging 
myself  a  failure  as  a  storekeeper  that  I  can  thank  for 
keeping  me  at  it,  says  Ben  J.  Wolf  in  the  Boot  and 
Shoe  Recorder.  In  the  hope  that  some  of  my  experi- 
ences may  be  of  benefit  to  some  other  retailer.  I  sliall 
here  set  forth  some  of  my  troubles  and  how  they  were 
overcome.  They  did  not  necessarily  hafipen  in  the 
order  in  which  I  set  them  forth,  but  they  occurred  and 
had  to  be  taken  care  of. 

Trade  Journal  Helpful 

Right  at  the  outset,  let  me  say  that  while  many  of 
my  ideas  were  gleaned  from  what  I  saw  and  heard  in 
other  stores,  my  best  results  were  obtained  through  the 
trade  journals,  never  allowing  a  week  to  pass  without 
examining  my  journal  from  cover  to  cover.  Many 
times  articles  have  appeared  which  have  been  of  ines- 
timable help.  It  only  requires  some  little  time  each 
week,  and  is  well  worth  it. 

A  small  card  index  is  kept  and  when  an  article  ap- 
pears that  is  not  usable  at  once,  a  card  is  placed  under 
the  proper  heading,  so  that  when  wanted  it  can  be 
found. 

The  Card  Index 

For  instance,  under  in  my  box  I  find  "win- 

dows." On  this  card  is  this  notation,  "June  Bride  Win- 
dow, July  10.  1912."  This  means  that  in  that  issue  is 
an  article  on  this  subject  that  is  of  interest.  If  we  ever 
need  it,  it  will  be  easy  to  get.  as  all  our  journals  are  in 
order,  according  to  dates. 

Even  the  advertisements  are  sometimes  noted.  Un- 
der "S"  I  find  card  marked  "stretchers."'  On  it  appear 
four  names  of  firms  and  dates  of  journals  in  which  they 
had  ads,  so  that  if  we  want  stretchers  we  can  readih 
find  where  to  get  the  kind  we  want. 

A  Useful  Service 

If  some  subject  arises  on  which  information  is  de- 
sired, or  some  article  is  wanted  for  which  no  ads  have 
appeared,  a  letter  is  sent  to  the  join  nal  ex|)laining  our 
predicament.  They  always  endeavor  to  lielp  us  out  and 
so  far  have  never  failed  to  give  us  some  information. 

Sometimes,  when  considering  we  only  pay  them 
such  a  small  sum  for  a  year  subscription,  for  which  we 
get  more  than  our  money's  worth,  it  seems  shameful 
to  ask  for  further  information  which  mav  be  trouble- 
some for  them  to  get.  But  we  do  it,  anyway,  and  they 
always  trouble  themselves  for  us. 

The  Starting  Out 

(Juite  a  few  years  ago,  when  T  was  onh-  a  retail 
clerk.  1  inherited  $3,000  and  immcdiatelv  decided  to 
branch  out  as  a  proprietor.  Mv  knowledge  of  the  shoe 
business  had  been  gained  at  selling  shoes  at  retail  for  a 


year  in  a  store  not  \  cry  up-to-date,  but,  of  course,  I 
thought  1  knew  all  about  managing  a  store. 

Of  course.  I  immediately  lelt  my  position  to  look 
around  for  a  location.  A  wealthy  man,  like  myself, 
ought  not  to  work  for  others,  as  in  addition  to  my 
legacy,  my  wife  and  1  had  $1,500  extra!  Right  here  it 
ought  to  be  said  that  marriage  in  my  case  was  a  good 
thing,  as  on  several  occasions,  when  if  1  had  only  my- 
self to  consider,  I  should  have  quit,  but  as  a  family 
man,  with  the  encouragement  of  my  wife,  I  stayed  al 
it  and  won  out. 

At  the  end  of  one  month,  my  location  was  decided 
on.  Fixtures  cost  $600  and  a  $6,000  stock  had  to  have 
$3,500  paid  on  it.  Two  months  later,  when  business 
was  started,  there  was  a  balance  of  $800  in  the  bank. 
The  Mrs.  acted  as  cashier  and  bookkeeper  to  save  the 
expense. 

The  Year's  Work 

The  first  year  can  be  passed  over  by  saying  that  as 
much  business  was  done  as  is  usual  in  a  store  of  that 
size.  At  stock-taking  time  our  stock  invoiced  at  $6,- 
500,  figured  on  cost  prices,  and  there  was  a  bank  bal- 
ance of  $100.  Where  $2,500  was  owing  at  the  start  for 
goods,  only  $1,800  was  owing;  $700  had  been  put  into 
goods,  but  no  depreciation  had  been  charged  on  goods 
remaining.  In  addition,  both  my  wife  and  myself  had 
worked  steadily  and  had  drawn  less  from  the  l)usiness 
than  I  had  received  as  a  clerk. 

The  Profit  Scale 

Something,  of  course,  was  wrong.  Our  profits 
were  figured  on  cost  prices.  We  changed  this  and 
figured  them  on  selling  prices.  After  using  it  for  one 
year  it  was  easy  to  see  that  this  was  the  right  idea. 
Our  stock  was  only  worth  $5,600,  as  we  deducted  10 
per  cent  for  depreciation.  Our  bank  balance  was  $350. 
and  we  only  owed  $800  on  goods.  Also  we  had  allow- 
ed ourselves  to  draw  $6  per  week  extra  for  my  wife"^ 
salary.  During  the  summer  a  short  vacation  trip  was 
taken. 

Naturally,  the  shoe  stores  of  the  town  were  visited 
and  at  one  of  them  the  dispatch  and  rapidity  of  hand- 
ling trade  was  noted.  Ha\ing  always  been  a  person 
not  afraid  to  ask  questions,  it  was  easy  to  find  out  the 
reasons. 

How  They  Saved  Time 

Instead  of  a  clerk  carrying  his  shoes  to  the  rear  of 
tlie  store  and  waiting  to  have  them  wrapped  and  ther, 
returning  to  the  customer,  thus  wasting  time  which 
could  have  been  used  for  other  trade,  a  carrier  svstem 
was  used.  The  time  thus  saved  could  be  utilized  on 
another  customer. 

The  chairs  were  arranged  so  that  a  customer  want- 
ing men's  heavy  shoes  was  in  front  of  the  men's  heavy 
stock.  Not  only  did  this  save  the  services  of  one  clerk 
and  his  salary,  but  it  pleased  the  trade  to  be  taken  care 
of  so  quickly. 

Following  this,  a  change  was  made  in  our  store, 
whicii  was  necessary.  A  clerk  mounted  a  ladder  to  get 
a  ])air  of  shoes,  and  when  the  ladder  broke  he  broke 
some  bones.  He  mussed  up  my  store  and  took  away  a 
year's  prollls  when  lie  sued  mc.    I  immediatelv  changed 
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the  stock,  so  that  instead  of  keeping  surplus  stock  in 
the  rear  of  the  store,  it  was  distributed  throughout  the 
store  above  reach,  and  all  goods  needed  to  show  the 
trade  could  be  reached  without  a  ladder.  Ladders  were 
only  needed  to  replenish  stock,  which  could  be  done  at 
leisure  and  care  taken  in  using  ladders. 

Although  disgusted  cncjugh  to  quit  l)usiucss  and 
work  for  someone  else,  the  madam  prevailed  and  we 
continued.  Advertising  then  became  my  hobby,  and  if 
there  was  any  kind  of  advertising  scheme  I  did  not  fall 
for,  I  did  not  hear  of  it  .  After  this  it  was  surely  ap- 
parent that  I  was  not  built  for  a  boss  ;  but  my  wife 
pointed  out  as  it  was  possible  to  see  where  the  mis- 
takes lay,  it  was  wrong  to  give  up  as  such  mistakes 
could  be  prevented  in  the  future.  That  she  was  right 
the  present  success  shows. 

About  this  time,  semi-year!}-  trips  were  inaugur- 
ated. TAvice  a  year  trips  to  other  towns  were  made  to 
visit  other  stores.  After  one  of  these  trips,  a  rindings 
department  was  installed  and  proved  the  l^est  $500  in- 
vestment that  had  been  made. 

Iveeping  a  record  of  advertisements  in  a  scrap  book 
was  valuable  here.  Dealers  who  visit  others  will  agree 
that  those  who  do  not  visit  get  to  going  in  circles  and 
soon  are  out  of  the  procession.  One  such  dealer  stated 
he  would  not  have  corn  plasters  in  his  findings  depart- 
ment as  he  "did  not  wish  to  remind  his  trade  of  corns." 
He  was  like  the  ostrich  who  hides  his  head  and  thinks 
because  he  does  not  see  an  enemy,  they  cannot  see 
him.  Corn  plasters  can  be  used  for  an  advertisement. 
A  package  in  the  window  with  this  card :  "You  Avill 
not  need  these  if  you  wear  our  shoes.    If  other  shoes 


cause  corns,  these  will  cure.   Ten  cents  a  package." 

Our  clerks  averaged  up  to  any  I  had  known,  and 
still  there  was  room  for  improvement.  The  salaries 
were  as  good  as  any  being  paid  elsewhere,  if  not  better, 
Intt  on  the  supposition  that  "the  laborer  is  worthy  of 
his  hire,"  the  idea  was  to  make  them  worth  more.  Tlie 
commission  plan  was  tried,  but  was  soon  superseded  by 
the  "Point  System,"  which  has  been  the  means  of 
making  a  selling  force  second  to  none  anywhere. 

A  change  was  made  lately  which,  no  doubt,  others 
could  follow  with  benefit  to  themselves.  Goods  to  be 
closed  out,  on  which  the  clerks  receive  a  "P.  M.,"  were 
always  marked  with  a  small  red  star  on  the  box.  When 
it  was  seen  that  customers  were  often  suspicious  of  a 
red  star  box,  for  no  other  reason  than  that  it  probably 
meant  a  "P.  M.,"  we  changed  it.  Knowing  that  this 
was  only  done  to  stimulate  the  clerks  to  show  these 
goods  first,  we  worked  on  the  idea  that  "whatever  a 
customer  doesn't  know  won't  hurt  him."  We  therefore 
did  not  mark  the  boxes,  but  all  goods  in  a  certain  sec- 
tion meant  extra  for  the  clerks.  By  using  the  handiest 
section  for  this,  the  same  efl^ect  was  accomplished  of 
having  them  conspicuous  for  the  clerks  as  if  a  red  star 
was  on  the  box. 

The  case  numl)ers  on  the  boxes,  whicli  were  on  file 
in  the  office  and  which  appeared  on  tlie  sales  slip, 
showed  when  a  clerk  was  entitled  to  any  extra.  This 
satisfied  the  clerk,  the  management,  and  caused  no  ar- 
gument with  the  customers. 

There  were  many  other  things  which  pr(.iA'ed  trou- 
blesome from  time  to  time,  of  which  the  foregoing 
were  settled  as  described. 


The  Manufacture  of  Patent  Leather 


THE  following  is  the  method  followed  in  the 
manufacture  of  patent  leather:  The  raw  hide 
reaches  the  factory  in  bales  and  the  first  oper- 
ation it  undergoes  is  to  be  soaked  in  water  for 
two  or  three  days.  It  is  then  placed  in  a  lime  vat,  for 
about  a  week.  Next  it  is  unhaired  by  machinery,  and 
afterwards  worked  over  a  beam  by  hand  to  take  out 
the  fine  hairs.  The  hide  is  then  placed  on  the  splitting 
machine  and  is  split  into  two  pieces.  The  outside  half, 
or  grained  leather,  goes  to  make  patent  leather,  while 
the  inside,  or  split,  is  made  into  glove  leather. 

After  coming  ofi^  the  split  machine  the  hide  is 
bated  and  pickled  to  neutralize  the  efi^ect  of  the  lime. 
It  is  then  tanned  in  revolving  drums.  After  a  couple 
of  days,  it  is  taken  out,  shaved  on  a  machine,  and  is 
tlien  blackened  in  drums  similar  to  the  tanning  ones, 
after  which  it  is  "struck  out"  on  a  machine  to  bring 
the  grain  out.  After  lying  about  two  days  on  a  horse 
it  is  again  "struck  out,"  by  hand  and  it  is  then  hung- 
up in  the  kilns  and  dried. 

It  next  lies  in  the  cooling  room  for  about  two 
weeks,  so  that  the  atmosphere  can  act  on  it.  The 
longer  it  lies  here  the  better  and  more  mellow  it  gets. 
After  leaving  the  cooling  room  it  is  damped  down  over 
night,  and  staked  out  for  about  a  day  on  machines, 
after  wliich  it  is  taken  and  tacked  on  a  board  over 
night. 

Next  comes  what  is  called  the  degreasing  process. 
The  skin  is  put  on  sticks  and  placed  in  a  tank  of  gaso- 
line, which  extracts  all  the  grease.  Later  the  gasoline 
is  evaporated,  and  run  back  into  the  vats,  while  the 


grease  is  collected  and  forms  a  valuable  by-product 
which  is  termed  "offal."  After  coming  out  of  the 
gasoline  vat  the  skin  is  degreased  by  hand.  It  is  then 
tacked  onto  a  frame  where  a  daub  coat  is  put  on  with  a 
rubber  slicker.  The  hide  is  then  put  in  a  daub  oven 
to  dry  over  night.  When  it  is  taken  out  it  is  rubbed 
with  pumice  stone  to  take  ofi^  the  roughness  and  make 
the  skin  smooth  for  the  surface  coat.  The  above  is  the 
first  finishing  process.  It  next  gets  its  second  finish- 
ing, which  is  the  same  treatment  over  again. 

The  skin  is  then  ready  to  be  exposed  to  the  sun  for 
drying  and  is  sunned  from  eight  to  ten  hours.  It  is 
necessary  to  be  thus  exposed  to  the  sun,  as  there  is 
some  quality  possessed  b}'  the  sunlight  that  is  neces- 
sary for  the  proper  finishing  of  patent  leather.  No 
artificial  light  yet  discovered  will  answer  this  purpose. 
After  being  sunned,  the  skins  are  then  the  finished  pro- 
duct. They  are  sorted  into  different  grades,  measured 
and  put  up  in  bales,  and  shipped  out  to  the  various 
customers. 


A  Bright  House  Organ 

We  had  sent  to  us  recently  the  April  edition  of 
"The  Finder,"  a  house  organ  issued  montlily  by  I'^arns- 
worth,  Hoyt  &  Company,  of  Boston,  Mass.  The  ob- 
jects of  the  publication  are  evidently  not  only  to  push 
the  products  of  the  firm  but  also  to  be  of  assistance  to 
the  retailer  as  well.  It  is  a  well  got  up  little  booklet 
printed  on  excellent  stock,  and  should  receive  a  wel- 
come in  every  shoe  store. 
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New  Shoes  Advertised  by  Old 

On  (jnc  of  tlic  main  roads  leading'  to  a  certain  town, 
is  an  inf^enions  shoe  advertisement.  Strung  on  a  line 
attached  to  tliree  poles  nailed  to  a  fence  are  a  number 
of  old  shoes,  and  beneath  them  is  a  sign  which  reads: 

"They  Bought  New  Ones  at  the  Store." 

'Hiis  novel  advertising  produced  big  results  and 
brought  the  store  to  the  attention  of  a  large  section 
of  the  rural  population. 


Shingler's  Shoe  Protector 

It  is  necessary  for  roof  workers  to  sit  in  a  crouch- 
ing side  position,  which  soon  wears  out  the  under  side 


Shoe  protector  for  shingler. 

of  the  shoe  of  the  under  foot.  This  device  is  designed 
to  protect  the  upper  of  the  shoe  from  wear. 


Insulating  Shoes  for  Electrical  Workers 

With  tlie  ordinary  tlat-soled  rubber  shoe  worn  by 
electrical  workers,  it  is  difficult  to  tell  how  far  safety 
has  been  affected  by  wear,  especially  as  the  wear  takes 
place  inside  the  shoe  as  well  as  outside.  Consequent- 
ly, one  concern  is  turning  out  a  rubber  shoe  of  the 
ordinary  type  with  crossed  rubber  ribs  vulcanized  up- 
on the  sole,  the  heel  and  the  instep.  An  adjustable 
ankle  strap  enables  the  shoe  to  be  worn  on  various 
sizes  of  foot  over  the  ordinary  walking  shoe. 


Stair-Climbing  Made  Easy  for  the  Weak- 
Hearted 

The  curious  device  attached  to  the  lower  foot  in 
the  illustration,  although  suggestive  of  the  old  pat- 
tern or  wooden  shoe,  is,  in  reality  a  steel  slipper  de- 
signed for  assisting  weak-hearted  people  to  climb 
stairs  by  providing  the  foot  with  means  for  additional 
springiness.  Only  one  slipper  is  used  and  it  is  held 
in  position  by  a  strap  passed  over  the  foot. 


Glazed  Kid 

One  of  the  earliest  industries  mentioned  in  Holy 
Writ  is  the  conversion  of  goat  skins  into  leather,  and 
it  is  scarcely  more  than  a  century  ago  that  the  manu- 
facture of  morocco  was  inaugurated  in  Philadelphia. 
Since  that  time,  however,  that  city  has  become  the 
great  centre  for  glazed  kid  production  of  the  world. 
The  antiquity  of  the  craft  necessarily  made  it  of  Orien- 
tal origin,  and  Turkey,  Egypt,  Armenia  and  Morocco 
remained  the  seat  of  its  manufacture,  until  the  know- 
ledge of  the  art  was  imported  to  Spain  about  five  hun- 
dred years  ago  by  the  Moors.  Since  then  it  has  spread 
tiiroughout  Western  Europe. 

The  industry  was  first  introduced  into  America  in 
1784  by  Chris  Bockius,  a  German  who  had  served  his 
apprenticeship  in  Armenia,  at  that  time  noted  for  its 
colored  leather.  He  was  invited  to  America  by  the 
Franklin  Institute,  who  had  determined  to  introduce 
glazed  kid  manufacture  into  .America.  Mr.  Bockius 
founded  the  C.  Bockius  Company,  rf  FiTiladelphia, 
which  exists  to  the  present  day.  The  old  buildings 
were  pulled  down  some  time  ago,  however,  and  larger 
ones  erected  to  meet  the  increasing  demands  of  the 
trade.  Although  the  house  is  an  old  one,  its  methods 
are  most  modern,  and  their  product  is  widely  and 
favorably  known  throughout  America. 


In  hiring  an  employee,  don't  let  liim  overrate  him- 
self or  you  will  both  be  disappointed  later. 

White  Hosiery  Will  Sell  Well 

It  is  said  that  white  cotton  hose  is  going  to  be  a 
big  feature  this  year.  Some  hosiery  people  are  selling 
considerable  quantities  of  colored  lines,  but  the  opinion 
seems  to  be  that  white  will  be  the  leading  se'.ler  after 
the  staple  blacks  and  tans. 


Selling  Cost 

Unless  you  know  what  each  separate  line  in  your 
store  is  doing,  you  are  not  running  your  business  on  a 
scientific  basis,  and  probably  not  a  paying  basis,  either. 
The  merchant  who  tries  to  meet  the  prices  on  every 
other  man's  leaders  will  probably  have  occasion  at  in- 
ventory time  to  wonder  just  what  he  has  received  for 
his  year's  work. 


The  time  spent  in  visiting  in  the  store  occasionally 
produces  results.    Generally  it  prevents  results. 


Some  Footwear  Oddities 

(These  are  described  above) 


liiMil.iting  shoes  for  electrical  workers. 


For  use  in  stair-climbing  by 
person  with  weak  heart. 


New  shoes  advertised  by  old. 
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hoes    SlboMld    Be    Properly  Fitted 

An  Important  Point — Convenient  Layout  of  Store — Meas- 
uring Devices — Points  on  Fitting — Measurement  of  Sizes 


THE  subject  of  fitting  feet  is  nearly,  or  perhaps 
fully,  as  old  as.  the  shoe  business  itself.  It 
may  have  been  that  Adam  and  Eve  discussed 
it  in  the  garden  of  Eden.  There  are  some 
merchants  and  salespeople,  however,  who  have  not 
progressed  much  farther  than  the  conclusions  reached 
by  our  forefathers.  In  some  sections  of  the  country, 
and  principally  among  the  small  stores,  ninety  per  cent, 
of  the  shoes  sold  are  not  fitted.  This  may  sound 
strange  to  the  shoe  men  of  larger  stores  but,  neverthe- 
less, it  is  true. 

Dealer's  Obligation 

There  are,  perhaps,  partial  excuses  for  this  condi- 
tion ;  the  principal  one  being  that  customers  are  not 
educated  in  this  respect,  that  they  do  not  realize  the 
advantages  to  be  had  in  perfect  fitting  footwear.  But, 
isn't  the  dealer  greatly  to  blame  for  not  insisting  upon 
proper  fitting? 

Selling  shoes  at  retail  does  not  depend  entirely  up- 
on conversation.  There  are  other  methods  of  inducing 
customers  to  agree  with  you.  Comfortable  benches  or 
chairs,  with  clean,  inviting  rugs  in  front  of  them  form 
perhaps  the  strongest  invitation  to  fit  shoes  that  could 
be  extended. 

Imagine  a  $5,000  or  $10,000  shoe  stock  with  coun- 
ters or  cases  extended  close  to  the  shelving  with  a  soli- 
tary "kitchen"  chair  in  the  rear  of  the  shoe  department 
for  the  customer  who  must  try  on  his  shoes.  Do  you 
wonder  how  it  is  possible  to  sell  shoes  and  fit  but  one 
out  of  ten? 

Space  for  Seats 

Some  dealers  say  that  they  cannot  afiford  to  devote 
the  space  for  seating  facilities.  To  those  merchants 
we  suggest  that  they  note  the  amount  of  space  devoted 
by  other  merchants  who  pay  fifty  times  the  rent  for 
the  same  size  space.  An  example  of  what  can  be  done, 
is  presented  in  a  small  town  having  five  general  stores. 
Four  of  these  have  little  or  no  seating  space,  and  the 
average  percentage  fitted  ten  per.  cent  of  the  shoes 
sold.  The  fifth  store,  not  as  large  as  anv  of  the  other 
four,  has  a  separate  room  for  shoes,  with  six  benches 
and  a  spacious  square  neatly  carpeted.  Fifty  per  cent 
of  the  shoes  sold  are  fitted.  It  is  needless  to  say  that 
this  store  does  a  much  larger  business,  even  on  a  small- 
er stock. 

Customers  the  Same  Everywhere 

Mr.  IMerchant,  customers  are  the  same  evervwhere. 
There  are  just  as  manv  bones  in  the  feet  of  your  pa- 
trons as  in  the  feet  of  customers  in  other  communities. 
Tt  is  just  as  important  that  you  do  what  you  can  to 
cover  their  feet  comfortablv  as  it  is  in  anv  other  sec- 
tion or  state.  The  only  difiference  is  that  your  cus- 
tomers will  show  their  appreciation  more  quickly  if 
you  but  give  them  the  opportunity. 

One  reason  eiven  for  the  great  majoritv  of  shoes 
not  being  fitted  is  that  mothers  buv  shoes  for  children 
or  other  members  of  the  famih^  who  are  not  present. 
The  dealer  cannot  or  should  not  refuse  to  sell  these 
shoes,  but  he  can  suggest  that  the  next  time  it  uould 
be  better  to  fit  the  shoes  properly. 


J5y  using  a  little  diplomacy  he  can  convey  the  idea 
that  shoes  wear  better,  and  that  comfort  and  beauty  in 
footwear  can  be  added  without  extra  charge,  if  he  is 
allowed  to  fit  the  feet  properly.  A  repetition  of  this 
suggestion  will  soon  educate  at  least  a  portion  of  the 
customers. 

Measuring  Devices 

Some  stores  make  good  use  of  the  size  stick  or 
other  foot  measuring  devices;  not  only  to  assist  in  fit- 
ting the  feet  properly,  but  to  create  an  impression  of 
professional  ability  of  the  salespeople.  The  profusion 
of  measurements  made  by  tailors  will  not  infrequently 
influence  a  customer  to  imagine  he  cannot  wear  a 
read3'-made  suit.  Your  personal  foot  measurement 
operations  can  influence  trade  to  purchase  shoes  from 
you  solely  for  that  reason. 

An  excuse  once  given  for  not  fitting  customers  was 
that  sizes  were  plainly  marked.  The  French  size  sys- 
tem has  eliminated  this  difficulty  and  is  not  only  a 
friend  of  the  dealer,  but  a  blessing  in  disguise  to  the 
customer.  While  it  is  not  necessary  to  deceive  cus- 
tomers, most  shoes  can  be  fitted  without  referring  to 
or  mentioning  the  size. 

Knowledge  of  Sizes 

There  are  customers  who,  perhaps,  would  not  ac- 
cept a  shoe  which  fitted  them  properly,  if  they  were 
aware  of  its  size.  A  woman  may  imagine  she  can 
wear  a  four  when  a  six  would  fit  better.  If  she  can 
draw  on  a  four  EE  it  is  useless  to  argue  that  a  6  C 
is  but  one-half  size  larger  in  width,  and  that  the  ball 
of  her  foot  is  in  the  right  position.  However,  if  she  is 
fitted  without  size  being  referred  to,  the  size  6  C  is  the 
size  the  merchant  should  sell  her. 

There  is,  of  course,  the  man  who  buys  the  plain  toe 
shoe  and  fits  it  by  pressing  down  in  front  of  his  large 
toe.  Unless  the  toe  comes  very  close  to  the  end  of  the 
shoe,  he  insists  that  the  shoe  is  too  long,  regardless 
of  the  position  of  the  ball  of  his  foot  in  the  shoe. 

You  might  spend  an  hour  arguing  with  him  trying 
to  explain  the  reason  his  old  shoes  are  so  badly  mis- 
shapen without  accomplishing  your  purpose.  Shoes 
with  tips  and  strong  boxings  enable  the  shoe  retailer 
to  better  fit  the  feet. 

Misses  and  Children 

Then  there  is  the  mother  who  will  buy  an  11  E  be- 
cause a  12  D  which  would  -readily  fit  the  child  better 
costs  25c  more.  A  great  many  stores  are  adopting  the 
policy  of  averaging  children's  and  misses'  sizes,  quot- 
ing one  price  for  both.  This  eliminates  the  difficulty 
experienced  at  the  size  11^  break  and  enables  the  re- 
tailer to  fit  children  properly  with  the  size  shoes  they 
should  wear. 

For  a  A'ery  good  definition  oi  "a  fit  "  the  following 
will  answer:  "The  last  of  similar  lines  to  the  foot  to  be 
fitted;  snug  in  the  heel,  full  enough  in  the  ball  not  to 
cramp ;  long  enough  to  give  the  toes  room  enough  to 
lay  out  flat  and  smooth  and  close  over  the  instep  and 
in  the  arch." 

Judging  the  Fit 

In  fitting  feet  do  not  judge  the  fit  by  the  difiference 
between  the  length  of  the  toes  of  the  foot  and  the  end 
of  the  shoe,  but  by  the  position  of  the  ball  of  the  foot 
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in  the  sliiic.  If  the  ball  of  the  foot  rests  in  the  widest 
part  (if  the  shoe,  which  is  usually  at  the  point  where  the 
inside  ])art  of  the  sole  begins  to  form  the  arch,  nine 
times  out  of  ten  the  length  is  correct. 

The  size  stick  is  ])crhaps  the  most  generally  used 
measuring  device;  its  purpose  I)eing  to  discover  (|uick- 
ly  the  a])|)roximate  length  of  the  shoe  necessary  to  fit 
the  foot.  The  size  stick  will  give  the  correct  length 
of  the  f'lot  in  shoe  sizes,  the  salesman  using  his  own 
judgment  as  to  amount  of  room  which  should  be  added 
to  have  the  foot  rest  easily  in  the  shoe. 

The  size  stick  starts  size  0  in  infants"  sizes  at  four 
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inches  from  the  heel  rest.  Each  whole  size  is  (jne-third 
of  an  inch,  and  each  half  size  one-sixth  of  an  inch. 
Measurement  of  Sizes 
A  misses'  13 j/^  shoe  measures  inches  from  one 
end  (jf  the  insole  to  the  other,  so  that  a  stick  placed  in 
the  shoe  so  that  it  will  reach  from  one  end  to  the  other 
measures  8^  inches.  A  man's  size  8^  measures 
exactly  11  inches  inside  measurements.  To  fit  a  man 
who  wears  an  Syi  shoe,  however,  his  foot  will  measure 
but  five  or  five  and  a  half  on  the  size  stick,  as  there 
should  be  two  or  two  and  a  half  sizes  play  between 
his  toes  and  the  end  of  the  shoe. 


Artificial  Leather  Wanted 


In  spite  of  the  iiigher  (|Uotatious  for  leather,  its 
(|uality  is  decreasing  considerably.  To  o\  ercome  these 
(lifficulties  artificial  products  have  been  proposed  as 
substitutes  for  leather  for  many  years.  More  than 
two  hundred  patents  ha\  e  been  taken  out  for  this  pur- 
pose here  and  abroad,  the  majority  of  which  either 
liave  never  passed  beyond  the  experimental  stage  or 
lia\  c  not  met  with  commercial  success. 

The  only  manufactured  leather  that  will  meet  the 
requirements  of  the  upholstery,  bookbinding,  noxelty, 
wall  paper  and  similar  leather  trades  as  to  price,  aj)- 
pearance,  uniformitA  and  durabilit)-  is  that  which  con- 
sists of  cotton  fabrics  coated  with  pyroxilyn  com- 
pounds and  afterwards  calendered  and  embossed  in 
any  desired  grain  or  design.  The  fabrics  may  be  sheet- 
ings, sateens,  moleskins,  drills,  ducks,  etc.,  either 
bleached  or  dyed  to  match  the  coating  and  sized  if 
necessary. 

Alexander  Parkes,  an  English  chemist,  in  the  early 
fifties  of  the  last  century,  was  one  of  the  first  to  intro- 
duce pyroxilyn  in  connection  with  oil  and  resins  foi" 
impregnating  cloth  to  make  it  waterproof  and  pliable. 
Although  the  present  process  of  manufacturing  arti- 
ficial leather  rests  on  these  old  patents  it  took  almost 
forty  years  to  overcome  all  the  difificulties  in  producing 
a  flexible,  non-adhesive,  waterproof  coating  which  at 
the  same  time  had  the  necessary  toughness  with  ex- 
treme i)liability  and  plasticity  to  replace  real  leather 
in  many  instances. 

One  of  the  largest  consumers  of  artificial  leather 
both  for  upholstery  and  toi)s  is  the  automobile  indus- 
try. Most  of  the  well  known  automobile  firms  which 
manufacture  hundreds  of  the  low-priced  popular  cars 
to-day  have  adopted  it  exclusively.  .\11  the  other  lines 
of  furniture  upholstery  are  using  it  extensively.  Multi- 
colored effects  with  dull  finish  in  artificial  anticpie, 
also  called  Spanish  and  mission  leather,  find  ready 
and  steadily  increasing  markets.  Pocket-books,  hand- 
bags, leather  novelties  in  the  cheaper  grades  are  made 
entirely  from  the  cheaper  substitute. 

It  is  especially  well  fitted  for  the  production  of 
sta])le  leather  goods  on  a  large  scale,  due  to  its  al)ility 
to  be  manufactured  relatively  cheaply  in  any  moderu 
coloring  and  graining  efifect  and  in  unlimited  quantity 
and  a  uniform  thickness  throughout.  Another  great 
advantage  is  that  it  can  be  sewed  uuicii  more  easil}- 
with  a  machine  than  real  leather  of  equal  thickness. 
An  order  for  over  two  hundred  thousand  pieces  of  mili- 
tary accoutrements,  placed  by  the  h'rench  army  in  the 
early  part  of  this  year,  impartially  proves  that  the 
new  product  stands  the  most  critical  tests  and  highest 
demands. 


Trunk  and  suit  case  manufacturers  are  consuming 
great  quantities  of  this  substitute  for  real  leather  be- 
cause of  its  waterproof  properties.  For  the  same  rea- 
son it  is  used  for  sweatbands  in  hats  and  caps,  for  dr)ll 
bodies,  toys,  bookbinding  and  wall  paper.  Most  of  the 
government  and  municipal  libraries  and  public  read- 
ing-rooms have  adopted  it  as  the  best  existing  binding 
material,  especially  for  hard  usage  of  circulating  books 
and  heavy  volumes  like  cyclopedias,  atlases,  etc.  The 
writer  knows  of  one  particular  public  library  where 
the  original  binding  of  over  sixteen  thousand  volume.-- 
has  been  changed  to  that  of  artificial  leather  during  the 
last  year. 

Whereas  in  the  heretofore  mentioned  applications 
of  the  new  product  the  imitation  only  of  the  different 
grains  of  real  leather  is  shown,  there  is  a  much  wider 
field  open  for  original  designs  and  artistic  displays  in 
wall  paper  made  from  it.  Railroads  throughout  Eu- 
rope are  decorated  with  these  newer  coverings  in  sim- 
ple and  multi-colored  effects.  In  this  countrv  the  use 
of  artificial  leather  is  limited  to  the  upholstery  of 
smoking  cars.  Several  governments  have  introduced 
it  as  wall  decoration  in  living  compartments  on  battle- 
ships and  in  armories.  For  hospitals  and  for  the  house- 
hold in  kitchens  and  bath-rooms,  it  is  especiallv  valu- 
able. 

No  other  wall  covering  is  more  sanitary  and  per- 
manent than  this  because  it  is  damp  proof  and  can  be 
cleaned  easily  with  soap  and  water  whenever  desired. 
Grease,  smoke  and  atmospheric  influences  do  not  af- 
fect it  in  the  least.  It  can  be  made  completelv  unin- 
flammable and  so  decreases  risk  in  case  of  fire.  The 
shoe  industry  consumes  the  largest  amount  of  real 
leather  and  here  the  artificial  leather  plays  a  very  im- 
portant part  also.  It  is  used  for  linings  and  to  make 
cheap  slippers,  leggings  and  gaiters.  There  are  manv 
other  ways  in  which  artificial  leather  may  be  employed 
owing  to  the  excellent  qualities  which  give  its  adapt 
ability  a  wide  scope,  but  it  will  probably  be  a  long 
time  before  it  can  be  manufactured  in  a  quality  suit- 
able for  making  shoes. 


.'~^ome  heel  experts  of  Lynn.  Mass..  are  trying  out 
metht)ds  by  which  they  may  provide  heels  to  shoe 
manufacturers  ready  for  use.  They  would  supply  heels 
all  concaved,  waxed  and  burnished,  ready  to  be  attach- 
ed to  shoes.  If  they  could  do  this,  then  shcie  manufac- 
turers would  be  saved  much  expense  in  their  finishing 
departments.  The  work  of  finishing  heels,  which  is 
now  commonly  done  in  the  shoe  shop,  would  be  trans- 
ferred to  the  heel  factories.  At  the  present  time,  there 
are  some  obstacles  to  be  overcome,  but  it  is  thought  in 
time  these  will  be  satisfactorily  eliminated. 
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Women's  patent  button,  gunmetal  up- 
per ;  Louis-Kidney  heel,  recede 
pointed  toe— Minister-Mylets 
Company. 


Pat.  leather  Colonial  tie,  cut  steel  buckle, 
full  Louis  heel— Geo.  E.  Keith 
Company. 


Women's  Radium  calf  button  boot,  box  kid 
top,  solid  leather  heel— Geo.  E.  Keith 
Company. 


Colonial  pump,  pat.  leather  vamp,  brocaded  quar- 
ter, fancy  buckl,-,  full  Louis  heel— Geo.  E. 
Keith  Company. 
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Ihoe   Store  Adveritisieg  Tlhiat  Pays 

An  Efficient  Remedy  for  Hard  Times — Proof  That  It 
Pays  to  Advertise— Combating  the  Mail  Order  House 


Tl  I  1'^  iolkjvving  article  un  tlie  subject  of  shoe  store 
advertising  by  Marco  Morrow,  which  appear- 
ed in  a  recent  number  of  "Footwear-Fasliion 
Illustrated,"  deals  very  thoroughly  with  the 
subject  and  we  recommend  our  readers  to  peruse  it  as 
tiiey  are  likely  to  derive  considerable  beneht  there- 
from. The  concluding  paragraphs  of  the  article,  which 
have  reference  to  the  competition  of  the  mail  order 
houses  with  the  small  town  retailer,  and  how  the  lat- 
ter may  at  least  hold  his  own,  are  of  special  interest. 

1  am  told  by  men  who  know  that  in  this  year  of 
our  Lord,  when  certain  slow-paced  folk  are  bewailing 
the  hardness  of  times,  Wrigley's  Spearmint  chewing 
gum  will  spend  $700,000  in  newspapers  and  $300,000  in 
farm  papers,  women's  papers,  illustrated  weeklies  and 
magazines,  besides  anotlier  million  dollars  in  other 
forms  of  advertising. 

Two  million  dcjilars  in  one  year  \uv  advertising  a 
penny-a-stick  article! 

I  can't  think  of  a  more  striking  example  of  the  po- 
tency of  advertising  ;  because  you  must  know  that  this 
appropriation  of  two  million  dollars  is  gathered  to- 
gether a  penny  and  a  nickel  at  a  time. 

Now,  if  the  men  and  women  and  boys  and  girls  of 
the  country  can  be  induced  by  advertising  to  buy  a 
certain  make  of  chewing  gum  in  preference  to  other 
brands,  it  stands  to  reason  that  they  can  also  and  like- 
wise be  induced  by  judicious  advertising  to  buy  cer- 
tain brands  of  boots  and  shoes  and  tango  slippers. 
You  know  this  is  true;  you  know  it  by  experience  and 
by  observation.  ^'ou  know  that  advertising  pays 
sometimes,  and  you  know  that  sometimes  it  doesn't 
pay.  The  big  problem  in  your  mind  it  not  whether  or 
not  to  advertise,  but  how  to  advertise  profitably;  how 
to  get  the  maximum  returns  with  a  minimum  expendi- 
ture ;  how  to  increase  the  efificiency  of  your  advertising. 

One  Hundred  Per  Cent.  Efficiency 

1  am  not  quite  conceited  enough  to  profess  to  be 
able  to  point  out  the  one  way  by  which  the  shoe  man 
can  get  100  per  cent,  efficiency  for  every  dollar  he 
spends  in  advertising.  All  1  can  hope  to  do  is  to  make 
a  few  suggestions  which  may  help  you  to  get  down 
to  the  fundamentals  of  this  big  problem  of  advertising, 
and  thus  help  you  to  find  a  solid,  sane  and  safe  basis 
upon  which  to  build  your  advertising  campaign. 

The  first  fault  of  retail  advertising — of  shoes  and  all 
other  commodities — is  its  lamentable  lack  of  definite 
aim  and  plan. 

Ninety  per  cent,  of  the  retailers  ad\crtise,  if  they 
advertise  at  all,  on  the  hand-to-mouth  plan.  The 
amount  of  money  you  spend  for  advertising  depends 
very  largely : 

1st.  Upon  the  vigor  and  persistency  of  the  advertis- 
ing solicitors  who  call  upon  you  ; 

2nd.  Upon  the  state  of  your  digestion  ; 

3rd.  Upon  the  cash  in  the  till  at  the  close  of  the 
day's  business. 

None  of  these  conditions  should  have  any  bearing 
whatsoever  upon  your  advertising  expenditure.  Abso- 
lutely none.  And  so  long  as  you  let  your  liver,  or  your 
day's  sales  or  the  importunings  of  a  solicitor  deter- 


mine your  expenditure,  just  so  long  will  you  fail  to  get 
the  maximum  results  from  your  advertising.  Because 
your  advertising  is  not  ephemeral,  a  transient,  a  day- 
by  day  part  of  your  business.  Not  at  all.  It  is  an  in- 
tegral, fundamental,  permanent,  persistent  part  of  your 
business,  as  necessary  and  as  unavoidable  as  insurance 
and  rent  and  taxes  and  liglit  and  heat  and  clerks  and 
wra])ping  jjaper. 

The  Purpose  of  Advertising 

The  trouble  is  this:  The  average  retailer — and  for 
that  matter  the  average  business  man — despite  all  the 
talk  about  advertising,  has  not  yet  got  a  firm  grasp 
of  the  fundamental  function  of  advertising.  He  is  apt 
to  look  upon  advertising  as  a  business  stimulator.  And 
the  haphazard,  hit  and  miss  methods  of  advertismg, 
get  a  clear  idea  of  just  what  it  is  you  want  your  ad- 
vertising to  accomplish  for  you,  and  then  go  at  it  in  a 
so  it  is,  but  it  is  much  more.  It  is  not  merely  a 
"bracer,"  a  cocktail,  or  a  hypodermic  needle  to  be  used 
when  the  notion  strikes  you  to  give  your  business  a 
sudden  spurt ;  it  is  the  daily  fare,  the  daily  bread  and 
meat  of  your  inisiness,  the  fuel  in  your  engine,  the 
juice  in  your  motor;  and  its  purpose  is  not  to  move 
dead  stock  from  your  shelves ;  not  to  close  out  a  line 
of  odds  and  ends ;  not  to  bring  in  a  crowd  of  bargain 
hunters.  That's  only  a  side  issue,  a  mere  incident  in 
the  real  work  of  advertising. 

To  Build  Up  Trade 

The  chief  purposes  of  your  advertising  should  be 
to  build  up  permanent  trade;  to  make  the  people  ot 
your  community  kxjk  to  you  as  the  leader,  the  head- 
quarters in  your  lines ;  to  make  them  think  of  you  and 
of  your  place  of  business  every  time  they  see  a  pair  of 
shoes  ;  to  convince  them  that  they  need  not  send  to 
some  neighboring  city  for  shoes  as  long  as  you  are 
this  side  of  the  village  cemetery ;  to  prove  to  them  that 
in  quality,  price  and  in  service  you  have  everybody  in 
the  state  skinned  a  mile;  to  make  your  fellow  towns- 
men and  their  country  cousins  bitter  partisans  of  yours, 
ready  to  blow  about  you  and  brag  about  you  and 
light  for  you  if  necessary. 

That's  what  your  advertising  must  do  for  you! 
'i  hat's  the  kind  of  advertising  that  will  pay  dividends' 

Von  will  never  build  the  business  nor  make  the 
profits  which  are  possible  for  you  until  you  abandon 
systematic,  i)ersistent,  business-like  method. 

Have  an  Appropriation 

Make  an  advertising  ajjpropriation  and  stick  to  it. 
Every  pair  of  boots  which  leaves  your  shop  must 
bring  you  its  original  cost  plus  a  percentage  to  cover 
the  cost  of  doing  lousiness,  plus  another  percentage  ot 
profit.  Now,  your  cost  of  doing  business  must  in- 
clude rent,  and  insurance  and  salesmen's  wages,  light, 
heat,  ta.xes,  interest  on  investment,  advertising,  and 
the  score  of  incidentals  that  enter  into  the  operation 
of  a  retail  shop.  And  these  charges  are  fixed  against 
cverv  pair  of  shoes,  ^'ou  must  meet  them  without 
cjuestion  or  (j nibble.  If  you  had  a  bad  day  yesterday 
and  your  sales  fell  away  below  the  normal  average, 
von  don't  say  that  you'll  have  to  cut  down  clerk  hire 
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and  suspend  your  best  salesmen  until  trade  picks  up. 
You  don't  say  that  you'll  cut  down  your  rent  and 
move  for  a  day  or  two  to  a  side  street.  You  don't  say 
that  you'll  save  the  wear  and  tear  on  the  sign  over 
your  door  and  take  it  down  for  a  day  or  two.  You 
don't  say  that  you'll  save  taxes  and  rush-  up  to  the 
city  ofificials  and  ask  them  to  lay  off  the  firemen  and 
policemen  and  shut  down  the  waterworks  and  turn 
off  the  electric  lights  until  business  picks  up.  Oh,  no. 
You  wouldn't  think  of  that.  And  yet  that's  exactly 
what  3^ou  do  with  your  advertising ! 

False  Economy 

Your  advertising— if  it  is  advertising  worthy  of 
the  name — is  your  best  salesman,  and  yet  you  don't 
hesitate  to  lay  it  oft"  indefinitely  because  business  was 
bad  yesterday^. 

Your  advertising  is  a  bigger  factor  in  your  business 
than  your  loca:!on — and  you'll  move  it  down  to  a  back 
street  or  off  the  city  map  because  you're  not  feeling 
right  to-day. 

Your  advertising  is  the  big  sign  over  your  door 
and  you'll  take  it  down  and  store  it  in  the  cellar.  Your 
advertising  is  your  most  profitable  and  most  econom- 
ical tax  for  insurance  against  loss,  and  yet  you'll  light- 
ly "save"  that  expense  for  a  few  days  if  your  dinner 
or  business  conditions  don't  exactly  suit  you. 

Now  why?  Why  this  difference?  You  have  an 
answer.  You  say,  "Oh,  I  cannot  lay  off  my  clerk 
without  losing  him ;  I  cannot  change  my  location 
without  losing  it ;  I  cannot  suspend  my  insurance 
without  losing  my  protection — but  advertising  is  dif- 
ferent. Advertising  is  a  faithful  dog.  I  can  kick  it 
into  the  street  whenever  I  feel  like  it  and  he  wags  his 
tail  and  comes  back  again  when  I  want  to  wipe  my 
feet  upon  him." 

I  say  to  you  NO  !  Advertising  is  not  different.  Ad  - 
vertising is  a  great  force  in  business  and  many  good 
and  many  foolish  claims  are  made  for  it,  but  it  is  not 
greater,  nor  more  powerful  than  any  other  factor  of 
your  business.  It  can't  do  the  impossible.  If  you 
expect  to  get  any  good  from  it  you  must  keep  it  on 
the  job,  make  it  work  while  you  sleep,  and  give  it  the 
.same  chance  that  you  give  the  other  factors  which  are 
making  for  your  success  and  business  growth. 

The  Newspapers 

Farm  paper  advertising  is  good  advertising  for 
you,  if  you  let  the  people  on  the  farms  know  that  you 
carry  brands  that  are  advertised  in  farm  papers.  Get 
from  the  manufacturer  duplicates  of  the  advertise- 
ments which  he  runs  in  papers  of  general  circulation 
and  reproduce  them  in  your  local  paper  over  your  own 
name.  Tie  up  with  his  advertising.  Hook  it  up  to 
your  store.  Don't  say  that  you  will  not  advertise 
some  one  else's  goods.  You  are  advertising  your  own 
goods.  When  you  buy  stock  from  the  manufacturer 
and  put  it  in  your  store,  it  is  no  longer  his  goods  but 
your  goods.  The  wideawake  manufacturer  is  doing 
his  part  to  create  a  permanent  demand  for  those  goods, 
to  help  you  sell  your  goods,  and  you  are  overlooking 
a  big  opportunity  when  you  do  not  take  advantage  of 
the  advertising  the  manufacturer  does. 

Mail  Order  House  Gets  Trade 

More  than  half  the  people  of  the  United  States 
live  on  farms  and  in  towns  of  less  than  2,500  popula- 
tion, ^"et  only  one-fifth  of  the'  total  retail  business 
of  tlie  country  is  done  in  these  small  communities. 
Now  this  does  not  mean  that  the  half  of  our  popula- 
tion which  ]i\  cs  in  cities  eat  and  wear  four  times  as 


much  as  the  country  half.  It  means  that  our  countr}' 
people  do  a  big  share  of  their  buying  in  the  cities  in- 
stead of  from  their  local  dealers.  It  means  that  one 
mail  order  house  alone  did  a  ninety  million  dollar 
business  with  the  country  people  last  year.  It  means 
that  the  country  towns  and  the  small  retailers  are  not 
as  prosperous  as  they  would  be  under  other  conditions. 

And  this  existing  condition  is  not  the  result  of  in- 
ate  cussedness  on  the  part  of  the  farmer  and  his  fam- 
ily. The  farmer  has  a  right  to  buy  wherever  he  thinks 
he  can  get  the  best  value  for  his  money. 

Neither  is  it  the  result  of  any  unnatural  inordinate 
greed  on  the  part  of  the  people  who  sell  goods  by  mail 
or  on  the  part  of  the  men  who  run  big  retail  establish- 
ments in  the  large  cities.  No,  they  have  a  legal  right 
and  a  moral  right  to  reach  out  and  get  all  the  busi- 
ness they  can  get  by  honest,  legitimate  methods. 

The  cities  of  the  United  States  of  2,500  and  more, 
do  80  per  cent,  of  the  retail  business  of  the  country 
because  of  advertising !  That's  the  answer.  That's 
the  Alpha  and  Omega  of  the  secret.  Advertising. 
Conscious  and  unconscious  advertising.  Self  adver- 
tising and  advertising  of  loving  friends,  and  I'm  afraid 
advertising  by  enemies,  too.  Advertising  they  pay  for 
and  advertising  that  is  showered  upon  them. 

The  small  town  as  a  community  is  handicapped 
by  the  great  volume  of  free  advertising  which  the 
larger  town  naturally,  inevitably  and  legitimately  gets. 
The  small  town  dealer  is  handicapped  by  that  enchant- 
ment which  distance  lends  to  the  view  of  the  larger 
city — to  say  nothing  of  the  vigorous,  persistent  and 
highly  efficient  advertising  of  the  city  merchants. 

And  there  is  but  one  way  to  overcome  that  handi- 
capped condition.  Damning  the  mail  order  houses 
won't  do  it.  Boycott  and  blacklist  won't  do  it.  You 
can't  get  a  state  law  or  a  national  law  that  will  do  it. 
But  you  can  do  it  by  letting  the  people  of  your  com- 
munity know  what  you  have  for  them ;  the  advantages 
you  offer  them ;  the  services  you  can  give  them.  You 
can  do  it  one  way  and  in  only  one  way  and  that  is  by 
systematic,  persistent,  sane  and  judicious  publicity. 


Rubber  Footwear  Imports 

The  imports  of  rubber  boots  and  shoes  are  increas- 
ing. About  $8,700,000  worth  of  rubber  footwear  is 
sold  annually  in  Canada,  and  of  this  $92,000  were  im- 
ported during  the  year  ended  March  31,  1913.  For 
the  ten  months  ending  January  last  however  the  im- 
ports were  $131,000  or  at  rate  of  $157,000  per  annum. 
The  following  are  the  official  figures  for  the  fiscal 
periods : — 


Ten  months 
1914  . 


Great  Britain  $37,566 

United  States   .  .  93,630 

Other  Countries   15 


$131,211 


Year  ending- 
March,  1913 

$  8,681 
83,048 
15 

$91,744 


The  latest  novelty  in  tongues  and  buckles  for 
women's  pumps  is  a  Colonial  tongue  of  unusually  large 
size.  The  buckle  is  covered  with  the  same  leather  and 
material  as  the  tongue  is  made  from,  matching  the  ma- 
terial and  colour  of  the  pumps. 


The  sooner  you  start,  the  soOner  you  are  likely  to 
get  there.  Taking  your  time  getting  under  w^ay  never 
wins  anv  races. 
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Meddlesome  Employers 

The  failure  of  lieafls  of  deparlmciits  in  lai^e  stcjre.s 
to  make  good  is  iiol  always  due  to  then-  meapacity. 
Sometimes  it  is  due  to  the  aeticju  ui  the  management. 

When  a  man  is  given  charge  of  a  department  he 
should  be  given  a  free  hand.  If  the  employer  is,  to 
use  a  slang  phrase,  always  "butting  in"  and  interfer- 
ing with  and  upsetting  the  plans  of  the  department 
manager,  there  is  bcnuid  to  be  friction  and  ultimate 
failure.  And  yet  one  occasionally  meets  with  em 
ployers  who  do  this.  They  are  as  a  rule  hard  workers 
themselves  and  get  the  idea  into  their  heads  that  no 
one  can  do  anything  right  but  themselves.  The  centre 
and  circumference  of  tiicir  conlidence  is  reposed  in 
themselves.  Consecpieiitly  they  cauiujt  kec])  from 
meddling. 

'J'he  first  essential  of  g(]od  management  is  the  abil- 
ity to  relegate  to  others  the  dut}'  ot  looking  after  de- 
tails, reserving  to  themselves  the  i)laiming  of  cam- 
paigns and  the  general  oversight  of  tiie  business.  This 
IS  the  policy  of  tiie  large  department  stores,  and  it  is 
the  only  policy  tiiat  will  succeed  in  any  store  which  is 
departmentalized. 

'I'he  head  of  a  departiiH-nt  lliat  cainiot  be  gi\en  re- 
sponsibility should  Hot  be  ajipointed  to  sucii  a  position. 
If  lie  has  been  appointed  and  does  lujt  make  good  he 
should  be  superseded.  Hut  when  appointed  he  slunild 
be  gi\eii  a  chance  to  make  gocjd,  which  he  is  not  given 
when  the  em])loyer  is  meddlesome. 


Twentieth  Century  Advice 

1  ell  me  in)t  in  uiouriilul  numbers 

Advertising  is  a  dream, 
h"or  the  business  man  wlio  slumlters 

lias  no  chance  to  skim  the  cream. 

I.ife  is  real !    Life  is  earnest ! 

Competition's  something  fierce; 
If,  for  dividends  thcju  y earnest, 

Learn  the  parry,  thrust  and  tierce. 

In  the  business  field  of  battle 
Mollycoddles  have  no  ])lace  ; 

J!e  not  like  dumb,  driven  cattle — 
Be  a  live  one  in  the  race! 

Lives  of  great  men  all  remind  us 
We  cas  bring  the  bacon  home, 

And,  departing,  leave  behind  us 
Footprints  on  somebody's  dome! 

Let  us,  then,  be  uj)  and  doing, 
(Otherwise,  we  may  be  done ; 

Still  achieving,  still  pursuing, 
.Advertise  and  get  the  mon' ! 


Some  Shoes  Cause  Illness 

it  may  seem  strange  to  some  who  read  the  above 
that  such  a  thing  is  possible  but  to  those  who  have 
given  the  matter  any  thought  at  all  it  is  very  evident 
that  improperly  fitted  shoes  are  the  cause  of  all  cal- 
louses, corns  and  imperfections  of  the  feet.  .Also  in 
nearly  all  cases  of  fallen  arch  the  cause  may  be  very 
plainly  traced  to  short  shoes  in  the  first  place. 

This  a  large  and  interesting  subject,  which  would 
require  considerable  space  to  go  into  in  detail,  yet  all 
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know  that  a  jjerscjii  whose  feet  hurt  him,  for  whatever 
reason,  is  not  well.  lie  cannot  meet  others  agreeably 
as  he  shcnild.  lie  takes  ofTense  at  the  slightest  thing 
and  yet  if  you  were  to  tell  him  that  his  shoes  were 
too  short  he  would  immediately  resent  your  statement. 

'I  his  now  brings  us  t<j  the  point  of  scientific  fitting 
which  will  prove  of  value  to  those  who  insist  on  hav- 
ing their  fcKjtwear  fitted  acccjrdingly. 

it  is  very  easy  for  one  to  know  whether  he  has 
been  properly  fitted  or  not  by  the  following  simple 
test : 

When  buying  a  pair  of  shoes  do  not  pay  any  atten- 
tion to  where  the  toes  are  in  the  shoe,  because  some 
people's  toes  are  long  and  some  '<irt  short,  but  see  that 
the  ball,  which  is  the  widest  part  of  your  foot,  is 
placed  properly  in  the  shoe.  The  proper  jilace  for  the 
widest  part  of  the  focjt  is  in  the  widest  part  of  the 
shoe.  You  say,  "Well,  that's  perfectly  simple."  Of 
course  it  is,  but  if  you  will  draw  a  line  across  the 
widest  part  of  the  sole  of  your  shoe  and  notice  if  the 
widest  part  of  your  foot  lies  at  this  point,  many  of  you 
will  find  it  one-sixth  tcj  one-third  of  an  inch  nearer  to 
the  end  of  the  shoe  than  it  should  be,  which  makes  it 
a  hall  or  a  whole  size  too  short. 

This  will  cause  the  leather  in  the  shoe  to  draw  and 
wrinkle  under  the  arch  so  it  d(jes  not  fit  up  .>nugly. 
It  will  cause  the  buttons  or  lacing  to  be  out  of  line  and 
will  soon  throw  your  whole  shoe  out  of  shape. 

Many  a  good  shoe  is  spcjiled  by  poor  fitting. 

It  also  causes  your  shoe  to  wear  in  the  wrong 
])lace  on  the  sole  and  causes  a  strain  tcj  l)e  placed  on 
It  where  a  strain  was  never  intended.  Then  you  re- 
cei\  e  only  half  the  proper  amount  of  wear  out  of  your 
shoes,  and  what  is  worse,  it  aftects,  as  1  said  before, 
your  general  health. 

.\o  one  should  ever  have  any  trouble  with  his  feet 
(jii  account  of  improperly  fitted  footwear  when  a  scien- 
tific fit  is  so  easily  secured. 

Jf  you  are  fitted  in  the  right  last  you  do  not  need 
so  wide  a  shoe  as  when  you  are  titted  short,  but  be 
sure  to  secure  the  proper  width  to  hold  your  foot  up  in 
the  back  of  the  shoe  where  it  belongs  and  give  your 
toes  room. 

You  will  be  surjjrised  to  see  how  much  neater  and 
smaller  an  appearance  your  feet  will  have. 

I  hope  that  all  who  read  this  and  are  troubled  in 
any  way  with  their  feet  will  try  scientific  fitting  and 
secure  foot  comfort  by  having  their  shcjes  ])lentv  long 
enough. 


As  a  man  is  judged  by  his  appearance,  so  is  the 
store.  Perhaps  }ou  are  unable  to  install  a  new  front 
just  now.  but  you  can  make  your  window  trims  attrac- 
tive. 


One  of  the  Montreal  manufacturers  is  showing  a 
novelty  in  infants'  soft  sole  shoes.  It  is  known  as 
a  tango  shoe,  and  is  made  in  various  shades  and  col- 
ors with  straps. 


"Footwear  in  Canada"  will  be  at  Booth 
No.  68  at  the  Boston  Shoe  and  Leather  Fair. 
Be  sure  to  look  us  up.  Write  us  now  for 
free  tickets. 
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The  Shoe  and  Leather  Fair 

THE  National  Shoe  and  Leather  Fair  to  be  held 
at  Boston,  July  8th  to  15th,  promises  to  be  the 
most  successful  one  ever  held.     The  entire 
area  in  the  two  large  halls  of  the  Mechanics 
Institute  will  be  taken  up  with  exhibits,  all  the  avail- 
able space  having  been  apportioned  into  booths.  The 


The  Mechanics  Institute,  Boston,  Mass. 

exhibits  this  year  will  be  of  exceptional  interest  to 
Canadians,  owing  to  the  large  number  of  British  and 
Canadian  exhibitors.  There  was  a  certain  section 
reserved  by  the  management  for  Canadian  and  British 
exhibitors,  but  so  great  was  the  demand  for  space  that 
the  allotted  number  of  booths  were  soon  taken  up, 
and  the  management  had  to  increase  the  size  of  this 
section. 

Boston  is  the  hub  of  the  world's  shoe  and  leather 
industries,  and  a  visit  to  the  Fair  will  amply  repay  any- 
one connected  with  the  shoe,  leather  or  allied  trades. 
If  you  are  thinking  of  going,  be  sure  to  drop  us  a  line 
and  we  will  send  you  a  free  ticket  of  admission  to  the 
building. 

"Footwear  in  Canada"  is  occupying  Booth  No.  68, 
which  will  be  a  Canadian  headquarters.  Here  a  regis- 
ter will  be  kept  showing  names  of  all  Canadian  visi- 
tors to  the  Fair,  and  where  they  are  staying.  In  this 
way  you  will  be  able  to  easily  locate  your  friends  and 
have  your  friends  find  you. 

The  following  is  the  ofificial  programme  for  the 
Fair : 

Wednesday,  July  8th. — Opening  of  National  Shoe 
and  Leather  Market  Fair,  Mechanics'  Building. 

Thursday,  July  9th. — Harbor  excursion  and  dinner 
at  Nantasket,  complimentary  to  visiting  members  of 
tlie  trade. 

Friday.  July  10th. — National  Shoe  Retailers'  Asso- 
ciation Day,  with  meetings  at  Mechanics'  Building. 

Saturday.  July  11th. — Shoe  Factory  and  Superin- 
tendents' Day.    Meeting  at  Mechanics  Building. 

Monday,  July  13th. — Special  Canadian  Day. 

Tuesday,  July  14th. — Automobile  trip  to  United 
Siioe  Machinerv  Company's  factories  at  Beverlv- 

Wed  nesday,  July  15th. — New  England  Trade  Or- 
ganization Day  and  closing  of  Fair. 


Rubber  Footwear  Catalogue 

We  have  recently  received  the  daint\'  illustrated 
catalogue  for  1914-15  of  the  Independent  Rubber  Com- 
pany, Limited,  Merritton,  Ont.,  showing  Kant  Krack, 
Dainty  Mode,  Royal  and  Bull  Dog  rubber  footwear. 
It  is  printed  on  excellent  stock  and  quotes  prices  on 
the  entire  wide  range  manufactured  by  the  firm.  It 
siiould  I)e  in  the  hands  of  every  retail  shoeman  and  a 
card  addressed  to  the  company  will  bring  it. 


An  Up-to-date  Canadian  Last  Plant 

A  representative  from  the  Staff  of  "Footwear  in 
Canada"  recently  paid  a  visit  to  the  extensive  plant 
of  the  Boston  Last  Company,  situated  at  Richmond. 
Quebec.  This  plant  has  a  capacity  of  seven  hundred 
pairs  per  day  of  finished  lasts,  and  they  have  just  fin- 
ished this  season's  turning  of  rough  last  blocks  which 
total  over  eight  hundred  thousand.  They  have  four 
of  the  best  model  makers  chosen  from  the  Boston  and 
New  York  factories  of  this  concern,  and  are  in  a  posi- 
tion to  originate  and  furnish  the  very  latest  styles. 
The  plant  is  thoroughly  up-to-date  in  every  respect 
and  one  of  the  largest  plants  on  the  continent ;  they 
are  in  a  position  to  give  exceptional  service  and  the 
prices  are  as  moderate  as  is  consistent  with  the  service 
rendered. 

The  Boston  Last  Company  are  the  only  last  manu- 
facturers in  Canada  and  one  of  the  few  firms  in  this 
line  who  cut  their  own  lumber,  manufacture  their 
rough  last  blocks  and  turn  them  into  the  finished  pro- 
duct. This  firm  possesses  in  Boston  one  of  the  largest 
factories  in  the  United  States,  making  not  only  for 
that  country  but  for  an  extensive  export  trade  as  well. 
Duplicates  of  all  Boston  models  are  furnished  to  the 
Richmond,  Quebec,  factory. 

This  firm  is  the  only  licensee  in  Canada  for  making 
the  celebrated  Krentler  Arnold  B.  B.  Hinge  lasts  and 


Built  over  a  "Boston"  last. 


collapsible  followers,  and  are  therefore  in  a  position  to 
guarantee  to  make  exact  duplicates  in  every  way  of 
any  lasts  turned  out  in  the  United  States,  and  are  also 
able  to  give  assurances  both  as  to  quality  and  manu- 
facture. 

At  the  Richmond  factory  this  firm  also  handles  all 
the  electric  heating  appliances  for  shoe  factories,  of 
wlfich  the  Boston  Last  Company  have  the  exclusive 
control,  and  which  are  used  in  shoe  factories  all  over 
the  world. 


It  may  be  desirable  for  a  business  man  to  take  a 
chance  now  and  then  but  a  man  may  take  a  chance 
without  becoming  a  gambler. 


Don't  forget  the  big  International  Shoe  and  Leather 
Fair  to  be  held  in  Boston,  Mass..  Juh'  8-15.  It  will  pa}^ 
any  shoe  or  leather  man,  manufacturer,  wholesaler  or 
retailer,  to  attend, 


52 


FOOTWEAR    IN  CANADA 


Good  and  Bad  Combinations  in  Shoes 

and  Machinery 


BLACK  leather  will  injure  the  eyesight  <|uicker 
tlum  tan  or  yellow  leather  and  especially  is 
this  true  when  the  surface  is  glossy.  Pnit  when 
both  black  and  tan  are  combined,  as  in  the  case 
of  a  black  vamp  with  tan  quarters,  the  effect  is  still 
worse  at -the  vamping  operation.  Black  \  amp  and  tan 
(|uarters  have  made  their  appearance  upon  the  market 
and  the  writer  sees  no  difference  in  the  general  aspect 
of  footwear  as  between  tan  shoes  covered  with  rubber 
shoes  and  it  is  certainly  a  bad  combination  in  any  kind 
of  a  shoe. 

Take  the  edge  setting  operation,  combined  with  the 
vil)ration  of  the  machine  and  we  have  a  bad  combina- 
tion of  elements  that  hurts  the  eyes  and  the  heart  of  the 
operator.  This  goes  to  show  that  shoemakers  may  be 
to  blame  for  bad  couibinatii ms  nf  parts  in  a  shue  w  hile 
machine  makers  may  be  e.\emi)tcd  from  blame,  al- 
though the  combination  of  the  machine  with  the  shoe 
may  be  bad  for  the  operator.  Combining  gas  with  the 
heating  apparatus  of  a  machine  is  not  conducive  to 
health.  Steam  would  be  better  and  electricity  would 
be  the  best  of  all,  not  only  for  health  but  also  for  best 
possible  results.  Consider  the  outsole  stitcher  and  yon 
will  note  that  the  heat  is  intense  and  properly  so,  since 
the  wax  must  be  kept  in  a  melted  state  until  the  stitch 
is  set  in  the  shoe. 

On  the  other  hand,  consider  the  great  advantage  of 
applying  less  heat  to  the  head  of  the  machine  and  of 
condensing  the  heat  at  those  points  most  needed — 
namely,  on  the  thread-rolls,  looper  and  shuttle.  This 
is  one  reason  why  the  writer  prefers  to  have  the  flame 
directly  on  the  shuttle  and  of  keeping  the  machine 
clean  so  as  to  require  less  heat.  To  obviate  the  objec- 
tion of  the  heat,  cold  wax  has  sometimes  been  substi- 
tuted for  hot  wax.  This  is  no  less  than  suicidal,  as  the 
cold  wax  seam  is  worthless.  Heat  must,  therefore,  be 
combined  with  wax  thread  sewing  machines,  but  the 
quicker  we  have  electricity  to  heat  up  the  wax  and  keep 
the  thread  in  proper  condition  in  the  machine,  the  bet- 
ter for  the  operator  and  for  the  shoe  manufacturer. 

An  excellent  combination  is  the  oiling  of  the  needle 
by  means  of  a  piece  of  oiled  felt  frictioning  against  the 
needle  as  it  goes  back  and  forth  in  the  leather.  When 
operating  at  very  high  speed,  some  welt  sewing  ma- 
chine operators  use  a  larger  needle  than  they  should 
use  to  stop  breakage  by  overheating.  In  such  a  case 
the  oiling  by  means  of  the  felt  is  quite  helpful  and  the 
idea  is  applicable  to  both  curve  or  straight  needle  ma- 
chines. When  trimming  or  cutting  rubber,  if  water  is 
placed  on  the  blade,  it  will  stop  sticking. 

The  term  trimming,  as  meaning  heel  and  edge 
trimming,  does  not  imply  cutting,  as  the  rotary  knives 
do  not  cut,  but  scrape.  If  the  blades  were  positioned 
on  such  an  angle  as  to  really  cut,  the  shoe  would  fly 
out  of  the  operator's  hands  and  in  that  case  water  of- 
fers little  advantage.  A  small  pull  spring  at  the  left  of 
the  welt  sewing  machine  will  hold  the  thread  for  tlie 
operator.  The  application  of  another  spring  to  act  on 
the  welt  guide  is  also  a  fine  thing  to  get  better  results. 
A  small  piece  of  iron,  under  the  wax  pot  will  let  the 
heat  generate  all  around  and  will  overcome  the  burn- 
ing of  the  wax  by  overheating. 


xA  ring  with  a  blade  altaclied  placed  on  the  little 
linger  of  the  McKay  and  up])er  stitching  operatf^rs  will 
save  much  time  as  the  knife  or  scissors  ref|uire  much 
move  time  to  handle  to  cut  off  the  thread  at  every  shoe. 
This  ring  sells  for  25  cents  and  is  a  great  time-saver. 
When  lasting  on  the  consolidated  machine  the  blade  at 
the  toe  is  a  great  cimibination  to  help  last  in  a  heavy 
tip  or  box  toe. 

The  oil  cup  on  tiie  rough  rounder  dropping  a  little 
oil  on  patent  uppers  during  the  operation  is  a  valuable 
help  as  it  saves  time  of  applying  by  hand  and  helps  the 
smooth  feeding  along  with  the  work.  The  rawhide 
guard  on  the  fudge  indenting  machine  will  preserve  the 
ui)per  from  burning  or  discoloring  and  this  guard 
serves  a  \aluablc  purpose,  made  ptjssible  only  with 
rawhide. — Shoe  Topics. 


Derivation  of  the  Word  "Shank" 

"Shank"  is  a  funny  word,  and  ii-eful,  ton.  It  did 
not  come  from  iMr.  Shank,  who  dwned  the  mare  on 
which  people  conuucjniy  travelled  before  steam  loco- 
motives were  built.  It  came  from  the  r)ld  English 
word  "chonke."  This  means  the  part  of  the  leg  be- 
tween the  knee  and  the  foot.  The  meaning  has  been 
broadened.  Now  there  is  a  shank  of  a  shoe,  a  button, 
an  anchor,  a  flower,  a  type,  a  foundry  ladle  and  a  few 
other  things.  There  is  also  the  green-legged  shank  of 
the  bird  family,  and  the  shank  painter,  which  sailors 
can  tell  about,  and  shank  beer  and  shank  pliers.  \'ery 
likely  an  industrious  person  could  hunt  out  several 
other  kinds  of  shanks,  but  this  number  suffices  to  show- 
that  shank  is  a  funny  word. 


The  All  Leather  Shoe  Will  Gome  Back 

An  experienced  American  manufacturer  is  of  the 
opinion  that  the  all-leather  boot,  or  high  shoe,  for 
women  is  coming  back  again.  As  a  matter  of  fact, 
they  are  always  standard,  and  are  sold  right  along, 
though  perhaps  not  considered  this  season  as  strictly  in 
fashion's  eye.  He  says:  "When  calf  leather  began  to 
rise  in  price,  two  years  ago,  shoe  manufacturers  began 
to  substitute  sheep  leather.  This  did  not  give  satis- 
faction to  wearers.  Then  manufacturers  substituted 
fabrics.  The  change  in  the  tarifY  encouraged  the  use  of 
fabrics  and  the  fabric  shoe  has  come  to  its  height  of 
popu!arit\-  in  tlie  present  brocade  silk  whole  quarter 
boot.  It  takes  ])eople  about  two  seasons  to  become 
convinced  that  fabric  does  not  wear  as  well  as  leather, 
and  about  next  fall  will  be  the  time  for  a  new  demand 
for  all-leather  shoes  to  set  in.  It  will  be  met  with 
boots  of  all  leather  that  will  be  better  than  boots 
hitherto  made,  because  manufacturers  will  go  back  to 
good  calf  leather  for  boot  tops,  and  it  will  give  their 
customers  satisfaction." 


The  man  who  can't  do  business  without  losing  his 
temper  when  things  don't  go  to  suit  him,  can't  do  busi- 
ness with  me. 
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THE  branch  of  the  Canadian  Con- 
soHdated  Rubber  Compan}^  at 
Calgary  is  presided  over  by  A.  C. 
McGiverin.  He  was  formerly 
connected  with  the  Winnipeg  office  in  dif- 
ferent capacities  and  has  persistently 
"made  good'  ever  since  joining  the  stall 
in  1907.  Before  being  promoted  to  the 
managership  of  the  Calgary  Branch,  he 
iiad  charge  of  the  Regina  one.  He  is  an 
excellent  salesman  and,  besides  his  indoor 
duties,  he  looks  after  the  Calgar}^  custom- 
ers and  deserves  much  credit  for  the  suc- 
cess of  Calgary  Branch. 

G.  H.  Connolly 
Mr.  Connolly  has  been  with  the  com- 
pany since  1910,  having  been  transferred 
to  Calgary  from  the  Halifax  Branch.  He 
is  a  bright,  energetic,  successful  salesman, 
and  is  well  liked  by  the  traae  upon  whom 
he  calls  in  Southern  Alberta. 

A.  Parks 

Mr.  Parks  joined  the  staff  at  Winni- 
peg in  1911,  and  was  employed  in  the 
order  department.  In  1912,  lie  was  trans- 
ferred to  the  Calgary  office.  He  is  dili- 
gent and  painstaking  in  his  work,  and 
these  qualities  soon  won  for  him  a  posi- 
tion as  salesman.  He  covers  the  Soutli 
Eastern  part  of  Alberta  ana  is  doing  an 
excellent  business. 

F.  H.  Cookson 

Mr.  Cookson  commenced  his  business 
career  as  messenger  boy  with  Robt.  Neil, 
a  boot  and  shoe  merchant  of  Peterbor 
ough,  Ont.,  who  has  a  chain  of  stores  iii 
different  parts  of  that  province.  After  be- 
ing with  Mr.  Neil  a  few  years,  he  was 
given  charge  of  the  branch  in  Woodstock. 
Mr.  Cookson  at  that  time  was  only  nine 
teen  years  of  age,  and  after  remaining  in 
this  position  for  one  year,  decided  to  try 
another  occupation.  For  about  two  years 
he  taught  school  at  Hallsbridge,  Ont.,  bul: 
getting  the  Western  fever  decided  to  go 
W  est.  Arriving  in  Winnipeg,  he  secured 
a  position  with  Geo.  Ryan,  but  soon  after 
left  him  to  go  to  the  Jas.  McCready  Company,  Limit- 
ed, which  firm  transferred  him  to  Calgary  in  1907, 
where  he  was  given  the  position  of  salesman.  In  Jan- 
uary, 1911,  lie  accepted  a  position  with  the  Canadian 
Consolidated  Rubber  Company. 


Higher  Prices  for  Shoes  in  England 


The  United  States  Con- 
writes  as  follows: — 


til  in  Nottingham,  En'^land, 


uui 


"In  the  last  three  mouths  retailers  of  boots 
shoes  have  advanced  the  prices  on  certain  grades  as 
much  as  50  cents  per  pair.  The  heavier  grades  are  the 
ones  most  affected.  Shoes  that  now  sell  for  $4.50 
formerly  sold  for  $4.  The  retailers  state  that  increased 
cost  of  the  raw  materials  is  the  reason,  and  that  either 
the  prices  had  to  be  ad\anced  or  else  the  quality  had 


to  be  cheapened.  There  have  been  some  wage  increas- 
es but  these  are  slight. 

"Exports  of  leather  to  the  United  States,  so  far  as 
this  district  is  concerned,  are  increasing,  while  the  ex- 
ports of  skins,  both  calf  and  salted  sheep,  are  declining. 
Exporters  of  hides  explain  this  by  saying  that  the  re- 
moval of  the  duty  on  manufactured  leather  gives  an 
advantage  to  the  British  leather  manufacturer  over 
American  manufacturers  in  competitive  prices,  and  the 
increase  in  American  trade  increases  the  demand  for 
skins  here  with  a  corresponding  decrease  in  the  de- 
mand for  skins  in  the  United  States." 


If  you  buy  on  special  terms,  see  that  those  terms 
are  incorporated  in  your  copy  of  the  order. 


Don't  take  the  agent's  word  for  what  your  fire  in- 
surance policies  contain.    See  for  yourself. 
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Western  Travellers,  and  Factory  of  Chas.  A.  Ahrens, 

Limited 


H.  E.  Wetlaufer. 


D.  H.  Musselman. 


Wooden  Heels  on  Welt  Footwear 


The  danger  is  that  many  manufacturers  will  make 
this  shoe  on  lasts  that  are  too  large  through  the  heel 
seat  for  the  following  reason :  The  last,  upper  and 
counter  must  all  come  within  the  space  allowed  on  the 
wood  heel  as  made.  Years  of  experience  have  educat- 
ed the  manufacturers  of  turned  footwear  to  the  fact 
that  the  heel  ])art  on  the  last  must  be  kept  inside  cer- 
tain limits,  owing  to  the  limited  space  on  the  surface  of 
the  wood  heel  used  on  this  kind  of  work. 

On  welted  footwear  there  have  been  no  restrictions 
or  limits  placed  upon  the  last  man  or  the  shoe  manu- 
facturer, the  result  being  that  many  manufacturers 
have  lasts  in  use  that  are  too  large  througli  the  heel 
part  to  fit  the  foot  correctly.  If  this  kind  of  a  last  is 
used  to  make  footwear  with  wood  heels,  the  shoe  will 
not  have  a  good  appearance,  neither  will  the  shoe  prove 
satisfactory  to  the  wearer.  Many  shoes  are  sold  on  the 
widths  D  and  E ;  the  heel  of  shoes  made  on  a  last  with 
wide  seat  will  bulge  over  the  sides  of  the  wood  heel, 
giving  the  shoe  the  appearance  of  carr^'ing  too  small  a 
heel. 

Owing  to  the  favor  with  which  llie  turn  shoe  has 
been  received  by  the  trade  in  general,  there  has  devel- 
oped a  desire  on  the  part  of  some  dealers  to  carry  a  line 
of  shoes  made  up  as  welts  which  will  have  the  general 
appearance  of  the  stylish  footwear  now  produced  in 
turn  goods. 

Welt  footwear,  made  with  all  the  rakish  heel  effects 
now  prevailing  in  turns,  which  can  be  worn  out  of 
doors  in  all  kinds  of  weather  is  the  shoe  many  dealers 
think  will  prove  desirable  to  handle — shoes  made  with 
full  Louis  heel,  also  with  one-half  Louis,  Spanish  heel 
and  kidney  heel.  .All  the  heels  made  on  welts  than  can 
be  retailed  at  popular  prices  will  appeal  to  the  l)est 
trade  at  the  present  time. 

To  the  average  woman's  eye  to-day  the  part  of  the 
shoe  that  appeals  to  her  fancy  is  the  heel,  therefore,  if 
that  has  the  ginger  in  its  make-up,  the  rest  is  easy. 

The  shoe  manufacturer  is  at  this  time  confronted 
with  the  question  of  whether  he  will  fit  up  this  welt 


shoe  witli  wood  heel  or  pass  it  by.  To  prove  that  it  is 
no  more  fad.  we  have  only  to  go  back  some  thirty 
years  and  we  find  that  at  that  time,  when  we  had  no 
such  facilities  for  turning  out  footwear  as  at  present, 
shoes  were  made  in  large  quantities  with  what  were 
called  "O.  G."  heels,  French  heels  and  one-half  I-"rench 
heels.  These  heels  had  the  same  relation  to  the  shoe 
of  that  day  that  the  present  styles  of  heels  have  to  the 
footwear  now  made. 

It  is  well  at  this  time  to  recall  the  old  adage  of  the 
pendulum  which  swings  first  one  way,  then  the  other 
and,  from  the  moment  the  line  of  direction  is  laid  out. 
nothing  can  swerve  it  from  reaching  the  full  length  of 
its  distance  to  travel.  This  reached,  the  jiendulum 
swings  in  the  opposite  direction.  The  pendulum  now 
has  a  tendency  to  swing  to  the  welt  shoe  with  a  wood 
heel,  and  the  wise  manufacturer  is  he  who  takes  ad- 
vantage of  the  opportunity  that  has  presented  itself  to 
the  trade. 

Many  manufacturers  are  fitted  out  witli  lasts  for 
welts  that  on  the  widths  D  and  E  are  too  full  at  the 
seat  to  carry  the  wood  heel.  When  this  condition  is 
found,  the  only  remedy  is  to  have  the  lasts  shaved 
down  to  make  them  small  enough  to  properly  take  the 
wood  heel  as  put  on  turned  footwear. 

The  average  shoe  manufacturer  has  paid  too  Httle 
attention  to  the  proper  standard  for  the  size  of  the  heel 
part  of  his  lasts  when  placing  his  orders.  The  time  has 
now  come  for  every  live  manufacturer  who  has  invest- 
ed his  money  in  a  plant  for  manufacturing  shoes  to 
look  well  into  the  matter  of  properly  standardizing  his 
outfit,  whether  the  subject  is  lasts  or  patterns. 

Tlie  present  conditions  will  prove  to  many  manufac- 
turers that  they  have  been  neglecting  a  very  important 
part  of  the  detail  work  in  their  business  by  not  keeping 
the  back  part  of  their  lasts  alike  and  in  knowing  per- 
sonally that  their  lasts  were  correct  through  the  seat, 
so  that  either  a  leather  or  wood  heel  could  be  attached 
to  the  shoe. 

If  the  last  was  made  to  take  the  wood  heel,  the  fit- 
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ting-  of  the  shoe  on  the  foot  would  be  improved  as  the 
turn  boot  has  nothing  to  keep  it  on  the  foot  except  the 
snug  fitting  quahties  through  the  heel  part,  the  turn 
being  so  light  and  flexible,  it  must  fit  closely  through 
the  heel  in  order  to  keep  it  on  fhe  foot. 

As  the  wood  heel  is  a  fixed  and  rigid  affair,  and  can- 
not be  changed  or  altered  when  once  made  ready  for 
attaching  to  a  shoe,  the  lasts  which  are  to  take  wood 
heels,  must  be  made  the  correct  size  at  the  heel  seat  to 
fit  the  wood  heel,  due  allowance  being  made  for  the 
room  taken  up  by  the  upper  and  stittening,  or  shoe 
counter  used.  The  attaching  of  wood  heels  and  of 
leather  heels  to  a  shoe  are  two  different  propositions, 
but  the  difficulties  can  be  easily  overcome  if  the  manu- 
facturer will  take  the  trouble  to  personally  handle  the 
matter  himself. 

The  imitation  Louis  heels,  that  has  a  finished  front 
to  look  like  the  sole  leather,  brings  to  the  shoe  manu- 
factui'er  25  cents  a  pair  more  than  leather  heels ;  the 
shoe  with  the  sole  split  at  the  back  part  to  allow  the 
front  of  the  wood  heel  to  be  covered  by  the  split  com- 
ing up  the  front  of  heel  (full  Louis)  will  bring  the 
manufacturer  50  cents  per  pair  more  than  leather  heels. 

For  the  manufacturer  who  has  been  making  welts 
exclusively  this  means  simply  changing  the  conditions 
that  he  will  be  obliged  to  work  under.  If  he  is  in 
doubt  how  to  make  these  slioes  with  wood  heels,  he 
should  buy  a  few  pairs  of  well  made  turns  with  differ- 
ent style  lieels,  such  as  he  desires  to  reproduce,  then 
pull  off  the  wood  heels  on  the  shoes  bought,  and  see 
how  the  .other  fellow  made  his  joints  at  the  wood  heel 
where  it  meets  the  leather  sole  part  of  the  shoe. 

A  few  trials  will  soon  show  that  nothing  is  difficult 
when  started  right,  although  the  work  requires  more 
care  and  time,  this  condition  will  soon  adjust  itself. 
The  manufacturer  should  start  this  work  under  his  own 
observation  in  order  to  know  just  what  he  is  up  againsL 
not  leave  it  so  some  employee  who  will  not  have  the 
same  stimulus  to  make  it  work  out  right  and  keep  down 
the  expense  of  the  operation. 

The  situation  is  placed  as  clearly  as  possible  before 
the  shoe  manufacturer  and  now  it  is  for  him  to  get 
busy  and  make  shoes  with  wood  heels,  with  all  the  snap 
and  ginger  possible  to  get  into  them.  With  shoes  made 
up  welt  and  sold  at  prices  low  enough  for  the  masses 
to  purchase,  there  should  result  a  business  for  the 
manufacturer  and  retailer  which  will  be  satisfactory  to 
both. — American  Shoemaking. 


Some  Salesman 

What  do  you  think  of  a  salesman  in  a  retail  shoe 
store,  whose  total  sales  for  one  year  amounted  to  $47,- 
850?  This  is  the  record  established  by  Ben  Emden, 
of  llouston,  Texas.  The  following  is  an  account  of 
how  lie  handles  customers  during  a  rush.  Mr.  Emden 
.says : 

"I  first  measure  a  customer's  foot,  and  ask  if  lie 
\\anls  a  business  or  a  dress  shoe.  When  he  tells  me 
the  kind,  I  get  his  size  and  say,  'Just  stand  on  them  a 
lew  minutes  and  see  how  they  feel.  We  want  to  be 
sure  of  the  fit  before  we  decide."  Then  turn  to  another 
customer  and  do  the  same  thing,  (io  l)ack  to  No.  1 
and  say:  'Do  they  feel  perfectly  comfortable?'  Then 
lake  uj)  No.  3,  show  him  a  shoe  to  look  at.  By  that 
time  No.  1  is  ready  to  pay,  so  is  'No.  2,  then  lit  No.  3 
and  keep  it  up  as  long  as  the  rush  lasts. 

"I  tiiink  it  could  not  be  done  in  tiie  women's  depart- 
ment; in  fact  I  know  it  could  not  be  done.    In  selling 
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this  amount  I  did  not  have  in  mind  making  any  record 
for  sales.  I  just  like  my  business  well  enough  to  keep 
a  record  of  my  sales  as  well  as  a  record  of  the  size 
my  customers  wear,  which  is  also  a  great  help  in  sell- 
ing shoes.  When  I  am  selling  shoes  I  am  talking- 
shoes,  not  baseball,  or  family  affairs.  It's  shoes  with 
me.    Try  it,  it's  good." 


Store  Gets  Morning  Trade 

An  Iowa  merchant  has  solved  the  problem  of  get- 
ting customers  into  his  store  at  least  one  morning  in 
the  week,  in  an  original  and  effective  manner. 

In  order  to  increase  its  Saturday  morning  sales, 
this  store,  which  catered  especially  to  suburban  trade, 
advertised  that  it  would  give  a  lunch  check  free  with 
every  purchase  totalling  over  a  certain  amount,  pro- 
vided that  it  was  made  before  noon.  These  checks 
were  good  in  the  week  following  at  a  designated  res- 
taurant. 

A  $3  purchase  entitled  the  customer  to  a  25  cent 
lunch,  and  5  cents  was  added  for  each  additional  dollar 
spent.  Where  formerly  about  a  quarter  of  the  Satur- 
day buying  was  done  before  12  o'clock,  nearly  half  of 
this  trading  is  now  done  in  the  morning  hours. 


Clock  Turns  off  Window  Lamps 

One  cannot  afford  to  run  the  window  lights  all 
night,  but  it  is  not  difficult  to  arrange  so  the  lights 
will  cut  off  automatically  at  any  desired  hour.  A  sim- 
ple method  is  as  follows :  Attach  a  cord  to  the  lever 
used  for  switching  off  the  lights,  or  if  a  button  is  used, 
have  a  level  installed  instead.  Fasten  the  other  end  of 
the  cord  to  the  windup  key  on  the  back  of  an  alarm 
clock,  the  key  that  winds  up  the  alarm  part.  Fasten 
the  clock  firmly  to  the  door  or  to  a  block  in  such  a 
position  that  the  cord  will  be  tight  and  not  too  long. 
Set  the  alarm  at  the  hour  it  is  desired  to  cut  off  the 
lights.  When  the  alarm  goes  ofT  and  the  key  turns 
around  it  will  wind  up  the  cord  and  pull  the  lever,  thus 
cutting  out  the  lights  as  desired. 


He  Never  Loses  a  Customer 

"One  of  the  things  on  which  I  believe  my  success 
is  founded,"  said  a  shoe  dealer,  "is  that  I  always  make 
it  a  point  never  to  lose  a  customer.  I  take  it  for  grant- 
ed when  she  comes  in  to  buy  my  goods  she  knows 
what  she  wants,  and  I  give  it  to  her.  She  doesn't 
come  to  argue  with  me,  she  comes  to  buy  something 
she  needs. 

"If  I  must  lose  something,  I  lose  the  sale,  l)ut  never 
the  customer.  If  I  haven't  got  what  she  asks  for,  I 
frankly  tell  her  so.  She  may  take  a  substitute,  but  I 
never  try  to  force  it  on  her.  If  I  haven't  got  what  she 
wants,  I  go  to  any  extreme  in  order  to  get  it  for  her, 
even  if  I  have  to  buy  it  from  a  competitor.  I  save  her 
the  work  of  looking  for  it.  It  may  take  quite  a  little 
of  my  valuable  time  to  get  it  for  her,  but  in  the  long- 
run  it  pays  me,  for  I  have  pleased  her  by  my  cour- 
teous attention  and  have  kept  her  trade.  I  save  her 
the  trouble  of  running  around  to  various  other  places 
for  something  I  know  right  where  to  get. 

"That  isn't  merely  an  accommodation  on  my  part, 
it's  real  business,  it's  service,  the  best  kind  of  service, 
the  kind  that  wins  her  over  to  my  store  and  keeps 
her  as  a  regular  customer." 
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Conquest  of  Shoemaking  Diseases 

"Sliociiiakcr's  knee"  is  an  almost  lorgollcn  disease 
among  shoemakers,  it  was  caused  by  slioemakers 
holding-  a  lap-stone  on  the  knees  and  poundmg  on  it. 
It  was  wiped  out  when  shoemakers  ceased  to  use  lap- 
stones.  Consumption  was  once  so  common  among 
shoemakers  that  medical  societies  offered  rewards  for 
methods  of  preventing  it.  it  was  caused  Ijv  shoemak- 
ers bending  over  then-  lasts  and  crampnig  their  lung.> 
when  they  worked,  i'lie  chief  cause  of  it  was  wiped 
out  when  machines  were  introduced  into  factories  and 
men  stood  up  to  run  the  machines. 

It  was  thought  tiiat  occupational  diseases  of  shoe- 
makers were  conquered.  But  "The  Survey"  reports 
a  case  at  the  Massachusetts  General  Hospital,  Boston, 
of  a  man  who  complains  of  a  dull  and  ususual  pain  in 
his  back.  Doctors  were  unable  to  account  fur  it.  .So 
the  case  was  given  to  an  investigator,  and  it  was  found 
that  the  man  worked  as  a  bottom  linisiier  in  a  shoe 
factory,  ile  did  900  pairs  of  shoes  a  day  and,  in  doing 
them,  he  bent  his  back  3,600  times.  Possibly  these 
movements  of  his  l)ack  caused  the  pain.  So  tlic  inves- 
tigator reports. 

The  argument  tiiat  handling  900  pairs  of  shoes  a 
day  caused  an  occupational  disease  looks  pretty  iar 
fetched.  I  herc  are  other  men  who  handle  900  pairs  of 
shoes  a  day  and  who  have  no  unusual  pains  to  com- 
plain of.  Some  even  handle  more  than  1,000  pairs 
Doubtless  many  shoemakers  make  more  than  1,000  mo- 
tions in  a  day's  work  and  suffer  no  ill  from  it. 

Nevertheless,  there  are  doubtless  occupational  dis- 
eases in  shoemaking  and  in  other  manufacturing  in- 
dustries. The  tendency  of  the  factory  system  is  to- 
wards a  one-sided  development  of  those  who  work  in 
them.  A  man  works  with  one  set  of  muscles  all  day 
long.  Naturally,  these  muscles  are  abnormally  de- 
veloped and  usually  other  muscles  are  weakened.  To 
offset  such  tendencies,  the  manufacturing  system  is 
being  simplified  and  the  means  of  recreation  are  being 
developed,  in  simplifying  the  factory  system,  work 
is  made  as  easy  as  possible,  i'^or  instance,  in  the  case 
of  the  bottom  finisher,  the  shoes  should  be  kept  on  a 
level  with  his  machine,  so  that  he  would  not  have  to 
bend  his  back  3,600  times  a  day. 

Means  of  recreation  are  being  developed  by  many 
big  shoe  firms,  and  instances  of  them  are  found  in  the 
athletic  fields  beside  factories.  Baseball  and  other 
games  on  these  fields  tend  to  an  even  development  of 
the  muscles  of  the  body  and  oft'set  tendencies  to  occu- 
pational diseases.  That  tends  t(,)  make  men  more 
steady  and  more  efficient  in  work. 


Cheap  Lasts  Expensive 

There  has  never  been  a  time  in  the  shoe  business 
when  styles  changed  so  rai)idly,  and  when  it  was  so 
important  for  a  manufacturer  of  high-grade  shoes  to 
be  up-to-date,  says  the  Weekly  Bulletin.  A  well- 
known  authority  on  lasts  expresses  himself  on  this 
subject  something  as  follows,  and  it  seems  to  us  thai 
there  is  sufficient  truth  in  his  statements  to  warrant 
their  being  heeded. 

He  states  that  there  are  two  classes  of  shoe  manu- 
facturers, as  regards  their  attitude  in  buying  lasts. 
One  class  is  looking  for  a  low  price,  and  desires  to 
find  a  last  manufacturer  who  will  supply  him  at,  for 
example,  ten  cents  a  pair  below  asking  prices.  This 
lowering  of  price  means  a  cheap  product.  The  organ- 
ization of  a  last  manufacturing  establishment  cannot 


(le\elop  up-to-date  styles  and  furnish  a  shoe  manu- 
lacturer  with  those  models  which  are  going  to  sell 
well  ior  the  next  six  months  or  a  year,  and  do  this  ser- 
vice at  a  cut  price.  There  is  a  tremendous  amount  of 
elfort  in  obtaining  the  right  information  as  to  future 
styles.  I  he  shoe  manuiacturer  who  intends  to  be 
successful  must  deal  with  the  last  manufacturer,  who 
has  ttie  correct  vision  of  future  styles,  incorrect 
leadership  in  this  particular  not  only  costs  in  equip- 
ment and  loss,  but  places  the  shoe  manufacturer  be 
hind  his  up-to-date  competitors.  Correct  leadership 
on  the  subject  of  styles  and  lasts  means  that  a  shoe 
manufacturer's  product  is  in  the  foremost  rank  and 
gets  all  the  advantages  accruing  to  this  rank. 

The  buyer  of  lasts,  who  is  also  emphasizing  a  low 
price,  sooner  or  later  gets  what  he  is  alter,  but  the  last 
manufacturer  cannot  afford  to  supply  such  a  customer 
with  n[)-to-date  and  valuable  ideas.  These  valuable 
ideas  go  to  the  shoe  manufacturers  vvIkj  are  co-operat- 
ing with  their  last  manufacturers  and  wiiiing  to  pay 
a  lair  price  and  a  good  profit  for  services  rendered. 

iiere  is  an  example;  A  certain  shoe  manufacturer 
who  is  always  looking  for  low-priced  lasts,  and  who 
is  not  recognized  as  being  stylish  and  up-to-date  in 
liis  footwear,  was  recently  admiring  a  certain  shoe 
made  on  an  up-to-date  last.  This  style  looked  new  to 
him.  iie  did  not  know  that  several  of  his  competitors 
had  been  making  big  sales  on  this  particular  shoe  for 
the  past  two  or  three  months.  When  the  out-of-date 
man  had  caught  up  with  his  up-to-date  competitor,  the 
latter  had  secured  the  bulk  of  this  new  and  profitable 
business  and  was  ready  to  start  on  something  else. 

llere  is  another  example  of  the  way  popular  styles 
arc  made.  Some  months  ago  a  last  salesman  was  pass- 
ing by  a  retail  store,  ile  saw  an  attractive  woman's 
shoe,  lie  entered  the  store,  and  found  that  these 
shoes  had  just  been  received  only  a  few  days  before 
and  were  selling  rapidly.  The  last  and  pattern  had 
been  designed  by  the  retailer,  and  were  manufactured 
only  in  a  small  way.  ile  bought  a  pair  of  shoes,  and 
took  them  to  his  last  plant,  in  a  few  more  days  his 
best  customers,  who  were  looking  for  new  things  and 
willing  to  pay  for  them,  were  supplied  with  these 
sample  lasts,  and  as  result  during  the  next  season 
these  few  shoe  manufacturers  did  an  enormous  busi- 
ness on  this  new  popular  style  at  a  good  profit  before 
the  slow  manufacturer  had  realized  what  had  hap- 
pened, it  makes  all  the  difference  in  the  world  whe- 
ther you  stock  up  with  the  right  lasts  at  the  beginning 
of  a  run  or  whether  you  trail  along  behind  the  leaders 
when  the  run  is  about  half  finished.  You  can't  be  a 
leader  in  shoe  styles  or  anything  else  unless  you  pay 
the  price. 


Repair  of  Heels 

\\  lien  the  rei)airer  resoles  a  pair  of  shoes  he  will 
usually  note  that  the  heels  need  a  few  nails  at  the 
rear  end  of  the  heel-seat.  The  reason  for  this  is  that 
the  greatest  strain  comes  at  the  portion  of  the  heel 
every  time  the  heel  is  lifted  from  the  ground  in  the  act 
of  walking. 

lliese  reinforcing  nails  should  be  driven  slanting 
toward  the  toe,  so  as  to  counteract  the  strain  on  the 
heel,  which  tends  to  pull  the  rear  of  the  heel  awav  from 
the  heel-seat  of  the  shoe. 

It  is  not  an  easy  matter  to  drise  a  nail,  unless  it  is 
a  steel  nail,  perfectly  straight  through  the  heel  and  in- 
sole. Steel  nails  shc)uld.  therefore,  be  given  the  pre- 
ference when  nailing  by  hand.    With  any  other  kind 
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uf  heel  nails,  the  heel  should  be  first  perforated  to  in- 
sure a  perfectly  true  drive.  There  is  an  old  saying 
that  in  constant  change  a  circle  is  described,  whereby 
we  return  eventually  to  the  old,  and  that  is  what  has 
happened  in  heeling. 

The  writer  has  noted  many  high-grade  shoes  that 
had  been  heeled  with  wooden  pegs,  as  practised  in  the 
long  ago,  when  all  heeling  was  by  hand.  There  is 
nothing  better  to  give  the  leather  heel  a  soft  tread  and 
a  yield  resembling  rubber.  Moreover,  the  pegs  do 
not  damage  carpets  or  fine  floors. 

At  first  thought  one  would  say  that  anyone  can 
c-asily  peg  the  heel,  but  there  is  something  to  be  said 
about  the  awl.  The  point  of  the  awl  should  be  larger 
than  the  shank  to  allow  freedom  of  same  in  the  leather 
and  thereby  make  it  easier  for  the  workmen  to  pull  it 
out.  The  point  only  should  show  friction  against  the 
stock  and  this  will  bring  about  great  speed  at  the  heel 
pegging  operation.  It  is  not  always  necessary  for  a 
wooden  peg  to  be  rivetted  in  order  to  hold  the  heel 
lifts  solidly  together.  Speaking  of  heels  made  of  very 
cheap  stock  changes  the  case  and  calls  for  rivetting 
of  the  pegs. 

A  shellaced  peg  will  hold  twice  as  well  as  other- 
wise, which  is  also  true  of  iron  or  steel  nails.  On 
very  high  heels  long  steel  nails  are  necessary,  but  the 
writer  would  apply  only  a  few  at  the  rear  and  finish 
with  wooden  pegs. 

It  is  obvious  that  a  low  heel  can  be  pegged  with 
better  results  than  a  high  heel.  The  pegged  heel  is 
the  best  heel  for  welt  shoes  which  are  nail-less  all  over 
the  bottom  and  should  be  nail-less  even  at  the  heel. 
Pegs  will  wear  down  evenly  with  the  heel  and  will  not 
be  forced  against  the  wearer's  feet,  as  the  iron  nails 
are  after  the  wearing  out  of  the  top  lift. 

In  some  European  countries  some  of  the  finest 
shoes  for  women  are  pegged  with  extremely  fine  pegs, 
no  larger  than  a  common  pin,  and  which  are  placed  in 
close  proximity  to  each  other.  The  writer  does  not 
favor  any  such  schemes,  but  certainly  does  not  advo- 
cate the  use  of  pegs  on  heels  as  several  shoe  manu- 
facturers are  to-day  pegging  on  heels. — The  Shoe  Re- 
pairer and  Dealer. 


European  Last  Models 

A  noticeable  feature  for  the  current  season  is  the 
increased  number  of  styles  shown  copied  from  Eng- 
lish and  French  models.  Heretofore  the  United 
States  has  been  recognized  as  the  leader  in  shoe  fash- 
ions, and  it  has  been  a  common  practice  for  European 
manufacturers  to  duplicate  American  styles,  while 
.American  manufacturers  have  shown  very  few,  if  any, 
luu'opean  models. 

The  reversal  of  this  position  will  tend  to  make  it 
easier  for  shoe  manufacturers  abroad  to  enter  the 
American  market  with  their  lines,  and  it  would  seem 
to  be  good  business  on  the  part  of  our  manufacturers 
to  press  for  sale  as  far  as  possible  strictly  American 
styles. 

Judging  by  C(iinnicnts  concerning  the  e.Ktreme  high 
toe  which  has  been  a  prevalent  American  style  dur- 
ing the  past  year,  this  model  was  not  generally  re- 
ceived with  fa\'or  abroad  and,  without  doubt,  has  a 
tendency  tu  lower  the  prestige  of  American  styles 
among  export  buyers.  That  it  has  not,  however,  seri- 
ously affected  the  total  value  of  our  exports  is  shown 
by  the  census  returns  which  in  nearly  every  instance 
show  a  gratifying  increase  in  American  footwear  sent 
abroad. — American  Shoemaking. 


Substitute  for  Rubbers! 

The  idea  which  some  people  in  England  have  of 
Canada  and  things  Canadian  is  well  illustrated  by  an 
advertisement  in  the  "Daily  Sketch."  An  illustration 
depicts  two  frontiersmen  clad  in  furs  and  skins  and 
armed,  one  of  whom  is  wearing  snowshoes  and  the 
other  not.  The  dialogue  is  headed  "An  Idea  From 
Canada,"  and  is  as  follows : 

First  Canadian — "What  are  you  doing  without  your 
snowshoes?    Want  to  get  laid  up  with  rheumatism?" 

Second  Canadian — "Don't  worry  about  me.   

  boot  polish  keeps  my  feet  as  dry  as  a  redskin  on 

the  trail  of  a  'fire-water'  store." 

The  advertiser  was  apparently  of  the  idea  that 
snowshoes  are  some  kind  of  a  substitute  for  rubbers. 


Magazine  Pictures  Make  Attractive 
Show  Cards 

Pictures  cut  out  of  magazines  and  mounted  on 
plain  white  cardboard  together  with  some  message  re- 
garding mechandise  make  distinct  additions  to  a 
store's  interior  decorating  plan.  If  you  are  skilled  at 
all  in  card  writing  you  can  make  decidedly  attractive 
cards  by  use  of  these  pictures.  You  can  use  them  any- 
v^'ay,  skillful  or  no. 


Style  Paragraphs 

High  car  stejjs  and  tight  skirts  have  caused  a  big 
demand  for  silk  hosiery.  Practically  no  lisle  stock- 
ings are  being  worn  by  the  women  this  season. 

Turn  shoes  are  in  excellent  demand;  in  fact,  the 
majority  of  manufacturers  are  finding  dilBculty  in  sup- 
plying their  trade  in  the  time  limit  set  for  deliveries. 

Why  not  advertise  cushioned  shoes  as  "Pullman 
cars  for  travelling  feet — no  extra  fare." 

Do  you  handle  sporting  goods?  If  not,  why  not 
do  so  and  reap  some  of  the  harvest  that  these  goods 
are  bringing  in  ? 

Now  is  the  time  to  push  your  holiday  novelties, 
such  as  bathing  shoes,  tennis  shoes,  etc. 

People  will  buy  seasonable  goods  a  long  time  in 
advance  of  a  season,  but  they  will  not  buy  them  after 
the  season  is  past. 

The  business  man  who  reads  no  trade  papers  will 
stand  still  as  far  as  ability-development  is  concerned. 
A  man  must  study  if  his  mind  is  to  grow. 

Slit  skirts  and  modern  dancing  are  responsible  lor 
the  popularity  of  shoe  ornaments. 

Gem-encrusted  and  hand  pointed  stockings  are 
some  of  the  latest  freaks  of  fashion. 

The  popularity  of  the  bronze  slipper  continues, 
while  that  of  both  gold  and  silver  is  on  the  increase. 

While  "millinery"  styles  may  not  suit  the  aver- 
age shoe  retailer  he  must  admit  that  most  of  the  wo- 
men's styles  shown  for  spring,  summer  and  fall  are 
very  elegant,  and  beautiful  in  design. 

Tlie  popularity  and  variety  of  buckles  and  othei 
shoe  ornaments  is  increasing. 

Reports  from  China  would  indicate  that  the 
Chinese  are  replacing  their  old  fashioned  cloth  boots 
or  straw  sandals  with  modern  leather  footw^ear.  There 
are  several  shoe  factories  operating  in  China  that  are 
equipped  with  modern  machinery  and  imports  of  for- 
eign footwear  are  increasing  by  leaps  and  bounds. 
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Be  Courteous 

I'rice  and  variety  arc  Ixjlli  important  factors  in 
modern  merchandising,  but  more  than  any  other  one 
thing  do  the  mail  order  houses  practice  courtesy  in 
deahng  with  their  customers,  and  the  fact  that  they 
guarantee  satisfaction,  or  refund  the  money,  is  the  rea- 
son of  their  tremendous  success  and  being  able  to  liold 
their  trade. 

Where  some  retail  merchants  treat  complaints  with 
a  horror,  irrespective  of  whether  the  custijmcr  is  at 
fault  or  not,  the  mail  order  house  treats  them  with  all 
the  courtesy  possible,  thus  making  it  easy  for  the  cus- 
tomer to  register  a  complaint,  and  in  nine  cases  out  of 
ten  where  the  purchaser  insists  on  having  his  money 
back,  they  cheerfully  refund  it,  this  is  particularly  true 
if  the  customer  is  a  new  one.  and  as  to  whether  the  pur- 
chaser has  a  just  complaint  is,  after  he  is  satisfied,  in- 
vestigated, and  if  after  investigating,  they  find  he  was 


not  justified,  they  immediately  place  him  on  the  black 
list  and  all  business  dealings  between  them  come  to  an 
end.  This  action  on  their  part  proves  that  they  are  by 
no  means,  "easy  marks."  They  are  under  the  impres- 
sion, and  they  are  right,  that  the  average  buyer  is 
lionest  and  will  not  complain  when  they  are  satisfied 
with  their  purchase. 

There  isn't  any  thing  a  retail  merchant  can  do  that 
will  cement  relations  between  a  dissatisfied  customer 
and  himself  better  than  to  have  a  customer  go  out  of 
his  store  feeling  that  a  wrong  has  been  righted  to  his 
entire  satisfaction.  It's  great  foolishness  on  the  part 
of  the  retailer  to  be  anything  but  courteous  to  a  cus- 
tomer who  is  dissatisfied  with  his  purchase.  The  argu- 
ment ends  in  most  cases,  by  the  exchange  the  article  or 
the  refund  of  the  money  ;  the  customer  has  won  his 
[)oint  and  the  retail  man,  by  reason  of  his  being  dis- 
courteous, has  lost  his  future  trade. 


General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


A.  R.  Kaufman,  niaiiager  of  the  Kaufman  Rubber  Com- 
pany, Limited,  of  Berlin,  Ont.,  accompanied  by  his  wife,  sail- 
ed from  Boston  recently  on  the  "Cretic"  for  Naples.  Mr. 
Kaufman  intends  to  see  most  of  the  larger  European  houses 
from  whom  the  tirm  purchases  supplies,  thereby  deriving 
benefit  for  the  firm,  although  he  and  Mrs.  Kaufman  will  visit 
most  of  the  European  countries,  including  Great  Britain,  not 
in  a  business  capacity.  They  expect  to  return  about  the  end 
of  July. 

Clarke  &  Clarke,  Limited,  leather  manufacturers,  have 
removed  their  warehouse  from  52  Bay  street  to  63  Bay  street, 
Toronto,  where  they  will  have  larger  and  more  convenient 
premises.  Their  new  telephone  number  is  Main  2:i71.  In 
the  new  warehouse  they  intend  to  carry  a  full  range  of  col- 
ored and  black  sheepskins  and  skivers,  genuine  goat  and 
caprine,  Morocco,  Persians  and  embossed  roans  and  skivers, 
suit  case  leather,  velvet  and  ooze  leathers,  fleshes  for  organ 
and  bookbinding  purposes,  glove,  coat  and  sporting  leathers, 
and  russets  of  all  grades.  They  have  recently  added  a  large 
amount  of  new  equipment  which  will  enable  them  to  turn 
out  the  highest  possible  class  of  goods  in  all  lines,  and  to 
offer  it  to  the  trade  at  reasonable  prices. 

George  A.  Slater,  of  George  A.  Slater,  Limited,  Maison- 
neuve,  has  been  elected  a  member  of  the  executive  committee 
of  tlie  Montreal  Board  of  Trade. 

V.  Lamarre,  the  liquidator  of  the  Boston  Shoe  Com- 
pany, Montreal,  has  lost  an  action  against  Messrs.  P.  E.  and 
H.  Frank,  the  directors  of  the  company.  The  suit  related  to 
the  lease  of  the  premises  on  St.  Catherine  Street  West;  dur- 
ing the  course  of  a  six  years'  term,  Messrs.  P.  E.  and  H. 
Frank  requested  a  further  term  of  three  years.  The  liqui- 
dator claimed  the  benefit  of  this  extended  term,  while  the 
defendants  pleaded  that  they  had  acted  in  a  personal  capa- 
city, and  the  lease  was  not  therefore  the  property  of  the 
company.  Judge  Mercier  after  examining  the  provisions  of 
the  lease,  was  of  opinion  tiuit  it  was  personal  to  the  de- 
fendants. 

Spurgeon  &  Company  have  bought  the  shoe  business  of 
C.  J.  Clapp,  at  Picton,  Ont. 

Fire  recently  damaged  Everybody's  Shoe  Store,  Bramp- 
ton, Ont. 


E.  F.  Leonard,  who  recently  resigned  the  position  of 
superintendent  of  the  Slater  Shoe  Company,  Montreal,  was 
presented,  on  leaving,  with  a  gold  watch  and  chain,  subscribed 
for  by  the  foremen.  Among  those  present  at  the  presentation 
were  Messrs.  H.  W.  Algoe,  of  the  United  Shoe  Machinery 
Company;  A.  T.  Coleman,  of  the  same  company;  T.  Lightford, 
general  manager  of  the  Perth  Shoe  Company,  of  Perth,  Ont.; 


E.  F.  Leonard. 

\V.  Lane,  of  tlie  James  Scott  Leather  Company,  of  Quebec: 
and  G.  E.  MacMillen,  of  the  Linton  Shoe  Company.  D. 
Leighton  made  the  presentation.  Mr.  Leonard  is  the  presi- 
dent of  the  Montreal  Superintendents'  and  Foremen's  Asso- 
ciation, and  has  done  much  to  promote  good  fellowship  among 
the  working  heads  of  the  various  firms.  He  is  now  taking  a 
long  holiday. 

The  City  Council  of  Sherbrooke.  P.Q.,  has  passed  a  by- 
law granting  aid  to  the  J.  H.  Hamilton  Shoe  Company,  who 
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will  move  their  plant  from  Levis  to  the  former  place.  The 
company  agrees  to  spend  $40,000  annually  in  wages,  and  in 
return  will  receive  electric  power  at  three-quarters  of  a  cent 
per  kilowatt  hour  and  exemption  from  taxes  for  ten  years. 

J.  Fisher  has  commenced  a  shoe  repairing  business  at 
Lougheed,  Alta. 

J.  Klippert,  shoemaker,  has  started  business  in  Prus- 
sia, Sask. 

P.  Pycroft  has  bought  the  shoe  repairing  business  of  J. 
Hamilton,  563  Logan  Avenue,  Toronto. 

A  new  shoe  store  has  been  opened  in  Thorold,  Ont.,  by 
C.  Adelman,  of  Sault  Ste.  Marie. 

The  Hudson's  Bay  Company  have  been  granted  a  per- 
mit for  the  erection  of  a  new  departmental  store  in  Van- 
couver, cost  to  be  in  the  vicinity  of  half  a  million  dollars. 

The  Edmonton  Shoe  &  Leather  Company.  Limited,  Ed- 
monton South,  have  increased  their  capital  stock  to  $150,000. 

M.  Grandchamps.  Joliette,  Que.,  has  installed  a  Goodyear 
shoe  repair  outfit. 

Fred  -Knox  has  bought  the  shoe  business  of  John  Hell- 
j'ar  of  Bowmanville,  Ont. 

O.  E.  Perrault,  formerly  with  Thomas  Dussault,  Mont- 
real, has  taken  the  position  of  window  trimmer  with  Geo.  G. 
Gales  &  Company  of  that  city. 

J.  L.  Weir  has  bought  the  Parliament  Shoe  Repair  Shop. 
462  Parliament  Street,  Toronto. 

Wm.  E.  Bryan,  general  president  of  the  International 
United  Brotherhood  of  Leather  Workers,  recently  came  to 
Toronto  and  assisted  in  the  re-organization  of  the  local  lea- 
ther workers'  union.  About  forty-five  new  members  were 
taken  in  and  it  was  decided  to  apply  for  a  charter. 

August  Kaufman,  the  night  watchman  of  the  Breithaupt 
Leather  Company  tannery  was  terribly  burned  on  the  night 
of  May  16th,  when  in  making  his  rounds  he  fell  into  a  vat 
of  boiling  liquid.  No  one  heard  his  screams  and  by  the  time 
he  could  get  out  himself,  he  was  in  very  bad  condition.  He 
was  taken  to  the  hospital,  where  Iiis  condition  is  said  to  be 
very  critical.  ' 

A  matter  of  interest  to  all  honest  advertisers  has  been 
brought  up  in  the  Dominion  Parliament,  in  the  bill  to  amend 
the  criminal  code  by  making  it  a  punishable  offense  to  state 
untruths  in  advertising  matter.  While  primarily  intended 
to  cover  the  western  land  question  and  provide  some  mea- 
sure of  protection  for  investors  in  land  bought  in  specula- 
lion,  it  would  cover  all  advertising  from  fake  medicines  to 
shoes.  Indeed,  one  member  asked  if  the  bill  would  apply 
to  a  false  statement  that  goods  were  all  wool,  or  that  the 
shoes  were  the  best  in  town.  It  was  pointed  out  that  in 
regard  to  the  goods,  it  would  depend  on  whether  the}'  proved 
to  be  all  wool,  but  in  regard  to  shoes,  it  was  a  matter  of 
opinion.  The  measure  would  nevertheless  prohibit  to  a  large 
degree  the  use  of  extravagant  statements  in  advertising. 
This  same  matter  was  brought  up  at  the  first  Annual  Retail 
Convention  held  in  Calgary  on  May  6th  when  the  convention 
put  itself  on  record  as  follows:  "That  we  commend  the  action 
of  the  Dominion  Board  in  asking  for  legislation  during  the 
coming  session  that  will  make  false  advertising  of  merchan- 
dise a  crime."  Evidently  the  need  of  legislation  is  wide- 
spread. 

The  Canadian  Oak  Lcatlicr  Company  .Limited,  of  Wood- 
stock, Ont.,  recently  shipped  a  large  consignment  of  leather 
to  the  United  States. 

The  Panther  Rubber  Company,  of  Sherbrooke,  Que.,  has 
commenced  operations. 

The  shoe  store  of  Ross  Canadonna,  183  Dundas  Street, 


Toronto,  was  damaged  by  fire  to  the  extent  of  about  $250 
on  May  31st.    The  cause  of  the  fire  is  unknown. 

J.  O.  Worby  has  started  a  last  factory  at  Bishop's  Cross- 
ing, Que. 

Patrick  Arland,  a  well-known  shoe  retailer  of  Hamilton, 
Ont.,  passed  away  recently.  The  business  will  in  future  be 
conducted  by  his  widow,  who  is  moving  from  6  Market  Square 
to  11  McNab  Street  North. 

F.  A.  Muir  has  purchased  the  retail  boot  and  shoe  busi- 
ness of  G.  Clayton  at  25  McNab  Street,  Hamilton.  Mr.  Muir 
is  a  Scotchman  who  has  on\y  been  in  Canada  a  year,  but  is 
made  of  the  sort  of  stuff  that  insures  business  success. 

F.  A.  Taschereau  has  succeeded  Herbert  Taylor  as  man- 
ager of  the  shoe  department  of  the  Stanley  Mills  Company, 
Hamilton,  Ont.  Mr.  Taschereau  is  a  very  capable  and  up- 
to-date  shoeman  and  was  last  employed  with  the  O.  B.  Shoe 
Company,  both  as  traveller  and  also  in  charge  of  one  of  their 
retail  stores. 

F.  A.  Hackett,  manager  of  the  shoe  department  of  the 
"Right  House,"  Hamilton,  Ont.,  has  just  returned  from  an 
extensive  business  trip  to  the  New  England  shoe  centres. 

Herbert  Taylor,  formerly  manager  of  the  shoe  depart- 
ment of  the  Stanley  Mills  Company,  Hamilton,  Ont.,  has  ac- 
cepted a  position  with  the  Hudson's  Bay  Company  at  Ed- 
monton, Alta. 

The  Gait  Shoe  Manufacturing  Company,  Limited,  Gait, 
Ont.,  have  found  it  necessary  to  work  the  cutting  room  over- 
time, four  nights  a  week  for  some  time.  The  mail  orders 
and  shipments  for  June  and  July  are  extra  heavy. 

Getty  &  Scott,  Limited,  have  issued  a  circular  describ- 
ing their  "instock"  line  which  will  be  carried  until  July  1st. 
The  orders  from  British  Columbia  have  greatly  exceeded 
those  of  a  year  ago.  The  late  buying  has  been  much  heavier 
ihis  season,  showing  that  the  West  is  coming  back  to  its 
normal  condition. 

B.  E.  Packard,  of  L.  H.  Packard  &  Company,  Lim- 
ited, Montreal,  has  recently  returned  from  a  month's  visit  to 
the  United  States. 

Walter  Colis  and  Arthur  Bonisteel,  of  the  Colis  Leather 
Company,  Aurora,  Ont.,  recently  visited  Boston,  Mass. 

A  pair  of  shoes  were  recently  made  by  Chas.  A.  Ahrens 
&  Company,  Berlin,  Ont.,  so  large  that  two  inches  had  to  be 
added  in  length  and  a  quarter  of  an  inch  in  width  to  a  No.  13 
shoe  (the  largest  regularly  made)  and  six  feet  of  leather  went 
into  the  uppers  of  these  No.  18  shoes.  'J"he  shoes  were  made 
for  a  German,  the  largest  man  in  the  (own. 

John  Ritchie,  of  John  Ritchie  and  Company,  Quebec, 
has  been  appointed  a  member  of  a  local  committee  of  the  Can- 
adian Manufacturers'  .Association  to  meet  the  Royal  Com- 
mission studying  trade  conditions,  which  will  be  in  Quebec 
on  August  20th. 

J.  A.  Steel,  formerly  foreman  of  the  cutting  room  of  Wm. 
A.  Marsh  Company,  Limited.  Quebec,  is  now  in  charge  of 
the  cutting  room  of  the  Solid  Leather  Shoe  Company,  a1 
Preston,  Ont. 

J.  Davis  has  taken  charge  of  the  fitting  room  of  the 
John  Ritchie  Company,  Quebec. 

A  branch  store  has  been  opened  in  Hastings,  Ont..  by  J. 
(K-  J.  Sayer,  of  Havelock,  Ont. 

J.  T.  Lemire  has  opened  a  new  shoe  store  at  380  St. 
Calhcrine  Street  East,  Montreal,  Que. 

Harry  Samells  has  bought  out  the  shoe  store  of  Wm. 
Hainan,  Oshawa,  Ont. 

L.  W.  Hanson,  of  Cincinnati,  Ohio,  who  has  been  four- 
teen years  with  the  United  Shoe  Machinery  Company,  has 
recently  been  appointed  manager  of  the  Toronto  office  of  the 
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c(jiiipany.  Alfred  Haire,  who  has  been  manager  for  the  past 
seven  years,  has  been  given  other  duties  and  will  still  lie 
(■(iniiccted  with  the  Torontf)  office. 

On  June  asth  and  2(Uh.  The  Miner  Rubber  Company  will 
linld  the  Annual  Convention  of  their  sales  staf?,  at  (jranby, 
Que. 

Mr.  James  Uoliinson,  of  Montreal,  lias  returned  home 
after  a  long  visit  to  the  United  States.  Mr.  Robinson  went 
.Souili  for  the  benefit  of  his  health,  and  we  are  glad  to  state 
liiat  he  has  considerably  benefited  from  his  visit. 

The  renovations,  about  completed,  have  murli  improved 
the  appearance  of  the  Lynn  Shoe  Company  store,  o'Z'.t  St. 
Catherine  Street  East,  Montreal. 

Thos.  Abbott,  formerly  a  resident  of  Parry  Sound,  has 
oi)ened  a  new  shoe  store  in  Turk's  h'alls.  He  has  also  been 
appointed  bandmaster  of  the  I'urk's  I'alls  Band. 

The  SlK)e  and  Leather  Weekly  of  Chicago,  owned  and 
edited  by  A.  H.  Lockwood,  will  be  discontinued,  as  it  has 
been  bought  by  the  Shoe  and  Leather  Reporter  of  Boston. 
Mr.  Lockwood  will  go  to  Boston  and  take  charge  of  the  edi- 
torial department  of  the  Shoe  and  Leatlier  Keporter.  com- 
mencing June  1  St. 

The  Smardon  Shoe  Company,  Montreal,  has  been  incor- 
porated with  a  capital  of  $200,000,  in  shares  of  loo  dollars 
each. 

The  Blachford  Shoe  Manufacturing  Company,  Limited, 
have  moved  into  their  new  factory  at  92  and  94  Sheri)ournc 
Street.  Toronto.  They  have  equipped  the  entire  plant  witli 
the  very  latest  machinery  throughout,  all  power  shafting  be- 
ing fitted  with  roller  bearings.  Cutting  in  the  new  premises 
has  already  begun. 

Several  Quebec  manufacturers  have  recently  installed 
pulling  over  machines  supplied  by  the  United  Shoe  Machin- 
ery Company  of  Canada.  They  state  that  the  work  is  super- 
ior to  that  done  by  hand. 

Rol)ert  I'airman,  who  was  a  shoe  retailer  at  Cornwall. 
Qnt..  for  about  40  years,  died  on  May  .'SO,  aged  72  years. 

At  the  Halifa.x  Exhibition,  Robert  Taylor  &  Company. 
Limited,  Halifax,  will  have  on  view  machinery  manufac- 
tured by  the  United  Shoe  Machinery  Company  of  Canada. 
This  will  be  in  running  order,  and  enable  visitors  to  get  an 
insight  into  the  way  shoes  are  manufactured. 

A  majority  of  the  shoe  manufacturers  in  Montreal  and 
Maissoneuve  report  that  business  is  quiet;  two  or  three  are 
turning  out  a  fair  number  of  shoes,  but  trade  is  generally 
speaking  not  satisfactory.  Travellers  state  that  retailers  are 
reducing  their  stocks,  and  it  is  expected  that  there  will  be  a 
strong  revival  in  buying  for  next  spring.  In  view  of  the  high 
price  of  raw  material,  it  will  not  be  surprising  if  prices  are  ad- 
vanced for  spring  goods. 

F.  W.  Knowlton.  manager  of  the  United  Shoe  Machinery 
Company  of  Canada.  Montreal,  recently  returned  from  a  trip 
to  the  I^ower  Provinces.  He  reports  trade  as  (piiet.  but  witli 
prospects  of  an  improvement. 

At  the  coming  Toronto  Exhibition  the  T.  Eaton  t'ompany 
will  include  in  their  exhibit  machinery  in  running  order  illus- 
trating the  making  of  Goodyear  welts.  The  machinery  will 
be  supi)lie(l  l)y  tiie  L'nited  Shoe  Machinery  Company  of  Can- 
ada, and  will  be  operated  by  the  Minister-Myles  Shoe  Com- 
pany. Toronto. 

J.  M.  Humphrey  &  Company,  St.  John,  N.B.,  have  de- 
c'ded  to  install  United  Shoe  Machinery  Company's  Good- 
year machinery.  The  Humphrey  company  will  probably 
show,  at  the  St.  John  exhibition,  machinery  in  ojieration  for 
making  Goodyear  welts. 
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Jaines  Newton,  shoemaker.  .5  Brunswick  Avenue,  To- 
ronto, died  recently  from  heart  failure,  in  his  shop.    He  was 

lO  years  n{  age. 

The  -National  Rut)ber  Company.  Limitefl.  has  been  <>r- 
ganizcd  with  a  capital  stock  of  $.700,000.  The  headquarters 
nf  the  firm  is  to  be  in  the  city  of  HamiltMU. 

The  .\ew  York  Cut  Rate  Shoe  Stores.  Limited,  have  been 
nrganized  in  British  Columbia  with  a  capital  of  $17,000.  Their 
headquarters  will  be  in  the  city  of  Vancouver  where  they  will 
lake  over  the  stock  of  A.  S.  Vachon  &  Company.  They  will 
also  establish  a  chain  of  stores  throughout  the  province. 

I'irc  recently  did  considerable  damage  to  the  store  and 
stock  of  1).  Waters,  shoe  retailer,  Atwood,  Ont. 

The  town  of  Cobourg,  Ont..  recently  voted  a  $10,000  loan 
nn  certain  conditions  to  a  felt  comi)any  which  is  to  locate 
there. 

Alexander  Brandon,  managing  director.  Brandon  Shoe 
('ompany,  Limited,  Brantford,  Ont..  is  now  visiting  the  shoe 
centres  of  the  East,  in  order  to  secure  the  very  latest  styles 
for  the  coming  season. 

The  Metropolitan  Shoe  Company  has  been  registered  in 
Montreal,  Que.,  by  Joseph  Daoust. 

James  V.  Russel.  boots  and  shoes,  of  St.  John.  X.B..  has 
sold  his  stock  to  Percy  J.  Steele. 

Hugh  J.  McDougal,  boots  and  shoes,  died  recently  in 
.Antigonish,  N.S. 

Sadler  &  Haworth.  manufacturers  of  leather  belting. 
Montreal,  Que.,  recently  had  their  premises  damaged  by  fire. 
They  were  insured. 

fl.  W.  Kennedy,  shoe  dealer  of  Georgetown.  Ont..  died 
recently. 

The  workmen  of  the  Aylmcr  Shoe  Factory.  Aylmer.  Ont.. 
recently  organized  a  baseball  club.  The  following  were  the 
olficers  elected:  Hon.  president.  E.  A.  Miller;  Hon.  vice-presi- 
dent, A.  Chambers;  president.  I*".  L.  Wagnes;  vice-president. 
George  Sears;  secretary-treasurer.  J.  L.  Gray;  manager. 
James  Avison;  executive  committee,  Chas.  Macklin.  A.  Pas- 
coe;  mascot,  "Fat"  Haight. 

The  Union  Shoe  Company,  of  Winnipeg.  Man.,  has  sold 
out  to  Fred  Wolch. 

Mathided  Mathon,  Thos.  Aird  and  Phillippe  Beaudoin, 
have  registered  in  Montreal,  Que.,  as  James  Aird  &  Company, 
boot  and  shoe  manufacturers. 

The  Dolly  \'arden  Shoe  Company.  Montreal.  Que.,  have 
dissolved. 

X.  Bergerson  &  Cie.  dry  goods  and  shoes,  have  regis- 
tered at  St.  Romuald.  Que. 

The  l'"ootrite  .Shoe  Company,  of  Montreal.  Que.,  have 
dissolved. 

\\'.  L.  Saunders.  l)oots  and  shoes,  Durham.  Ont..  has  been 
succeeded  by  Saunders  &  Aitcheson. 

Piianeuf.  Larose  &  Company,  wholesale  boots  and  shoes, 
Montreal.  Que.,  have  dissolved. 

Xicbol  tS:  Lntigie.  Limited,  of  Regina.  Sask..  have  been 
succeeded  in  liieir  boot  and  shoe  business  by  Loggies. 
l^iniited. 

Beardmore  &  Company.  Toronto,  will  have  an  exhibit  of 
hemlock  sole  leather  in  sides,  bends  and  shoulders;  also  tap 
soles,  lifts  and  harness  leather,  at  booth  No.  238  at  the  Nation- 
al SIkx-  and  Leather  Market  Fair.  Boston.  Mass..  July  8th  to 
l.">th. 
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General  Store  News  of  Western  Canada 

Where  the  Shoe  Manufacturer  May  Find  a  Customer 


Alberta 

Orok  &  Lawley,  general  store  at  Amisk,  are  removing 
their  stock  to  Hiighenden. 

McKenzie  &  McCulla  have  commenced  a  general  store  at 
Dauntless. 

The  Pope-Wilson  Company,  general  store  at  Port  Corn- 
wall, have  removed  to  Peace  River  Crossing. 

J.  J.  Tynne  &  Company  have  commenced  a  general  store 
at  Strome. 

O.  B.  Prossin  has  opened  a  general  store  at  Westlock. 
VV.  H.  Keenan  has  opened  a  general  store  at  Edmonton. 
The  Irricana  Trading  Company  have  sold  their  general 
store  stock  to  A.  W.  Lawson. 

Milner  Morriss  has  opened  general  stores  at  Mundare 
and  Vegreville. 

A.  A.  Graham,  general  storekeeper  of  Hayter,  has  been 
succeeded  by  E.  B.  Palmer. 

L.  S.  Beisel  has  succeeded  Groat  &  Company  in  the  gen- 
eral store  business  at  Spruce  Grove  Centre. 

Nozik  &  Nay  have  commenced  a  general  store  business 
at  Bashaw. 

J.  E.  Dovvdle  has  sold  his  general  store  at  Edmonton  to 
A.  D.  Young. 

Louise  Vockeroth,  formerly  of  Walsh,  has  removed  to 
Westerheim,  Sask.,  and  opened  a  general  store. 

British  Columbia 

I'".  E.  Draney,  general  storekeeper  at  Atchelitz,  has  dis- 
posed of  his  business  to  R.  Draney. 

Jennings  Bros,  have  bought  out  the  general  store  busi- 
ness of  Broughton  and  McNeil,  at  Chicken  Lake. 

Manitoba 

J.  C.  Ward,  general  storekeeper  at  Deepclale,  has  sold 
out  to  F.  Trickett. 

The  Smith  Trading  Company,  of  Winnipeg,  has  pur- 
chased the  general  store  business  of  T.  B.  Cunningham,  at 
Elgin. 

J.  S.  Dufault,  general  storekeeper,  has  been  succeeded 
by  H.  M.  Hark,  at  Inwood. 

The  stock  of  the  estate  of  C.  H.  Ash,  general  store- 
keeper at  Kelvvood,  has  been  sold  to  Nelson  Wilson. 

Mr.  Mutton  has  recently  ])urchased  the  general  store  at 
VVaskada,  formerly  conducted  by  W.  Clark. 

Walkey  &  Spalding  have  taken  over  the  general  store 
Inrmcrly  conducted  by  J.  J.  Jamieson  at  Ogilvie. 

]',.  Clay  has  opened  a  general  store  at  Fannystellc. 

E.  Carpenter  has  succeeded  to  the  general  store  of  Kirk- 
wood  &  Sons  at  Brunkild. 

Mrs.  W.  S.  Eadc  has  sold  her  general  store  business  to 
The  Garson  Supply  Company,  at  (jarson. 

J.  W.  Wiebc,  general  store  at  Horndean.  has  been  suc- 
ceeded by  J.  B.  Schroeder. 

W.  J.  Kuston,  general  storekeeper.  Cypress  River,  has 
iK'cn  succeeded  by  -A.  Toupin. 


Saskatchewan 

Mr.  Gurnis  has  opened  a  general  store  at  Kincaid. 

A.  Gould,  general  storekeeper,  at  Yorkton,  has  sold  out 
to  I.  Jsaslovsky. 

W.  Pullin,  general  storekeeper  at  Morse,  has  been  suc- 
ceeded by  11.  Tisdale. 

Cherry  &  Greper,  dealers  in  clothing  at  Saskatoon,  have 
removed  to  Krydor. 

E.  D.  McGratton,  general  storekeeper,  at  Minard,  has  re- 
moved to  Ivampman. 

D.  G.  Innes,  general  storekeeper,  Ardath,  has  removed  to 
Craigmyle,  y\.lta. 

G.  N.  Dorland  &  Son,  general  storekeepers  at  Hearne, 
have  sold  out  to  R.  R.  Lennox. 

'I'he  Morse  Co-operative  Companj^,  general  storekeepers, 
liave  started  business. 

W.  P.  Ball  has  disposed  of  his  general  store  at  For- 
\vard  to  Nairn  &  Longthorne,  of  Moose  Jaw, 

W.  &  S.  Pierson  have  opened  a  general  store  at  Torquay. 

I\.  D.  Laing  has  opened  a  general  store  at  Laing  Siding. 

C.  J.  Lundy,  general  storekeeper  at  Boldenhurst,  has  re- 
ni(jved  to  Gilroy. 

J.  C.  Little,  general  storekeeper,  formerly  of  Bridge- 
ftird,  has  removed  to  Gilroy. 

J.  A.  Bunch  has  succeeded  to  the  general  store  of  R. 
Watson  at  Duf¥. 

J.  A.  Schmidt,  Tugaske,  has  opened  a  branch  of  his  gen- 
eral store  at  Central  Butte. 

Lyons  Bros.,  general  storekeepers  at  Blaine  Lake,  have 
sold  out  to  Gordon  Bros. 

C.  W.  Wilde  has  opened  a  general  store  at  Richmond. 

D.  Johnson  has  opened  a  general  store  at  Kelvinhurst. 
W.  Kreesy  has  opened  a  general  store  at  Langbank. 

1".  1'".  Cawsey  &  Company  have  opened  a  general  store  at 
Davidson. 

Jordan  &  Cummins  have  opened  a  general  store  at 
Dummer. 

Craig  &  Cummins,  of  Truax,  are  opening  a  general  store 
at  l'"orward. 

The  A.  C.  Beach  Company,  Limited,  have  bought  the 
general  store  of  S.  W.  Dawson  at  Earl  Grey. 

J.  J.  Knowler  &  Company,  Limited,  of  Whitewood,  have 
openctl  a  general  store  at  Broadview. 

11.  E.  Manley  has  purchased  the  general  store  business 
of  R.  Mather  &  Son,  Asquith. 

Stanton  Bros.  &  Tett.  general  storekeepers  at  Outlook, 
are  removing  to  Hazel  Bluff,  Alta. 

Mr.  Gould,  of  Yorkton,  Sask.,  has  purchased  the  general 
store  business  of  A.  T.  Morrison,  at  Wapella. 

Moore  Bros.,  have  succeeded  to  the  general  store  of 
i"red.  Bandelin,  at  Gerald. 

H.  L.  Welch,  has  opened  a  general  store  at  Hatfield. 
Lane  Bros.,  have  opened  a  branch  general  store  at  Pen- 
zance. 

F.  F.  Cawsey  intends  opening  up  a  general  merchandise 
business  in  Girvin. 
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WANTED— Situation  as  manager  of  cutting  department 
or  of  small  hoot  factory.  Filled  former  position  in  one  of  the 
largest  boot  and  shoe  factories  in  England  for  twelve  years. 
Was  also  sole  manager  of  shoe  factory  for  three  years.  Am 
87  years  of  age  an(l  total  abstainer.  Box  21,  Footwear  in 
(janada,  Toronto.  o-O 


"SHOE  STAMP  SPECIALIST'' 

My  stamps  are  "up-to-date"  in  design. 
They  add  an  artistic  finish  to  your  shoes 
and  increase  your  sales. 
Original  designs  submitted. 

W.  D.  ARMSTRONG 

230  Craig  St  ,  West, 

Montreal,  Que. 

Enftraver  &  Mfr.  of  Fine  Steel  &  Brass  Dies 


See  Article  on  Page  41  and 
Advertisement  on  Page  66 

Canadians  who  visit  Shoe  and 
Leather  Market  Fair  are  invited 
to  our  Factory  to  see  in  operat- 
ion our  Log  Heel  Machinery 
which  cuts  cost  50%. 

Brockton  Heel  Co. 

Brockton,  Mass. 


The  Shoeman 


This  Trade  Mark  represents  the 
cleanest,  handsomest,  most-useful-to- 
the-dealer-and-clerk  shoe  journal  in  the 
United  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  shoe  salesman  who  asks  us 
for  a  specimen  copy  will  find  at  least  two 
big  useful  features  they  won't  find  else- 
where— send  in  for  a  copy  and  find  out 
what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request 

Published  by 

The  Arthur  L.  Evans  Co. 

183  Essex  St.,  Boston,  Mass.,  U.S.A. 


Chrome  Sole  Leather 


FILLED  WITH 


KROMOID 


is  rendered  solid,  waterproof,  non-slipping  and  durable.       The  best   BOTTOM   to  put  on  All  Kinds  of  Shoes. 

Better  Wear        —         Better  Protection         —         Better  Satisfaction 

to  the  public  who  wear  shoes. 

SHOE  MANUFACTURERS 

can  apply  KROMOID  to  blocks  or  cut  soles  by  an  easy  and  simple  process  without  the  use  of  any  dangerous  solvent. 
Visitors  to  the  Boston  Shoo  and  Leather  Fair  are  invited  to  inspect  this  product. 

KROMOID  is  made  and  sold  only  by 

THE  MARTIN  DENNIS  COMPANY 

859  Summer  Avenue  : :  : :  Newark,  New  Jersey,  U.  S.  A. 
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Aird  &  Son 

Montreal 


New  Lasts 
New  Heels 
New  Styles 

Jobbers  are  invited  to  call  and  ■ 
see  our  new  samples  when  in 
Montreal.  j 

They  include  new  styles,   new  ' 
heels  and  new  lasts  in  McKays 
and  Turns  for  men,  boys,  youths 
and  women. 

They  provide  a  good  margin  of 
profit  and  are  A  i  footwear. 

Write  or  call. 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Aird  &  Son   6.i 

Alirens  Co.,  Chas.  A   7 

American- British- Canadian  Distribu- 
ters   27 

Ames- H  olden- McCrcady    21 

Armstrong,  W.  D   G3 

Aylnicr  Shoe  Company    17 

Hcrlin  rnmk  &  Bag  Co   11 

lUachford  Shoe  Company   7 

iirowning  Co.,  C.  A  

Urockton   Heel  Company    62-60 

iioot  and  Shoe  Workers'  Union   . .  80 

Boston  Last  Company   16 

Bockiiis  Company,  C.  1""   7lt 

Canadian  Consolidatt-d  i^iihtier  Ct>.  28-71 

Clarke  &  Company,  A.  I\   84 

Cote,  J.  A.  &  M   72 

Corbeil  Limited   14-1.') 

Cook-Fitzgerald  Co   3 

Canadian  Blacking  &  Cement  Co.  . .  74 

Commercial   76 

Champion  Shoe  Machinery  Co   60 

Dennis  Co.,  Martin    62 

Dominion  Die  Company   76 

Dupnnt  &  Frere   79 


Ehbert  Shoe  Co.,  John   22 

Evans  Com])any,  Arthur  L   62 

Fischer  Mfg.  Company    7."< 

iMirtuna  Machine  Co   70 

Getty  &  Scott   H) 

Green  h'elt  Shoe  Co.,  Daniel   2:! 

(iuay,  Eugene   74 

Ilalfnrd   I'uhlishing  Co   72 

Hurlhut  ( Ompany   78 

Ideal  Shoe  Company   75 

Independent  Box  Toe  Co   7') 

Independent  Rubber  Co   24 

JacobscTi   Publishing  C  o   70 

Kawneer  Mfg.  Company   !) 

Kenworthy  Bros   67 

Lamontagne,  Racine  &  Co   75 

La  Parisienne  Shoe  Co   18 

Milbradl   Mfg.  C"omi)any   75 

Montreal    liox  Toe  Co   76 

McKeen,  hrank  W   79 

Minister  Myles  Shoe  C^o   6 

MiiuT  Rubl)er  Company   I 


.Vugget  Polish  Company   82 

.\'ufashf)nd  Shf)e  Lace  Co   H) 

Peters  Mfg.  Company   74 

Progressive  Shoe  Machinery  Co....  11 

Ramsdell   Eng.  Co   75 

Rice  &  Hutchins   2 

Robinson,  Jas   4-5 

Rumpel,  C)scar    17 

Shoetnan   62 

Sisman  Shoe  Company,  T   7« 

Standard  P2ngineering  Co   19 

Slater   (  .  E   20 

.Stnrk  Company   26 

Tebbutt  Shoe  &  Leather  Co   8 

Thompson-Xorris  Company    65 

United  Shoe  Machinery  Co.  7:i-77-81-8:; 

United  States  Hotel   78 

Walker  Bin  &  Store  Fixture  Co.  ...  27 

VValpole  Rubber  Co   76 

Whittemore  Bros   64 

W  illiams  Shoe  Company   68 

\\  right  Company  E.  T  12-K! 


Finest 
Quality 


WMttemore^s  Variety 

ff  /Shoe  Polishes 


Oldest  and  Larg^est  Manufacturers  of  Shoe  Polishes  in  the  World. 

"GILT  EDGE"  Oil  i'olish.    The  only  Ladies'  Shoe  Dressing  that  positively  contains  OIL.    Softens  and  preserves.  Im- 
parts a  beautiful  Black  lustre.    Always  ready  to  use.  Largest  quantity.    Finest  quality.     Polishes  without  rubbing. 

Retails  25c.  .  , 

"ALBO"  Cleans  and  Whitens  Canvas,  White  Buck,  Suede  and  Nubuck  shoes.     Each  cake  in  a  zinc  box  with  sponge 

Retails  10c.    Each  cake  in  a  large  handsome  aluminium  box  with  sponge.    Retail  25c. 
"SUPERB,"  a  water-proof  paste  polish  for  all  kinds  of  black  shoes.    Contains  oils  and  waxes  to  polish  and  preserve  the 

K-atlur.     Ill  new  lari^e  Ixixes  with  key  attached.    (See  cut).    Retails  10c. 
"DANDY"  RUSSET  COMBINATION.  For  cleaning  and  polishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes. 

saddles,  bridles,  etc.    Retails  25c.   "STAR"  russet  combination  (10c  size).    Russet,  Brown  and  Ox  Blood  pastes  (5 

sizes  of  each  color).  t  ,1 

"ELITE"  BLACK  COMBINATION.   l"or  those  who  take  pride  m  having  their  shoes  look  .\1.    Restores  color  and  lustre 

tc,  all  black  shoes.    Retails  25c.    "BABY  ELITE"  COMBINATION  (10c  size).  "ELITE"  PASTE  in  5  sizes. 
"QUICK  WHITE"  makes  dirty  Canvas  shoes  Clean  and  White.    In  liquid  form,  so  can  be  quickly  and  easily  applied. 

A  sponge  in  every  packet  so  always  ready  for  use.    Two  sizes,  retails  for  10c  and  25c. 
Send  for  circulars  giving  full  particulars  of  our  other  Polishes  to  WHITTEMORE  BROS.  &  CO..  Boston,  Mass.,  U.S.A. 
For  Sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada 


FOOTWEAR    IN  CANADA 


65 


Corrugated 
Shipping  Cases 

As  an  up-to-date  manufacturer  of  footwear  you  must 
adopt  modern  methods  in  every  branch  of  your  factory. 

When  it  comes  to  the  shipping  containers  do  you  use 
old  fashioned  wooden  crates  or  the  modern  corrugated  freight 
boxes? 

They  are  suitable  for  shipping  boots,  shoes,  rubbers, 
felts  and  findings. 

As  compared  with  wooden  boxes  they  are  one-third 
cheaper,  are  stored  in  one-tenth  the  space  and  are  accepted  by 
the  railroads  at  the  same  rate  as  wooden  boxes,  but  being  one- 
sixth  the  weight  of  the  wood — so  much  is  saved. 

Send  a  trial  order  for  100  and  prove  this  saving  for  yourself. 


The  Thompson  &  Norris  Co.  of  Canada,  Limited 

Niagara  Falls,  Canada 

Factories:  Broaklyn,  N.Y.  Bjston,  Mis*.  Brookville,  Ind.  London,  Eng.  Julich,  Germany 


66 


FOOTWEAR    IN  CANADA 


ih 


New  Log 
Heel  Builder 


Building  heels  by  the  lleei 
Log  Metliod  is  a  radical  de- 
parture from  any  of  tiie  old 
ways  and  it  fills  a  long  felt 
want  in  the  trade,  made 
necessary  by  the  fact  that  it 
was  practically  inipossil)le  to 
Iniild  a  pieced  heel  that  was 
satisfactory.  These  mach- 
ines and  methods,  however, 
make  it  possible  to  build  a 
pieced  heel  with  ease,  that  is 
practically  as  good  as  the  or- 
dinary whole  lift  heel  both 
for  wear  and  finisli. 

These  maciiines  are  manu- 
factured and  leased  by  the 
Brockton  Heel  Company  ex- 
clusively and  if  you  do  not 
care  to  install  the  machines 
we  will  sell  you  the  product. 


Log  Heel  Builder 

New  Log 
Heel  Slicer 

This  slicing  machine  will 
cut  2,934  pairs  of  4/8  heels 
per  day  of  nine  hours  at  a 
cost  which  our  experience 
shows  conclusively  to  be  less 
than  the  cost  involved  in 
handling  heels  on  boards  and 
in  and  out  of  screw  presses. 

Write  us  for  quotations  or 
further  information. 

When  in  Boston  call  us  up 
and  we  will  be  glad  to  put 
automobile  at  your  service 
so  that  you  may  see  mach- 
ines in  operation  at  our 
plant. 

In  meandm*  tend  for  Catalogue 
and  read  up  on  it. 

Brockton  Heel  Co. 

Automatic  Slicing  Machine  used  in  slicing  Log  Heels  into  blanks  or  heel  bodies        BROCKTON,  MASS. 
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Felt  Heel  Pads 

We  sell  such  large  quantities  of  felt 
heel  pads  and  in  so  many  sizes,  colors  and 
grades  that  we  are  able  to  make  our  prices 
practically  the  cost  of  piece  felt. 

Let  us  submit  prices  on  felt  for  box 
toes,  cushion  insoles,  felt  heel  pads  or  for 
the  manufacture  of  felt  footwear.  You  will 
like  our  methods,  our  prices  and  our  felt. 

Write  for  free  samples  and  prices. 
Call  at  our  booth  No.  53,  Shoe  and 
Leather    Fair,   for  demonstration. 


Kenworthy  Bros.  Company 

110-112  Summer  St. 

Boston,        -  Mass. 
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The  House  of  Williams 

Makers  of  the  famous 

Solid  Leather  Shoes  for  Men 


Factory  of  Williams  Shoe  Limited,  Brampton,  Ontario,  where  the  Solid  Leather  Shoes  are  made. 

50,000  feet  floor  space.    175  employees. 


Under  the  new  management  of  capable  and  energetic 
men,  this  firm  will  continue  to  produce  shows  of  superior 
quality. 

Fall  models  of  Williams  Solid  Leather  Shoes  com- 
prise a  full  line  of  new  and  attractive  lasts.  See  them 
before  closing  your  lists. 


Williams  Shoe  Limited 

Brampton,  Ontario 
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CHAMPION  SHOE  and  REPAIR  MACHINERY 


The  Largest  and 
Most  Complete  Line 
in  the  Market 


When  you  get  ready  to  equip  yourself  with  shoe  repair 
machinery,  bear  two  important  features  in  mind — Work- 
ing Efficiency  and  Selling  Conditions  under  which  you 
can  equip  yourself  with  the  machinery  you  want. 

Champion  Standard  Straight  Needle 

and  Awl  Shoe  Stitcher 

is  expressly  designed  for  the  repair  shop — It  has  working 
features,  such  as  no  other  machine  in  the  market.  You 
don't  have  to  trim  down  a  sole  in  advance  and  then 
slitch  it.  That's  one  big  feature  on  this  stitcher.  It 
saves  time  and  that's  what  counts. 

Champion  Ideal  Stitchers 

Especially  designed  for  new  custom  work  and  for  repairing.  This  machine  has  the 
proper  radius  on  needle  and  awl,  and  a  large  stitching  range,  consequently  every  claSS 
of  work  can  be  properly  taken  care  of — from  the  heaviest  to  the  finest. 


Champion  Standard  Straight 
Needle  Shoe  Stitcher. 


Champion  Ideal  Model  Curved  Needle 
and  Awl  Shoe  Stitcher. 


Champion  No.  li.T  Shoe  Repair  Outfit. 


Champion 
Shoe 
Repair 
Outfits 

are  equipped 
with  the  best 
and  most  com- 
plete equipment 
on  both  scour- 
ing and  burn- 
ishing shafts. 


Champion  Power  Loose  Nailers  and  Power  Metallic  Fastener 
or  String  Nailing  Machines 

Profitable  and  indispensable  in  the  repair  shop.  Soles  are  waterproof  when  nailed  on  properly — 
Both  these  machines  will  take  care  of  a  great  deal  of  trade,  that  maybe  you  now  let  go  by. 

Champion  Combination  Harness  and  Shoe  Stitchers 

are  just  the  machine  for  that  shop  where  har- 
ness is  stitched  and  shoe  repairing  work  is  done. 

CHAMPION  Machines  are  not  sold  on  roy- 
alty—They are  sold  outright,  for  cash, 
or  on  time  payments. 

Write  us  for  catalogue,  prices  and  terms. 


Champion  Shoe  Machinery  Co. 

l^lcase  send  ine  particviliir.s  on  

Name  

Address  


Champion  Metallic  Fastener 
Machine  or  String  Nailer. 
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Champion  Shoe  Machinery  Company 

3727-3741  Forest  Park  Blvd.,  St.  Louis,  Mo.,  U.S.A. 
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Canadians  In  Boston 


During  the  week'iof  July  8-15,  1914,  are  sure  to  meet  a  great  many  of 
their  English  trade  connections  besides  a  great  many  of  their  Canadian 
and  American  friends  in  the  trade. 

Seventh  National 
Shoe  and  Leather  Market-Fair 


For 
One 
Week 


July 
8-15 
1914 


MECHANICS  BUILDING,  BOSTON,  MASS. 


Will  be  the  headquarters  for  the  shoe  and  leather  trade  of  the  world. 
The  Fair  is  to  be  larger  and  better  than  ever  before  and  you  certainly 
should  be  there. 

As  An  Exhibitor 

You  can  obtain  good  spaces  at  $125  to  $288,  all  equipped.    You  will 

meet  hundreds  of  interested  buyers  and  sellers  of  shoes,  leather,  machin- 
ery and  supplies. 

As  a  Visitor 

You  can  meet  more  trade  friends,  see  more  new  ideas  for  making  pro- 
gress along  shoe  and  leather  lines,  than  would  be  possible  in  any  other 
way  and  at  a  great  saving  of  time  and  money. 

Plan  to  Visit  Boston 

Arrange  your  affairs  so  that  your  trip  to  Boston 
during  this  one  week  in  July  will  be  an  assured  fact. 

If  you  will  consider  making  an  exhibit  there,  write  us 
for  latest  diagram  of  spaces,  rates  and  details  about  the 
CANADIAN  SECTION  and  CANADIAN  DAY. 

Jacobsen  Publishing  Co.,  Managers 

No.  183  Essex  Street,  Boston,  Mass.,  U.S.A. 

Publishers  of  "Hide  and  Leather" 
Chicago— 136  West  Lake  St.  New  York  -No.  2  Stone  St.  Philadelphia— 415  Arch  St. 
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With  Us 

it  is 

Service  First" 


Canadian  Consolidated  Rubber  Co. 


mm  I  Limited 

Montreal 


28  Branches  Throughout  Canada 


FOOTWEAR    IN  CANADA 


Footwear 


W 


arehouse 


5  Floors  To  Let 
Adelaide  St  W. 
Toronto 


When  completed  this  ware- 
house building  will  be  the  most 
attractive  in  the  city. 

It  is  well  situated  for  foot- 
wear or  finding"  stocks. 

Centrally   located  at  Adelaide 
and  Charlotte  Streets. 
Light  on  four  sides 
Passenger  and  freight  elevator 
Vaults 

Low  insurance 

One  block  from  four  car  lines 
Floor  area,  6,300  sq.  feet,  each 
floor. 

For  further  particulars  ask 


R.  A.  Donald 


Union  Bank  Building 


Toronto 


Your  Staple  Lines 

Are  they  shoes  of  real  merit  that  will  stand 
up  to  rough  and  heavy  service  ? 

Can  you  show  a  customer  a  variety  of  styles 
and  quote  him  a  price  below  that  of  your 
competitor  ? 


stock 


"YAMASKA" 

your  answer  is  yes. 

Yamaska   is   a   brand  of 
many  years  standing. 

Get  our  prices. 


J.  A.  &  M.  Cote 


St.  Hyacinthe 

Quebec 


For  $  1 .50  per  year  we  will  mail  you  free  the 
journal : — 

THE  SHOE  MANUFACTURERS' 
MONTHLY  (2-), 

and  the  directory  : — 

THE  SHOEMAN'S  GUIDE  (3  6). 

Both  are  concerned  with  the  British  Wholesale 
trade.  (Exports  of  footwear  1913  over  twenty 
million  dollars.) 

The  "  Monthly  "  does  not  advertise  boots  and 
shoes,  but  machinery  and  materials  only.  Will 
keep  you  posted  on  what  is  going  on  m  Great 
Britain,  the  World's  open  market. 

The  Guide  tells  you  what  the  thousand  British 
manufacturers  produce.  Also  gives  facts  as  to 
makers  of  leather,  machinery,  inks,  stains,  mer- 
cery, findings,  etc. 

The  Halford  Publishing  Co.,  Ltd. 

26  Corridor  Chambers 
LEICESTER,  ENGLAND 
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We  Can 

« 

Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

^^^^^^^^^^^^^^  If  there  is  anything 

you  want,  write  us 

United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 
Toronto  Quebec 
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MR.  FOREMAN— 


A  \'K\\  LI'.ADING  SHOE  FAT'I'C  )R  I  I-IS— M(  )X  I-IN'  MAKI'.RS— are  I'lnmiMn-  nearly  every 
(juarter  and  I'oxing,  because  it  ini|)r(i\es  shoes  and  costs  little. 

I"\)xing'  and  Quarters  are  all  cut  out  of  the  Bellies  and  thin,  wrinkled  parts  of  the  skin>;  I'lump- 
ing-Backing  smooths  out  all  vvrinkle>,  l'luni])s  tiiem,  and  gi\es  them  a  Mellow,  Rubbery  feel. 

F.very  Shoe  Factory  on  hearth  will  do  this  in  a  few  years:  Mr.  F-'fjreman  be  a  Leader,  get  into 
the  best  Shoe  Brains  Company;  don't  be  a  Waiter. 

We  supply  Backing-Plumping  Cloths  at  all  prices  and  guarantee  best  possible  \alue  and  satis- 
faction at  e\'ery  price;  we  have  done  so  for  three  generations. 


304-310  E.  22nd  St. 
New  York  City 


Write  for  samples 


Peters  Manufacturing  Co.  iltZ', 


43-53Lincoln  St. 

Mass. 


To  get  results,  YOU  must  ha\'e  the 
best  material. 

That  is  why  the  Wise  Foremen  in- 
sist on  ofetting 


C  B«  C 

Inks,  Dressings,  Waxes,  Toe  Gum 

and  Cements 

Each  Product  Gtiaranteed  to  be  A  i  Quality 


Made  in  Canada  by 


Canadian  Blacking  &  Cement  Company 

Hamilton,  Ontario 


All  Leather 


Cheaper 
Satisfaction 


Your  customer's 
customer  will  pay 
less  for  more  satis- 
faction if  you  put 
Guay  AU-Lealher 
Counters  in  your 
shoes.    It  pays. 


Prices  and  Samples  on  Application. 


EUGENE  GUAY, 


230  St.  Marguerite  Street 
MONTREAL 


We  also  make  Union,  Standard  and  Leather  Board  Counters. 
TORONTO  REPRESENTATIVE    638  Shaw  St. 


Are  you  Looking  for  Help? 

The  surest  and  quickest  way  to  secure 

SHOE  FACTORY  HELP  RETAIL  SALESMEN 

TRAVELLING  SALESMEN         OFFICE  ASSISTANTS 

is  to  insert  a  small  advertisement  in  the  "Wanted 
and  For  Sale  Department"  of  FOOTWEAR  IN 
CANADA. 

Great  results  come  from  little  want  ads. 

Try  one  next  iasue. 

Footwear  in  Canada  "°  iSSoixo"' 
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THE  ONLY 
RELIEF  FOR  BUNIONS 

and  the  only  resource  for  the 
shoe  dealer  when  compelled 
to  fit  a  bunion  deformed 
foot  is  that  wonderful  little  de- 
vice the  Fischer  Bualon  Pro- 
tector. With  it  you  can  secure 
a  perfect  fit  direct  from  the 
shelves.  Without  it  you  have  a 
hopeless  profitless  task,  a  task 
that  stamps  your  methods  as 
antiquated  :  the  modern  shopper 
soon  loses  track  of  that  kind  of 
a  dealer.  The  lost  sale  doesn't 
pay.  WRITE 


THE  FISCHER  MANUFACTURING  CO. 

Milwaukee,  Wisconsin 

Solo  Owners,  Manufacturers  and  Patentees 


It  Pays  to 
Have  an 
Attractive 
Store 


A  System  of  the 
Milbradt  Rolling  Step 
Ladders  will  pay  for 
themselves  in  a  short 
time  by  enabling  you  to 
wait  on  more  trade,  save 
the  wear  and  tear  on 
your  fixtures  and  goods, 
as  well  as  bring  the 
appearance  of  your  store 
up-to-date.  Write  for 
catalogue  which  shows 
various  styles  of  ladders 
we  manufacture. 


Milbradt  Mfg. 

2410  N.  10th  Street 
ST.  LOUIS,  MO. 


Co. 


COUNTERS  and  BOX  TOES 

We  manufacture  all  kinds  of  Union  and  Leather  Counters, 
Leather  Box-Toes. 


Let  us  submit  samples  of 
these.  A  test  will  convince 
you  of  the  value  of  our  coun- 
ters for  your  shoes. 


Lamontagne,  Racine  &  Co. 

115  Arago  St.,  Quebec 


TORONTO  Rep. 
R.  Lewis,  21  Scott  St. 


MOXTUEAL  I{ci). 
V.  Champigny,  1276  Ontario  St. 


HEELS 

That  will 
not  check 


All  glades,  denomin- 
ations and  heights— a 
full  line. 

BOX  TOES  THAT 

COME  ALIKE 

made  in  leather,  split, 
combination  leather, 
canvas  and  felt. 


INDEPENDENT  BOX  TOE  CO. 

102  Christophe  Colomb  Street,  Montreal 
Oitirio  Sales  A?ents,  Wood  &  Baggs,  Room  3,  Altrena  Bldg., 
163'r  Churcn  Street,  Toronto        Main  5484 


For 


Misses  and  Children 

BENCH  MADE  McKAYS 


We  are  specializing  in  the  manu- 
facture of  Misses'  and  Children's 
Solid  Leather  Shoes. 

The  Ideal  shoe  is  made  on  new 
and  Stylish  lasts  in  a  variety  shapes 
and  sizes.    No  cut  off  tips  used. 

Write  us  for  prices,  etc. 

The  Ideal  Shoe  Co. 

Limited 
ELMIRA,  ONTARIO 


SHOE-CUTS 

Made  from  your  Shoes 

Full  of  style  and  snap. 
No  duty  to  pay  on  sample 
shoes  sent  us. 

Write  for  prices 

Ramsdell  Eng.  Co. 

Exchange  St. 

Rochester,  N.Y. 
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CATS  R4W 

CUSHION 

RUBBBR  HBELS 


Cat's  Paw  Rubber 
Heels  are  known  every- 
where for  their  excel- 
lent wearing  qualities. 
Our  patent  canvas  fric- 
tion plug  positively  pre- 
vents slipping  without 
affecting  the  buoyancy 
of  the  rubber. 

For  tale  by  all  leading 
jobbers  throughout 
Canada 


Walpole  Rubber  Co.,  Limited 

8  McGill  College  Avenue,  MONTREAL 


Dominion  Die  Co. 


MANUFACTURERS  OF 


Cutting^  Dies 

of   Every  Description 


For  Cutting 

Leather,    Rubber,  Paper 
Cloth,  Etc. 

ALL  WORK  WARRANTED 

321  Aird  Ave.,  Montreal 


TOES 

High  grade  box  toes  for  Goodyear 
work 

Also  combination  toes  of  all  kinds 

Men's,  Boys'  and  Women's  Heels 
All  Grades 


Write  for  Price* 


The  Montreal  Box  Toe  Co. 

321  Aird  Ave.,  Montreal 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a   satisfactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 


The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  village,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Ever)  General  Merchant  sells  boots  and  shoes — there  are  nO 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer. 


OPUMERCIAL 

(MM  TUH  <vivaa^f»  4ua  ivut. 

Over  29  years  in  its  field 


''CANADA'S    GREA  TEST   TEA  DE    PA  PER. ' ' 

biued  erery  Saturday  Morning  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching:  the  General 
Merchants  in  all  points.  Port  Arthur  and  West 
to  the  Pacific  Ocean 

Get  a  sample,  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results," — "THE 
COMMERCIAL  ■ 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 
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INSEPARABLE ! ! 

GENUINE 
DIAMOND  ♦  BRAND 

Fast  Color  Eyelets 

AND  THE 


Trade 


Mark 


It  will  be  found  on  the  surface  of  all  Eyelets  that  are 
absolutely  "  Fast  Color."  A  small  mark  but  of  great 
significance. 

Diamond  Brand  Eyelets  do  not  wear  brassy  because 
they  cannot.  We  have  a  booklet  that  tells  why. 
Send  for  it. 


United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 

122  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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I'OOT  VV  I'.A  R    IN  fAXADA 


The  United  States  Hotel, 

Boston,  Mass.,  U.  S.  A. 


Beach,  Kingston 
and    Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  center  of  the  Shoe  and  Leather 
District  and  within  easy  walkmg  di^ance  of  the  shopping  di^tridt,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 

Canadiant  desirinR  accommodations  during  July  and  August  should  make  reiervations  a  week  in  advance  of  their  arrival. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 


The  Business  Man 

buying  shoes  for  everyday  wear,  is  one  of  your  most  critical  cus- 
tomers. He  wants  comfort,  smartness  and  service  in  his  shoes, 
all  of  which  qualities  are  embodied  in 

Everyday" 
Shoes 

"Everyday"  Shoes  are  manufactured  from  highest  grade  leather 
and  superior  findings  and  will  stand  the  most  exacting  wear. 

Have  you  "Everyday  Shoes"  for  fall  trade? 


vj^^  T.  Sisman  Shoe  Co.,  Ltd. 

Aurora,  Ont. 


SHOE  BUSINESS  FOR  SALE 


For  sale  in  the  town  of  Brampton,  2  1  miles  west  of  Toronto, 
a  well  equipped  shoe  factory  for  the  making  of  Boys  and 
Youths  sewn  and  nail  work.  Splendid  opportunity  for 
party  to  engage  in  shoe  manufacturing  business  with  small 
capital.    Owner  is  prepared  to  take  interest  in  the  business. 

Address  P.O.,  BOX  612,  BRAMPTON,  ONT. 


are  stylish.    They  fit  baby,  and  are  comfortable - 
besides  they  please  mothers. 

^*HURLBUT  C°-™ 

PRESTON  CANADA 
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D.  &  F.  SHOES 

They  speak  for  themselves.  Well 
made  of  the  best  materials.    D.  & 
F.  shoes  have  won  the  confidence 
of  many  Canadian  shoemen. 
Their  style  and  finish  is  the  best. 

Ask  our  traveller  to  call.     .    .  . 

DUPONT  &  FRERE 

201  Aird  Ave.  MONTREAL 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes.  Trimmings,  Insoles,  Ankle 
SuppoRTEKS,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortune   Machine  Co. 


127  Duane  Street 


NEW  YORK 


ESTABLISHED  1807 


1807 


1914 


^^^^^    M.U>r.  BY  ■ 

V>'      PHIL\DtLPiUA,PA  USA  * 

C.  BOCKIUS  COMPANY 

Manufacturers  of 

Fine  Glazed  Kid 

Special  attention  paid  to  export  orders 
A  trial  order  solicited 

421-423-425  North  American  St.,  Philadelphia,  Pa.,  U.S.A. 


Men's  and  Boys' 
Welts 

To  Retail  At 
$3.50,  $4.00,  $4.50  and  $5.00 

This  fine  line  of  footwear 
yields  a  good  profit.  We  are 
in  a  position  to  make  all  your 
medium  and  high  grade  foot- 
wear at  prices  which  will  give 
you  a  large  margin  ot  profit. 

WATCH    FOR    OUR  TRAVELLERS 

Frank  W.  McKeen 

Formerly 

The  C.  E.  McKeen  Co.,  Regd.,  Quebec 
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WORKERS  UNION 

UNIO^^STAMP 

Like 


itIioiLit  the  Uoioini  Stamp 
ithoMt  a  CoMetry 


THE  Union  Stamp  is  a  certificate  of  shoe  character — 
of  workmanship's  best,  side  by  side  with  value's  strong- 
est. It  stands  as  a  pledge  of  footwear  honestly  made  by 
competent  workmen  under  sanitary  conditions. 

The  dealer  who  handles  Union  Stamp  Shoes 
has  a  distinct  advantage  over  his  competitors 
who  do  not.  The  grand  and  irresistible  volume 
of  Union  trade  marches  loyally  and  unswerv- 
ingly to  the  store  featuring  the  Union  Stamp 
Shoes,  ignoring  all  others. 

There  is  no  substitute  stamp— nothing  "just  as  good"  as 
the  Union  Stamp. 

Insist  on  the  stamp  of  the  Boot  and  Shoe  Worker's  Union 
and  share  the  mutual  profits  that  are  yours  for  the  asking. 


.WORKERS  UNION/ 


Boot  and  Shoe  Workers^  Union 

246  Summer  Street,  Boston 


\W0RKERS  UNION 


JOHN  F.  TOBIN 
CHARLES  L.  BAINE 


President 
Secretary-Treasurer 


UNIO^^STAMP 

Factory 
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YOUR 


GUARANTEE 
FOR  QUALITY 


United  Shoe  Machinery  Company  of  Canada 

Toronto  Montreal,  Que.  Quebec 


FOOTWEAR    IN  CANADA 


"  NUGGET  " 


SHOE 


POLISH 


Well  supported  by  the  public  and  the  trade. 


11  and  13  Davenport  Road 


TORONTO,  ONT. 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  developiiieiiL  in  siioe  repairing  niachiiier>  ,  and  meets  evei  y 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essenlial  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equ  pment  and  eiiiciency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  JNlachine  with  ail  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  .-team,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  coaditioii  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  tw  o  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This 
arrangement  gives  better  results  with  less  powei-. 

The  Huffing  aud  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following 
equipment : — 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  fiom  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  olhei-  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  neces-ai'y  equipment  for  black 
or  russet  work  : — 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  iJottom  Brushes 


2  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  diive  pulley,  so  that  it  is  necessaiy 
to  use  only  those  machines  which  the  operator  may  requii'e.    This  feature  means  a  saving  of  power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  adjust- 
ed bearings,  so  that  the  Outfit  I'uns  with  veiy  little  vibration.  Hi  d  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 


122  Adelaide  Street  We.t,  TORONTO 


492  St.  Valier  Street,  QUEBEC 
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A.  R.  Clarke  &  Co.,  Limited 

633-661  Eastern  Avenue 
Montreal  TORONTO  Quebec 


Vol.  IV~No.  7 


Toronto,  July,  1914 


Miner  Tennis 

The  big  selling  season  for  tennis  shoes  is  at  its  height. 
Check  over  your  stock  and  send  your  sorting  order  for 
Miner  Tennis— the  leading  canvas  shoe  of  Canada. 

Get  the  order  in  before  your  popular  sizes  are  "out"; 
then  you  will  not  miss  any  sales. 

Write,  'phone  or  wire  us. 


The  Miner  Rubber 

Company,  Limited 

Granby    Quebec        Montreal  Toronto 


LIST  OF  SELLING  AGENTS 

Blachford,  Davies  &  Co.,  Limited,  60-62  Front  Street  West,  Toronto,  Ont. 

Coates,   Burns  &  Wanless  ".    ...      London,  Ont. 

Dowling  &  Creelman  Brandon,  Man. 

R.  B.  Griffith  &  Co  Hamilton,  Ont. 

J.  M.  Humplirey  &  Co  St.  John,  N.B. 

J.  M.  Humphrey  &  Co  Sydney,  C.B. 

Jackson  and  Savage.  Limited  78  St.  Peter  St.,  Montreal,  Que. 

The  Wm.  A.  Marsh  Co.,  Western,  Ltd.,  72  Princess  St.,  Winnipeg,  Man. 

The  Miner  Rubber  Co.,  Limited    225  Queen  St.,  Ottawa.  Ont. 

The  Miner  Rubber  Co.,  Limited  21  Notre  Dame  St.,  Quebec,  Que. 

The  Miner  Rubber  Co.,  I  imited,  146  Wellington  St.  West,  Toronto,  Ont. 
The  Miner  Rubber  Co..  Limited  72  St.  Peter  St.,  Montreal,  Que. 


Alphabetical  Iijdex  to  Advertisers  Pa^e  54 


!•  O  ( )  T  W  \LAl<    I  .\    C  A  X  A  I)  A 


Classic  Shoe 
Full  of  Quality 

There  is  no  duty  in  the  price  e^f  a  "Classic 
shoe.     It  is  every  stitch  Canadian  Quality. 

The  illustration  is  from  one  of  our  $3.00 
models  made  to  retail  at  $4.00,  $4.50  and 
$5.00.  We  are  rapidly  increasing"  the  output 
of  this  and  other  "Classic"  shoes  for  women. 
Style,  comfort,  flexibility  and  j^einiine  high 
quality  are  the  winning  features  of  "Classic" 
footwear. 

Getty  &  Scott,  Limited 

Gait,  Out. 
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Spells— 

SHOE  SUCCESS 

and  we  have  achieved  that 
success  by  producing  a  Hne 
of  Women's  Fine  Turns 
and  Welts  that  are  rated 
by  keen  critics  as  the  finest 
of  high-quaHty  footwear. 

We  stand  to  prove  the  truth 
of  their  endorsement. 


John  Ebberts  Shoe  Co. 

200  Clinton  Street 


Buffalo,  N.Y.,  U.S. A. 
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Bostonian 
Shoes 


THE  Bostonian  Shoe  for  men  should  have  a  promi- 
nent place  in  every  progressive  shoe  store.  Bos- 
tonians  are  manufactured  from  best  quality  leath- 
er and  findings  on  popular  lasts.  They  will  appeal  to 
every  class  of  your  customers  by  reason  of  their  smart 
appearance  and  moderate  cost.  Bostonian  Shoes  will 
stand  favorable  comparison  v\ith  any  $6.00  shoe  on  the 
market. 

Have  the  Robinson  man  call  with  Fall  samples. 
All  the  newest  models  of  Independent  Rubbers  in 
stock. 


JAMES  ROBINSON 


James  Robinson 

Montreal 
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The 
House 
To 
Deal 
With 


VALUE  +  SERVICE 

JAMES  Robinson  has  built  up  his  business  on  a  basis  of 
sound  value  and  prompt  service.  Straight  dealing  brings 
new  customers  and  quick  service  retains  their  support. 
Goods  sold  by  James  Robinson  aie  chosen  after  careful  consid- 
eration and  with  due  regard  for  existing  trade  conditions  and 
the  immediate  needs  of  the  consumer. 

The  James  Robinson  service  has  become  a  by-word  among 
retailers  ;  your  rush  orders  will  receive  prompt  attention  and  all 
goods  delivered  to  date. 

James  Robinson 

Montreal 
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A  Shoe  for  Particular  Men 

You   cannot   be   too  "fussy" 

about  your  footwear. 

And  the  more  particular  you 

are,  the  more  likely  is  your 

selection    to    rest    upon  our 

shoes. 

You  cannot  make  any  mis- 
take in  selecting  a  shoe  that 
comes  from  the  quality  shoe 
factory  of  the  Minister  Myles 
.Shoe  Company — and  the 

is  one  of  the  most  noteworthy. 

A  gentleman's  shoe  in  every 
sense.  Smart  in  appearance,  full 
of  staunch  wearing  qualities,  and 
tits  like  a  glove. 

Worth  trying  at  several  shoe 
shops  to  find  the  Beresford — but  as 
a  matter  of  fact,  the  first  shop 
you    ask  4it    is    likely    to    have  it. 


7Ae 

BERESFORD 


Shoes  of 
Quality 
Nationally 
Advertised 
Make  the 
Merchants 
Task  an 
Easy  one 


Minister  Myles 

Shoe  Co.,  Limited 

TORONTO 
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Smooth  Working  Progressive  Finishing  Machines 


SEND  FOR  CATALOG  M 


SEND  FOR  CATALOG  M 


Progressive  Shoe 
Machines  are  built 
of  the  best  materials 
by  thorough  and 
practical  men  who 
know  the  needs  of 
the  shoe  repair  shop 
from  actual  experi- 
ence. We  make  sure 
that  every  part  works 
smoothly  and  effici- 
ently. 

There  are  twenry- 
four  different  models 
of  Progressive  Fin- 
ishers. Both  motor 
driven  and  foot 
power.  Built  to  last 
and  built  for  satis- 
factory service. 


Progressive  Mach- 
ines are  reasonable 
in  price  and  are  sold 
on  the  payment  plan 
or  for  cash.  With  a 
Progressive  Finisher 
your  shop  will  make 
more  money. 


PROGRESSIVE  SHOE  MACHINERY  CO.,  S'S 

The  Best  Shoe  Finishing  Machinery  Manufactured. 


r  l-^.:J''  ^'"Ig*  ^\*^r  ^-l--  'ir'k'.  1  ^  'O^-^lxr'  K\\     r-  K  gj 

OSCAR  Rumpel  formerly  factory  manager  and  assistant  general 
manager  of  the  Consolidated  Felt  Companies  takes  much 
pleasure  in  announcing  to  the  trade  that  he  has  severed 
his  connection  with  the  Consolidated  Felt  Companies  and  is  going 
into  the  manufacture  of  Felt  Footwear  for  himself.  The  latest 
improved  machinery  from  Europe  and  America  for  the  manufac- 
ture of  fine  felts  is  now  installed  in  the  new  factory.  Salesmen 
are  now  out  with  Fall  samples  and  your  inspection  is  cordially 
invited.  ::::::::::::: 
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La  Parisienne 
The  Shoe  For 
Dress  Occasions 


In  La  Parisienne  Shoes  we 
offer  a  line  of  high  class  dress  foot- 
wear equal  in  style,  fit  and  finish  to 
any  of  the  finest  imported  goods. 

La  Parisienne  shoes  are  made 
in  Canada  on  lasts  and  after  .styles 
gleaned  from  the  leading  fashion 
centres  of  the  world. 

La  Parisienne  shoes  are  made 
in  many  styles,  from  parlor  pumps 
to  walking  shoes,  and  for  all  occas- 
ions. 

La  Parisienne  pump  has  a 
special  steel  shank  reinforcing  the 
heel  and  preventing  it  from  bend- 
ing forward. 

Write  us  and  we  will  call  with  samples. 


La  Parisienne  Shoe  Company 

Maisonneuve,  Que. 

Medard  Gauthier,  Sales  Manager,  La  Patne  Building,  Montreal 
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Which  Kind  of  Evidence  Will  You  Demand? 


If  you  were  buying  a  new  Store  Front — one  to  increase 
your  business — would  you  be  willing  to  make  your  de- 
cision by  the  inspection  of  samples  of  corner  and  division 
bars  or  by  complete,  finished  Store  Fronts?  Wouldn't 
30,000  actual  Fronts  of  one  make  tell  you  more  than  all  the 
samples  you  could  get  hold  of  ? 

To  prove  to  you  what  KAWNEER  FRONTS  have 
done  we  cite  you  to  the  30,000  Fronts  in  which  KAWNEER 
is  installed.  Among  the  thousands  of  Merchants  who  have 
adopted  them  are  many  of 
the  keenest  and  most  con- 
servative Merchants  in  the 
country.  W^hen  they  made 
their  decisions  they  had 
samples  and  models  galore 

but  their  business  judgment  caused  them  to  judge  by  actual 
proofs — not  by  samples. 

If  you  were  to  buy  an  automobile  would  you  trust 
yourself  to  make  the  decision  upon  any  particular  make  by 
simply  looking  at  drawings  or  samples  of  various  parts  of 
the  machine?  No,  you  would  make  an  inspection  of  the  car 
itself — in  its  finished  form. 

And  so  it  is  with  Store  Fronts. 

Ask  the  Merchants  behind  KAWNEER  FRONTS 
what  they  think — find  out  if  their  Fronts  have  made  money 
for  them  by  increasing  business.  That's  the  kind  of  in- 
formation you  want. 

When  you  are  ready  to  buy  a  new  Front  we  want  to 
show  you  actual  proofs  of  our  work.  You  may  see  our 
samples,  too,  if  you  want  to,  but  we  prefer  to  let  our  fin- 
ished and  complete  jobs  represent  us. 


icawneer 

Manufacturing  Company 
Limited 

/rands  J.  Ptym.  PrcaitUiU 

Dept.  R.    1195    Bothurst  Street 
TORONTO.  ONT. 


Don't  risk  the  money  it  takes  to  build  any  kind  of 
Store  Front  until  you  have  seen  "Boosting  Business  No.  25  " 
— unquestionably  the  most  interesting  and  instructive  book 
on  Store  Fronts  ever  published.  It  contains  actual  photo- 
graphs of  many  of  the  best-paying  big  and  little  Store 
Fronts  in  the  country — drawings  of  suggestions  that  will  in- 
terest you  and  ideas  that  have  made  money  for  a  multitude 
of  other  Merchants. 

One  Merchant  in  Rochester,  Minn.,  recently  installed  a 

KAWNEER  STORE 

FRONT  and  his  business 
jumped  30'7p.  In  a  letter  he 
states  that  now  he  is  able  to 
sell  what  he  wants  to  sell 
— not  what  the  people  want 
to  buy.  He  also  states  that  he  is  able  to  conduct  his 
business  with  little  or  no  money  tied  up  in  dead  stock. 
Think  what  you  could  do  with  the  money  you  have  tied  up 
in  dead  stock— think  what  a  KAWNEER  FRONT  could 
do  for  you. 

Don't  take  another  step  in  this  matter  until  you  have  seen 
this  book — it  only  costs  you  2  cents  to  get  it — your  copy  is 
in  an  envelope,  stamped  with  a  5  cent  stamp  and  ready  for 
your  address.  Every  day  you  conduct  your  business  with- 
out  a  KAWNEER  STORE  FRONT  you  are  losing  sales. 

Take  the  first  step  for  greater  business  today. 


COUPON 
K'awneer 


Manufacturing  Company 
Llmltod 


Dept.  R.  1195  Bathurst  St. 
TORONTO,  ONT. 


idly  send  ''Boosting  Business  No  25' 
without  obligation. 


^f^^j>^    Street  and  No 
City  or  Xown   


3usine86.. 
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SUMMER  TIME 


IS 


TIME 


FLEET  FOOT  SHOES 
FOR  EVERY  SPORT  AND 
RECREATION 


Canadian  Consolidated  Rubber  Co. 

Montreal,  P.Q. 


28  Branches  Throughout  Canada 
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Educator. 

6H0E® 

REG.  U.S.  PAT.  OFF.^^^^ 


It  Is  A  Style  That 
Never  Changes! 


The  EDUCATOR  SHOE,  foe  to  "  Bent 
Bones,"  is  always  in  style  for  it  conforms  to  the 
shape  of  the  human  foot.  EDUCATORS  do 
not  depreciate  in  value,  for  the  human  foot  does 
not  change  its  form  from  season  to  season. 
The  EDUCATORS  that  you  buy  today  are 
sure  to  be  in  style  a  year  from  today.  Con- 
sequently you'll  never  have  to  worry  about  your 
EDUCATOR  stock. 


A  demand  for  EDUCATORS  has  been 
created  by  honest,  straight  forward  advertising  to 
the  general  public,  setting  forth  the  good  that 
EDUCATORS  can  do  the  foot.  It  attacks 
"  Bent  Bones  "  and  shows  the  Straight  Bones 
that  go  in  EDUCATOR  SHOES. 

EDUCATORS  are  made  by  RICE  & 
HUTCHINS  of  Boston,  and  sold  in  Canada 
through  the  following  : 


J.  K.  Rose,  -  Lumsden  Building,  -  Toronto,  Canada 
Western  Shoe  Distributing  Co.,  719  Main  Street,  Winnipeg,  Canada 


rOOTWRAR    IN  CANADA 


Business  Boosters 


Profit  Makers 

Women's  Welts 

To  retail  at  $3.50,  $4.00  and  $5.00 

Men's  Welts 

To  retail  at  $4.00,  $5.00  and  $6.00 

Quick  Selling  Staples 

To  retail  at  popular  prices 

In  stock  for  prompt  delivery 


Ames-Holden  McCready,  Limited 

Montreal,  Toronto,  St.  John,  Winnipeg,  Edmonton,  Calgary,  Edmonton,  Vancouver 

Write  NOW  to  Nearest  Branch 
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CHANDLERS'  "FLEXO"  BOW 

Made  from  Perfection  Silk  Ribbon 

Can  be  bent  to  fit  the  shoe.  Plaited  and  tailored  Bows; — Materials,  Satin  and  Gros- 
grain,   in  both  fine  and   coarse  wale,   biaid   effects  and  leather. 

CHANDLER'S  TANGO  RIBBONS 

No.  750,  double  faced  Satin  Ribbon  in  Black,  White  and  evening  shades, 
in  10  and  50-yard  pieces,  or  banded  one  dozen  pairs  or  more  to  a  box, 
in   solid   and  assorted  colors. 


Pattern  339 

Watch  guard  all 
silk  gros  grain, 
with  plaited 
cross  bar.  A 
popular  seller. 


Pattern  88 

Tailored  watch 
guard  ribbed 
bow.  Comes  in 
staple  and  fancy 
colors  to  match 
all  leathers. 


BUCKLES,  SLIDES  and  ORNAMENTS 

Buckles  and  ornaments  catalogued  are  imported  cut  and  riveted  steel  of 
our  own  selected  designs;  brilliant  and  lustrovis.  Tango  ornaments  a 
specialty.  .Also  novelty  throat,  vamp  and  other  small  ornaments  of  beau- 
tiful design  and  superior  r|uality  and  finish.  Beautiful  effects  in  brilliant 
rhinestone. 

CHANDLER'S  ADJUSTABLE  TONGUES 

Convert  the  ordinary  type  of  Pump  or  2-hole  Tie  into  the  popular  Col- 
onial. Made  from  the  very  best  materials  and  in  the  best  manner.  Can 
be  quickly  adjusted  and  with  them  may  be  used  any  type  of  buckle  shown 
in  our  catalogue.  Tongues  catalogued  are  flat,  will  be  furnished  flared 
if  so  specified. 

TONGUES  WITH  BUCKLES 

With  imported   steel  buckles  .$4. ."ill  tongue  .f2.25  to  $3.00  a  doz.  prs. 

to  $0.00  a  doz.  pairs.  White     Canvas     Tongue     with  en- 

With     etched     steel     or     Colonial  ameled   buckle  .$2.00  a  doz.  prs. 


buckles  $3.00  a  doz.  pairs. 
With     metal     buckles     $2.0(1  and 

$2.25  per  doz.  pairs. 
'With  leather  covered  buckles  $3.00 

to  $3.25  per  doz.  pairs. 
White   Canvas  covered  buckle  and 


Etched      steel      bvickles  without 

tongues,  $1.50  per  doz.  pairs. 
Leather     buckles     without  tongue, 

$1.80  to  $2.25  a  doz.  pairs. 
Tongues  with   leather  fillers,  $1.50 
and  $1.75  a  doz.  pairs. 


Pattern  1700 


A  coarse  ribbed    Small    bows  for 
silk  bow  which 
comes  in  black 
and  staple 
colors. 


PLACE  YOUR  ORDER  NOW  FOR 
WHITE  "FLEXO"  BOWS 

cliildren's    shoes,    Medium    for    misses  in 


various   patterns  as   made   in  larger  sizes. 

Send  for  Catalogues  and  Sample  Cards. 


C.  A.  BROWNING  &  CO. 

Exclusive  Selling  Agents 
32  Franklin  Street  -  -  BOSTON,  MASS. 


SHOE    REPAIRERS    Standard  No.  2  Finisher 


We  make  11  different  Models  of 
Finishing  Machines  and  over 
800  of  Model  No  2  (as  engraving) 
have  been  sold  in  the  OLD 
COUNTRY. 


Advantages : 


Ring  Self-Oiling  Beai'ings. 
Can  be  driven  by  1  h.  p.  Motor. 
Dust  Gate  to  stop  Fan  drawing 
air  when  not  required  and  thus 
save  power. 

In  every  point,  which  makes  a 
hi^h-class  maxhine,  the  SUP- 
REMACY of  the  "standard"  ma- 
chines is  unquestioned. 


PRICE  $160 

Duty  and  Carriage 
paid   to  Montreal 


Standard  Engineering 
Company,  Limited 

Liecester  -  England 
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Warm  Weather 

Winners 

When  You  Want  Them 

A  complete  range  of  all  lines  in  White  Goods  including  Women's  high  button  boots  and  pumps  in 
White  Nubuck  and  White  Canvas,  Cuban  Heel  and  on  "Growing  Girls"  last.  Also  Misses',  Children's 
and  Infants'  White  Canvas  button  boots  and  ankle  strap  pumps,  Men's  White  Canvas  Bluchers  and 
Oxfords  in  Goodyear  Welts  and  McKay  Sewn;  Men's,  Boys',  Youths'  and  Little  Gents'  Canvas  Blucher, 
Nailed  Soles;  Misses',  Children's  and  Infants'  Barefoot  Sandals;  Women's  Patent,  Gun  Metal  and  Tan 
Calf  Colonial  Buckle  Shoes,  Pumps  and  Oxfords;  Tennis  and  Lacrosse  Shoe^  in  Blucher,  Bal  and  Oxford. 

Our  mail  order  department  has  proved  to  many  of  our  customers  that  for  reliability  it  is  unsurpassed. 

It  means  added  profits  to  be  able  to  secure  during  this  summer  selling  season  the  goods  you  want,  just 
when  you  want  them. 


The  "Imperial  Shoe" 

Made  in  all  fine  leathers,  Goodyear  Welts 
and  McKay  sewn. 

"Beau  Brummer' 

Superior  quality  Goodyear  Welts— all  with 
last  minute  touch. 


"Varsity"  Brand 

Men's,  Boys,  Youths',  Medium  fine  shoes, 
McKay  Sewn. 

"Maple  Leaf"  Brand 

Solid  Leather  working  shoes,  every  pair 
guaranteed. 

"Little  Canadian" 

Misses'  and  Children's  fine  shoes 


We  have  recently  added  to  our  line 

THE  "SPORTSMAN"  BOOT 

Made  in  :  CHOCOLATE,  PEARL  ELK,  SMOKED  ELK,  BLACK  ELK.  In  10, 
12  and  15  inch  leg.  Double  Sole  to  heel — Goodyear  Welt— Full  Bellows  Tongue. 
Soles  Double  Stitched  Aloft.  This  a  boot  that  will  speedily  become  popular,  not  only 
with  the  sportsman  but  also  with  the  farmer,  lumbermen  and  any  others  whose  duties 
lie  mostly  out-of-doors. 

Agents  for  Ontario  for  the  famous  "WITCH-ELK"  Sporting  and  Hunting  Boots. 

Fall  and  Winter  Lines 

We  wish  to  remind  you  of  our  complete  range  of  styles  in  Elmira  Felts,  English  and  German 
Slippers,  Lumbermen's  Knit  Socks,  Moose  Moccasins,  Oil  Tan  Larrigans,  Miners'  and  Prospec- 
tors' Boots,  Witch  Elk  Hunting  Boots. 

Dainty  Mode    DITDDrDC  Royal 
Kant  Krack       KUDt>tl.KO  Bull  Dog 

Write  us.    Our  representative  covering  your  district  will  be  pleased  to  call  on  you. 

McLaren  &  Dallas    »  Toronto 
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"  The  Styleful  Shoe  for  Women  with  Large  Feet  " 


IN 
STOCK 


Sizes  Stocked  2l4  to  10 


Style  R  16  —  Generation  Welt  in 
Patent  with  Imported  Cloth  Top. 
Patent  Tip,  Stylish  14/8  Cuban  Heel, 
U  Buttons. 

$2.60 


Style  R  17— Generation  Welt  in  Gun 
Metal  Calf  Vamp  and  Foxing  with 
Dull  Top,  G.  M.  Tip,  14/8  Cuban 
Heel,  14  Buttons. 

TOP   OPEN   TO   SHOW  WIDE 
BUTTON  STAY. 

$2.60 


TRADE 


MARK 


A  New  Last  to  Carry  14/8  Cuban 
Heel — always  in  style. 

EVERY  STORE  HAS  CUSTOMERS 
WAITING  FOR  THIS  SHOE. 

For  Girls  and  Women  who  cannot  be 
correctly  fitted  to  a  regular  shoe,  and  who 
insist  on  good  style. 

Goodyear  Welts  do  not  take  the  place 
of  AUNT  POLLY'S  OUTSIZES,  but 
built  on  a  similar  last,  without  large  leg 
measurement,  and  carrying  a  higher  heel. 

GENERATION  SHOES  make  large 
feet  look  smaller.  Extra  ball  and  instep 
measurements. 

SOLID  SOLE  LEATHER  COUN- 
TERS. 

SOLE  LEATHER  BOX  TOES. 

INSIDE  BUTTON  LEATHER 
STAY. 

SUFFICIENTLY  WIDE  TO  PER- 
MIT BUTTONS  TO  BE  SET  OVER 
FULLY  ONE  INCH. 

Neat  Round  Toe. 
Marked  in  French  Sizes. 

RETAIL  READILY  AT  $4.00. 


IN 
STOCK 


No  Sizes  Stamped  on  Shoe 


Style  R.  15— Generation  Welt  in 
Patent  with  Patent  Tip,  Dull  Top. 
Stylish  14/8  Cuban  Heel  and  14 
Buttons. 

$2.60 


Style  R  18— Generation  Welt,  Fine 
Glace  Kid  Boot  with  Kid  Tip,  14/8 
Cuban  Heel,  14  Buttons. 

$2.60 


Send  for  CATALOGUE  OR  A  TRIAL  ORDER  FROM  STOCK.  You  take  NO  chances  for 
GENERATION  SHOES  do  not  stick — they  move  constantly  and  you  can  size  frequently  from  stock. 

Terms,  Net  30  Days. 

W.  B.  COON  CO.,  Specialists,  Rochester,  N.Y. 

Makers  of  "AUNT  POLLY'S  SPECIALTIES"  and  the  "GENERATION"  Line 
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Stork  Baby  Shoes 

and  Moccasins 


We  want  every  dealer  in  infants'  footwear  to  know  of  our 
goods  and  our  policy.  Stork  Baby  Shoes  and  Moccasins  are 
made  of  the  softest  and  finest  grades  of  leather  by  workmen 
who  know  how,  and  we  honestly  believe  them  to  be  the  best 
baby  footwear  made. 

They  are  scientifically  made,  and  have  right  and  left  lasts, 
insuring  a  comfortable  fit. 

They  are  quick  sellers  because  they  attract  and  interest  every 
mother  of  a  baby  who  sees  them. 

Our  extensive  advertising  to  the  consumer  is  for  the  sole  pur- 
pose of  sending  customers  for  our  goods  to  the  dealer. 

Our  good  friends  have  compelled  us  to  seek  larger  quarters 
where  we  are  now  located  and  in  a  position  to  fill  orders 
promptly. 

We  will  gladly  quote  prices  and  send  you  a 
sample  line,  free  of  expense,  and  without 
obligation.    Write  to-day. 

A  few  exclusive  agencies  are  open  for  good  live  men. 
Samples  in  compact  form.    Splendid  selling  side  line. 


) 


THE  STORK  COMPANY 


BOSTON,  MASS.,  U.  S.  A. 
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Star 
Shoe 


"mm 


TO  supply  a  satisfactory  shoe  to  your  boys' 
trade  is  to  insure  continued  patronage 
and  future  sales.  The  "  Star"  boys'  shoe  is 
a  strong  waterproof  shoe,  well  made  in  black 
and  tan  calf,  McKay  and  Standard  Screw  in 
stitchaloft. 

Write  for  "Star  prices 


star  Shoe  Limited 

Montreal 


Montreal  Agents 

D.  Desautels 
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Six  Big  Cash  Prizes 

For  the 

Best  Dressed  Window 

Displaying 

Essex  Rubber  Soles 

Attached  to  Shoes 


i 


1st  Prize 
2nd  Prize 
3rd  Prize 
4th  Prize 
5th  Prize 
6th  Prize 


$100.00 
75.00 
50.00 
25.00 
15.00 
10.00 


i 


i 


Any  shoe  dealer  can  win  one  of  these  prizes.  You 
have  everything  to  gain  and  nothing  to  lose  by  try- 
ing. A  big  Essex  business  is  passing  your  store  every 
day — An  Essex  Window^  Display  will  register  in  your 
cash  drawer — both  in  profits  and  prize  money. 

There  are  no  conditions  attached  to  the  contest. 
Simply  send  us  a  photograph  of  your  best  Window 
Display,  addressed  to  Pnze  Department,  Essex  Rubber 
Co.,  Trenton,  N.J.  The  following  impartial  Com- 
mittee of  judges  has  been  appointed  and  will  award 
the  prizes. 

JUDGES 

Mr.  George  E.  B.  Putnam,  Asso.  Editor  Boot  and  Shoe  Recorder 
Mr.  Arthur  L.  Evans,  Editor,  The  Shoeman 
Mr.  J.  H.  Stone,  Editor,  The  Shoe  Retailer 

Contest  is  open  until  August  1st. 


Essex  Rubber  Co.,  Inc. 

Principal  Offices  and  Factory 

TRENTON,  N.J. 

Farnsworth,  Hoyte  &  Co.,  Boston,  Mass. 

The  Rupp  &  Wittgenfeld  Co.,  Cincinnati,  Ohio. 
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TRADE 


MARK 


A  great  opportunity 
to  cash  in  on  the  Essex 
advertising  campaign 
now  running  in  news- 
papers and  magazines. 
And  to  win  besides 
substantial  cash 
prizes.  See  the  sample 
windows  illustrated, 
and  make  arrange- 
ments for  your  win- 
dow display  at  once. 


Sample  Window  No.  1 


SUGGESTIONS 

If  you  are  not  already  stocked  with  shoes  in  sufficient 
variety  of  shapes  and  sizes  to  which  Essex  Rubber  Soles 
and  Heels  have  been  attached,  take  this  up  with  the  man- 
ufacturer of  the  brands  of  shoes  you  carry.  He  will  see 
that  you  are  promptly  supplied.  Our  Prize  Department 
will  furnish  you  with  Window  Cards,  and  any  further  sug- 
gestions you  may  require  to  produce  a  striking  window  dis- 
play.   Don't  fail  to  ask  for  what  you  need. 


Unit  No.  1 


During  1913  over  4,000,000  Essex  Rubber  Soles  and  Heels  were  sold. 
This  year  the  quantity  will  be  much  larger.   Get  your  share  of  these  sales. 

Essex  Rubber  Co.,  Inc. 

Principal  Offices  and  Factory 

TRENTON,  N.J. 

Farnsworth,  Hoyte  &  Co.,  Boston,  Mass. 

The  Rupp  &  Wittgenfeld  Co.,  Cincinnati,  Ohio. 
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"Safety  First" 

Sell 
Antiseptic 
Shoes 


PAT.  NP  ■  119409 

GOLD  CROSS 
SHOE 


By  the  propagation  of  the  slogan  "Safety 
First,"  the  public  are  being  schooled  to  protect 
themselves  by  every  possible  means  from  acci- 
dent and  sickness,  to  the  conservation  of  human 
life  and  health. 

With  the  universal  adoption  of  this  princi- 
ple, Tebbutt  Doctors  and  Professor  Shoes  are 
easy  sellers,  by  reason  of  their  distinctive  anti- 
septic health  features. 

Let  us  send  you  a  sample  pair  for  inspection 
a  postcard  will  bring  them 


Tebbutt  Shoe 
and  Leather 
Company  Ltd. 

Three  Rivers,  P.  Q. 
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The  John  Strootman  Shoe 

Buffalo,  N.  Y. 

FOR  WOMEN 
Style  and  Dependability.    Women's  Fine  Welts  and  McKays. 


8019.  Pat.  Colt,  Butt.,  All  Wool 
Top,  Louis  Cuban  Heel.  $3.40 


Forty  years  practical  experience  is  behind  every  John  Strootman  shoe — Fort} 
years  study  of  the  art  of  combining  the  freakiness  of  fashioii  with  the  practical 
necessities  of  comfort  and  wear — Forty  years  practical  experience  in  the  art  of 
putting  a  dollar's  worth  of  value  into  a  dollar's  worth  of  price. 

We  recommend  these  shoes  to  you  as  a  product  of  a  factory  noted  the  country 
over  for  the  excellence  of  its  shoes — we  guarantee  to  give  you  in  these  shoes  the 
very  maximum  of  shoe  value  and  style. 

All  prices  quoted  are  F.O.B.  Toronto.    Duty  paid. 

American  -  British  -  Canadian  -  Distributors 


Boston 


TORONTO 

Montreal 


310  Yonge  Street 

Winnipeg 


CANADA 

London,  En^. 


AIRD  &  SON,  Montreal 


New  Lasts      New  Heels 
New  Styles 


^  Jobbers  are  invited  to  call  and  see  our  new  samples 
when  in  Montreal. 

^  They  include  new  styles,  new  heels  and  new  lasts  in 
McKays  and  Turns  for  men,  boys,  youths  and  women. 

^  They  provide  a  good  margin  of  profit  and  are  Ai 
footwear. 


WRITE  OR  CALL, 
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It  Will  Pay  You 

To  Sell 
and  Recommend 


SHOES 


For 


Every  Sport 
and  Recreation 


Canadian  Consolidated  Rubber  Co. 


Montreal,  P.  Q. 

28  Branches  throughout  Canada 


Limited 
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Value  of 
Inspiration 


Many  a  big  successful  business 
owes  its  prosperity  to  some 
man's  inspiration,  a  brain  that 
one  day  saw  clearly  an  opportunity  and  a  way  to 
use  it.  Many  a  small-town  merchant  plods  along 
day  after  day  with  the  same  drearj^  routine  of  busi- 
ness, making  a  small  profit  by  dint  of  hard  work  and 
close  watching,  blinding  his  vision  to  an  inspiration 
that  might  show  him  an  opportunity  to  raise  his  busi- 
ness out  of  its  narrow  confines  and  restricted  reach, 
and  get  it  on  the  great  high  road  to  growth  and  suc- 
cess, thereby  changing  a  drudgery  to  a  pleasure,  and 
a  worry  to  enthusiasm. 

No  matter  where  you  are  or  how  small  your  busi- 
ness, don't  think  that  you  can't  have  an  inspiration, 
or  that  having  it,  you  will  get  no  opportunity  to  make 
it  a  success.  The  size  of  the  place  or  the  business 
does  not  matter ;  it  is  seeing  the  thing  clearly,  rightly, 
and  then  having  the  courage  and  the  energy  and  the 
i)rains  to  carry  it  out. 

.\  small  merchant  had  an  inspiration  one  day.  Im- 
mediately he  set  it  to  work,  and  it  sold  for  liim  in  a 
few  days  a  big  lot  of  goods  that  he  had  worried  over 
for  several  months  because  they  seemed  to  be  inevit 
able  stickers  and  the  stagnant  capital  would  have 
been  a  serious  loss.  That  is  merely  incidental ;  the 
point  is  that  it  proved  to  this  merchant  the  value  of 
inspiration. 

It  proved  to  him  that  it  was  not  opportunities  he 


needed,  it  was  inspiration,  and  he  changed  his  mental 
attitude  so  as  to  be  open  for  more  such  clear  visions 
as  the  one  that  had  come  to  him  showing  the  way  out 
of  his  predicament. 

This  merchant  realized  the  value  of  an  inspiration, 
and  he  also  realized  what  must  be  back  of  it  to  make 
it  worth  while.  He  set  to  work  on  the  details  of  busi- 
ness as  he  had  never  worked  on  them  before.  Pre- 
viously they  had  always  been  hated  drudgery,  now  it 
was  like  rolling  up  a  big  machine  for  him,  like  putting 
in  gasoline,  like  pumping  up  the  tires  and  having 
everything  else  in  smooth  running  order  so  that  when 
the  spark  was  turned  on,  and  the  inspiration  gave  the 
motor  power  to  start,  there  would  be  everything  ready 
for  the  run  and  the  opportunity  would  not  be  lost  for 
lack  of  some  essential  element  of  good  business. 

One  never  can  tell  where  inspirations  will  come 
from,  but  it  is  a  pretty  safe  guess  that  they  will  come 
most  frequently  where  enthusiasm  is,  and  optimism 
li\'es,  and  to  the  man  who  is  on  the  alert  for  new 
thoughts  and  new  ideas. 

We  trust  we  have  convinced  you  of  the  value  of 
inspiration,  but  let  us  not  overlook  the  fact  that  in- 
spiration only  points  the  way  and  profits  nothing  un- 
less you  have  the  ability  and  the  energy  and  the  in- 
clination to  go  as  inspiration  directs. 

*      *  * 
If  a  man  does  not  buy  from  you. 
Selling  Goods        make  every  efifort  to  learn  his 
real  reason  for  not  doing  so.  A 
lot  of  people  who  ought  to  be  buyers  will  not  sign 
the  order  and  will  give  you  a  lot  of  so-called  reasons. 
They  will  say  they  can't  afiford  it ;  they  don't  need  it ; 
they  want  to  look  around.    These  are  only  excuses ; 
they  are  not  reasons.    Try  to  find  out  the  real  reason 
why  a  person  won't  buy ;  then  you  can  approach  him 
along  that  line,  and  in  nine  cases  out  of  then  you  will 
be  able  to  make  a  sale. 

AVhich  is  the  better  way  to  sell  goods — on  a  sal- 
ary or  on  commission?  It  doesn't  make  much  differ- 
ence. After  all,  men  are  paid  their  salaries  in  pro- 
portion to  the  amount  of  the  goods  they  sell,  so  in  tlie 
final  analysis  they  are  all  working  on  a  commission 
basis. 

Successful  salesmanship  is  composed  of  nine-tenths 
man  and  one-tenth  territory.  After  all,  territories  are 
pretty  much  alike.  A  real  salesman  will  sell  his 
goods  wherever  the  people  speak  the  same  language 
that  he  does.  If  you  have  the  right  goods  and  the 
right  man  you  can  sell  your  goods  anywhere  that 
people  can  understand  you. 

Never  leave  business  to  look  for  business.  We 
have  all  of  us  been  out  in  the  woods  and  we  know  that 
the  grass  always  looks  greenest  in  the  distance.  Yet 
when  you  get  to  the  bright  spot  it  is  no  better,  and 
perhaps  not  as  good,  as  the  place  you  have  left.  The 
same  thing  applies  to  salesmanship.  Business  is  just 
as  good  where  vou  are  as  it  is  in  the  next  town.  You 
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have  to  go  after  I)u,siness  anywhere,  s(;  go  after  it 
where  you  are,  and  don't  lea\'c  until  you  have  got 
it  all. 

*      *  * 

i  low  do  you  treat  your  custo- 
Popularity  Pays  mcrs,  Mr.  Retailer?  Do  you  sit 
enthroned  in  the  office  looking 
down  upon  them  with  an  air  of  calm  aloofness,  or  do 
you  mix  with  them,  gain  their  friendship  and  esteem 
and  l)y  so  doing  bind  them  to  your  store?  I'he  day 
for  aloofness  in  trade  is  over,  if  it  ever  existed.  It 
may  be  necessary  for  a  retailer  with  a  large  staff  of 
clerks,  to  spend  most  of  his  time  in  the  office,  but  even 
then,  he  should  be  as  human  as  possible  and  treat 
his  customers  like  personal  friends. 

If  you  are  doing  business  with  young  men,  sym- 
I)athize  with  them  in  their  ideas  and  amusements. 
The  proprietor  or  clerk  who  is  known  as  a  good  sort, 
and  who  also  can  impress  the  customers  with  the  idea 
that  he  is  an  authority  on  the  selection  and  fitting  of 
footwear  is  bound  to  get — and  hold — this  class  of 
business.  A  clerk  of  this  type  is  a  great  accjuisition 
to  a  retail  shoe  store,  and  the  management  will  feel 
his  loss  when  he  leaves,  for  should  he  be  taking  an- 
other position  in  the  same  town  he  is  almost  sure  to 
take  his  clientele  with  him.  The  only  way  the  pro- 
prietor can  ofYset  this  defection  of  customers  with  the 
departure  of  the  clerk  is  to  make  himself  the  nmst  out- 
standing personality  in  the  store,  and  to  win  the  cus- 
tomers' esteem  and  goodwill. 


precious  conrnK^lity  as  rnuch  as  you  will,  and  the  sup- 
I)ly  will  never  be  withheld  from  you.  .\'o  mysteriou- 
power  will  say  "This  man  is  a  fool,  if  not  a  knave. 
He  does  not  deserve  time;  he  shall  be  cut  off  at  the 
meter."  It  is  more  certain  than  consols,  and  payment 
of  income  is  not  affected  by  Sundays.  Moreover,  you 
cannot  draw  on  the  future.  Impossible  to  get  into 
debt.  You  can  only  waste  the  passing  moment.  Yoti 
cannot  waste  the  next  hour ;  it  is  kept  for  you.  You 
have  to  live  on  this  twenty-four  hours  of  daily  time. 
Out  of  it  you  have  to  spin  health,  pleasure,  money, 
content,  respect  and  the  evolution  of  your  immortal 
soul. 


The 
Day's  Work 


When  you  have  a  great  deal  t" 
do,  do  not  begin  the  day  by  pic- 
turing yourself  in  a  mad  rush  all 
day  trying  to  get  through;  and  do  not  wear  yourself 
out  by  going  through  all  the  work,  again  and  again ; 
in  your  mind  before  you  actually  start.  Begin  by 
taking  the  difi'crcnt  things  you  have  to  do,  and  asking 
yourself  how  much  time  each  will  require.  You  will 
find  that  a  certain  piece  of  work  can  be  done  in  less 
than  an  hour;  that  another  will  recjuire  less  than  halt 
an  hour ;  that  four  or  five  other  things  will  not  require 
more  than  ten  minutes  each ;  that  a  dozen  or  two 
minor  matters  can  be  easily  finished  in  less  than  an 
hour  and  a  half — and  so  on.  By  coimting  it  all  up 
}  ou  will  find  two  or  three  hours  of  the  day  still  re- 
maining when  you  can  attend  to  something  extra. 


Look  to 
Future  Sales 


Think  as  much  of  the  advantage 
vour  customer  will  receive  from 
doing  business  with  you  as  you 
do  of  your  own  profits,  and  think  as  much  of  tlie 
rights  of  your  firm  as  you  do  of  your  own  preroga- 
tives. It  is  better  to  make  a  fair  sized  sale  and  to 
know  that  it  was  scientifically  accomplished  than  it  is 
to  bag  a  little  bigger  order  without  knowing  whether 
to  credit  your  business  to  mere  luck  or  to  pliability 
on  your  customer's  part.  Such  a  sale  helps  you  little 
in  the  future. 


The  Value  of 
Time 


Time  is  the  inc.\])lical)lc  raw  ma- 
terial of  e\erytliing.  W  illi  it,  all 
is  i)ossible ;  without  it,  nothing. 
The  sui)ply  of  time  is  truly  a  daily  miracle,  an  aflair 
gcnuinel}'  astonishing  w  lieu  mic  examines  it.  You 
wake  up  in  the  morning,  and  lo !  your  purse  is  magi- 
cally filled  with  twenty-four  hours  of  unmanufactured 
tissue  of  the  universe  of  your  life !  It  is  yours.  It  is 
the  most  precious  of  all  possessions.  No  one  can  take 
it  from  you.  It  is  unstealable.  And  no  one  received 
either  more  or  less  than  you  did.  Talk  al)out  an 
ideal  democracy!  In  the  realm  of  time  there  is  no 
aristocracy  of  wealth,  and  no  aristocracy  of  intellect. 
Genius  is  never  rewarded  by  even  an  extra  hour  a  day. 
And  there  is  no  punishment.    Waste  your  infinitely 


Try  as  we  will,  we  can  never  e-^- 
Why  Some  Succeed    cape  from  the  truth  that  the  n; 

survive  and  the  unfit  decline  ac- 
cording to  adaptability  or  inadaptability  to  environ- 
ment. There  is  no  luck ;  there  is  no  chance.  Back  of 
every  result  is  cause.  A  business  succeeds  because  it 
proves  itself  fit  to  serve  the  public.  Businesses  that 
fail  merely  prove  their  unfitness.  The  wise  man  feed- 
his  body  nourishing  food  because  he  knows  that  with- 
out nourishing  food  he  cannot  live  and  grow.  The 
man  who  feeds  his  mind  and  neglects  his  body  is  a 
fool.  The  manager  who  gives  all  his  thought  to  the 
officers  and  stockholders  of  his  store,  who  plans  for 
their  comforts  and  their  profits,  and  who  neglects 
give  careful  thought  to  the  workers  in  the  ranks  is 
preparing  his  store  for  sickness  and  death.  The  man- 
agers may  be  the  uiiiul  of  the  store,  but  the  worker- 
are  its  bodv. 


'y^HlS  is  a  law  :  That  thought  without  subse- 
quent acflion  is  useless.  So — Do  the  thing. 
^  It  is  better  to  be  partly  right  in  pradice  than  per- 
fedly  right  in  theory.  ^  Better,  adion  that  is  60 
per  cent,  right  than  inadion  that  is  1 00  per  cent,  per- 
fed.  ^  Don't  think  too  long  without  ading.  ^  Do  it. 
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The  New  Store  of  Vancouver  Bargain 

Shoe  Specialist 


ONE  of  the  most  rapidly  expanding  businesses 
in  Vancouver  is  that  of  Henry  D.  Rae,  the 
bargain  shoe  specialist,  who  at  the  begin- 
ning of  June  last  opened  a  fine  new  store  at 
23  Hastings  Street  East,  where  in  future  he  will  make 
his  headquarters.  Mr.  Rae  now  owns  two  large 
stores  in  the  city,  his  other  premises  being  at  104  Cor- 
dova Street  West,  a  location  he  has  occupied  for  a 
number  of  years  past.  The  decision  to  establish  addi- 
tional quarters  on  Hastings  Street,  the  leading  artery 
of  retail  trade,  was  brought  about  in  the  knowledge 
that  a  good  opening  existed  in  this  particular  section 
of  the  city  for  the  exploitation  of  popular  footwear 
lines  at  bargain  rates,  and  the  results  during  the  open- 
ing weeks  of  business  have  more  than  justified  the 
wisdom  of  the  venture.  It  is  Mr.  Rae's  intention  to 
continue  the  Cordova  Street  store  as  a  branch  estab- 
lishment, and  to  operate  his  business  from  this  time 
forward  under  the  title  of  The  Bargain  Shoe  Stores. 

The  new  Hastings  Street  premises  have  a  front- 
age of  twenty-five  feet  and  a  depth  of  one  hundred 
and  twenty-two  feet  to  the  lane.  The  windows  arc 
each  ten  feet  wide  and  six  feet  deep  leaving  a  space  of 
five  feet  for  the  entrance  doorway.  Silver-plated  fix- 
tures of  plain  finish  and  sheets  of  plate  glass  placed 
horizontally  in  the  windows  are  utilized  for  display- 
ing the  different  grades  of  shoes.  The  artificial  light- 
ing of  the  show  spaces  is  all  that  could  be  desired, 
thirty-eight,  60  candle-power  lamps  furnishing  effec- 
tive illumination.  The  interior  is  also  well-lighted, 
the  equipment  consisting  of  five  brass  electroliers 


each  fitted  with  four  lamps  of  100  candle-power  in  the 
main  section  of  the  store,  while  two  lamps  of  100 
candle-power  each  are  provided  in  the  children's  de- 


Henry  D.  Rae. 


partment  at  the  rear.  The  floor  of  this  department  is 
raised  a  little  above  the  level  of  the  remainder  of  the 
interior. 

There  is  nothing  unusual  in  the  method  of  carry- 
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ing  stock,  double  cartons  bein<;'  used  iu  the  shelve.^ 
extendinj^'  down  each  side  and  at  the  rear,  while  foui 
wooden  racks  on  which  are  iiunj^  special  bargain  lines 
occupy  the  centre  of  the  floor.  A  show  case,  finished 
in  light,  golden  oak  and  holding  ladies'  and  children's 
fancy  goods  has  been  placed  immediately  facing  the 
entrance.  The  more  expensive  grades  of  footwear  are 
i^iven  a  i)lace  in  the  wall  shelving  at  the  front  of  the 
interior  and  the  cheaper  grades  are  at  the  rear,  the 
ladies  department  occupying  the  right  hand  side  of  the 
store  while  the  men's  department  is  on  the  left.  Com- 
fortable oak  settees,  leather  padded  and  fitted  with 
springs  are  provided  instead  of  the  usual  plain  type  of 
fitting  chairs.  There  are  ten  of  these  settees  alto- 
gether each  capable  of  seating  five  customers. 

Reserve  stock  and  findings  are  stored  in  a  roomy 
department  measuring  25  x  25  feet  separated  by  a 
wooden  partition  from  the  children's  section. 

Mr.  Rae  caters  to  the  masses  rather  than  to  the 
classes  and  for  this  reason  his  stock  is  mainly  com- 
posed of  the  po]nilar  lines  of  shoes,  which  he  offers  at 
bargain  prices.  In  his  new  headquarters  he  is  as- 
sisted by  a  sales  staff  of  seven,  augmented  by  three 
extra  hands  every  Saturday. 


The  Toe  Piece 

Toe  pieces  that  show  a  ridge,  under  the  tip,  can  be 
avoided  if  this  piece  is  first  pasted  on  to  the  tip.  This 
piece  should  be  one-eighth  of  an  inch  smaller  than  the 
tip  all  the  way  around.  When  this  toe  piece  is  pasted 
on  the  tip,  it  should  come  to  within  one-eighth  of  an 
inch  of  the  straight  edge  of  the  tip  ;  then,  after  the  tij) 
is  perforated,  at  least  one  row  of  stitching  will  catch 
and  hold  the  toe  piece.  Satisfactory  results  cannot  be 
had  when  this  toe  piece  is  set  in  by  the  assembler  as 
is  done  in  a  few  shops. 


Toeless  Shoes  for  Women 

The  toeless  siioc  for  afternoon  and  evening  wear 
and  to  l)e  worn  with  or  without  stockings  is  the  latest 
noxelty  for  women  to  appear  iu  the  London,  Eng., 
shops. 

The  new  design  is  of  a  sandal  form  with  high 
iM-ench  heels,  and  exi)oses  glimpses  of  the  sides  of 
the  foot  and  toes.  They  are  also  made  in  a  wide  range 
of  colors  with  a  view  to  matching  the  gowns. 

So  far  the  new  shoe  has  not  yet  made  its  appear- 
ance in  the  street  or  the  fashionable  tea  rooms. 


Have  a  Look  at  Your  Findings 

Have  you  a  nice  assortment  of  dressings?  Gun- 
metal,  suede,  white  cleaner,  black  and  tan  polishes. 
Can  you  supply  your  customer  with  arch  supports, 
heel  treads,  bunion  protectors?  You  should  also  carry 
a  nice  assortment  of  insoles.  There  is  no  necessitv  to 
carry  a  large  stock,  but  have  the  assortment.  Herein 
lies  the  secret  of  success  and  good  service.  ]\Ieet  the 
demands  of  your  patrons  as  nearly  as  possible,  and 
don't  forget  the  sunshine  should  be  a  constant  re- 
minder to  keep  up  your  stock  of  findings,  for  as  the 
sun  shows  up  the  dust  on  your  shoe  boxes  and  shelves 
so  does  it  reveal  the  dirt  and  untidiness  of  your  cus- 
tomer's footwear. 


Business  building  is  the  art  of  securing  perman- 
ent and  profitable  customers. 


A  house  is  known  not  alone  by  the  customers  it 
keeps,  but  also  by  what  it  gets. 


The  wagging  tongue  of  a  satisfied  customer  is 
tlie  l)est  advertisement  in  the  world. 
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What  Is  YoMr  Cost  ©f  Doing:  Busiees; 


Facts  and  Figures  Gleaned  from  Investigations  Conducted 
Among  the  Retail  Shoe  Trade  Throughout  the  Country 


TIIK  following  averages  showing  the  cost  of  do- 
ing business  in  a  retail  shoe  store  is  taken 
from  a  pamphlet  issued  by  the  Department  of 
System  Service  of  the  Burroughs  Adding  Ma- 
chine Company,  Detroit,  Mich.  The  figures  given  in 
this  connection  are  typical  instances  taken  from  the 
investigations  made  among  a  large  number  of  retail 
firms,  by  System  Magazine,  the  Harvard  Bureau  of 
Business  Research,  the  Burroughs  Adding  Machine 
Coinpany  and  various  trade  organizations.  These  fig- 
ures are  well  worth  careful  study,  the  table  of  per- 
centages being  particularly  interesting. 

After  you  have  studied  the  figures,  enter  your 
costs  and  profits  in  the  blank  form  we  illustrate  in  this 

Table  for  Figuring  Cost  of  Doing  Business 


Sales  per  year 
Rent  per  year 
Salaries   


Advertising 

Heat 

Light 

Delivery  _ 


Supplies 


Itisurance 

Taxes 

General 
Expenses 


Depreciation  and  Shrinkage 
Bad  Debts  


Total  Expenses 
Total  Sales  at  Cost 
Actual  Income  from  Sales 
Net  Profits 


connection  and  compare  them  with  the  average,  to 
see  where  you  are  more  efiicient  and  where  less  so, 
than  your  fellow  business  men. 

How  to  Find  Your  Costs 

The  only  thing  that  keeps  any  merchant  from  com- 
piling his  cost  figures  is  lack  of  time.  This  is  not  a 
reason.  This  most  important  work  is  neglected  be- 
cause other  duties,  not  so  essential,  crowd  in  and  use 
up  all  the  time.  The  greatest  problem  before  any 
business  man  is  to  manage  his  own  time  so  that  it  is 
used  to  the  best  advantage.  For  instance,  you  will 
find  that  certain  detail  work  (such  as  adding  figures; 
takes  so  much  of  your  time  that  your  other  work  is 
neglected,  or  else  the  figures  are  not  compiled.  The 
thing  to  do  is  to  find  a  way  to  unload  the  detail.  If 
a  machine  will  handle  all  your  figures  in  less  time 
than  you  spend  to  compile  half  of  them,  that  machine 
is  a  good  investment. 

The  object  of  the  bulletin  is  to  show  you  how  to 
get  the  vital  figures  about  your  business,  how  much 
each  item  of  expense  is,  and  to  get  them  on  time — ac- 
curately— and  at  less  expense  than  you  pay  now  to  get 
half  of  them  halfway  accurately. 

Shoe  Store  Costs 

Below  is  itemized  the  average  cost  of  retailing 
shoes  based  upon  investigations  and  set  for  the  whole 
country.  It  will  be  noted  that  rents  are  high  and  sal- 
aries also  proportionately  heavy.  It  therefore  follows 
that  under  normal  mark-ups  net  profits  are  weak  and 
your  success  demands  closer  buying  in  styles,  frequent 
re-ordering  of  in-stock  lines,  and  less  idle  time. 


Rent   3.21% 

Salaries   10.51% 

Advertising   1.65% 

Heat  and  Light   1.10% 

Delivery  46% 

Supplies  30% 

Insurance  and  Taxes   1.03% 

General  Expenses    4.36% 

Depreciation  and  Shrinkage  50% 

Bad  Debts  10 


In  the  above  table  such  miscellaneous  items  a.^ 
telephone,  ice,  paper,  bags,  stationery,  stamps,  etc., 
make  up  "General  Expenses,"  donations  are  charged 
in  with  "Advertising,"  and  licenses,  when  required, 
with  "Insurance  and  Taxes."  The  items  chosen  in 
the  tables  above  and  below  were  selected  to  make 
averages  for  comparison  practicable.  Location  counts. 
One  per  cent,  may  be  added  for  the  Pacific  Coast  and 
certain  portions  of  the  West  (freight,  an  important  but 
variable  item  is  not  considered)  and  one  per  cent,  may 
be  deducted  for  the  Atlantic  Coast.  Dealers  in  rural 
communities  may  safely  deduct  3  per  cent,  from  the 
averages,  but  firms  in  cities  of  over  400,000  should 
add  2  per  cent. 

"Cost  of  doing  business"  in  these  tables  does  not 
include  freight  and  cartage,  interest  on  investment,  or 
losses  taken  in  mark-downs  or  gains  made  through  dis- 
counts.   Each  table  of  costs  accounts  for  a  single  turn- 


Total   Percentage  of  Expenses  to   Sales    . .  33.23% 


28 


FOOTWEAR    IN  CANADA 


over.  "Salaries"  includes  overhead  salaries  as  well  as 
direct  selling  expense.  "Delivery"  includes  upkeep 
and  wages  for  delivery  help.  Depreciation  for  this 
item  is  assembled  under  "depreciation."  "Deprecia- 
tion and  Shrinkage"  includes  depreciation  on  all  equip- 
ment and  irregular  losses  from  stock,  besides  custom- 
ary shrinkage  from  perishable  goods.  "I5ad  debts" 
represent  accoimts  actually  written  olT  as  nncollect- 
able. 

An  Average  Shoe  Store 

The  ligures  in  the  table  below  arc  taken  from  a 
New  England  shoe  store  and  closely  fit  the  average. 
Three  and  a  half  turn  overs  are  made  under  a  marked- 
down  loss  of  about  y  per  cent.  The  owner  is  therefore 
forced  to  realize  through  the  stock,  a  mark-up  close  lo 
35  i^er  cent,  in  order  to  get  a  sound  net  proht. 


Rent  $   778.13  or  :i.l'A 

Salaries    2,786.21  or  11.1'/* 

Advertisiiig   j7(i.51  or  1.5'//, 

Ileal  and  Light    :!2r>.{tl  or  .ij'/o 

Delivery   7'i.'M)  or  M'/o 

.Supplies   100.40  or  A'A 

Insurance  and  Taxes   ur  1.2'v 

General  Expenses   1,029.14  or  4.1'v 

Depreciation   and   Shrinkage    150.51  or  M'/n 

Bad  Debts   25.10  or  .1% 


Total    E.xpenses    $5,848.52  or  23. :3'/'. 


The  Burroughs  Company  have  published  a  twenty- 
page  bulletin  entitled  "Stopping  Store  Leaks,"  which 
tells  how  many  retailers  are  securing  complete  and  ac- 
curate information  about  their  operating  costs  and  ot 
other  features  of  their  business.  It  is  compiled  from 
material  gathered  in  investigaticms  among  thousands 
of  retail  merchants.  You  may  secure  one  of  these  pam- 
phlet bulletins  simply  b\-  dro])ping  a  post  card  to  the 
company. 


To  Keep  the  Water  Out 

To  make  shoes  waterproof  is  a  subject  which  lia.^ 
engaged  the  attention  of  many  men  during  tlie  past 
hundred  years,  or  probably  as  long  as  shoes  have  been 
worn.  Should  some  process  or  some  product  be  dis- 
covered which  would  effectively  do  this,  it  would  not 
only  be  a  great  boon  to  humanity,  but  it  would  no 
doubt  make  the  discoverer  wealthy.  An  authority, 
writing  on  this  subject,  says  that  there  is  ikj  substance 
that  will  make  boots  or  shoes  absolutely  waterproof. 
That  is,  for  any  length  of  time.  As  a  rule,  most 
water-proofing  compounds  contain  animal  fats,  min- 
eral oils,  rosin,  wax  and  solutions  of  India  rubber. 
The  writer  has  tried  the  following  two  aiul  find  they 
are  very  satisfactory. 

One-half  pound  of  mutton  lallow. 

Four  ounces  of  beeswax. 

Two  ounces  of  rosin. 

Melt  all  together,  and  ajjply  hot  with  a  small  brush, 
rubbing  it  in  well  with  the  hands,  particularly  around 
soles  and  seams. 

Rubber  Solution. — Melt  together  four  ounces 
neat's-foot  oil,  four  ounces  of  beeswax  and  two  ounces 
of  India  rubber  until  thoroughly  blended.    Warm  the 
leather,  and  apply  hot. 


The  salesman  who  travels  for  a  good  house  is  a 
storeroom  of  information,  if  you  give  him  enough  of 
your  time  to  advance  his  ideas.  The  travelling  man 
is  always  interested  in  your  success.    He  is  bound  to 


see  that  if  he  can  help  you  build  a  bigger  business — 
if  he  can  help  you  sell  more  goods — he  will  naturally 
increase  his  own  business.  Discuss  business  matters 
with  him.  You  will  find  him  only  too  glad  to  confer 
with  you  on  such  matters,  and  you  will  find  him  a 
source  of  valuable  information. 


Model  Repair  Shop 

We  illustrate  in  connecticjn  with  this  article  the 
interior  of  the  Practical  Shoe  Repair  Company,  457 
Yonge.  Street,  Toronto.  The  shop  is  of  ideal  dimen- 
sions for  this  class  of  trade,  being  about  sixty  feet 
long  by  twelve  feet  wide.  The  machine  shown  in  the 
illustration  is  a  22  ft.  Goodyear  Welt  Repairer  on 
which  not  only  repairing  but  shoemaking  is  done,  the 
firm  having  a  considerable  custom  trade.  They  have 
only  been  in  business  a  few  months,  but  their  trade 


Interior  of  Practical  Shoe  Repair  Shop,  showing  22ft.  Goodyear  Welt 
Repairer. 

has  grown  U)  such  dimensions  as  to  give  constant 
employment  to  li\e  skilled  workmen. 

That  the  present  hard  tiiues,  while  aft'ecting  ad- 
\  ersely  the  retail  shoe  trade,  are  helping  the  repairing 
business,  is  the  opinion  of  this  firm,  as  they  find  peo- 
ple now  patronizing  them,  who  formerly  did  not  have 
their  shoes  repaired,  but  as  soon  as  they  were  a  little 
worn,  bought  a  new  pair.  The  success  of  this  com- 
pany proves  that  there  is  money  to  be  made  in  the 
shoe  repairing  trade,  if  conducted  along  modern  lines, 
and  if  up-to-date  methods  and  machinery  are  em- 
ployed. 


There  should  be  a  -  findings  department  in  every 
shoe  store,  large  or  small.  It  can  be  made  to  pay  un- 
usually big  profits,  when  it  is  properly  stocked  with 
quality  accessories  and  carefully  attended  to.  Shoe 
laces  are  always  in  demand.  There  is  a  big  demand 
for  fancy  buckles  of  all  kinds,  and  right  here  is  an 
opi)ortunity  for  the  live,  wide-awake  shoe  man  to  casli 
in  at  an  added  profit.  Bright  buckles  lend  themselves 
admirably  to  the  toning  up  of  a  window  display.  We 
have  seen  cases  where  an  attractive  findings  display 
compelled  attention  when  a  straight  shoe  trim  would 
have  been  passed  as  iminteresting. 
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Float 


Summer  Holiday  Events  Call  for  Outdoor  Decorations — Floats 
for  Farm  Wagon  or  Automobile — Novel  Advertising  that  Pays 


DURING  the  next  three  or 
four  months  there  will 
be  many  events  calling 
for  outdoor  decorations, 
such  as  floats,  automobiles, 
booths,  etc.  This  will  give  the 
merchant  or  window  dresser  an 
opportunity  to  show  his  ingenu- 
ity and  artistic  al)ility  along  this 
line. 

Every  town  of  any  size  will 
have  at  least  one  event  that  will 
call  for  a  parade  and  ni  the  larger 
cities  there  will  be  more  occa- 
sions for  which  special  decora- 
tions will  be  required.  Carnivals, 
re-unions,  conventions,  h  o  m  e- 
coniings,  anniversaries,  etc. 

Hold  Wrong  View 

Many  merchants  do  not  believe 
that  it  pays  to  go  to  the  expense 
of  rigging  up  a  float  or  decorating 
They  are  under  the  impression  that  they  should  re- 
ceive direct  retiu'ns  in  money,  not  giving  any  thought 
to  the  advertising  they  derive. 

Again,  there  are  many  merchants  who  question  the 
profit  in  such  events  as  street  fairs  and  carnivals  and 
lend  them  scant  support.  They  seem  to  think  that 
they  do  the  town  more  harm  than  good.  This,  we  be- 
lieve, is  a  \'ery  absurd  view,  as  while  it  may  not  be 
possible  to  see  any  direct  returns  in  dollars  and  cents, 
all  in  all,  it  aids  materially  in  advertising  the  town. 

Good  Direct  Advertising 

Again,  events  of  this  nature  are  excellent  direct 
advertisments  if  carried  out  in  this  way.  Of  course, 
we  will  admit  that  the  influence  is  more  or  less  local, 
hut  this  is  no  great  objection,  as  people  from  the  sur- 
njunding  country  and  smaller  towns  who  are  not  in 
the  habit  of  coming  to  town  will  be  brought  in  by  the 
attraction  and,  if  favorably  impressed,  will  come  again. 

Supposing  they  do  not  make  purchases  the  hrst 
time.    They  will  look  around  and,  if  favorably  im- 


an  automobile. 


Decorated  Automobile. 


A  Store  Float  Suggestion, 

pressed,  get  into  the  habit  of  coming  often.  Most 
cities  of  medium  size  draw  much  of  their  trade  from 
outside  territory,  and  anything  that  can  be  done  at  a 
reasonable  expense  to  entertain  out-of-town  customers 
is  a  matter  of  "bread  cast  upon  the  waters." 

For  these  reasons,  the  enterprising  merchant  will 
do  his  share  toward  making  a  success  of  any  carnival 
or  street  fair  that  is  undertaken  by  his  town.  The 
money  invested  may  not  come  back  at  once,  but  it  will 
later  on. 

Floats 

Floats  can  be  viewed  from  two  different  angles, 
when  it  comes  to  advertising.  The  first  are  those 
which  advertise  the  house  directly  through  showing- 
merchandise,  and  those  that  are  used  only  as  general 
advertising",  serving  only  to  impress  the  firm  name  or 
trade-mark  upon  the  crowds  which  may  happen  to  be 
in  the  street. 

For  a  shoe  store,  it  is  not  a  good  plan  to  show 
footwear  of  any  sort,  as  it  cannot  be  seen  to  good  ad- 
vantage displayed  in  this  manner. 

A  better  plan  would  be  to 
have  several  small  girls  dress- 
ed in  dainty  white  dresses, 
holding  strands  of  ribbons  for 
reins,  which  lead  to  large  slip- 
pers, boots,  etc.  There  are 
many  ways  of  carrying  out  the 
idea. 

The  most  important  part  of 
the  float  should  be  the  firm':-, 
name ;  be  sure  and  have  this 
lettered  neatly  and  placed  at 
an  angle  which  will  enable  the 
crowd  to  read  it  at  a  glance. 

Showing  Merchandise 

Furniture,  hardware,  and 
farming  implement  concerns 
have  the  advantas^e  over  the 
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shoe  store  in  displays  of  this  nature,  as  they  can  well 
afiford  to  show  their  merchandise  on  the  floats.  Vor 
instance,  the  house  furnisher  can  show  a  furnished 
house,  for  which  a  large,  substantial  platform  can  be 
built  on  a  low  farm  wagon. 

There  are  now  on  the  market  several  patented  pre- 
parations that  are  unsurpassed  for  decorating  floats 
and  automoliiles.  It  comes  in  sheets  a  yard  square 
and  sells  at  a  very  reasonable  price. 

In  l<"ig.  1  we  show  an  automobile  entirely  covered 
witli  this  material  in  white,  edged  with  yellow  chrys- 
anthemums. 'I'hc  wiieels  are  decorated  in  tlie  same 
manner. 

Where  the  flowers  are  used  separately,  the  parts 
of  the  car  to  be  decorated  should  be  covered  with 
cheese  cloth  stretched  tight.  This  forms  a  body  on 
which  the  flowers  may  be  pinned.  By  this  method, 
marring  of  the  car  will  be  avoided.  The  letter  M  sug- 
gests the  initial  of  the  owner.  This  can  be  worked  out 
in  the  initial  alone  or  the  complete  name  of  the  Arm 
can  l)e  produced  in  flowers  or  cut  out  letters  gilded. 
Store  Float 

Fig.  2  shows  a  novel  scheme  for  a  store  float  built 
over  a  heavy  farm  wagon.  The  platform  should  be 
made  from  heavy  lumber  in  order  that  it  may  be  sub- 
stantial. The  remaining  portion  of  the  design  can  also 
be  cut  from  lumber  or  composition  board. 

In  this  design  we  do  not  show  the  ends  and  top 
of  the  float.  This  is  not  necessary,  as  they  are  treated 
in  the  same  manner  as  the  other  parts. 

The  entire  design  is  then  covered  with  the  patent 
material,  or  can  be  treated  to  several  coats  of  kalso- 
mine. 

In  the  centre  of  the  top  design  will  be  noticed  a 
large  opening  which  is  fllled  in  with  cheese  cloth, 
platted  into  a  sunburst  effect.  In  the  centre  place  a 
large  imitation  sunflower.  At  each  side  on  the  up- 
rights tack  large  stalks  of  sunflowers,  with  single  sun- 
flowers along  edge.— Shoe  &  Leather  Gazette. 


The  Joker  in  the  Order  Deck 

The  other  morning  J^zra  Plummer  blew  in  at 
Grocer  Gregg's ;  this  Ezra  is  an  old-time  drummer, 
whose  line  is  hard-boiled  eggs.  He  clings  to  some  old- 
fashioned  notions;  he  thinks  that  drummers  should 
be  loaded  to  the  guards  with  tons  of  stories  rich  and 
good.  He  is  as  diligent  a  joker  as  ever  left  New  York, 
and  he  can  play  a  hand  at  poker  and  deftly  pull  a 
cork. 

He  thinks  it  wise  a  while  to  jolly  the  rural  busi- 
ness man,  though  other  men  have  learned  the  folly  of 
that  time-honored  plan.  He  thinks  it  best  to  tell  a 
story  and  spring  a  gag  or  two,  e'en  though  his  jests 
and  tales  are  hoary,  and  mortified  till  blue.  And  so  he 
called  on  Gregg  and  started  some  chestnuts  to  ex- 
plain; and  Gregg  looked  at  him  broken-hearted — he 
thought  the  man  insane.  At  last  (h-egg  said  "My 
hours  are  rubies — to  waste  them  is  a  crime  ;  I  can't 
sit  here  while  drooling  boobies  take  up  my  ])recious 
time.  Go  spring  your  merry  quip  and  sally  on  feeble- 
minded folks;  you'll  find  some  loafers  in  the  alley  who 
may  desire  your  jokes." 

Then  Grocer  Gregg,  who  is  a  hununer  for  action 
prompt  and  neat,  applied  his  shoes  to  Ezra  Piuuinier 
and  fired  him  to  the  street. 

A  little  later  Jabez  Comer  dropped  in  at  CJrocer 
Gregg's;  this  Jabez  is  a  modern  drummer  who  han- 
dles wooden  legs.  Me  knows  that  trade  is  stern  and 
solemn,  and  this  he  surely  feels  all  up  and  down  his 


spinal  column,  and  clear  through  to  his  heels.  He 
knows  full  well  how  time  is  fleeting,  and  merchants, 
seeking  kale,  don't  care  to  hear  a  chump  repeating 
an  old  and  dreary  tale.  He  knows  that  men  who 
would  be  in  it  talk  business  from  the  jump;  and  every 
time  you  waste  a  minute,  you  draw  near  to  the  dump. 

Thus  wise  was  he,  and  we  behold  him  step  into 
Grocer  Gregg's;  he  talked  a  half  an  hour  and  sold  him 
five  cords  of  wooden  legs. 

'J'hough  there's  a  time  for  jokes  and  jesting,  and 
verbal  lemonade,  it  isn't  when  a  man  is  questing 
around  the  town  for  trade.  The  most  of  us  are  pretty 
busy,  with  things  to  buy  and  sell,  and  when  a  man 
comes  up  with  drizzy  old  yarns  he  wants  to  tell,  we 
feel  we  really  don't  desire  him  haranguing  round  our 
door,  and  we  roll  him  up  in  a  wad  and  fire  him  three 
blocks,  or  maybe  four. 

H  you'd  do  business,  pardner  do  it!  Let  t'other 
fellows  joke!  Have  an  ambition  and  pursue  it,  an.l 
leave  a  trail  of  smoke. — Walt  Mason,  in  "System." 


Luck  in  Shoes 

Many  persons  think  there  is  luck  in  shoes.  Some 
actors  consider  their  shoes  or  slippers  a  sort  of  tali.-5- 
man.  Some  carefully  preserve  the  pair  that  they  wore 
while  i)laying  an  important  part,  and  wear  them  when 
they  (the  actors)  appear  in  a  new  role.  These  super- 
stitions are  handed  down  from  one  generation  to  an- 
other without  anybody  being  able  to  say  what  asso- 
ciation of  ideas  gave  rise  to  them.  The  Romans  even, 
for  example,  took  pains  to  put  the  right  foot  sandal 
on  before  the  other,  believing  that,  if  the  left  foot 
were  shod  first,  they  ran  the  risk  of  having  bad  luck. 
ICmperor  Augustus  one  day  was  so  careless  as  to  put 
on  his  left-foot  sandal  first.  Then  he  was  unwise 
enough  to  mention  it.  His  praetorian  guard  took  ad- 
vantage of  the  evil  omen,  and  threatened  to  revolt  if 
he  would  not  yield  to  some  of  their  demands.  Au- 
gustus granted  all  that  they  asked. 

In  China,  a  person  may  go  to  a  magician  and  get 
a  pair  of  lucky  boots.  The  ingenious  Chinese  wizard 
works  both  ends  of  the  game,  for  he  will  sell  a  man  a 
pair  of  unlucky  boots,  as  well  as  a  pair  of  lucky  ones, 
if  he  so  desires.  The  unlucky  boots  are  given  to  or 
are  secretly  sold  to  the  person  to  whom  harm  is 
wished,  by  the  man  who  makes  a  contract  for  them 
with  the  wizard  shoemaker. 

It  is  possible  that  there  is  some  connection  be- 
tween luck}'  boots  and  lucky  horseshoes.  Hardly 
anybody  thinks  of  lucky  boots  nowadays,  though  the 
exclamation  is  sometimes  heard,  "Lucky  fellow,  I 
would  like  to  be  in  his  boots!"  But  there  are  very 
few  individuals  who  have  the  courage  to  ignore  a 
iiorseshoe.  Foederer,  the  Philadelphian,  who  made 
millions  by  developing  the  chreime  tannage  of  glazed 
kid  leather,  leaped  from  his  carriage  as  he  was  starl- 
ing on  his  wedding  trip,  and  picked  up  a  shoe  cast  i)y 
one  of  iiis  horses.  This  horseshoe  is  the  Foederer 
trade-mark  of  to-dav. 


I  ]\v  nuTcliant  who  frequently  visits  nearby  tcnvns 
and  looks  o\ er  the  stores  and  stocks  of  dealers  in  a 
similar  line  of  trade  can  always  learn  something.  A 
trip  to  the  larger  centres  will  be  of  benefit  too. 


One  of  the  best  advertisements  in  the  world  is  the 
boosting  of  the  men  who  work  for  you,  and  one  of  the 
worst  is  the  knocking  by  these  same  people. 
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A  Gemit^'s  FiuirnislhiiiniE  aed  Shoe  Store 


One  Business  Helps  the  Other  —  A  Question  of 
Locality  —  Complete  Detailed  Book-keeping  Method 


OUR  illustration  shows  the  interior  of  the  store 
of  Albert  LaSalle,  1803  Notre  Dame  Street 
West,  Montreal."  As  Avill  be  noticed  Mr.  La- 
Salle carries  on  a  gents'  furnishing  depart- 
ment in  addition  to  his  shoe  business.  He  finds  that 
one  materially  assists  the  other  in  the  matter  of  sales, 
and  that  in  many  instances  customers  who  come  in  to 
buy  say  a  pair  of  shoes  will  purchase  other  articles. 
In  a  city  like  Montreal,  the  question  of  combining 
these  departments  in  one  store  is  a  question  of  local- 
ity, for  what  might  be  successful  in  a  district  where 
Mr.  LaSalle  is  located  would  probably  be  quite  out  of 
place  in  the  uptown  shopping  centres. 

Mr.  LaSalle's  store  is  more  extensive  than  the  cut 
indicates.  There  is  a  basement  containing  surplus 
stock  and  a  second  floor  devoted  to  clothing.  The 


Interior  view  of  LaSalle  store,  Montreal. 

ground  floor  is  divided  for  business  purposes  into  two 
sections — on  the  right  is  the  gents"  furnishing  while 
the  left  and  rear  portions  are  given  over  to  shoes. 
The  store  is  exceptionally  well-lighted  and  the  main 
lixtures  and  decorations  being  in  white,  the  store  has 
a  l^right  attractive  appearance.  All  the  shoes  are  car- 
toned and  the  goods  are  so  arranged  as  to  give  the 
clerks  a  minimum  of  trouble  in  finding  the  desired 
styles  and  sizes.  Men's,  women's,  youths',  misses', 
etc.,  have  each  their  place,  and  sub-divided  into  sec- 
lions  according  to  the  various  styles.  Lender  this  ar- 
rangement, the  higher  priced  goods  come  first,  then 
tile  next  in  value,  and  so  on  until  the  cheapest  lines 
are  reached. 

Mr.  LaSalle  has  been  in  the  shoe  trade  all  his  busi- 
ness life.  It  is  just  over  nine  years  ago  that  he  started 
on  his  own  account;  this  required  considerable 
aninimt  of  courage,  for  he  practically  had  no  capital, 
1)111  he  has  built  up  a  very  satisfactory  trade.  He  is  a 
L;rcat  i)eliever  in  keeping  detailed  accounts,  and  in  his 
own  case  carries  out  a  minute  system  of  bookkeeping 
rarely  seen  in  a  retail  store.  By  this  he  knows  from 
day  to  day  the  exact  stock  that  he  is  carrying;  the 
pic. lit  he  is  making  on  each  article  sold;  the  amount 
llial  lie  owes;  his  expenses;  and  also  the  quantities  oi' 
■each  style  of  slioe  he  has  on  hand,  thus  enabling  him 


to  avoid  over-buying  of  goods  and  also  to  replace  im- 
mediately lines  as  required.  He  can  also  tell  the  tak- 
ings of  each  clerk,  and  gauge  the  selling  ability  of 
the  men  employed.  Mr.  LaSalle's  experience  has  led 
him  to  put  the  utmost  importance  on  this  detailed 
bookkeeping,  which  he  says  entails  a  large  amount  of 
trouble,  but  which  also,  in  his  opinion,  is  in  the  long 
run  a  paying  proposition.  It  is  surprising"  how  many 
retailers,  men  who  are  doing  a  good  trade,  fail  to 
keep  stock  books,  leading  to  over-stocking  and  loss, 
for  too  much  stock  means  undue  depreciation. 

"I  believe,"  said  Mr.  LaSalle,  "that  retailers  as  a 
rule  overstock.  They  do  not  sufficiently  appreciate 
the  loss  they  are  incurring.  Those  who  carry  such 
large  quantities  have  often  to  sacrifice  goods,  which 
could  be  avoided  by  a  little  more  caution  in  buying. 
I  also  believe  it  pays  to  be  frank  with  wholesale 
houses  in  disclosing  one's  financial  position ;  this  is 
particularly  the  case  with  young  men  commencing 
business.  When  a  wholesale  firm  knows  the  exact 
standing  and  are  even  allowed  to  see  the  books  it  es- 
tablishes a  confidence  which  is  of  mutual  benefit.  I 
have  proved  this  in  my  own  case,  and  I  am  not  alone." 


To  Cure  Squeaky  Shoes 

Speaking  on  the  subject  of  squeaky  shoes  a  well- 
known  Toronto  shoeman  said :  "Squeaky  shoes  are  an 
abomination,  but  they  may  be  easily  cured.  The  re- 
medy I  apply  was  given  me  years  ago  by  an  old 
German  cobbler,  and  it  has  never  failed.  Everybody 
ought  to  know  and  use  it.  Take  a  fairl}^  rough  new 
brick,  the  newer  the  better,  and  rub  the  soles  vigor- 
ously from  the  toes  downward,  never  upward,  being 
careful  not  to  abrade  the  polished  edges.  With  some 
sharp  instrument,  a  knife  will  do,  make  many  trans- 
verse and  crosswise  cuts,  not  too  deep  on  the  soles. 
Put  water  into  an  old  wash  boiler  to  the  depth  of  a 
little  less  than  the  thickness  of  the  soles  and  set  the 
shoes  in  it  gently  to  avoid  splashing,  and  let  them 
stand  over  night.  In  the  morning  rub  the  soles  ener- 
getically twenty  minutes  with  a  woollen  rag  dipped  in 
a  mixture  made  of  one  part  of  sweet  oil,  one  part 
asafetida  and  one  part  gasoline.  Then  take  the  shoes 
down  cellar  and  throw  them  into  the  furnace." 


E^-eryone  connected  with  a  shoe  store  should  keep 
his  or  her  shoes  well  polished  at  all  times. 


New  Styles 

Designers  are  somewhat  at  loss  to  figure  out  future 
fashions,  for  there  never  before  were  as  many  vari- 
eties of  women's  shoes  on  the  market  as  to-day,  and  it 
is  difficult  to  choose  among  them.  It  looks  as  if  the 
trade  would  drift  back  to  the  stage  lasts,  and  would 
favor  very  strong  patent  and  dull  leather  shoes.  The 
fall  boots  will  have  plain  black  cloth  tops  and  leather 
tops.  The  demand  for  brocade  silk  tops  has  fallen  ofif. 
Strap  sandals  are  likely  to  come  into  fashion  next 
spring.  Some  are  being  made  as  late  novelties  for 
this  summer.    The  slashing  in  them  is  extreme. 
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Ideas  for  Moving  Stock  in  the  Month 

of  August 


SIIOI'",  i-ctailintj  in  August  is  naturally  cjuict  be- 
cause trade  languishes  under  warm  weather  lu- 
ll uences.  In  July  you  load  the  dear  public  up 
with  bargains  in  summer  shoes  and  August  is 
too  early  to  sell  any  great  quantity  of  Fall  goods.  The 
expenses  go  on  just  the  same,  however,  and  m(jsL 
dealers  are  owners  of  numerous  odd  lot  lines  that  re- 
present tied-up  capital.  The  uninterested  public  can 
liardly  be  expected  to  come  to  your  store  between  sea- 
sons unless  you  offer  them  some  unusual  inducement, 
the  majority  of  customers  having,  perhaps,  decided  to 
make  their  half  worn  out  oxfords  do  until  cold  wea- 
ther compels  them  to  buy  fall  footwear. 

About  the  best  remedy  for  summer  business  de- 
bility is  strong  special  sales  and  special  ads.  Every 
short  line  or  odd  lot  can  be  converted  into  the  means 
of  attracting  business  during  August.  Simply  forget 
what  they  cost  and  sell  them  at  a  price  that  will  break 
up  the  lethargy  which  has  encompassed  the  buying 
public.  In  orcler  to  make  the  August  business  suc- 
cessful it  will  require  a  different  form  of  advertising 
and  display  than  the  regular  July  Clearance  Sale  plans. 
The  Combination  Idea 
Instead  of  filling  the  windows  full  of  odd  lots,  with 
the  accompanying  sensational  signs  or  price  card>, 
build  a  combination  display  which  will  Iiarmonizc  with 
the  general  condition  at  this  time.  That  is  a  window 
whicli  will  show  the  new  style  fall  boots  to  those  in- 
terested, and  also  show  tempting  special  summer  bar- 
bains  to  the  late  buyer. 

A  good  plan  is  to  feature  one  special  lot  each  day. 
Place  a  display  of  these  goods  in  the  most  prominent 
part  of  the  window  and  advertise  this  special  in  tiic 
newspapers.  A  daily  bulletin  idea  could  be  carried  out 
in  the  newspaper  campaign.  By  using  the  same  space, 
the  same  general  set  up,  etc.,  customers  would  soon 
recognize  the  ad.  as  a  bulletin  and  be  interested  daily 
in  the  new  bargain  offerings.  The  window  would  al- 
so attract  trade  in  the  same  manner  if  the  same  space 
was  used  each  day  to  show  a  new  variety. 

Of  Interest  to  Every  Class 

The  object  in  showing  bulh  future  and  present 
styles  in  August  is  manifold.  Some  people,  particu- 
larly those  with  whom  style  is  an  important  factor, 
can  be  induced  to  purchase  fall  boots  because  they  are 
new  and  not  because  they  need  them.  There  is  also 
an  opposite  class  who  are  not  so  particular  about  style 
and  with  whom  economy  is  a  powerful  feature.  These 
people  can  be  induced  to  buy  oxfords  even  though  they 
are  compelled  to  wear  them  out  in  the  summer  of  1913. 

Then  there  is  the  late  buyer  who  is  on  the  fence  a^ 
to  whether  his  new  shoes  shall  be  high  or  low  cut. 
The  combination  window  silently  lays  the  arguments 
in  front  of  him  and  your  door  is  closer  than  your  com- 
petitor's when  his  decision  is  reached.  Then  there  is 
the  aesthetically  inclined  customer  who  is  tired  of  the 
glaring  "Special  Sale  Posters"  which  he  has  been  see- 
ing for  the  past  six  weeks,  and  to  whom  your  fail 
showing  will  be  a  relief.  y\t  the  same  time  the  chronic 
bargain  hunter  finds  an  interesting  display  in  vour 
daily  bargain  bulletin  idea  in  the  same  window. 

Still  another  \aluc  may  be  attrilnited  to  the  com- 


bination display  which  is,  that  the  early  fall  footwea 
display  will  attract  a  number  of  people  who  are  not  yei 
ready  to  buy,  but  who  will  be  impressed  with  some  one 
particular  new  style  for  which  they  will  call  later. 

In  writing  the  advertisements  for  the  daily  bulle- 
tins the  matter  should  be  crisp,  animated  and  vigorous;. 
The  text  should  be  clearly  written — not  too  heavy,  but 
rather  light  and  summery — each  sentence  suggestive 
of  summer  comfort  in  cool  footwear.  Cuts  are  great 
helpers  to  the  ads. ;  they  should  be  clearly  drawn,  and 
apply  with  strong  suggestiveness  to  the  use  of  the  iten: 
advertised.  In  fact,  the  style  of  summer  advertising; 
should  be  light  and  easy,  yet  pointed  and  convincing. 
— a  reflex  on  the  hot  weather  season,  yet  telling  it- 
tale  of  bargains  in  a  straightforward  and  convincing, 
manner. 

For  the  Last  Week 

The  last  week  or  ten  days  in  August  should  be  de 
voted  to  a  "School  Shoe  Sale."    It  is  at  this  particulai 
time  that  children's  trade  is  extremely  desirable.  Near 
ly  every  school  child  must  have  a  ncAv  pair  of  shoc- 
for  the  opening  of  school  and  the  dealer  should  get  a- 
much  of  this  trade  as  possible. 

Sjiecial  offerings  in  odd  lots,  or  good  talks  on  regu 
lar  values  should  be  the  principle  depended  upon  t' 
attract  trade.  The  windows  might  be  trimmed  uj) 
with  a  school  scene  background,  the  shoes  placed  on 
slates,  books,  etc.  Prizes  or  souvenirs  can  be  used  t- 
interest  the  children  and  are  a  splendid  advertisement. 
Stock  Keeping  System 

August  is  a  good  month  to  improve  your  present 
stockkeeping  system,  or  to  install  a  new  one.  In  many 
cases  the  labels  will  have  to  be  changed  and  this  dull 
month  is  the  time  best  suited  for  it.  Stockkeeping  i- 
a  vital  point  in  shoe  retailing  and  no  dealer  should  ex- 
pect to  prosper  in  these  competitive  times  unless  he 
has  a  systematic  method  of  keeping  accurate  tab  on 
every  pair  of  shoes  from  the  time  they  are  ordered  un- 
til they  are  sold. 

One  of  the  features  of  the  modern  stockkeeping: 
systems  is  the  outlining  of  the  next  spring's  purchases. 
That  is  an  estimate  of  how  many  lines  are  to  be 
bought  to  sell  at  each  individual  price  and  an  estimate 
of  the  sizes,  widths  and  amounts  to  be  purchased. 
With  a  definite  plan  in  advance  the  buver  will  find  a 
decided  advantage  in  this  policy.  He  will  be  able  to 
buy  a  variety,  each  line  being  distinctly  dift'erent.  and 
In  no  way  conflicting  with  each  other.  It  is  also  an 
excellent  preventive  against  overloading.  August  i-^ 
the  time  to  prepare  this  outline  for  spring  buving. 
Sample  Shoes 

August  is  also  a  good  time  for  sample  sales. 
Sample  lines  of  fall  shoes  can  be  secured  at  25  to  40 
per  cent,  discount.  They  are  manufactured  from  se- 
lected leathers  and  are  carefully  made.  The  small  size> 
and  narrow  widths  make  them  hard  to  sell  in  some 
places,  while  others,  who  make  a  practice  of  selling 
samples  each  season,  have  worked  up  a  custom  among 
people  with  small  feet  who  wait  for  the  sample  sale. 

One  firm  makes  a  practice  of  buving  a  line  of 
samples  size  4-B.  All  during  the  season  a  5c  P.  M.  is 
offered  each  clerk  wlio  will  secure  the  naines  and  ad- 
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dresses  of  customers  wearing  that  particular  size. 
When  the  samples  arrive  cards  are  mailed  to  these 
people  explaining  to  them  that  every  pair  is  just  their 
size  and  they  can  obtain  the  new  styles  at  about  half 
price.  This  merchant  disposes  of  a  great  quantity  of 
samples  each  season. 


Other  merchants  make  a  uniform  price  on  samples, 
and  work  in  regular  size  shoes  in  conjunction  with  the 
sample  sale. 

Samples  can  be  handled  profitably,  providing  the 
proper  methods  are  pursued,  but  there  are  many  mer- 
chants who  have  bought  sample  lines  to  their  sorrow. 


The  Brain  of  the  Retail  Store 

By  Ralph  Francis 


IN  connection  with  most  retail  businesses  "the 
loose  end"  is  in  the  office.  There  may  be  no  pri- 
vate sanctum  dignified  by  that  name,  no  elabor- 
ate fittings  nor  costly  furnishings,  but  in  every 
store  there  must  be — if  there  is  any  pretension  to  busi- 
ness management — a  certain  amount  of  work,  partly 
routine  and  partly  initiative,  which  can  only  be  classi- 
fied as  "office"  work.  That  the  chief  weakness  in  re- 
tail trade  centres  here  can  hardly  be  gainsaid  if  any 
attempt  is  made  to  understand  the  significance  of  the 
records  of  failures  and  financial  difficulties  that  are 
published  month  by  month. 

Running  a  business  is  quite  another  matter  than 
letting  it  drift — or  letting  it  run  you.  The  head  of  the 
business  must  do  the  headwork — must  plan,  direct, 
control;  without  this  efficiency  can  not  possibly  be 
obtained.  This,  indeed,  is  the  reason  that  failure 
seems  to  dog  the  footsteps  of  some  men,  failure  that 
cannot  be  accounted  for  by  indolence  or  actual  inca- 
pacity. We  have  known  men  who  have  been  hard 
workers  and  honest,  who  have  spent  years  at  the  busi- 
ness, and  who  as  employees  in  another  store  have 
seemed,  perhaps,  to  be  tolerably  successful,  yet  when 
left  to  themselves  and  with  the  management  of  their 
own  business  in  their  own  hands  they  have  found  it 
impossible  to  make  ends  meet  and  again  and  again 
have  met  with  commercial  shipwreck.  And  for  every 
man  of  this  type  who  figures  in  the  bankruptcy  courts, 
there  are  hundreds  who" succeed  in  just  scraping  along 
from  year  to  year,  their  condition  being  best  describ- 
ed as  a  "chronic  state  of  impecuniosity."  It  is  safe  to 
say  that  in  nearly  every  case  the  failure — for  the  one 
condition  is  almost  as  complete  a  failure  as  the  other 
—may  be  traced  to  the  "office."  In  business,  as  in 
warfare,  no  man,  however  keen  and  farseeing,  can  al- 
ways command  success.  No  man  can  guard  abso- 
lutely against  losses.  From  losses,  however,  the  suc- 
cessful man  will  yet  extort  the  profit  of  lessons  learn- 
ed. But  failure  that  is  absolute  and  hopeless  happens 
not  behind  the  counter,  but  in  the  office.  The  office 
is  the  brain  of  the  business. 

The  "Office"  Must  Plan  and  Direct 
It  is  in  the  "office"— at  headquarters— that  all  the 
varied  activities  of  business  organization  are  co-ordin- 
ated and  controlled;  it  is  from  here  that  most  ef¥e_c- 
tive  initiative  must  issue;  and  failure  here  results  in 
inefficiency  in  every  part.  Yet  there  is  no  harder 
task,  probably,  than  to  convince  the  average  retail 
merchant  that  this  is  so,  and  the  reasons  are  manifold. 
In  the  first  place  office  work,  for  the  most  part,  is  not 
directly  remunerative.  For  every  pair  of  shoes  the 
shoeman  sells  he  puts  cash  into  his  till — the  return  is 
direct.  In  the  same  way  every  job  completed  in  the 
repair  shop  carries  with  it  the  consciousness  of  some- 
thing accomplished — of  work  that  will  show  a  cash 
return.  Rut  when  it  comes  to  laboring  wearily  over 
the  routine  of  account  books,  or  puzzling  over  sales 


plans  and  new  methods,  the  task  often  appears  a  hope- 
lessly unprofitable  one.  Again,  the  urgency  of  much 
that  may  rightly  be  classed  as  office  work  is  not  at 
first  apparent. 

Other  pressing  duties  abound — and  to-morrow,  or 
the  next  day  will  do  for  that.  It  is  not  until  muddle 
and  disorganization  result  that  the  urgency  is  real- 
ized, yet  muddle  and  confusion  inevitably  follow  at 
the  heels  of  neglect  in  the  office. 

Another  important  contributing  factor  is  the  fact 
that  the  majority  of  retail  shoe  stores  are  seriously 
under  staffed.  The  stafif  that  is  required  to  run  a  small 
business  efficiently  could  handle  a  good  deal  larger 
business  without  inconvenience. 

In  the  small  store  efficiency  has  to  be  sacrificed  al- 
most of  necessity,  to  economy.  The  result  is  that  all 
but  the  directly  profit-making  departments  of  the  busi- 
ness are  starved. 

Book-keeping  of  the  most  meagre  character  is 
often  an  extra  to  be  done,  perhaps,  after  the  store  is 
closed.  Stock  keeping,  the  periodic  window  trim  and 
similar  tasks  have  to  be  sandwiched  in  between  every- 
day duties,  while  advertising,  and  the  hundred  and 
one  things  that  any  vigorous  forward  campaign  in- 
volves, either  are  crowded  out  or  are  given  but  scant 
attention  in  odd  moments. 

Acquire  Correct  Business  Perspective 

The  remedy  for  this  state  of  affairs  lies  first  in 
acquiring  a  correct  business  perspective.  The  retail 
merchant  must  learn  to  recognize  what  are  the  real 
essentials  of  his  business.  He  must  discriminate  be- 
tween the  tasks  which  can  with  advantage  be  dele- 
gated to  others,  and  those  upon  which  he  can  profit- 
ably concentrate  his  own  time  and  attention.  No  man 
should  be  above  turning  his  hand  to  the  humblest 
duty  in  his  store;  but  he  should  learn  to  place  a  pro- 
per value  upon  his  own  time. 

Instead  of  trying  to  look  after  all  the  little  details 
of  your  business  with  your  own  hands  and  your  own 
brain  take  a  firm  grip  upon  the  management  and  direc- 
tion of  the  business,  and  let  the  message  boy,  the 
clerks  behind  the  counter  and  everyone  whose  name  is 
on  the  pay-roll  have  some  share  in  the  responsibility 
as  well  as  the  work  of  running  the  business.  Let  each 
one  have  some  definite  duties  to  perform,  and  make 
them  responsible  for  their  prompt  and  efficient  per- 
formance. 

Perhaps  it  has  not  occurred  to  you  that  so  long  as 
you  are  willing  to  "pla}-"  the  boy"  in  your  own  store, 
no  one  else  is  likel}^  to  run  you  out  of  the  job.  "Oh, 
well,  he  likes  to  do  it — doesn't  think  anyone  else  can 
do  it  right,"  is  the  way  the  clerks  in  the  store  soon 
sum  up  the  situation  and  excuse  their  own  neglect 
and  lack  of  interest.  But  is  it  greatly  to  be  wondered 
at?  In  their  place  is  it  not  possible  that  you  might 
think  and  act  in  much  the  same  way?  If  you  have 
l)een  accustomed  to  make  yourself  responsible  for 
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cverytliiiip; ;  if  yoii  are  tied  to  the  store  early  and  late 
and  haven't  time  to  read  the  trade  papers  or  to  chan<:;;c 
your  advertisement  in  the  local  journal,  just  stop  long 
enough  to  ask  yourself  whether  you  are  not  "j)laying 
the  boy"  in  your  own  store. 

Avoid  Arrears  of  Routine  Work 

Anotlicr  important  point  to  remember  is  that  sim- 
jilification  in  all  routine  work  is  one  of  the  secrets  of 
successful  management.  If  over-elaborated,  a  system 
otherwise  good  will  fail,  because  it  does  not  make  a 
sufficient  allowance  for  the  human  element.  The 
simplest  form  of  accounting  that  preserves  all  essen- 
tial details  is  the  best  for  the  retail  store. 

The  same  applies  to  stock-keeping.  But  whatever 
system  may  be  selected,  it  must  be  steadily  adhered 
to  if  confusion  is  to  be  avoided.  Let  Monday's  work 
be  done  on  Monday,  whatever  else  happens.  Nothing 
is  so  demoralizing  as  an  habitual  accumulation  of  ar- 
rears, while  routine  work,  promptly  done,  clears  the 
way  for  further  tasks.  The  prime  duty  of  the  office 
is  not  so  much  to  do  as  to  direct.  This  mvolves  an 
intimate  knowledge  of  all  passing  transactions  on  the 
one  hand,  and  on  the  other  an  accurate  estimate  of 
the  capability  of  the  help  employed.  Few  storekeep- 
ers get  the  i)est  out  of  their  help. 

A  wise  delegation  of  work  and  responsibility  is  as 
much  a  matter  of  duty  as  of  privilege.  The  pro- 
gressive merchant  will  delegate  work  not  in  order  that 
he  may  do  less,  but  that  what  he  does  may  be  of  greater 
value. 

It  is  along  these  lines  that  success  in  retail  trade 
will  be  found  to  lie.  Success  is  no  matter  of  chance. 
It  is  to  be  won  by  the  wise  co-operation  of  labor  and 
brains,  and  the  brain  of  business  is  the  office. 


width  through  the  instep.  This  will  give  a  thinner 
ankle  fit  and  still  hold  the  instep  snugly. 

Do  not  try  to  squeeze  a  short,  fleshy  foot  into  a 
long,  thin  last.  It  may  feel  comfortable  for  the  time 
being,  but  later  on  will  be  far  from  satisfactory.  It's 
up  to  the  salesman  to  select  the  right  last  for  a  thick, 
wide  foot.  Do  not  fit  a  long,  thin  foot  with  a  short, 
stubby  last — you  will  have  no  end  of  trouble  if  you 
allow  this.  If  your  customer  demands  this  sort  of  a 
fit.  stamp  the  lining  "F.  S.,"  fitted  short,  and  your 
customer  has  no  come-back  in  the  future. 

You  can  put  just  as  much  of  your  own  individual- 
ity into  the  sale  or  just  as  little  as  you  see  fit.  That 
part  remains  up  to  you.  If  the  Oxford  is  a  little  tight 
across  the  ball  of  the  foot,  a  slight  loosening  up  with 
the  hand  stretcher  will  bring  results.  Be  sure  and  lace 
the  Oxford  and  tie  a  secure  knot  before  stretching. 
This  will  prevent  the  leather  breaking  at  the  throat. 


Fitting  an  Oxford 

The  first  thing  that  the  salesman  shuuld  do  after 
removing  the  customer's  shoes  is  to  measure  his  feet 
— both  feet.  One  of  the  principal  stores  in  the  East 
has  this  sign  in  front  of  every  customer — "Try  on  the 
left  shoe  first" — and  invariably  the  salesman  will 
measure  your  right  foot  only.  Measure  both  feet — de- 
termine which  one  is  the  larger,  and  the  proper  length. 

Many  feet  are  both  alike,  but  there  are  exceptions 
where  one  foot  is  considerably  larger  than  the  other, 
and  it's  fitting  the  exceptions  that  develop  tiie  real 
salesman. 

Take  note  of  your  customer's  feet,  the  shape  and 
proportions  of  such.  Notice  whether  there  are  any 
irregularities — just  where  the  enlarged  joints  and 
bunions  come,  or  misshaped  toes,  if  any. 

Also  glance  at  the  customer's  old  shoes.  See  if 
they  are  the  right  last  suitable  to  the  shape  of  the  foot. 
Notice  whether  they  have  run  over  or  from  what  trou- 
ble they  have  lost  their  shape.  Run  your  finger  u]) 
into  the  toe  of  the  shoe  and  see  if  the  lining  is  worn 
out,  thus  denoting  a  short  shoe.  All  tliis  can  be  taken 
in  at  a  glance  by  the  real  salesman. 

The  next  step  after  sizing  up  the  customer's  foot 
is  the  right  selection  of  Oxfords.  Explain  to  your 
prospect  the  tendencies  of  his  old  shoes  to  preven': 
proper  comfort  and  explain  why  this  new  last  will 
overcome  that  particular  trouble. 

Of  course  an  Oxford  must  fit  good  at  the  heel  to 
give  satisfactory  service.  No  matter  how  good  the 
fit  may  be  at  the  forepart,  if  the  heel  is  neglected,  there 
is  no  end  of  trouble. 

If  the  forepart  is  O.  K.,  and  there  is  trouble  in  fit- 
ting the  heel,  try  a  half  size  longer  and  a  narrower 


In  order  to  analyze  a  business  it  is  necessary  to 
have  an  accounting  system.  Every  business  has  its 
own  distinct  problems  and  peculiarities,  and  if  the  ac- 
counting system  is  to  serve  its  purpose  it  must  be 
adapted  to  meet  these  particular  problems.  The  same 
system  will  not  fit  all  businesses. 


The  Steady  Subscriber 

How  dear  to  our  heart  is  the  steady  subscriber. 

Who  pays  in  advance  at  the  birth  of  each  year, 
V\'ho  lays  down  the  money  and  does  it  quite  gladly, 

.And  casts  'round  the  office  a  halo  of  cheer. 

He  never  says  "Stop  it.  I  can  not  afford  it. 

I'm  getting  more  magazines  now  than  I  read;" 
But  always  says.  "Send  it;  our  people  all  like  it — 
^rhe  fact  is  we  think  it  a  help  and  a  need." 

» 

How  welcome  his  check  when  it  reaches  our  sanctum. 
How  it  makes  fuir  pulse  throb,  how  it  makes  our 
heart  dance. 

We  outwardly  thank  him,  we  inwardly  bless  him — 
The  steady  subscriber  who  pays  in  advance. 


The  better  the  service  you  give  to  your  customers, 
tlie  better  the  prices  you  can  ask  for  your  goods. 
Service  is  worth  something  and  the  public  is  willing 
to  pay  for  it. 


Interior  of  St.  Ledger  Shoe  Store.  Queen  St.  E.,  Toronto.    This  firm  h^s  a. 
large  number  of  similar  stores  located  in  this  city. 
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East  More  Prosperous  Than  West  at  Present  Time — 
What  is  Selling — Business  Outlook  Promising  for  Fall 


THE  Canadian  shoe  trade  as  a  whole,  is  not  in 
the  same  flonrishing  conditions  this  year  that 
it  was  last,  the  depression  being-  felt  more  in 
Western  Canada,  to  a  lesser  extent  in  On- 
tario and  Quebec,  while  conditions  in  the  Maritime 
Provinces  approximate  normal.  We  learn  that  some 
western  retailers  are  cancelling  their  orders  with  the 
manufacturers,  and  that  throughout  Western  and 
Central  Canada,  there  is  likely  to  be  much  price-cut- 
ting in  connection  with  the  summer  clearance  sales, 
as  many  merchants  must  reduce  their  stocks  and  get 
all  the  cash  in  hand  possible. 

Toronto 

In  Toronto,  the  majority  of  retailers  report  sales 
considerably  lower  in  volume  than  last  year,  although 
one  or  two  stores  that  do  a  high  class  trade  report  an 
increase.  A  large  department  store  has  made  a  con- 
siderable increase  over  last  year,  and  has  been  forced 
to  extend  the  shoe  department.  They  attribute  their 
prosperit}'  mainly  to  advertising  and  going  after  busi- 
ness. While  visiting  this  department  we  noticed  up- 
to-date  lines  of  men's  oxfords  that  were  offered  at 
$1.99.  Ordinarily  shoes  of  this  class  would  sell  from 
$3.50  to  $5.00.  The  manager  of  the  department  in- 
formed us  that  they  were  orders  cancelled  by  western 
retailers  which  he  had  bought  from  manufacturers 
at  bargain  prices,  and  was  able  to  sell  at  a  profit,  not- 
withstanding the  low  price  they  were  oiYered  at. 

In  those  stores  that  are  not  doing  the  volume  of 
trade  they  did  last  year,  the  falling  away  seems  to  be 
almost  entirely  confined  to  men's  lines,  women's  and 
children's  selling  as  usual.  There  is  a  fair  sale  of 
whites,  these  being  stronger,  of  course,  in  women's 
lines.  Indications,  however,  point  to  a  speedy  return 
to  normal,  or  even  promise  a  big  advance.  Many  care- 
ful business  men  who  keep  an  eye  on  the  market  and 
are  usually  able  to  forecast  events,  are  now  buying 
stocks  heavilv.  The  crop  outlook  is  the  west  also 
promises  to  be  a  success,  and  the  business  outlook  is 
most  favorable. 

Montreal 

Trade  conditions  in  Montreal,  are  not,  generally 
sjicaking,  satisfactory.  The  weather  has  been  against 
a  good  summer's  trade,  and  in  the  absence  of  hot 
days,  sales  of  seasonable  stocks  are  smal'er  than  was 
anticipated.  Another  cause  for  the  want  of  activity 
is  the  decline  in  commerce,  which  is  reflected  in  the 
'^hoe  trade.  There  is  a  fair  run  on  white  canvas  shoes 
and  also  on  Colonials.  In  the  working  class  districts 
the  high  toe  is  still  in  favor,  while  customers  who  pur- 
chase the  better  grade  shoes  insist  on  the  long  vamp. 

Manufacturers  report  that  orders  are  on  a  poor 
scale;  the  retailers  are  not  clearing  their  lines  quickly, 
and  are  keeping  stocks  down  to  the  lowest  point,  buy- 
ing in  limited  quantities  as  they  require  various  styles. 
Naturally,  with  business  on  the  quiet  side,  retailers 
do  not  care  to  purchase  heavily,  and  are  not  inclined 
to  buy  over  and  above  their  immediate  wants.  The 
consequence  is  slackness  in  nearly  all  the  factories. 

There  is,  however,  a  general  expectation  of  a  re- 
vival, and  all  manufacturers  are  looking  forward  to 


heavy  bookings  for  next  spring.  Stocks,  it  is  antici- 
pated, will  have  run  down  to  such  an  extent  that  re- 
tailers will  find  it  necessary  to  order  freely.  The  ex- 
tent of  the  business  will  depend  to  a  large  extent  upon 
the  crop  ;  if  it  fulfils  expectations,  retailers  in  the  West 
will  be  in  a  better  position  to  place  orders  and  give 
the  industry  a  much  needed  impetus.  This  of  course, 
depends  upon  a  big  "if,"  but  many  are  confident  that 
their  hopes  of  improved  conditions  are  fully  war- 
lanted. 

The  shoe  findings  section  is  very  quiet,  in  sym- 
pathy with  the  slow  business  in  manufacturing. 

Maritime  Provinces 

Reports  from  New  Brunswick  and  Nova  Scotia 
would  indicate  th-at  the  trade  there  has  not  been  much 
affected  by  the  general  depression.  While  this  part  of 
the  Dominion  has  not  had  the  phenomenal  develop- 
ment of  the  North-west,  its  progress  has  been  never- 
the  less,  steady  and  built  upon  a  more  solid  founda- 
tion. There  has  been  no  "wild-catting"  or  over-specu- 
lating in  real  estate  in  this  part  of  the  country,  nor 
have  the  majority  of  the  inhabitants  been  led  to  in- 
vest their  savings  in  "get-rich-quick"  schemes,  and 
consequently  trade  there  is  not  feeling  the  depression. 

A  well-known  shoe  retailer  of  Woodstock,  N.B., 
writes :  "The  shoe  trade  in  this  section  has  been  good. 
White  goods  are  selling  well.  There  is  a  great  de- 
mand for  tennis  and  yachting  shoes  in  white,  which 
are  bought  by  young  girls  for  street  wear.  Ladies' 
patent  pumps  are  in  great  demand.  No  tan  goods  in 
ladies'  wear  selling. 

"Men's  oxfords  moving  slowly,  also  men's  tan 
goods.  Men's  calf  bluchers  and  buttons  are  selling 
well.  There  is  no  demand  here  yet  for  the  new  reced- 
ing toe  last." 

Wm.  Conroy.  proprietor  of  Conroy's  Shoe  Store, 
Charlottetown,  P.E.I.,  writes  us  as  follows,  regarding 
conditions  in  that  section  of  the  country:  "Trade  in 
the  shoe  business  has  been  somewhat  quiet  all  over 
the  Island,  owing  largely  to  the  high  prices  of  leather 
and  footwear,  and  to  the  fact  that  money  is  tied  up  in 
fox  stocks.  June  should  be  our  best  month.  Person- 
ally, my  business  is  better  than  last  year,  having  a 
better  range  of  the  Ames-Holden-McCready  improved 
lines,  which  always  sell.  People  are  asking  for  com- 
fortable footwear  with  lower  lieels  and  toes.  I  think 
the  days  of  freak  styles  are  about  gone.  There  is 
every  appearance  of  good  crops  here,  in  fact,  quite  a 
lot  of  work  is  going  on  and  all  are  busy.  In  Septem- 
ber large  fox  dividends  will  be  paid  out.  and  we  all 
look  forward  to  a  banner  business  year — the  best  ever 
known  in  Prince  Edward  Island." 


The  latest  novelties  in  buckles  are  made  of  cellu- 
loid— black  or  white — plain  and  ornamental  with  bril- 
liants. The  advantage  of  using  this  medium  is  that 
the  buckles  can  be  washed,  and  are  tlien  as  fresh 
looking  as  ever.  They  are  made  in  square  and  oblong 
shapes. 
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Pricing  Goods  for  a  Profit 

KveT  y  flealcr  slioiilil  know  vvliat  it  cosi"; 
him  to  fit)  business,  anrl  knowing  that 
should  be  able  to  price  liis  goods  so  as 
to  leave  him  an  adequate  profit  on  their 
sale.  In  this  connection  tlic  accompany- 
ing table  should  prove  most  useful.  We 
commend  it  to  our  readers  for  considera- 
tion— and  preservation. 

As  a  means  of  easily  determining  the 
proper  selling  price  of  an  article,  when 
the  cost,  cost  of  doing  business  and  net 
profit  percentage  are  known,  the  table 
illustrated  herewith  can  be  used  to  good 
advantage.  The  following  example  will 
show  how  to  use  it :  Suppose  an  article 
costs  46  cents;  the  cost  of  doing  busi- 
ness is  18  p.c. ;  the  net  profit  desired  is 
12  p.c.  (both  figured  of  course  on  the 
selling  price).  First  locate  the  column 
headed  18  p.c.  at  the  top  of  the  table 
then  read  down  this  column  until  oppo- 
site the  12  p.c.  at  the  side.  Take  the 
amount  in  the  sqiuire  opposite  both  the 
18  ji.c.,  ant!  the  12  p.c,  in  this  case  1.43. 
and  multiply  il  l)y  the  cost  price,  4f! 
cents,  which  gives  (iij.TS  cents  or  66  cents 
in  round  numbers.  To  prove  the  result  : 
The  cost  of  doing  business,  18  p.c.  plus 
the  net  profit,  12  p.c.  equal  ."iO  p.c.  311 
p.r.  of  65.78  is  19.734.  Deduct  the  latter 
from  the  former  and  you  have  a  trifle 
over  46  cts,  wliich  was  the  cost  price  of 
the  article. 


Net  % 
Profit 


1 

2 
3 
4 
5 
6 
7 
8 
9 
10 
11 
12 
13 
14 
15 
20 
25 
30 
35 
40 
50 


Table  for  Finding  Selling  Price. 


15% 

16%  1 

17%  1 

18%  1 

19%  1 

20%  1 

21%  1 

22%  i 

23%  1 

24%  1 

25% 

1 

19 

1. 

21 

1 
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1. 

24 

1 
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1 

27 

1 
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Brass  or  Iron  Nails  for  Repairing 

Since  the  large  repairing  factories  have  been  es- 
tabhshed  in  large  cities,  they  have  been  advised  to 
put  in  tlie  loose  nailer  for  nailing  on  taps,  but  the 
writer  has  not  investigated  to  find  out  How  many,  il 
any,  of  these  machines  have  been  installed. 

These  machines  will  drive  any  kind  of  a  nail  oi 
any  length  or  metal,  and  the  operation  is  mm  h  more 
accurate  than  l)y  hand.  Th&  distance  or  space  between 
the  nails  is  accurately  adjusted,  the  distance  from  the 
edge  is  correctly  regulated  by  a  guard  and  tlic  drivers 
are  also  regulated  bv  a  guard  and  set  so  as  to  clinch 
the  nails  very  securely  inside. 

Now  the  question  arises  as  to  which  is  the  most 
practical  to  use,  brass  or  iron  nails?  We  find  thai 
tliere  are  not  so  many  brass  nails  used  as  there  are 
iron  ;  we  have  heard  many  reasons  wh)^  they  were  not 
used  and  have  also  heard  arguments  in  their  favor. 
One  argument  in  their  favor  is  this:  Tliey  arc  not 
liab'.c  to  rust  like  iron  nails.  Sometimes  rust  will 
weaken  the  iron  nails  and  Ijreak  off,  and  the  ta])s  be- 
come lof)se.  1'iie  brass  nails  arc  not  ajit  lo  do  this. 
It  is  claimed  that  they  hold  tlic  sole  more  securely 
than  any  other  fastening. 

This  argument  is  sustained  by  referring  to  the 
standard  screw  machine,  which  seldom  uses  anything 
except  the  brass  wire.  This  wire  is  screwed  in  and  is 
cut  very  close  inside  which  eliminates  the  clinch  that 
is  necessary  to  hold  the  brass  nail  driven  by  hand  or 
loose  nailer.  Tliis  clinch  on  the  brass  nails  ha\  e  beer, 
known  to  be  improperly  clinched  and  they  would  rise 


up  inside  and  verdigris  would  collect  on  the  nails  and 
has  been  known  to  severely  poison  tender  and  sore 
feet. — The  Shoe  Repairer  and  Dealer. 


Use  Your  Windows 

Don't  think  that  you  cannot  make  your  window.^ 
attractive  unless  they  are  plate  glass.  In  lots  of 
towns  the  merchants  who  are  getting  the  best  results 
from  their  window  advertising  are  the  ones  who  are 
hampered  by  old-fashioned,  small  pane  fronts.  Taste- 
ful arrangement  of  the  goods,  with  attractive  prices, 
will  get  the  people's  attention  if  the  glass  is  good 
enough  to  see  through  it.  Any  window  that  will  let  in 
liidit  will  let  in  trade. 


Putting  the  Finish  On 

.\  twirling  wheel  is  a  valuable  tool  to  use  on  the 
feather  edge  of  the  tap  sole,  so  as  to  cover  up  the  line 
of  unison  of  shank  and  forepart.  We  are  speaking  of 
finishing  a  shoe  bottom  with  the  same  degree  of  per- 
fection as  practised  in  the  average  shoe  factory.  The 
up-to-date  shoe  repairers  .are  finishing  their  shoes  to 
compare  favorably  with  the  shoes  finished  in  the  gen- 
eral run  of  a  shoe  factory  making  fine  shoes.  With 
the  advantage  of  modern  machinery  there  is  no  rea- 
son why  the  shoe  repairer  should  not  aspn-e  to  do  ex- 
actly the  same  grade  of  work  as  the  shoe  factory  does. 
This  shotild  be  the  ambition  of  every  shoe  repairer 
and  will  pro\  c  very  important  to  his  success,  we  arc 
sure. 


FOOTWEAR    IN  CANADA 


37 


Talks  on  Trade  Topics 

Interviews  of  Interest  to  Retailer,  Jobber   and  Manufacturer.  The 
Opinions  of  Experts  on  Bettering  Business  Conditions 


Travelling  Expenses 

A  certain  jobber,  an  old  traveller,  now  employing  a 
number  of  travelling  men  himself,  was  dilating  the 
other  da}'  on  the  great  increase  which  had  come  about 
in  travellers"  expenses  in  the  past  twenty  years. 
"When  I  went  on  my  first  trip,"  said  he,  "there  were 
few  two-dollar-a-da}'  houses,  one  dollar  being  the 
usual  rate.  The  same  kind  of  a  house  nowadays 
charges  double  that  price.  Of  course  the  conveniences 
of  the  present  hotel  are  better,  there  are  baths,  hot 
water,  etc.,  and  a  greater  variety  of  things  are  served 
at  the  dining  table,  but  as  I  say,  they  cost  more 
money.  But  it  isn't  only  hotel  expenses  that  have 
increased  so  much.  Take  the  cost  of  livery  teams.  It 
has  doubled.  Drives  tliat  I  did  for  $1.50  cost  my 
travellers  $3.00.  The  liverymen  are  prol)ably  making- 
no  more  money,  for  their  increase  is  going  out  in  much 
higher  prices  for  horses,  feed  and  the  men  who  do  the 
driving.    But  that  is  no  consolation  to  us. 

"And  there  is  still  another  item  in  which  expense 
has  increased,  ahz.,  the  sample  room.  I  can  remember 
when  lots  of  countr)^  hotels  were  willing  to  supply  a 
sample  room  to  guests  of  the  house  without  charge. 
I  don't  know  any  that  do  this  to-day ;  so  what  with 
$2.00  a  da}^  for  board  and  lodging  and  $1.00  for  a 
sample  room,  to  say  nothing  of  the  increased  expense 
of  horse  hire,  the  money  which  travellers  spend  these 
days  would  have  made  an  old  time  employer  feel  sick 
at  his  stomach ;  one  expense  sheet  on  his  desk  would 
have  meant  the  finish  of  the  salesman  that  sent  it  in. 
It  is  this  increased  cost  of  selling  goods  that  is  mak- 
ing it  so  hard  for  us  to  earn  a  fair  percentage  of  profit 
on  the  capital  we  have  invested  in  our  business  and 
each  year  in  this  particular,  and  things  seem  to  grow 
worse  rather  than  better." 

5^  ^  ^ 

The  English  Manufacturer  and  the  Canadian  Market 

"The  reason  English  shoe  manufacturers  find  it 
hard  to  get  a  footing  in  the  Canadian  market"  re- 
marked a  Toronto  shoe  retailer  recently,  "is  owing  to 
the  fact  that  they  seem  unwilling  to  adapt  themselves 
to  Canadian  conditions  and  give  the  trade  here  what  it 
demands.  I  remember"  he  continued,  "when  I  first 
came  out  to  this  country  some  twenty-five  years  ago, 
as  the  representative  of  several  English  shoe  manu- 
facturing firms.  On  inspecting  the  shoes  in  the  win- 
dows of  the  leading  stores  in  Toronto,  Montreal  and 
elsewhere,  I  came  to  the  conclusion  that  the  styles 
were  wrong  and  that  I  would  reap  a  handsome  profit 
introducing  the  properly  designed  lines  I  was  carry- 
ing. Tn  my  surprise,  very  few  retailers  bought,  after 
looking  over  the  stock  I  carried.  I  did  not  make  a 
success  of  my  venture  and  decided  to  open  a  shoe 
store  myself.  T  then  found  out  by  actual  demonstra- 
tion that  the  Canadian  styles  were  much  easier  to  fit 
than  the  English.  The  fit  and  style  gave  more  satis- 
faction to  the  customer  and  the  latter  could  be  waited 
on  and  fitted  much  more  rapidly,  thus  giving  (|uick 
service  and  saving  time  to  the  retailer. 

"One  point  in  favor  of  the  English  shoes,  liuw- 


ever,  is  that  they  are  usually  better  made  from  better 
material,  and  will  wear  longer  than  the  American 
shoe.  I  had  it  in  my  mind  therefore,  to  have  shoes 
made  in  England  on  American  lasts  and  according  to 
American  designs.  But  my  efl^orts  in  this  respect 
met  with  failure.  First  of  all,  the  big  firms  I  ap- 
proached said  the}^  had  already  all  the  business  they 
could  handle  and  would  not  have  anything  to  do  with 
the  small  special  order  I  could  give  them.  I  found 
smaller  firms,  how-ever,  who  were  willing  to  undertake 
my  order,  but  they  unfortunately  fell  into  the  en'or  so 
common  among  my  countrymen,  of  thinking  that  they 
knew  better  what  the  people  of  this  country  wanted, 
or  should  wear,  than  the  latter  did  themselves,  the 
result  being  that  instead  of  making  the  shoes  accord- 
ing to  instructions,  they  put  in  "improvements"  of 
their  own,  and  the  shoes  turned  out  were  neither 
English  nor  American,  and  practically  unsaleable. 

"Another  thing  that  mitigates  against  the  success 
of  the  English  shoe  manufacturer  in  this  country  is 
that  he  is  seldom  willing  to  offer  his  agents  sufficient 
remuneration.  Larger  commissions  are  paid  in  this 
country  and  the  English  manufacturer  seems  to  think 
that  if  he  oflfers  the  same  percentage  that  he  would  in 
his  own  country  that  this  is  sufificient,  but  it  is  not. 
They  usuall}^  expect  their  traveller  or  representative 
to  accept  a  small  commission  and  pay  all  his  own 
expenses.  AATiile  they  work  along  these  lines  they 
will  never  make  any  impression  on  the  Canadian  trade. 
What  they  must  do  is  to  pay  a  hustler  a  rattling  good 
salar}^  to  introduce  their  goods  thoroughly.  Then 
when  the  latter  are  firmly  established,  the  percentage 
basis  may  be  arranged  between  the  agent  and  manu- 
facturer, although  I  believe  that  when  the  English 
manufacturer  makes  up  his  mind  to  give  us  what  we 
want  in  this  country,  and  his  goods  are  well  known  to 
all  the  trade,  that  it  will  be  the  manufacturer  himself 
who  will  wish  to  pay  a  salary,  and  not  work  along  a 
percentage  basis,  in  order  to  save  himself  expense." 

*      t-  * 

The  Shoe  Fitting  Problem 

Just  as  there  are  no  twu  faces  alike  there  are  no 
two  feet  alike.  It  is  not  hard,  therefore,  to  understand 
that  shoe  retailers  liave  a  very '  difificult  problem  to 
face  from  morning  to  night  in  their  business  when  it 
comes  to  fitting  shoes  properly  to  their  customer's 
feet.  A  shoe  improperly  fitted  is  hard  on  the  wearer 
and  also  hard  on  the  shoe,  giving  general  dissatisfac- 
tion and  trouble  both  for  the  wearer  and  shoe  retailer. 
It  is  easy  to  fit  people  properly  if  time  and  care  are 
exercised.  The  reason  that  so  many  are  improperly 
fitted  is  due  to  pure  carelessness  on  the  part  of  the 
retailer. 

Shoe  dealers  to-da_v  have  a  stronger  tendenc}^  to 
stick  close  to  the  lines  carried  than  in  years  past. 
There  is  less  tendency  to  change.  This  tendency 
works  both  ways  for  the  slioe  salesman.  It  makes  it 
easier  to  hold  old  customers  and  it  makes  it  harder  to 
get  new  ones. 
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Questions    and  Answers 


(Note — yiiestioiis  and  comments  from  our  readers  on  matters  of  gen- 
eral trade  interest  are  solicited.  Full  name  and  address  should  be  given, 
lint  will  not  he  puljlislied,  if  so  desired). 

Displaying  White  Shoes 

Question — Wliat  is  the  most  effective  way  fif  dis- 
playins:!^  white  footwear? 

Answer — With  black  window  back_s:^round,  or  on 
black  skins,  etc. 

*  *  * 

Squeaky  Shoes 

Question — Customers  fre(|nently  complain  of 
squeaky  slioes.  What  is  the  best  way  of  curing-  tliis 
trouble  ? 

Answer — 'I'o  prevent  slioes  from  stpicakins.;',  {)lacc 
them  in  a  pan  of  linseed  oil,  just  deep  enough  to  cover 
the  soles.  This  will  not  only  prevent  this  nuisance, 
but  the  oil  will  toughen  the  soles.  Be  careful  that 
the  oil  is  not  too  deep;  if  it  gets  on  the  uppers  it  will 
stain  them,  and  the  worst  thing  is  it  won't  come  off. 
If  your  boots  or  shoes  are  inclined  to  be  damp  in- 
side, place  cork  insoles  (not  the  real  thin  ones)  in 
tlicm,  and  your  feet  will  keep  nice  and  dry. 

Rubber  Soles  over  Leather 

Question — Is  there  a  cement  that  will  fasten  se- 
curely a  rubber  sole  over  a  leather,  without  the  neces- 
sity of  stitching? 

Answer — A  rubl)er  sole,  and  the  pure  rubber  sole 
is  the  best  for  the  purpose,  can  be  cemented  f)n  a  level 
bottom  without  the  necessity  of  a  single  stitch.  The 
cement  used  in  a  large  shoe  factory  for  the  purpose  of 
uniting  a  rubber  sole  to  a  leather  one  b\'  cement  only, 
is  of  a  salmon  color  and  exceedingly  sticky. 

*  *  * 

Names  for  Shoes 

A  shoe  retailer  writing  from  Winnipeg,  Manitoba, 
asks:  "Kindly  let  me  know  if  I  may  use  the  following 
names  for  shoes,  without  conflicting  with  any  trade 
mark  law :  'Society  Brand  Shoe,'  "The  Society  Man 
Shoe.'  'American  Society  Man.'  and  'The  American 
Society  Shoe.' 

Answer — To  the  best  of  our  knowledge,  none  of 
these  names  are  copyrighted.  In  order  to  be  perfectly 
sure,  however,  you  had  1>etter  write  the  Department 
of  Agriculture,  Ottawa. 


Women's  Calf  Shoes  in  the  Future 

.'\  well-posted  calfskin  tanner  expresses  himself  to 
the  effect  that  a  year  from  now  will  show  a  return 
of  calf  leather  in  women's  shoes.  He  believes  that  the 
low  prices  now  being  made,  and  likely  to  continue, 
will  inlluence  shoe  manufacturers  to  push  calf  and 
lift  the  trade  out  of  the  present  slough  of  despond. 
In  his  opinion  tan  calf  boots  will  begin  to  sell  well 
for  late  fall  trade. 


Four  Hits  With  One  Shot 

There  was  a  clerk  who  wlien  asked  for  an  article 
that  was  not  carried  in  stock  said:  "If  you  will  leave 
your  name  and  address,  we'll  order  one,  and  have  it 
sent  to  you."   The  man  left  his  name  and  address,  and 
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in  due  seasrm  the  article  was  sent  him.  The  clerk  had 
made  several  points. 

He  had  made  the  store  a  profit  on  the  article. 

He  had  pleased  and  served  the  customer. 

He  had  created  a  friendly  feeling  toward  that  store 
in  the  mind  of  a  probable  future  customer. 

lie  had  obtained  in  a  very  legitimate  manner  the 
name  and  address  of  a  customer. 


An  Oxford  Week 

In  their  monthly  letter,  Geo.  A.  Slater,  Limited, 
Maisonneuve,  suggest  to  the  retailers  the  institution 
of  an  "Oxford  Week,"  as  a  means  of  i)ushing  the  sale 
of  this  style.  "The  main  thing  is  to  impress  the  public 
with  the  fact  that  oxfords  do  not  represent  a  fad,  but 
are  a  seasonable  requirement  for  summer,  just  as  other 
articles  of  wearing  apparel.  Why  not  try  this  little 
'get  together'  stunt  with  your  opposition."  It  is  also 
suggested  that  the  oxford  week  take  the  form  of  a 
special  window  display  and  circulars,  with  probably  a 
few  advertisements  in  the  local  paper.  This  campaign 
could  be  arranged  before  hand  between  the  various 
retailers. 


Cushion  Soles 

The  W  .  15.  Coon  Company,  of  Rochester,  X.Y., 
lia\  e  recent  1\-  issued  a  pamphlet  on  their  Aunt  Polly's 
Solace  Cushion  Sole.  This  shoe  is  made  of  fine  soft 
kid  stock,  with  pliable  sole  that  may  be  bent  double. 
All  sizes  from  lYz  to  10  are  carried  in  stock.    One  of 


Showing  flexible  cushion  sole. 


the  benefits  of  stocking  such  a  line  as  this  is  that  it 
is  never  out  of  date.  You  sell  twelve  pairs  per  dozen 
and  never  have  to  resort  to  the  bargain  table  to  clear 
them  out. 


Booklet  on  Patent  Leather 

"The  Story  of  Patent  Leather''  is  the  title  of  a 
booklet  published  by  the  Thomas  G.  Plant  Company, 
of  Boston,  Mass.  It  is  dedicated  to  a  better  under- 
standing of  the  problems  confronting  those  who  sell 
and  those  who  wear  patent  leather  shoes,  and  tells 
what  patent  leather  is,  how  it  is  manufactured,  how- 
made  into  shoes,  and  shows  illustrations  of  the  vari- 
ous processes  it  undergoes  from  the  raw  material  to 
the  finished  product.  The  booklet  should  prove  inter- 
esting to  anyone  in  the  shoe  or  leather  trade. 
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An  Address  given  by  E.  W.  Burt,  of  Boston,  President  of  the  Massachusetts  Retail 
Shoe  Merchants'  Association,  before  the  Hartford,  (  Conn.)  Shoe  Retailers'  Association 


THE  Harvard  Business  School  spent  two  years 
tinding  out  how  retailers  ran  their  stores.  1 
wrote  an  article  on  the  same  subject  which 
they  endorsed  as  verifying  their  figures  taken 
from  600  shoe  stores  of  the  country,  but  m  all  then- 
work  they  did  not  tell  us  one  reason  why  shoe  retail- 
ers failed  and  that  is  what  we  want  to  know.  My 
studies  of  the  retail  shoe  trade  throughout  the  coun- 
try have  shown  me  that  there  are  eleven  reasons  why 
retailers  fail  and  I  have  classified  them  according  to 
their  importance  and  I  will  present  them  to  you. 

1.  Over  buying  of  merchandise. 

2.  Too  small  merchandise  profit. 

3.  Expenses  too  large. 

4.  Lack  of  capital-bank-turning  of  stock. 

5.  Shrinkage  of  surplus  and  stock. 

6.  Inefficient  executive  ability. 

7.  Old  time  methods. 

8.  Lack  of  store  service. 

9.  Advertising. 

10.  Too  long  credits. 

11.  Failure  to  take  stock  monthly. 

Taking  No.  1,  did  you  ever  hear  of  a  shoe  retailer 
failing  because  he  did  not  have  enough  shoes?  But 
nine  out  of  ten  fail  because  they  have  too  many  shoes. 
The  shoe  manufacturers  are  to  blame  for  half  of  the 
retail  failures  because  they  sell  the  retailer  every  kind 
of  a  last,  pattern  and  leather  on  the  face  of  the  earth. 
Buy  shoes  on  staple  lasts  and  leathers  and  keep  away 
from  the  fancy  footwear  that  goes  by  in  a  year.  Buy 
shoes  not  afifected  by  mark  down  sales  and  shoes 
stocked  by  the  manufacturer.  Don't  buy  more  than 
one  pair  on  large  and  small  sizes. 

Reason  No.  2.  The  gross  profit  on  your  merchan- 
dise should  be  not  less  than  28  per  cent,  if  you  expect 
to  make  any  money  in  the  retail  business.  You  can't 
make  money  selling  $3.50  shoes;  those  clays  have  gone 
by.  Cheap  grades  of  shoes  never  show  a  large  profit , 
the  wear  is  poor  and  the  allowances  to  customers  too 
great  and  it  eats  up  your  profits.  Postpone  your 
mark  down  sales  until  August  1st  and  February  1st. 
(Great  applausev.  Customers  wait  for  mark  down 
sales  and  you  sell  goods  at  a  loss  when  you  could 
make  money.  The  mark-down  sales  are  the  curse 
of  the  shoe  business  and  overbuying  and  wrong  mer- 
chandise are  responsible.  Give  your  men  charge  of 
different  departments,  you  can't  run  your  entire  busi- 
ness with  yourself,  make  it  their  duty  to  decrease  the 
stock  and  increase  the  sales  each  six  months. 

Sell  rubbers  at  a  profit.  What's  the  use  in  buying 
rubbers  and  giving  them  away?  Hundreds  of  retail- 
ers in  this  country  don't  make  a  cent  of  profit  on  rub- 
bers;  you  can't  stay  in  the  shoe  business  and  do  it; 
get  a  profit  or  don't  sell  them. 

Reason  No.  3.  The  question  of  expenses  is  a  \  ital 
one,  rent,  salaries,  and  advertising  are  the  three  most 
important.  A  small  rent  with  a  growing  chance  is 
better  than  a  big  rent  and  sure  failure — you  don't  have 
to  own  the  best  store  in  town. to  do  business.  Edu- 
cate the  public  to  come  to  you  on  a  side  street,  be- 
cause you  have  shoes  they  want,  a  small  jent  wins. 
Pay  your  clerks  good  salaries.  A  man  at  $18  a  week 
is  worth  two  at  $9  a  week,  because  ignorant  clerks 


misfit  shoes,  dissatisfy  customers,  and  rum  your  busi- 
ness, and  your  success  depends  upon  your  selling- 
force. 

Advertising  I  will  consider  under  No.  9. 

Reason  No.  4  is  an  important  one.  Buying  shoes 
is  an  easy  matter  but  to  sell  them  is  a  iiard  problem. 
When  the  bills  come  due  the  manufacturer  jumps  on 
you  for  payment  and  they  must  be  paid  from  shoes 
sold  and  this  is  true  of  all  your  expenses,  rent  and 
salary.  Do  not  go  to  the  bank  for  $5,000  or  $10,000  to 
pay  your  bills,  it  is  like  the  mining  company  who 
borrows  money  to  pay  dividends.  It  means  your  capi- 
tal is  gone.  Nail  this  over  your  desk,  $1,000  in  the 
bank  is  worth  $2,000  in  shoes  every  day  in  the  week 
and  twice  on  Sundays.  Turn  your  stock  at  least  four 
times  a  year,  you  can  do  it  if  your  merchandise  is  the 
right  kind;  you  will  turn  it  once  if  it  is  the  wrong 
kind. 

Reason  No.  5  is  answered  in  mark-down  sales 
which  reduce  your  surplus  and  capital  one-third  each 
season  and  cut  out  your  sale  shoes  and  increase  your 
surplus.  A  P.  M.  on  shoes  is  another  bad  habit  of 
the  shoe  business ;  clerks  will  misfit  shoes  and  make 
dissatisfied'  customers  and  injure  your  business  and 
3'ou  are  paying  for  your  bad  judgment  in  buying. 
Pay  your  Clerk  a  good  salary  and  stop  the  P.  M.  habit. 
Unreasonable  allowances  given  to  customers  reduce 
your  surplus;  why  don't  you  charge  for  wear  on  shoes? 
Phere  is  a  lot  of  talk  about  the  retailer  defrauding  the 
public,  but  I  think  a  lot  of  the  public  are  abusing  the 
retailers.  They  can't  buy  a  new  hat  or  suit  and  get 
free  wear,  then  why  shoes?  Simply  because  you  have 
always  done  it,  but  do  business  on  a  principle,  not 
habit. 

Reason  No.  6.  Many  men  fail  because  there  is  no 
system.  It  costs  money,  but  it  pays,  your  buying, 
selling,  office  department,  correspondence,  and  every- 
thing must  be  systematized  and  live  up  to  it. 

Reason  No.  7.  The  opening  part  of  my  talk  to- 
night told  you  that  to  succeed  it  is  necessary  for  you 
to  belong  to  organizations.  I  am  an  opnmist  at  all 
times.  Old-time  methods  have  passed  away.  The 
shoe  business  is  difterent  to-day  than  it  was  five  years 
ago,  and  it  will  change  five  years  from  now.  Increased 
population,  broader  ideas, — competition  demands  it, 
you  learn  all  this  in  your  association  worK. 

Reason  isfo.  8.  Lack'  of  store  service  means  fail- 
ure, customers  demand  it,  and  you  must  meet  the  is- 
sue. Educate  your  clerks  to  be  courteous  (which  is 
the  first  and  important  requirement  of  all  salesmen). 
Quick  attention,  ability  to  serve,  patient  and  correct 
fitting,  should  be  pasted  in  the  hat  of  all  salesmen. 
What  has  the  individual  shoe  store  got  to  ofter  the 
public  in  competition  to  the  department,  selling  shoes? 
They  have  the  advantage  of  closer  buying,  greater  ad- 
vertising, better  locations  and  thousands  of  shoppers, 
all  he  can  ofifer  is  efficient  service  and  specialized 
shoes.  Remember  this,  as  it  is  important  to  your 
success. 

Reason  No.  9.  When  I  was  in  Cleveland,  Ohio, 
last,  I  made  an  address  before  the  Cleveland  Advertis- 
ing Club  on  fraudulent  advertising,  but  in  a  few  words 
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T  will  ^ivc  you  the  formula  for  successful  advertising'. 

1.  Attract  tlie  eye  (I)y  color  or  drawings). 

2.  ilold  the  attention  (l)y  clear  s.*atements). 

3.  Interest  the  reader  (honest  facts). 

4.  Convince  tiie  I)uyer  (proving  your  statements). 
Small  ads  run  often  are  better  than  large  ads  run 

occasionally.  L'se  selected  papers  of  smaller  circula- 
tion in  i)reference  to  large  circulation  because  your 
ad  is  lost  vvitii  others  and  the  effect  is  wasted.  1  get 
better  results  in  one  city  from  a  paper  of  80,000  cir- 
culation with  a  93/2-cent  rate  a  line  than  from  one  with 
400,000  circulation  with  a  25-cent-a-linc  rale.  These 
are  facts  and  not  theories. 

Reason  No.  10.    Credits  are  a  big  irade  builder 
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and  money-maker,  but  long  credits  are  disastrous.  In 
my  opinion,  shoes  charged  out  are  better  than  shoes 
on  the  shelves.  The  credit  system  is  baci  during  sales 
as  customers  load  up  with  shoes  at  cut  prices,  and 
they  often  return  them  later,  after  the  sale  is  over, 
because  "they  don't  need  them." 

The  11th,  and  last  reason,  needs  your  attention. 
If  a  retailer  pays  his  clerks  and  his  rent  and  draws  his 
salary,  he  is  satisfied,  but  it  is  a  bad  way  to  do  busi- 
ness. Let  him  find  out  monthly  where  he  stands.  If 
there  are  any  leakages,  he  ought  to  know  it.  See  if 
tiie  stock  agrees  with  the  correct  number  of  pairs  and 
compare  increase  of  sa'.es  on  stock  from  month  lo 
month  by  year.  Keej)  a  charge  of  sales,  and  it  will 
^urprise  you. 


An  "  Ouitiidler^s "  Opimiioini  on  Sale 

Are  Ruinous  to  Shoe  Business  Certain  Class  of  Cus- 
tomer Waits  for  Sale  —  Means  Slow  Sales  Tomorrow 


Til  l\  fdllowing  address  on  the  subject  of  "Sales" 
was  delivered  before  the  Rociiester  Retail 
.SIkjc  I^ealers"  Association  at  the  monthl\- 
meeting  held  June  3.  These  are  views  of  an 
"outsider,"  who  is  a  sound  business  man,  that  every 
shoe  dealer  should  read  carefully  and  profit  thereby. 
As  a  result  of  this  talk  the  Rochester  Association  de- 
cided to  postpone  its  clearance  sales  until  Monday, 
August  3.  Before  the  retailers  of  Rochester  were  or- 
ganized their  summer  clearance  sales  started  immedi- 
ately after  July  4  and  sometimes  sooner.  We  are  ni- 
debted  to  The  Shoe  Retailer  for  the  article. 

An  Opinion  on  Sales 

You  have  asked  nie  to  gi\e  you  my  cjpiuiou  ou 
sales.  My  opinion  may  not  agree  with  yours.  If  il 
doesn't  attribute  the  difference  to  the  iact  that  you 
are  looking  at  the  situation  from  one  pouit  ol  view, 
while  1  am  looking  at  it  from  another. 

I  don't  believe  in  sales.  I  think  they  are  a  fallac} 
from  start  to  finish — especially  when  it  comes  to  shoes. 

I  believe  that  every  sale  you  put  on  means  less 
business  on  shoes  in  season  next  year. 

I  believe  that  when  you  offer  shoes  at  s(j-called 
bargains  this  year,  people  hnx  for  next  year.  When 
next  year  comes  ,they  pass  up  your  shoes  at  what 
used  to  be  your  regular  prices  and  wait  for  the  salc.>. 

Sale  prices  have  become  regular  prices.  It  may 
only  be  a  (piestion  of  time  when  practically  all  your 
".lujes  will  be  sold  at  sale  prices  which  you  adnut  yield 
you  less  profit  than  when  you  sell  them  at  regular 
prices. 

The  first  sale  you  put  on  may  bring  large  results 
;it  \  ery  small  advertising  cost.  The  ne.xt  one  will  de- 
mand more  advertising.  So  will  the  next,  the  next 
and  the  next,  until  the  advertising  eats  up  the  profits. 

Here  is  the  Way  the  Public  Looks  at  It 

Women — and  women  are  the  buyers  vvlieu  you 
come  down  to  the  final  say  so — have  come  to  feel  that 
your  regular  prices  arc  too  high — unfairly  high.  They 
believe  your  sale  prices  are  right  and  fan-.  They  don't 
believe  you  when  you  say  that  you  are  reducing  youi 
prices  because  the  season  is  late.  They  look  upon  the 
statement  for  what  it  is  worth — just  an  excuse.    It  is 


nothing  more.  Your  affidavit  won't  change  their 
opinion. 

What's  the  result? 

I  used  to  buy  a  certain  make  of  shoes.  I  paid  ^'C 
a  pair  and  my  wife  said,  "No."  She  then  pointed  out 
that  shortly  after  the  Fourth  of  July  there  would  be 
a  sale  at  which  I  could  buy  any  $6  oxfords  for  $4.50. 
1  waited  and  when  the  sale  came  I  bought  two  pairs 
ijn  the  advice  of  my  wife.  I  did  the  same  thing  last 
year.  I  am  going  to  do  the  same  tiling  this  year. 
Shoes  that  cost  me  $6  I  now  get  regularly  for  $4.50. 
I  make  three  dollars  every  year  and  the  man  from 
whom  I  buy  my  shoes  loses  $3. 

As  to  my  high  shoes,  I  can't  get  them  at  a  sale. 
The  store  doesn't  have  a  sale  on  them.  I  pay  the 
regular  price  and  I  am  satisfied.  In  fact,  I  am 'more 
than  satisfied  because  I  was  induced  to  try  a  cheaper 
shoe.  I  think  il  was  $4  I  paid  for  the  cheaper  shoe. 
1  am  uol  sure,  but  if  you  wish  to  verifv  it,  I'll  bring 
them  down.    They  are  as  good  as  new. 

Price  Doesn't  Cut  Any  Figure  If  a  Man  Gets  What 
He  Wants 

There  isn't  a  man  here  getting  business — profitable 
business — on  price  alone.  He  is  getting  his  profitable 
business  because  for  some  reason  people  like  to  trade 
with  him. 

W  hen  a  man  goes  out  for  l)usiness  uu  cut  prices 
he  lorgets  one  thing — 

".Vo  one  has  a  monopoly  on  cut  prices." 

It  takes  about  three  weeks  to  ruin  a  line  by  cutting- 
prices  and  three  years  to  get  the  prices  back  where 
they  belong. 

In  the  meantime  you  lose. 

The  public  is  suspicious  of  you.  I  ha\  e  been  read- 
ing, with  interest,  the  advertisement  of  a  cut-price 
store.  Yesterday,  for  the  sixth  time.  I  read  the  an- 
nouncement :  "50.000  pairs  of  $4  value  shoes  for  S2.47." 
Inasmuch  as  the  man  has  been  advertising  50.000  pairs 
for  six  weeks  I  have  come  to  the  conclusion  the  sales 
are  slow  or  somebody's  lying. 

Another  i)oint :  He  couldn't  get  50.000  pairs  of 
shoes  in  his  store. 

For  si.x  weeks  now  he  has  been  saying  that  he  was 
closing  out — going  out  of  business.  I  am  beginning  to 
believe  he  will  go  out  of  business  shortlv. 


FOOTWEAR    IN  CANADA 


41 


Honest  sales — sales  where  the  prices  have  been  re- 
duced— are,  in  my  belief,  largely  responsible  for  poor 
business  to-day.  The  people  have  bought  ahead  and 
you'll  have  to  wait  until  they  wear  out  what  they  have 
before  they  will  buy  again. 

Forced  Sales  Today  Mean  Slow  Sales  Tomorrow  and 
No  Sales  Next  Week 

Not  ten  people  out  of  a  hundred  believe  your  sale 
advertising.  If  they  did,  you  couldn't  handle  the  busi- 
ness one  advertisement  would  bring. 

Figure  it  out. 

One  sa3'S  that  he  has  bought  a  line  that  doesn't 
move.  That's  his  fault,  or  a  mistake.  If  it  is  a  mis- 
take, let  him  take  his  medicine  and  send  the  dead  stock 
to  some  store  tliat  makes  a  business  of  selling  out  dead 
stock. 

Promising  to  give  more  than  you  do  may  get  one 


in  your  store  once,  but  the  trick  sends  him  to  the 
square  man  for  good. 

Population  isn't  growing  fast  enough  to  make  gojd 
the  saying,  "A  sucker  is  born  every  minute."  There 
are  three  smart  men  born  every  minute  to  catch  every 
sucker. 

x''\nd  here  is  proof  of  all  I  ha\-e  said. 

The  store  in  your  city  that  gets  the  most  business, 
the  best  business,  that  makes  the  most  money,  is  the 
last  to  cut  prices. 

One  word  more. 

People  will  pay  more  for  a  luxury  than  a  staple. 

Put  a  stiff  price  on  luxuries  and  novelties. 

Put  a  reasonable  price  on  staples. 

You  will  cut  out  this  sale  business  sooner  or  later. 
My  advice  is,  cut  it  out  now  because  every  year  yoLi 
delay  you  lose  just  that  much. 

Sales  in  every  line  has  made  the  public  suspicious. 


How  a  Salesman's   Suggestions   Were  Put 

Into  Practice 


I breezed  into  a  little  town  in  Ohio  about  6.30  one 
evening  last  week  and  knowing  I  was  pretty  sure 
of  a  good  fat  order  I  ate  a  big  supper,  stuck  a 
perfecto  with  a  red  band  a  Iialf  inch  wide  into 
my  face  and  toddled  down  street  to  see  my  victim, 
writes  R.  D.  Cassmore  in  the  Boot  &  Shoe  Recorder. 
I  have  known  Jim  Delaware  almost  ten  years  and  be- 
lieve me  we  have  a  regular  old  confab  when  we  get 
together  twice  a  year. 

Jim  is  wise  to  a  good  many  things  in  the  shoe 
business  but  his  strong  point  has  never  been  windov^' 
trimming".  He  ought  to  be  a  world-beater  at  it  be- 
cause Pve  given  him  enough  good  hints  and  ideas  to 
make  him  an  expert,  but  my  suggestions  never  seem 
to  stick  in,  the}'  sort  of  strike  the  surface  and  bounce 
off.  I  wonder  sometimes  why  I  didn't  take  a  job 
with  Wanamaker  trimming  his  shoe  windows,  he'd 
probably  invite  me  in  as  equal  partner  after  seeing 
some  of  my  work.  I  would  tell  you  more  about  my 
ability  in  this  line,  ])ut  you  might  think  i  was  kind  of 
^tuck  on  myself. 

The  Window  That  Stopped  Me 

.-Knyway  when  I  got  in  front  of  Jim"s  store  I  stop- 
|)ed  right  in  my  tracks.  Honest  1  was  so  thunder- 
struck I  stared  at  that  window  for  five  minutes,  or 
until  one  leg  got  tired  and  I  looked  down  and  found 
i  had  forgotten  to  put  the  other  foot  down  on  the 
sidewalk. 

I  never  saw  a  window  so  crammed,  jammed  full 
(jf  shoes  in  my  life  before,  piles  and  piles  of  them,  all 
kinds,  soft-soles,  kids,  sandals,  ladies'  patent  leathers, 
and  men's  high  and  low  shoes.  It  didn't  look  like  a 
shoe  store  window,  more  like  a  bargain  junk  heap  in 
a  SI. 98  continuous-program-fire-sale  shoe  store. 

"Jim,  my  boy,"  I  says  to  myself,  "here's  where  you 
spend  a  bad  half  hour  or  I  am  no  true  seventh  son  of 
a  seventh  daughter." 

"Well,  I  see  you  have  a  few  left,"  I  says  as  I 
walked  into  the  office  where  Jim  was  at  Avoik  going 
over  his  books. 

■'Whaddayemean,  I  got  a  few  left?"  he  sings  out. 

'"Wh}'  1  thought  you  had  chucked  your  whole 
stock  into  tiie  window,"  I  replied. 


"Pretty  nifty  window  that,  ain't  it?"  he  says  witli 
a  grin. 

"Yes  it  ain't,"  I  says,  and  with  my  usual  tact  I 
continued,  "it's  about  the  bumest  thing  I've  seen  since 
1  had  my  curls  clipped. 

"Come  with  me,  I  want  to  show  you  something," 
and  taking  him  by  the  hand  gentle-like  I  led  him  out 
in  front  of  the  window. 

Room  for  Another  Pair 

"Do  you  see  that  little  1  x  ly?  inch  space  there 
close  by  the  window  glass?"  I  asked. 
"Yes,  what  about  it?"  he  says. 

"There's  room  for  another  pair  of  shoes  if  you 
cram  'em  a  little." 

"Oh,  you  go  to  thunder,"  he  replied,  which  shows 
all  the  appreciation  some  people  get  for  their  good 
intentions.    And  he  goes  back  into  the  store. 

"1  saw  a  cop  just  pass,"  I  says  as  I  followed  him 
in,  "so  I'm  going  to  spit  t)Ut  wliat  I  ha\'e  to  say  be- 
fore he  gets  very  far  away. 

"In  the  first  place  that  isn't  window  trimming, 
that's  window  filling,  and  you  certainly  have  done  a 
dandy  job.  I  know  where  I  wouldn't  buy  shoes  in 
this  town  if  I  ever  got  a  glance  at  that  window.  If 
you  are  trying  to  demonstrate  you  can  chuck  your 
whole  shoe  store  into  the  window  and  still  do  busi- 
ness you're  a  huge  success.  But  Avho's  going  to  get 
enthusiastic  over  any  particular  shoe  there?  And  you, 
Jim  Delaware,  with  the  shoes  and  the  best  shoe  trade 
in  town.  You  have  probably  sixty  pairs  of  shoes  in 
that  window  where  there  ought  to  be  about  ten  pairs. 
Shoes  are  to  be  worn  on  the  feet,  it  is  true,  but  the 
tastier,  neater  wa}'  they  are  displayed  the  better  they 
take.  Use  just  as  much  care  in  displaying  them  as 
you  would  if  each  pair  was  a  90  cent  box  of  chocolates. 

A  Classy  Display  from  Every  Angle 

"The  other  day  I  saw  a  window  that  was  a  jim- 
dandy.  Plad  some  kind  of  a  fancy  carpet  on  the  bot- 
tom (jf  the  window  and  under  each  shoe  was  spread  a 
white  doily.  They  were  all  black  shoes  and  these 
white  doilies  made  the  patents  look  shinier  and  the 
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velours  and  kid  shoes  look  blacker.  It  was  a  classy 
display  from  every  point  of  view." 

"Jjut  1  haven't  time  to  devote  mucli  attention  to 
my  windows,"  he  says. 

"T.et  me  tell  you  something,"  I  replied.  "1  can 
trim  a  dozen  windows  like  the  one  1  mentioned  while 
you  are  dragging  your  whole  shoe  stock  into  the  one 
you  have  there,  and  any  one  of  mine  will  look  1,000 
])er  cent,  better  than  yours." 

"liut,"  lie  objected,  "this  window  of  mine  shows 
all  kinds  while  that  one  of  yours  will  show  only  a  few 
different  styles.  Some  peoi)le  won't  sec  the  kind  of  a 
shoe  they  want." 

"You  got  so  many  in  that  window,"  J  replied,  "you 
get  everybody  puzzled.  Tliey  don't  know  what  they 
want  or  what  to  l)uy  and  so  they  end  by  going  by. 
Their  attention  and  interest  is  scattered  instead  of  be- 
ing concentrated.  It's  just  the  same  as  if  you  showed 
and  talked  about  every  conceivable  shoe  you  have  in 
stock  to  some  customer  instead  of  putting  all  your 
effort  into  the  sale  of  a  shoe  that  fitted  them  perfectly 
and  suited  them  as  well  as  any  shoe  could." 

'What  He  Finally  Put  In 

"Well.  mayl)e  you  are  riglit,"  lie  says.  "I'll  tell 
you  what  I'll  do.  I'll  liave  a  window  specially  trim- 
med for  vou  when  you  come  liere  again  in  six  months 
and  see  how  you  like  it." 

"Good  boy,"  1  says,  slap])iiig  him  on  the  Inick,  and 
after  telling  him  a  funny  story  and  selling  a  nice  bill 
of  shoes  1  wandered  back  to  the  town's  palatial  hos- 
telry of  eighteen  rooms  with  bathroom  in  tlie  base- 
ment. 

Six  nioiilhs  later  1  stopped  again  in  front  of  the 
same  window  and  if  some  woman  hadn't  run  into  me 
I  believe  I'd  ])e  standing  there  yet.  What  do  you 
suppose  he  had  done?  (".ot  a  piece  of  rag  carpet  on 
the  bottom  of  the  window,  and  on  a  lady's  lace  hand- 
kerchief which  had  one  corner  torn  he  had  placed  one 
man's  shoe,  size  none,  worth  about  $1.08  wholesale  I 

Honest — you  can't  tell  some  people  anything. 


Canadian  National  Exhibition 

(hiiseppe  Creatore,  who  with  his  band  ccnnes  to 
the  Canadian  National  Exhibition  for  two  concerts 
daily  during  the  entire  Exhibition,  is  unc]uestionably 
the  most  interesting  ])ersonality  before  the  musical 
world  to-day. 

He  has  set  Boston  and  New  \\)vk  inu>ic  mad.  He 
is  not  only  the  most  picturesque  of  conductors,  but  is, 
besides,  a  masterly  leader  of  men  who  has  his  musi 
cians  under  perfect  control.  To  the  spectators  the 
irresistible  impression  is  that  tliev  are  performing  in- 
voluntarily entirely  at  the  will  of  their  tiery,  volatile 
conductor. 


Footwear  in  the  Belgian  Congo 

There  are  sold  at  Elizabetln  ille,  tiie  capital  of  the 
Belgian  Congo,  three  distinct  types  of  footwear;  those 
for  city  wear,  which  are  the  same  high  class  shoes  we 
would  see  worn  l)y  the  best  people  m  luirope  and 
America;  hunting-boots,  which  are  called  in  the  lang- 
uage of  South  .Africa  "\eldt  sclioen"  (literal!}  "held 
l)oots")  ;  and  the  ordinary  coarse  cheap  boots  for  the 
natives. 

Most  of  the  stores  possess  a  \aried  assortment  of 
town  shoes  in  black  leather,  yellow  or  biown.  There 
are  sold  unique  models  in  laces  and  all  kinds — bt)th 
English  and  American  hists  and  styles,    'llie  price  of 


the  town  shoes  varies  from  25  to  50  francs,  English 
shoes  selling  at  45  to  50  francs  a  pair. 

White  footwear  in  various  leathers  as  well  as  can- 
vas is  in  great  demand.  Shoes  without  heels  are  pre- 
ferred in  white  goods,  and  the  soles  are  usually  made 
of  chrome  leather  or  rubber.  These  snoes  retail  at 
from  22  to  25  francs  for  the  cheaper  varieties,  to  30  or 
35  francs  for  the  better  class  goods. 

A  limited  number  of  "bottes  moustiques"  (mosqui- 
to boots)  and  slipi)ers  are  also  sold. 

The  footwear  in  most  demand  is  the  hunting  boot. 
Certain  English  brands,  very  well  known  in  Rhodesia 
and  .South  Africa,  are  much  in  demand  in  Elizabeth- 
ville. 

These  shoes  are  rendered  waterproof  by  an  addi- 
tion of  a  sheet  of  rubber  in  the  sole,  and  bellow.-< 
tcjngues.  The  laces  are  of  leather.  In  spite  of  their 
thickness  these  boots  are  very  soft  and  supple,  due 
to  tlie  employment  of  chrome  tanned  leather  in  their 
c(jmposition.  The  price  of  these  hunting  boots  is 
from  35  to  45  francs  a  pair. 

The  footwear  for  the  natives  is  c)f  great  variety 
and  is  priced  according  to  whether  they  are  made  for 
lield  laborers  or  house  servants.  The  latter  prefer 
generally  yellow  shoes.  They  especially  look  for 
fancy  patterns,  which  they  take  to  indicate  the  qual- 
ity. These  retail  at  about  15  francs;  the  wholesale 
])rice  being  from  10  to  11  francs  a  gross,  delivered  at 
I'^lizabethville. 

Heavy  black  boots  with  thick  soles  are  purchased 
by  the  laborers.  In  the  mines  of  the  Rand  most  of 
tile  laborers  use  these  boots  to  protect  their  feet  from 
the  rocks.  The  native  of  the  Congo  particularly  pre- 
fers this  style  of  black  boots  for  rough  wear. —  Le 
Frjfnc  Parleur. 


"Clever"  Yankee  Subscription  Agent 

The  subscription  agent  of  a  certain  United  States 
shoe  journal  recently  called  at  a  Toronto  shoe  store. 
He  seemed  very  much  interested  in  the  store  man- 
ager's way  of  doing  business,  and  took  copious  notes 
for  an  article  on  store  methods.  Finally,  he  asked 
the  manager  to  sign  the  notes  he  had  just  taken.  The 
latter,  however,  was  a  little  curious,  and  on  examining 
carefully  what  he  was  asked  to  sign,  discovered  that 
it  was  a  subscription  order  for  the  journal  in  question. 
This  "clever"  trick  was  tried  at  several  Toronto  stores, 
but  so  far  as  we  know,  no  one  "fell  for  it."  We  have 
no  doubt  Imt  what  the  journal  in  question  has  no 
knowledge  of  the  methods  employed  by  its  subscrip- 
tion solicitor. 


The  Customer's  Store 

A  wide-awake  merchant  used  the  following  in  his 
adx  ertising — a  point  always  worth  practicing,  and  not 
bad  to  i)reach  if  one  practices  it: — 

"  This  is  your  store  just  to  the  extent  that  you're 
willing  to  liave  it  so;  our  desire  is  to  make  it  seem 
luHuelike  to  \  ou  ;  we  look  on  you,  as  you  enter  our 
doors,  as  a  guest,  to  be  served  as  well  as  we  can.  If 
you  buy  anything,  we  want  it  to  please  and  satisfy 
you  long  after  you've  forgotten  what  it  cost.  In  these 
respects  we  want  it  to  be  perfect.  If  the  goods  we 
sell  give  100  per  cent,  satisfaction  you  do  us  a  favor 
by  letting  us  know  ;  we're  here  to  make  good,  heartily ; 
as  good  or  better  than  you  expect." 

Advertising— The  $tuft"  that  $hoot$  the  $$$  into 
])u$ine$$  $ucce$$. 
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Convention  Held  at  Granby,  Que.,  by  the 

Miner  Rubber  Company 


TllRl^l^l  main  objects  form  the  basis  of  the  an- 
nual conventions  of  tlie  Miner  Rubbei'  Coni- 
pan}^  Limited,  at  Granby,  P.O.  One  is  for 
the  exchange  of  ideas,  another  educative,  and 
the  third  of  a  social  character.  The  second  convention 
of  the  selling-  agents,  held  on  June  25,  26  and  27,  was  a 
great  success,  and  more  than  fulfilled  the  purposes  for 
which  the  gathering  was  organized.  The  directors  of 
the  Miner  Rubber  Compan}^  rightly  believe  that  one 
element  in  aggressive  salesmanship  is  a  knowledge  of 
the  goods  their  agents  are  handling,  and  a  portion  of 
the  time  of  the  convention  is  thus  set  aside  for  an 
inspection  of  the  factory  and  of  the  man}^  processes 
which  go  to  the  making  of  rubbers.  Salesmen  who 
have  witnessed  the  manufacture  of  rubbers  are  able 
to  talk  with  more  emphasis  on  the  selling  points  of 
their  goods,  especially  as  the  knowledge  gained  is  fol- 
lowed up  by  a  conference  at  which  details  concerning 
making  and  selling  are  fully  discussed.  More  is 
learned  in  an  hour's  talk  than  can  be  imparted  by 
reams  of  correspondence.  The  advantages  or  disad- 
vantages of  new  suggestions  or  proposed  alterations 
in  methods  or  styles  can  be  freely  gone  into,  and  the 
management  is  able  to  gain  first  hand  knowledge  oi 
the  views  of  their  agents. 

The  following  officers  and  delegates  were  present 
at  the  convention :  W.  H.  Miner,  vice-president ;  R.  R. 
Macaulay,  secretary-treasurer;  J.  Stapleton,  superin 
tendent.  Blachford,  Davies  &  Company,  Limited, 
Toronto,  C.  A.  Davies,  T.  H.  Rumford,  R.  G.  Boyle, 
S.  J.  Edmondson  (Ottawa)  ;  Coates,  Burns  &  Wanless, 
London,  R.  B.  Wanless,  D.  Coates,  F.  Dewan,  F. 
Smith;  Dowling  &  Creelman,  Brandon,  R.  R.  Dowl- 
ing;  R.  B.  Griffith  &  Company,  Hamilton,  Ont.,  R.  B. 
Griffith  and  A.  M.  Haggart ;  Jackson  &  Savage,  Limit- 
ed, Montreal,  A.  E.  Jackson,  W.  N.  B.  Jackson,  S.  F. 
Marshall,  J.  Bellouez,  O.  Fourier,  W.  G.  Borland,  H. 
A.  Savage  and  P.  Gauthier ;  J.  M.  Humphrey  &  Com- 
pany, St.  John,  N.B.,  R.  T."  Hayes,  Wm.  H.  Hum- 
phrey, Geo.  R.  Crosby;  J.  M.  Humphrey  &  Company, 
Sydney,  C.B.,  Chas.  R.  Bown ;  The  Wm.  A.  Marsh 
Company,  Western  Limited,  Winnipeg,  R.  I_^eullier 


and  C.  A.  Congdon ;  The  Miner  Rubber  Company, 
I^imited,  F.  H.  Meinzer,  assistant  sales  manager,  Mon- 
treal;  J.  W.  Johnston,  Montreal;  G.  C.  Yearsley,  local 
manager,  Toronto ;  F.  Maranda,  local  manager,  Que- 
l)ec  ;  J.  A.  J.  St.  Laurent,  Quebec;  P.  A.  Poulin,  Que- 
bec ;  W.  G.  Simpson,  Toronto.  "Footwear  in 
Canada,"  F.  PL  Devenish,  Montreal ;  "Shoe  and 
Leather  Journal,"  H.  Neville,  Montreal. 

The  delegates  had  a  real  good  time,  W.  H.  Miner, 
R.  R.  Macawlay,  F.  H.  Meinzer,  and  others  connected 
with  the  company  doing  everything  possible  to  enter- 
tain the  members  of  the  conference,  and  if  these  went 
away  without  additional  knowledge  and  enthusiasm 
it  was  certainly  not  the  fault  of  the  officials. 

The  party  left  Montreal  in  special  Pullmans,  and 
on  arrival  in  Granby  were  entertained  at  luncheon. 
In  the  afternoon  the  sales  agents,  branch  managers, 
and  the  managers  had  interviews,  and  in  the  evening 
a  number  of  automobiles  were  provided,  in  which  the 
delegates  were  driven  around  the  town. 

The  next  day  was  devoted  to  more  serious  busi- 
ness. The  morning  was  spent  in  inspecting  the  fac- 
tory, and  in  hearing  explanations  of  the  many  details 
of  manufacture.  W.  H.  Miner,  J.  Stapleton,  and  other 
assistants  were  in  charge  of  parties,  and  gave  informa- 
tion which  was  of  an  educative  value.  The  plant  is 
complete  in  every  way,  and  neither  time  nor  capital 
has  been  spared  in  securing-  the  very  best  equipment. 
Following  this  inspection  came  a  business  session  at 
which  there  was  a  discussion  of  a  dozen  or  more  topics 
of  purely  sales  interest  but  of  great  value  to  the  man- 
agers, who  naturally  desire  to  get  into  close  touch 
with  the  views  of  the  men  who  are  selling  the  goods. 
In  this  way  they  benefit  the  manufacturers,  the  trav- 
ellers, the  retailers  and  the  public,  as  the  ultimate  ob- 
ject is  to  produce  goods  which  will  appeal  strongly 
to  the  retailers  and  consumers  by  reason  of  their 
merit. 

The  banquet  in  the  evening  was  the  social  event  of 
the  conference,  and  was  attended  by  all  the  delegates 
and  the  office  staff.  W.  PL  Miner,  general  manager, 
presided.    The  toasts  included  "The  town  of  Granby," 


Those  who  attended  the  recent  Miner  Rubber  Company's  Convention  at  Granby,  Que. 


44 


FOOTWEAR    IN  CANADA 


proposed  by  C.  A.  Davies,  responded  to  by  W.  D. 
r.radford,  Mayor;  "I'lic  IiKhistries  of  Granby,"  i)ro- 
poscd  by  V.  Maranda,  responded  to  Ijy  J.  Bruce  Payne, 
president  of  the  Granby  Board  of  Trade;  "The  Miner 
[^nl)bcr  Company,  Limited,"  proiK)sed  by  Geo.  Le^ge, 
responded  to  by  W.  II.  Miner;  "The  Miner  Rubber 
Company.  Liimted,  Selhng  Agencies,"  proposed  by  F. 
II.  Meinzcr,  responded  to  by  R.  T.  Hayes,  R.  B.  Grif- 
fith, R.  15.  Wanless,  and  R.  R.  Dowling;  "The  Press," 
l)roposed  by  P.  Gauthier,  responded  to  by  II.  Neville. 
The  dining  room  was  nicely  decorated,  a  feature  being 
the  portrait  of  the  late  S.  H.  C.  Miner,  the  founder  of 
the  company,  suspended  behind  the  chairman  at  the 
head  of  the  table. 

In  the  course  of  tlie  speeches  tributes  were  made 
to  the  late  S.  II.  C.  Miner,  who  was  largely  instru- 
mental in  building  up  the  town  of  Granby.  Stress  was 
also  laid  upon  the  usefulness  of  such  conventions  in 
the  direction  of  straightening  out  many  matters  whicli 
occurred  in  tiie  course  of  business,  while  the  good 
feeling  between  agents  and  management  was  empha- 
sized. W.  H.  Miner  spoke  of  the  efforts  of  the  com- 
pany to  make  the  very  best  goods  on  the  market — 
not  equal  to  others,  but  better.  They  recognized  the 
value  of  all  working  in  unison,  and  of  treating  ever)-- 
body  in  a  fair  manner.  Notwithstanding  the  depres- 
sion, the  company  were  very  pleased  with  the  results 
of  their  trading. 


Wood  Heels 

Some  recent  correspondence  on  the  subject  of 
wood  heels  is  the  excuse  for  tliis  article  ;  but  it  may 
help  to  explain  the  antipathy  towards  wood-heel  foot- 
wear that  is  shown  by  American  shoemakers  gener- 
ally, says  A.  B.  in  "The  Boot  &  Shoe  Trades  Journal." 

English  shoemakers  are  far  ahead  of  their  Ameri- 
can competitors  in  their  readiness  to  use  these  heels 
in  any  desired  shape  when  their  use  is  in  the  interests 
of  the  shoe,  and  to  get  the  effects  so  necessary  in  these 
days.  They  are  also  far  ahead  in  their  methods  of 
attaching  such  heels,  for  the  Americans  have  none  of 
the  ingenious  little  devices  that  are  used  here.  The 
orthodox  method  in  that  country  is  to  glue  the  heel  to 
the  seat,  hold  it  in  position  until  dry,  then  have  some 
nails  driven  by  hand  through  the  insole  and  into  the 
heel !  With  a  demand  for  wood  heels  comes  the  usual 
C()m])laint  of  the  work  being  "lic'd  up"  at  the  heeling 


— and  the  usual  trade  pros  campaign  against  wood- 
heel  footwear  being  worn  at  all. 

This  is  one  of  the  things  that  the  American  does 
badly.  In  the  usual  shoemaking  routine  he  excels, 
lie  makes  a  few  tyi)es  of  shoes  in  f>ne  factory,  and 
makes  them  in  large  quantities  to  a  cut-and-dried 
formula.  When  he  is  compelled  to  vary  one  type  by 
the  substitution  of  a  tiny  and  harmless  wood  heel  in 
place  of  the  leather  one  his  formula  is  useless,  and 
he  begins  to  flounder.  His  system  is  a  cast-iron  one. 
and  he  has  difficulty  in  altering  it.  In  this  respect  he 
is  much  like  the  German. 


The  modern  merchant  should  be  thoroughly  in- 
lormed  concerning  all  the  influences  which  affect  his 
business  and  know  accurately  and  in  detail  existing 
conditions.  He  cannot  afford  to  rely  upon  guesswork 
if  he  would  succeed.  It  is  necessary  that  he  take  ad- 
vantage of  every  factor  which  will  be  of  service  to 
Iiim.  He  must  organize  his  business,  must  arrange 
things  so  that  he  will  not  need  to  give  all  his  time  t<j 
the  ordinary  routine  work  of  the  store,  but  can  save 
his  energy  for  the  more  important  work  of  planning 
and  supervision. 


When  a  dealer  succeeds  in  interesting  customers 
in  any  article  out  of  the  ordinary,  he  can  count  on  an 
increase  in  his  sales  and  profits  on  that  line.  Vor  this 
reason  the  dealer  should  present  the  interesting  feat- 
ure so  as  to  attract  attention  to  his  line. 


Ilaxe  _\()ur  men's  department  especially  titted  up 
for  men,  i)resided  over  by  a  man  who  understands 
men  and  their  likes  and  dislikes.  ^len  as  a  rule  are 
not  shoi)])ers — they  like  to  go  where  they  get  quick 
service  and  good  merchandise. 


If  you  find  a  competitor  doing  something  better 
than  you  do  it,  instead  of  worrying  about  it.  see  how 
vou  can  do  it  better  yourself. 


No  man  ever  gets  nervous  prostration  ])ushing  his 
business.  He  gets  it  Avhen  his  l)usiness  is  pushing 
him. 


One  \\  a\-  to  success  is  to  have  something  in  vour 
stock  that  is  always  in  season. 


New  Fall 
Offerings 
of 

Blachford 

Shoe 
Company 
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Annual  Report  of  Ames-Holden-McCready 

The  annual  report  of  Ames-llolden-McCready, 
Limited,  for  the  year  ended  April  30th,  shows  a  fall- 
ing off  in  both  gross  business  and  net  profits,  but  a 
materially  improved  position  as  a  result  of  sharp  re- 
ductions in  current  indebtedness. 

The  net  sales  for  the  year,  $4,702,076,  show  a 
shrinkage  of  approximately  10  per  cent,  as  against 
$5,243,887  for  the  previous  year.  Net  profits  were 
$307,598  as  against  $351,390  for  the  previous  year, 
but  sinking  fund  charge  of  $20,000  was  deducted  be- 
fore bringing  forward  the  profits  this  year,  making  the 
actual  difference  in  net  sales  $23,792,  or  about  seven 
per  cent. 

During  the  past  year  $86,769  was  written  off  from 
the  profit  and  loss  balance  of  1913,  and  a  further  sum 
of  $20,000  deducted  from  the  profits,  making  a  total  of 
$106,769  written  off  under  the  heading  of  depreciation. 
$47,602  was  also  set  aside  from  the  year's  profits  for 
bad  debts.  There  was  no  corresponding  item  in  1913, 
and  depreciation  writings  off  for  that  year  totalled 
only  $25,817.  In  1914,  for  bad  debts  and  depreciation, 
a  sum  of  $67,602  was  deducted  from  the  profits  of  the 
year. 

The  net  balance  for  1914  was  $181,296  as  against 
$245,572  a  year  ago,  leaving  a  surplus  balance  of  $6,- 
296  to  be  carried  forward  after  preferred  dividends 
are  subtracted  as  against  $70,572  in  1913.  Net  profit 
before  preferred  dividends  in  1914  equalled  7.2  per  cent 
on  the  outstanding  $2,500,000  as  against  9.8  per  cent 
in  the  previous  year. 

A  reduction  of  $811,509  in  current  liabilities  (bank 
loans,  accounts  payable,  and  bills  payable)  will  be 
noticed  in  the  following  comparative  balance  sheets 
for  1913  and  1914.  The  surplus  of  current  assets  over 
current  liabilities  was  $1,084,295,  against  $1,273,618  a 
year  ago.  A  reduction  of  about  $260,000  in  customers' 
indebtedness  permitted  the  sharp  reduction  in  liabili- 
ties befere  referred  to.  A  strong  feature  of  the  state- 
ments above  is  the  reduction  (over  $700,000)  in  the 
stock  on  hand. 

ASSETS  vm  1913 

Plant,    etc  $6,078,938  $5,995,218 

Cash                                                                 36,343  ^  36,979 

Accounts  Receivable                                   748,612  1,016,063 

Stocks                                                          1,543,717  2,270,905 

Sundry                                                          127,603  133,560 


Total  $8,535,316  $9,452,326 

LIABILITIES 

Bonds  $   960,000  $  980,000 

Preferred  Stock                                       3,500,000  3,500,000 

Common   Stock                                         3,500,000  3,500,000 

.Accounts  Payable                                     93,019  149,993 

i'.ank  Loans                                              1,056,000  1,639,000 

i'.ills  Payable                                                 322,961  404,496 

Reserves                                                       45,534  49,548 

Proiit  and   Loss  Account                           157,714  239,289 

Total   $8,535,216  $9,452,326 

W  e  quote  from  the  report  of  Mr.  D.  Lorne  Mc- 
Ciibbon,  president,  as  follows :  "The  falling  off  in  net 
sales  was  largely  the  result  of  unseasonable  weather 
last  fall,  orders  for  heavy  winter  goods  and  rubbers 
being  greatly  curtailed.  In  addition  to  this  fact 
credits  were  scrutinized  with  more  than  usual  care, 
resulting  in  many  orders  being  cancelled  by  your 
company. 


"At  the  beginning  of  last  year  out  stocks  of  mer- 
chandise, both  in  manufactured  goods  and  raw  ma- 
terial, were  very  heavy,  and  in  order  to  reduce  these 
to  their  present  amounts,  it  was  necessary  during  the 
year  to  limit  manufacturing  operations,  thus  account- 
ing to  a  considerable  extent  for  the  smaller  profits." 

As  to  the  outlook  Mr.  McGibbon  was  of  the  opin- 
ion that  stocks  of  merchandise  in  the  retailers'  hands 
are  very  low,  and  restocking  must  soon  follow.  Given 
a  favorable  crop  this  year,  he  believed  that  orders 
would  be  as  good,  if  not  better  than  last  year. 

The  new  board  and  executive  is  as  follows:  D. 
Lorne  McGibbon,  president  and  managing  direcco : ; 
Messrs.  Rufus  C.  Holden,  A.  L.  Johnson,  Llerbert 
Ames,  M.P.,  and  Fleetwood  H.  Ward,  vice-presidents  ; 
J.  C.  Holden,  Hon.  Nathaniel  Curry,  J.  H.  McKechnie, 
Victor  E.  Mitchell,  K.C.,  Fayette  Brown,  Shiiiey 
Ogilvie,  W.  S.  Louson,  Sir  Thomas  Tait,  W.  A.  Mat- 
ley,  and  S.  J.  LeHuray,  directors. 

The  last  three  gentlemen  on  the  board  of  directors 


Clarence  F.  Smith,  late  vice-president  and  general  manager 
of  Ames-Holden-McCready. 

take  the  places  vacated  by  the  retirement  of  W.  R. 
Allan  and  Arthur  Congdon.  Clarence  F.  Smith,  for 
thi  'ee  )^ears  vice-president  and  general  manager  of  the 
company  has  resigned,  his  place  being  taken  by  Fleet- 
wood 11.  Ward,  as  vice-president,  while  Mr.  McGib- 
bon Avill  perform  the  duties,  formerly  devolving  on 
Mr.  Smith,  as  general  manager. - 

Learning  of  Mr.  Smith's  resignation,  the  staff 
gathered  and  presented  him  with  a  silver  cup  and  em- 
bossed address  expressing  their  sincere  regret  at  liie 
sundering  of  the  pleasant  business  relations,  and  ex- 
pressing their  appreciati(.)n  of  the  uniform  kindne-s 
and  consideration  shown  by  him  to  all.  In  replying 
Mr.  Smith  said  he  was  greatly  pleased  and  gratified 
by  their  appreciation,  and  reciprocated  fully  all  tlie 
kindly  expressions  and  thoughts  in  the  address.  He 
would  preserve  the  address  and  cup  as  souvenirs,  and 
trusted  that  the  loyalty  and  devoted  service  they  had 
previously  given  him  would  be  continued  to  his  suc- 
cessors. 


The  money  you  make  is  the  pay  you  get  for  the 
service  you  render.  He  who  renders  little  service  gets 
little  pay. 
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Retail  Trade  Conditions 

I'ldin  all  over  the  country  come  reports  of  haul 
times  and  dull  trade.  Merchants  of  all  kinds  are  not 
sellin"'  as  much  as  thev  did  at  tliis  time  last  year.  It 


Ladies  Patent  Button,  Fabric  Upper,  Cuban  Heel,  Medium 
Round  Toe— The  Blachford  Shoe  Company. 


is  refreshing  therefore  to  meet  with  some  exceptions 
to  this  rule  and  we  take  pleasure  in  ottering  to  our 
readers  the  experiences  of  tlie  two  firms  recorded  be- 
low. 

"How's  trade,  we  asked   recentK    in   a  Toronto 


shoe  store,  which  does  a  high  class  trade  in 
men's  and  women's.  "Picking  up,"  was  the  reply, 
"and  we  are  just  at  present  doing  more  business  ilian 
we  did  this  time  last  year,  although  we  are  working 
harder  to  accomplish  this.  We  realized  that  we  would 
iiave  to  scheme  and  work  harder  if  our  sales  were  not 
to  fall  below  those  of  last  year,  and  we  are  luistling 
for  all  we  are  worth.  Sometimes  we  have  a  good 
day,  ff)llowed  by  a  poor  one,  and  so  forth,  but  find 
this  mcjnth  tiiat  our  total  sales  each  week  slightly  ex- 
ceed those  of  last  year." 

Never  Better 

"We  are  doing  more  business  this  season  iha.-i 
ever  before  at  this  time,  in  the  history  of  our  firm," 
remarked  a  member  of  one  of  the  largest  retail  shoe 
Firms  in  Canada,  that  does  an  exclusively  high  class 
trade.  "In  fact,"  he  continued,  "we  could  hardly 
liave  handled  any  more  business  had  it  come  our  way. 
Our  stocks  are  very  much  depleted  now,  and  we  are 
busy  sorting  up.  You  see,  the  hard  times  and  scarcity 
of  work  does  not  in  the  slightest  degree  af¥ect  the 
class  (jf  trade  that  we  do.  Our  customers  always 
have  money,  and  must  have  the  best  of  everything, 
footwear  included.  So  we  have  no  complaint  to  make 
with  reference  to  tlie  hard  times." 


Tiicre  is  a  big  difiference  between  the  storekeeper 
and  the  merchant.  All  men  are  storekeepers,  but  ap- 
parently few  arc  merchants. 


You  seldom  find  clean  clerks  in  a  dirty  store. 
Either  the  clerks  get  busy  and  clean  up  the  store  or 
they  allow  themselves  to  get  into  tlie  same  condition 
as  their  surroundings. 


General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


At  the  annual  niectinK  nf  the  Boot  and  Shoe  Section  of 
the  Montreal  liraneli  of  the  Retail  Merchant.s'  Association 
of  Canada  the  following  officers  were  elected:  President,  J. 
O.  Boulerice;  1st  vice-president,  Albert  LaSalle;  second  vice- 
president,  J.  Morrier;  treasurer,  Pierre  Vinet:  secretary,  J. 
A.  J.  Martineau;  auditor,  J.  G.  Watson.  The  treasurer's 
report  showed  a  balance  in  hand.  The  question  of  the  dat- 
ing of  rubber  goods  came  under  consideration  and  was  re- 
ferred to  the  Dominion  Board,  who  will  circularize  the  boot 
and  shoe  and  dry  goods  sections  of  the  Association  through- 
out Canada. 

E.  T.  Wright,  President,  E.  T.  Wright  &  Company,  In- 
corporated, visited  St.  Thomas,  Ont.,  recently  and  was  much 
pleased  with  the  arrangement  of  machines,  etc..  in  the  new 
factory.  The  large  area  of  ground  to  the  east  of  the  factory 
is  to  be  cleared  and  a  well  planned  park  is  to  be  the  result. 

W.  A.  Marsh,  president  of  the  W.  A.  Marsh  Company. 
Limited,  Quebec,  is  retiring  from  business,  and  a  controll- 
ing interest  in  the  firm  has  been  secured  by  E.  P.  MuUarky, 
the  manager.  Mr.  Marsh  has  been  in  ill  health  for  some 
time,  and  his  decision  to  retire  has  no  doubt  been  influenced 
by  this  cause.  The  firm,  which  w.ill  be  continued  on  the 
same  lines,  was  started  over  30  years  ago.  and  Mr.  Marsh 
became  president  on  its  incorporation.  The  beginning  was 
quite  modest,  but  the  firm  has  grown  to  be  one  of  the  most 
important  of  its  kind  in  Canada.  Mr.  Marsh  is  a  many  sided 
man,  and  has  done  a  great  deal  for  Quebec  as  a  manufac- 
turer and  as  a  citizen.  He  has  been  president  of  the  Quebec 
Board  of  Trade  and  of  the  Quebec  branch  of  the  Canadian 
Manufacturers'  Association,  and  is  a  director  of  the  Quebec 
Bank.  He  has  also  taken  a  very  active  part  in  the  religious 
life  of  the  city,  and  has  not  overlooked  the  call  of  philan- 
thropic work,  being  a  life  governor  of  the  Jcffery  Hales  Hos- 


pital. The  name  of  Marsh  is  identified  with  the  shoe  busi- 
ness throughout  the  Dominion,  and  the  president's  retire- 
ment is  a  distinct  loss  to  the  industry. 

The  capital  stock  of  the  Star  Shoe  Company,  Limited, 
Montreal,  has  Ijeen  increased  from  $20,000  to  $100,000. 

The  Canada  Last  Companj-,  5  Van  Home  Street,  To- 
ronto, have  their  new  building  completed,  this  being  63  feet 
sfiuare.  The  old  building,  which  is  30  x  60  feet,  has  been 
ni.ide  into  kilns.  A  feature  of  the  construction  of  the  new 
building  is  that  it  was  built  by  day  labor  and  was  com- 
Ijlcted  live  weeks  from  the  turning  of  the  first  sod.  Some 
changes  have  been  made  in  the  staff.  Chas.  M.  Irecfale  hav- 
ing left  the  manufacturing  end  and  taken  charge  of  the  sales. 
His  brother,  John  .\rnold  Iredale,  will  have  charge  of  the 
manufacturing  end.  Besides  having  some  six  years'  experi- 
ence with  the  firm,  the  latter  gentleman  has  been  for  two 
years  with  the  leading  last  manufacturers  in  the  United 
States,  studying  their  methods.  The  firm  are  installing  the 
most  up-to-date  machinery. 

From  the  1st  of  August  R.  L.  Savage,  of  Jackson  & 
Savage,  Limited,  Montreal,  will  be  the  sales  manager  of  the 
James  Muir  Company,  Maisonneuve,  who  make  for  the  job- 
bers. Mr.  Savage  will  thus  sever  his  connection  with  his 
present  firm,  with  which  he  has  been  connected  over  four 
years. 

Robert  R.  Smith,  the  tield  agent  of  the  Bureau  of  Busi- 
ness Research  of  Harvard  University,  and  graduate  of  the 
School  of  Business  Administration,  is  now  on  a  trip  calling 
on  Canadian  retail  shoe  merchants  in  the  larger  towns  and 
cities,  working  from  Montreal  west  to  Detroit.  Later  on 
Mr.  Smith  intends  visiting  Western  Canada  for  the  same 
purpose.    He  is  collecting  information  and  statistics  for  the 
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Bureau  to  enable  them  to  assist  the  shoe  retailer  in  running 
his  business.  Mr.  Smith  is  investigating  stock-keeping  meth- 
ods as  well  as  accounting  systems.  The  Bureau  decided  to 
send  Mr.  Smith  on  this  trip  owing  to  the  number  of  re- 
quests for  advice  they  received  from  Canadian  shoe  mer- 
chants as  the  result  of  the  publication  of  the  Harvard  Sys- 
tem of  Accounts  for  Shoe  Retailers  in  the  April  and  May 
issues  of  i'"ootwear  in  Canada. 

The  Boston  Last  Company  will  shortly  build  an  addi- 
tion to  their  factory  at  Richmond,  Que.  The  new  annex 
will  be  40  feet  by  40  feet  and  two  storeys  high.  A  sprinkler 
system  will  also  be  installed.  With  the  new  addition,  the 
building  will  be  175  feet-  long  by  40  feet  wide,  exclusive  of 
engine  and  boiler  house,  etc. 

George  A.  Blachford  of  the  Blachford  Shoe  Manufac- 
turing Company,  recently  visited  Boston  and  other  Eastern 
cities,  where  he  secured  the  latest  thing  in  lasts  and  pat- 
terns for  this  firm's  ultra  stylish  footwear  for  Spring,  1915. 

Harold  Hayward,  formerly  of  the  road  staff  of  the 
United  Shoe  Machinery  Company  of  Canada  and  later  with 
Getty  &  Scott,  has  been  appointed  superintendent  of  the 
Blachford  Shoe  Manufacturing  Company,  Limited,  Toronto. 

Dupont  Freres,  Maisonneuve,  are  about  to  install  a 
complete  equipment  of  Goodyear  machinery,  supplied  by  the 
United  Shoe  Machinery  Company  of  Canada,  for  the  manu- 
facture of  men's  medium  welts. 

Legace  &  Lepinay,  of  Quebec,  are  starting  business 
to  make  standard  screw  and  McKay  goods  and  have  ordered 
the  requisite  machinery  from  the  United  Shoe  Machinery 
Company  of  Canada.  The  firm  will  operate  in  the  factory 
formerly  occupied  by  Alfred  Poirier. 

O.  M.  Fisher,  president  of  the  M.  A.  Packard  Company, 
Brockton,  Mass.,  together  with  his  family  and  a  party  of 
friends  is  on  an  extended  trip  through  Canada.  The  party 
will  tour  the  Canadian  West  pretty  thoroughly  and  spend 
three  weeks  in  Alaska.  They  expect  to  return  during  the 
latter  part  of  August. 

C.  F.  Hayes  has  resigned  from  the  W.  B.  Hamilton  Shoe 
Company,  Toronto,  with  whom  he  occupied  the  position  of 
superintendent. 

J.  A.  McPherson,  of  Hamilton,  Ont.,  formerly  superin- 
tendent of  the  John  McPherson  Shoe  Company,  Limited, 
of  that  place,  recently  returned  home  after  two  months' 
trip  in  Europe,  feeling  greatly  improved  in  health.  It  will 
be  remembered  that  Mr.  McPherson  was  forced  to  resign 
his  position  through  ill-health. 

Chas.  A.  Blachford  and  Harold  Hayward  of  the  Blach- 
ford Shoe  Manufacturing  Company,  Limited,  visited  several 
of  the  American  cities  recently,  looking  over  the  new  styles 
for  the  coming  season.  The  factory  is  now  working  on  the 
new  spring  samples. 

Mr.  Justice  Archibald  has  awarded  Daoust,  Lalonde  & 
Company,  shoe  manufacturers  and  tanners,  Montreal,  $10,- 
512,  in  an  action  entered  against  the  City  of  Montreal  and 
the  C.  P.  R.  for  damages  as  the  result  of  the  joint  con- 
struction by  defendants  of  a  subway  at  the  C.  P.  R.  cross- 
ing on  Iberville  Street  where  the  tannery  is  situated.  Daoust, 
Lalonde  &  Company  claimed  $39,000,  depreciation  resulting 
from  the  building  of  the  subway,  it  being  alleged  that  access 
to  the  factory  had  been  impeded,  the  levels  had  been 
changed,  and  shipping  and  receiving  facilities  seriously  in- 
terfered with,  while  the  plaintiffs  had  also  been  compelled 
to  make  additions  to  the  plant  and  to  change  the  interior 
arrangements.  The  case  was  referred  by  Mr.  Justice  Archi- 
bald to  a  Board  of  Arbitration,  and  on  their  findings  has 
given  ihe  judgment  referred  to.  The  case  occupied  many 
days. 

The  Butchers'  Hide  and  Tallow  Company,  Limited,  of 
Montreal,  has  been  organized  with  a  capital  stock  of  $49,900. 

James  Emerton,  boots  and  shoes,  Semans,  Sask.,  is 
retiring. 

Fred  Whitley,  of  the  wholesale  leather  firm  of  Fred 
Whitley  &  Companj',  Montreal,  died  recently. 

A.  Alexander,  Welland,  Ont.,  has  commenced  a  shoe 
business. 

The  London  Shoe  Store  has  lieen  registered  in  Mont- 
real, Que. 

S.  Sanford  has  bou.glu  out  the  shoe  business  of  G.  W. 
Forbes,  at  Brandon,  Man. 

.-\  new  slioe  repairing  plant  has  been  put  in  operation 
in  Ottawa,  at  :!54  Elgin  Street. 
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The  Louis  Gauthier  Company,  Quebec,  Que.,  are  busy 
working  on  the  order  for  10,000  pairs  of  shoes  for  the  Can- 
adian  Militia  Department. 

A  new  shoe  store  is  being  erected  by  H.  Barringer,  at 
Simcoe,  Ont. 

The  Berlin  Felt  Boot  Company,  Berlin,  Ont.,  have  been 
making  alterations  to  their  building. 

In  the  recent  fire  which  damaged  many  retailers  in 
Winnipeg,  the  Union  Shoe  Company  was  one  of  the  suf- 
ferers. 

The  Everwear  Shoe  Company  has  been  registered  in 
Montreal. 

Plans  are  under  way  for  an  addition  to  the  factory  oi 
the  Smardon  Shoe  Company,  Montreal,  Que. 

E.  E.  Bird,  manager  of  the  Boston  office  of  the  Davis 
I^eather  Company,  visited  the  Newmarket  and  l-vingston 
tanneries  of  the  company  recently. 

John  Lennox,  of  the  wholesale  shoe  firm  of  John  Len- 
nox &  Company,  Hamilton,  is  rapidly  recovering  from  an 
attack  of  rheumatism. 

C.  S.  Pace,  of  Saskatoon,  Sask.,  has  re-opened  at  127 
Second  Avenue  South.  Mr.  Pace  will  carry  a  high  class 
line  of  boots  and  shoes,  also  travelling  goods.  It  will  be 
remembered  his  former  store,  in  the  Cole  Block,  Second 
Avenue,  was  destroyed  by  fire. 

y\llen  Simpson,  who  was  recently  operated  on  for  ap- 
pendicitis, in  the  Toronto  General  Hospital,  is  reported  to 
be  improving.  Mr.  Simpson  has  two  shoe  stores,  at  419 
Parliament  street  and  1134  Queen  Street  East,  Toronto. 

The  clothing  and  men's  furnishing  business  of  J.  J. 
Mullins,  Sherbrooke,  Que.,  has  been  taken  over  by  L.  E. 
Chamberlain,  shoe  retailer.  For  the  present  Mr.  Chamber- 
lain will  operate  the  two  stores. 

The  Doering  Trunk  Company,  who  propose  building  a 
factory  in  Waterloo,  have  been  recommended  for  a  loan  of 
$15,000  and  partial  exemption  from  taxes,  by  the  Board  of 
Trade  of  that  place. 

B.  W.  Brown,  shoe  repairer,  Belleville,  Ont.,  secured 
some  profitable  publicity  recently,  by  furnishing  one  of  the 
leading  floats  in  a  demonstration  held  in  the  city.  A  prac- 
tical demonstration  of  the  excellent  repair  work  he  does 
created  very  favorable  interest. 

The  western  representative  of  the  Nugget  Polish  Com- 
pany, Mr.  T.  W.  Hart,  has  gone  on  an  extended  business 
trip  through  the  Prairie  Provinces,  where  he  will  attend  the 
big  fall  fairs  in  the  company's  interest.  The  eastern  repre- 
sentative, Mr.  H.  W.  Parsons,  is  now  travelling  through 
Quebec. 

For  the  erection  of  a  public  bath  house  and  park  pur- 
poses, in  Berlin,  the  large  block  of  land  at  the  corner  of 
King  and  Francis  Streets  has  been  offered  to  the  city,  by 
the  Lang  Tanning  Company.  The  city  council  are  consider- 
ing the  offer,  which  is  much  appreciated  by  the  citizens. 

In  order  to  increase  their  output  of  McKay,  standard 
screw  and  peg  work,  Duchaine  &  Perkins,  shoe  manufac- 
turers, Quebec,  Que.,  have  recently  installed  a  Rex  pulling 
over  machine,  a  C.  H.  M.  lasting  machine,  a  Rotary  pound- 
ing and  trimming  machine,  a  Taper  nail  tacking  machine,  a 
heel  compressor,  a  heel  attaching  and  other  machines. 

The  outlay  for  the  site  and  building  of  the  new  Ames- 
HoIden-McCready,  Limited,  warehouse,  in  Winnipeg,  will 
l.)e  about  a  quarter  of  a  million.  It  will  be  situated  on  the 
corner  of  Adelaide  and  McDermitt  'Streets,  of  stone  and 
brick  construction,  seven  storeys  high,  and  will  be  100  x  130 
feet.  Work  is  already  under  way.  The  energetic  manager 
of  the  Winnipeg  branch  is  A.  L.  Johnson. 

Waterbury  &  Rising,  of  St.  John,  N.B.,  intend  removing 
their  branch  store  on  Mill  Street,  to  the  Russell  Building, 
Main  Street,  North  End.  They  intend  to  remodel  the  Rus- 
sell Building  and  make  an  up-to-date  and  attractive  store, 
which  they  hope  to  occupy  early  this  month. 

Tenders  are  asked  for  the  erection  of  the  new  shoe  fac- 
tory of  J.  H.  Hamilton,  at  Levis,  Que.  The  building  will  ))e 
lour  storeys  high,  135  x  30  feet,  concrete  foundation,  mill 
construction,  felt  and  gravel  rooling.  Motors  and  electric 
liglit  will  lie  installed. 

Ralph  W.  Ashcroft,  publicity  manager  of  the  Canadian 
t  onsolidated  Ruliber  Company,  Montreal,  received  first 
lioiioraljle  mention  in  the  international  competition  for  the 
most  \aluable  cdntributiim   to  advertising  and  pulilicity  at 
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the  conference  in  Toronto  of  the  Associated  Advertising 
Clubs.  Mr.  Ashcroft,  who  is  the  chairman  of  the  Educa- 
tional Coiiimittee  of  the  Montreal  Advertising  Club,  was 
banquclted  by  the  Montreal  delegates  at  the  Toronto  con- 
ference. 

P.  T.  Richardson,  the  proprietor  of  Richardson's  Shoe 
Store,  Eighth  Avenue,  Calgary,  has  retired.  He  feels  that 
his  large  oil  interests  recjuire   his  undivided  attention. 

Despite  the  linancial  depression,  the  directors  of  the  R. 
r>.  Johnston  Company,  shoe  manufacturers  of  I'ort  Coquit- 
lain,  B.C.,  have  declared  a  stock  dividend  for  the  fiscal  year 
ending  March  31st  of  per  cent.,  and  while  this  surplus 

is  not  to  be  paid  in  cash,  the  shareholders  will  be  given 
extra  stock  for  the  amount  of  increase. 

Congratulations  to  G.  G.  Hodges,  a  well-known  mem- 
Ijer  of  the  sales  staf?  of  Geo.  A.  Slater,  Limited,  Maison- 
neuve,  on  his  marriage  to  Miss  Carrie  Forman,  daughter  of 
Mr.  John  Forman,  Montreal.  The  marriage  was  celebrated 
on  the  11th  of  June,  and  the  bride  and  bridegroom  spent 
their  honeymoon  in  New  York  and  Atlantic  City.  The 
staff  of  Geo.  A.  Slater,  Limited,  presented  Mr.  Flodges 
with  a  silver  tea  service. 

Theodore  L.  Schurmier,  president  of  (lotzian  &  Com- 
pany, shoe  manufacturers,  St.  Paul,  Minn.,  died  recently  at 
Richmond,  Va. 

The  shoe  merchants  of  Preston,  Out.,  have  unanimously 
decided  to  close  their  stores  every  evening  at  0.30  o'clock 
excepting  Wednesdays  and  Saturdays,  during  July,  August 
and  September. 

The  United  Rubber  Manufacturing  &  I^edeeming  Com- 


pany will  open  their  factory  at  Brampton,  Ont.,  early  in  the 
fall.    They  will  employ  about  100  hands. 

Many  of  the  shoe  stores  in  Hamilton,  (Jnt.,  are  closing 
on  Wednesday  afternoons  and  evenings  during  July,  August 
and  September. 

Federal  Shoe  Factories,  Limited,  have  changed  their 
style  to  that  of  La  Parisienne  Shoe  Company,  Limited. 

'J'he  firm  of  Robert  Simpson  Limited,  Toronto,  have  re- 
cently added  6,000  square  feet  of  floor  space  to  their  shot 
department,  making  the  total  area  18,000  square  feet.  The 
firm  now  believe  that  they  have  the  largest  shoe  department 
in  the  world.  They  are  installing  show  cases,  upholstered 
oak  furniture  and  the  most  up-to-date  fixtures  procurable. 

The  following  are  the  prize  winners  in  the  "Invictus" 
week  window  dressing  competition  organized  by  Geo.  A. 
Slater,  Limited,  Maisonneuve: — Thom  &  Webb,  Edmonton; 
Alley  &  Company,  Charlottetown  (Robt.  Diamond,  window 
dresser);  A.  W.  Vermilyea  &  Son,  Belleville  (W.  M.  Leslie, 
window  dresser);  J.  Ready,  St.  Mary's,  (H.  F.  Ready,  win- 
dow dresser);  Chas.  S.  Trick,  Winnipeg;  John  Wilson, 
.Springhill,  (H.  L.  Cunningham,  window  dresser).  The 
judges  selected  the  prize  winners  from  the  photos  sent  in. 

George  McMillan,  formerly  foreman  of  the  sole  leather 
and  stock  fitting  room  of  James  Linton  &  Company,  Mont- 
real, has  taken  a  similar  position  with  the  L.  Gauthier  Com- 
pany, Quebec. 

J.  D.  Johnson  is  commencing  business  as  a  shoemaker, 
at  Blackie,  Alta. 

J.  E.  Paquet,  shoes  and  men's  furnishings,  Montreal, 
has  sold  to  Vincent  Lamarre. 


General  Store  News  of  Western  Canada 

Where  the  Shoe  Manufacturer  May  Find  a  Customer 


Alberta 

Froehlich  Bros,  have  commenced  a  general  store  busi- 
ness at  Broadacres. 

The  stock  of  the  general  store  of  the  Brooks  Trading 
Company,  Brooks,  has  been  sold  to  J.  H.  Duckworth  . 

Wm.  Hodge,  Tnnisfail,  has  sold  his  branch  general  store 
to  J.  C.  Warren. 

C.  G.  Stencell  has  commenced  a  general  store  at  Manley. 

McNaughton  &  Powell  have  succeeded  to  the  general 
store  of  B.  G.  Powell  at  Mountain  Park. 

J.  C.  Warren  has  commenced  a  general  store  at  Raven. 

B.  Thompson  has  opened  a  general  store  at  Edmonton. 
F.  J.  Jarrat  has  opened  a  general  store  at  Edmonton. 
J.  E.  Dowdle  of  Edmonton  has  sold  his  general  store 

business  to  A.  D.  Young. 

C.  FL  Pickles  has  been  succeeded  in  his  general  store 
business  at  Lea  Park,  Ijy  Hoovey  &  Cooper. 

British  Columbia 

E.  P.  Campliell,  of  South  Fort  George,  is  opening  a 
branch  general  store  at  Prince  George. 

W.  A.  Wagenhauser,  of  Penticton.  has  succeeded  to  the 
general  store  business  of  N.  Hill. 

Gilbertson  &  Myers  Mats<iui,  liave  purchased  the  gen- 
eral store  business  formerly  run  by  Halverson  &  Flougen. 

Tyrrell  &  Company,  Limited,  have  been  organized  with 
a  capital  stock  of  ,$10,000.  Their  place  of  business  will  be 
at  Victoria,  B.C.,  where  they  will  conduct  a  retail  dry  goods 
and  shoe  business. 

Manitoba 

E.  J.  Flindrofif,  of  Hilltop,  has  opened  a  general  store. 

Hulton  Bros,  have  opened  a  general  store  at  St.  Vital. 

Behl  &  Harvey  have  succeeded  to  the  general  store 
business  of  H.  A.  Heather,  at  Grayson. 

The  general  stock  of  the  estate  of  Chorneyko  &  Hatley, 
of  Benito,  has  been  sold  to  S.  Tax. 

Humphries  &  Wilson  are  selling  their  general  store 
stock  at  Dauphin  to  J.  Rothnie. 


P.  D.  Slipachnik  has  opened  a  general  store  at  Komarno. 
Thompson  &  Anderson  have  opened  a  general  store  at 
Winnipeg  Beach. 

Saskatchewan 

f.  W.  Robinson  has  opened  a  general  store  at  Fairlight. 

J.  B.  Garrand  has  opened  a  general  store  at  Storthoaks. 

A.  E.  Keayes  has  opened  a  general  store  at  Portreeve. 

M.  Sonty  has  purchased  the  general  store  business  of 
v.  A.  Martin,  at  Sunkist. 

T.  S.  Gray  has  been  succeeded  in  his  general  store  busi- 
ness at  Unity,  by  J.  C.  McKee. 

The  A  to  Z  Lumber  &  Supply  Company  at  Allan  have 
added  a  stock  of  general  merchandise. 

The  general  store  stock  of  the  estate  of  Deacon  & 
Jones  at  Grenfell  has  been  sold  to  Fleming  &  Bennett. 

M.  Friedman  has  opened  a  general  store  at  Pontiex. 

Schroeder  Bros,  have  taken  over  the  general  store  busi- 
ness of  J.  Einarsson,  at  Calder. 

G.  McNeil  has  sold  his  general  store  business  at  \'era, 
to  W.  R.  Morgan. 

J.  Ruddy  has  opened  a  general  store  at  Smiley. 

McKinnon  &  Company  have  opened  a  general  store  at 
Lavvson. 

D.  M.  Black,  of  Thackeraj',  has  opened  a  general  store. 

The  Melfort  Trading  Company  has  purchased  the  gen- 
eral store  business  of  J.  L.  Ratner,  at  Ratner. 

W.  Van  Slyck  has  opened  a  general  store  at  Plato. 

C'loutier  Bros,  have  opened  a  general  store  at  Gouve- 
neur. 

Rothstein  &  Goodman  have  opened  a  general  store  at 
Cadillac. 

R.  P.  Fades  has  purchased  the  general  store  business  of 
J.  T.  Byce  at  Ernfold. 

Bugera  &  Chorneyko.  general  store  merchants,  of  Ar- 
ran,  have  sold  to  S.  Fax. 

Max  Kinkelstein  has  bought  the  general  store  of  R.  A. 
McCallum  at  Melfort. 
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The  New  Substitute  for  Leather 

and  Rubber  Soles 


KENDEX 

Has  been  put  to  the  most  severe  tests  and  found  to  possess  the 

following  qualifications  : 

^  MORE  WATERPROOF  THAN  LEATHER. 
^  Lighter  in  weight  and  longer  in  wear  than  leather. 
^  Will  not  slip  on  polished  or  wet  surfaces. 
^  Can  be  channelled  and  stitched  aloft 
^  Sold  in  the  form  of  cut  soles. 

^  Furnished  in  colors  to  imitate  oak,  hemlock  and  in  black  and  white, 
q  CHEAPER  THAN  LEATHER. 

Kendex  is  being  sampled  and  used  by  many  of  the  leading  shoe  manu- 
facturers.   Have  you  sampled  this  product  ? 

Don't  fail  to  see  our  exhibit  of  Kendex  and  our  other  felt 
products  at  Booth  53  National  Shoe  and  Leather  Fair,  Boston 

Kenworthy  Brothers  Co. 

110^112  Summer  Street,  Boston,  Mass. 
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Children's  Shoes 

Good  Turn  Sewed  Shoes 

Tlie  tratle  of  large  dealers  and  jobbers  is 
solicited. 

Saiiij)l(!S  made  to  order.    Wiite  (o  the 
iiDiiiufactiirei'. 

A.  B.  RoUand 

Montreal 


Change  the  Trim 

W'c  have  in  mind  one  shoe  store,  the  proprietor  of 
which  certainly  knows  shoes.  He  does  a  fair  amount 
of  advertising^  in  the  local  papers,  by  circular  letters, 
etc.,  and  runs  his  business  in  the  most  economical 
manner  possible,  lie  d(;es  all  his  own  show  card  and 
price  ticket  writin;^,  and,  in  fact,  does  everything  he 
can  think  of  to  keep  down  expenses.  Notwithstanding 
all  his  economy  and  devotitni  to  business,  however, 
he  does  little  more  than  make  a  living  out  of  his 
business.  Much  as  lie  understands  the  shoe  game, 
and  he  is  a  wide-awake  retailer  on  most  points,  there 
is  one  old-fashioned  idea  still  in  his  mind,  which  is  to 
fill  his  windows  to  capacity  witli  an  assortment  of  the 
various  lines  he  carries.  This,  in  our  opinion  is  the 
main  cause  of  his  lack  of  greater  success.  His  store 
winchnvs  look  the  same  practically  the  year  around. 
There  is  little  or  no  attempt  at  trimming  and  there 
are  always  some  fifty  or  more  lines  displayed.  The 
only  good  point  about  his  display  is,  perhaps,  that  each 
shoe  is  ticketed  with  the  price,  but  what  the  window 
lacks  is  individuality.  When  a  person  once  sees  it, 
that  is  enough,  it  always  presents  the  same  appear- 
ance. Even  if  there  are  different  lines  exposed  at  dif- 
ferent times,  the  effect  is  the  same,  and  this  uninter- 
esting and  monotonous  window  display  certainly  has 
the  effect  of  repelling  trade,  rather  than  attracting  it. 


Salesmanship  is  a  most  potent  element  in  the  mak- 
ing of  permanent  and  profitable  patrons. 


When  you  are  in  trouble  and  want  to  find  a  fellow 
to  blame  for  it,  take  a  look  in  the  looking  glass. 


Know  the  cost  of  doing  business.  There  is  nothing 
more  important  than  absolute  knowledge  on  this 
point. 


.Advertiser  wants  a  shoe  line  for  Montreal  and  suburbs. 
I'ifteen  years"  experience.  Best  of  references  furnished  on 
re(iuest.    Box  48,  Footwear  in  Canada.  Toronto.  7-S 


i'osition  wanted  by  experienced  shoe  buyer  and  manager 
of  a  shoe  department  with  long  experience  and  responsible 
position.  Wishes  to  make  a  change  at  present  time.  Prefer 
Departmental  Store,  .'\ddress  Bo.x  49,  Footwear  in  Can- 
ada. Toronto.  7 


FOR  SALE 

Shoe  Store  Fixtures 

A complete  up-to-date 
shoe  store.  Oak 
Shelving  and  Bins  such 
as  are  required  in  a 
modern  shoe  store. 

Cost  $2,600.00  —  will 
sell  for  $675.00.  Reas- 
onable terms. 

For  particulars  address 
D.  S.  care  of  Marathon 
Shoe  Company,  Bran- 
don, Man. 


'^SHOE  STAMP  SPECIALIST" 

My  stamps  are  "up-to-date"  in  design. 
They  add  an  artistic  finish  to  your  shoes 
and  increase  your  sales. 
Original  designs  submitted. 

W.  D.  ARMSTRONG 

230  Craig  St  ,  West, 

Montreal,  Que. 

Engraver  &  Mfr.  of  Fine  Steel  &  Brass  Dies 


want  to  BUY  for  CASH  a)) 
the  PIECED  mil  STOCK  m 

BR06KTON  HeEI 

Company 

BROCKTON.  MASS. 
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Boston  Last  Service 

When  it  comes  to  new  models  in  lasts 
we  are  always  on  the  job  first  with  a  com- 
plete range  of  Boston  lasts. 

Our  designers  are  located  right  in  the 
heart  of  the  big  shoe  style  centres  and  are 
alive  to  the  ever  changing  styles. 

Boston  last  service  should  be  rendered 
to  every  shoe  factory  in  Canada  aiming  to 
produce  up-to-date  footwear. 

A  card  will  bring  a  travel- 
ler or  samples.      Write  us. 


Factories : 


Soston,  Mass.,  44  Binford  St. 

Phone  Main  107 
Richmond,  Que.,  Phone  32. 


Boston  Last  Company 

Manufacturers  of 

Fine  Last,  Followers,  Fillers,  Trees,  etc.,  also  Maple  Last  Blocks 


Makers    of   Electric    Heating  and 
Ironing  Outfits  for  Shoe  Factories 
(Simplex  System) 


Canadian  Factory:    RICHMOND,  QUE. 


i^harles  Campbell,  Manager. 


Well,  we  are  ready  to  show  you  sixty  lines  of  the  neatest  and  finest 

Warm  Footwear 


samples  ever  shown  in  Canada.  A  surprise  to  everyone  who  has  seen 
them.  Just  the  lines  to  make  the  Felt  Trade  interesting  to  your  customer. 


OSCAR  RUMPEL 

Warm  Footwear 
BERLIN      -  ONT. 
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Make  Money 

On  Your  Customers'  Bunions 

'I'lic  Fischer  Bunion  Protector  iiol  (nily 
fullills  every  claim  vvc  make  for  it.  l)Ut 
it  sells  shoes  for  the  flealer,  permittiiiK 
a  perfect  fit  direct  from  the  shelves  in 
any  style  shoes  that  strikes  your  custo- 
mer's fancy.  It  atTords  comfort,  satisfies 
llie  trade  anil  holds  their  business.  That 
gives  you  a  big  iirestige  among  pros- 
pective buyers.  It's  the  sort  of  advertis- 
ing you  can't  purchase.  The  old  "Pock- 
et" method  made  NEW  shoes  look  like 
()[,!)  ones.  It  produced  deformed  ami 
imsightly  shoes,  advertised  your  custo- 
mer's trouble  and  caused  discomfort  and 
ilissatisfled  trade. 

The  Fischer  Mfg.  Co.,  Milwaukee,  Wis. 

Sold  Owners,  Manufacturers  and  Patentee* 


PMOTOGWAPM  OP  A  SMOC  WORN 
oven  A  BUNION  NOT  PnOTCCTCO 
OY  A  nsCHCn  BUNION  PROTCCTOR 


It  Pays  to 
Have  an 
Attractive 
Store 


A  System  of  the 
Milbradt  Rolling  Step 
Ladders  will  pay  for 
themselves  in  a  short 
time  by  enabling  you  to 
wait  on  more  trade,  save 
the  wear  and  tear  on 
your  fixtures  and  goods, 
as  well  as  bring  the 
appearance  of  your  store 
up-to-date.  Write  for 
catalogue  which  shows 
various  styles  of  ladders 
we  manufacture. 


Milbradt  Mfg. 

2410  N.  10th  Street 
ST.  LOUIS,  MO. 


o. 


COUNTERS  and  BOX  TOES 

We  manufacture  all  kinds  of  Union  and  Leather  Counters, 
Leather  Box-Toes. 


Let  us  submit  samples  of 
these.  A  test  will  convince 
you  of  the  value  of  our  coun- 
ters for  your  shoes. 


Lamontagne,  Racine  &  Co. 

115  Arago  St.,  Quebec 


TOKONTO  Kc|). 
R.  Lewis,  21  Scott  St. 


MONTltK.VL  Tap. 
V.  Champigny,  1276  Ontario  St. 


BOX  TOES  THAT 
COME  ALIKE 


INDEPENDENT  BOX  TOE  CO., '°2ChH.,„phec,,„„ 

Ontario  Sales  A?ents,  Wood  &  Bsiggg,  Room  3,  Altrena  Bldg 
163'   Church  Street,  Toronto        Main  5484 


For 


Misses  and  Children 

BENCH  MADE  McKAYS 


We  are  specializing  in  the  manu- 
facture of  Misses'  and  Children's 
Solid  Leather  Shoes. 

The  Ideal  shoe  is  made  on  new 
and  stylish  lasts  in  a  variety  shapes 
and  sizes.    No  cut  off  tips  used. 

Write  us  for  prices,  etc. 

The  Ideal  Shoe  Co. 

Limited 
ELMIRA,  ONTARIO 


SHOE-CUTS 

Made  from  your  Shoes 

Full  of  style  and  snap. 
No  duty  to  pay  on  sample 
shoes  sent  us. 

Write  for  prices 

Ramsdell  Eng.  Co. 

Exchange  St. 

Rochester,  N.Y. 
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CATS  PAV 

CUSHION 

RUB B BR  HBELS 


Cat's  Paw  Rubber 
Heels  are  known  every- 
where for  their  excel- 
lent wearing  qualities. 
Our  patent  canvas  fric- 
tion plug  positively  pre- 
vents slipping  without 
affecting  the  buoyancy 
of  the  rubber. 

For  sale  by  all  leading 
jobbers  thraughout 
Canada 


Walpole  Rubber  Co.,  Limited 

8  McGill  College  Av.nue,  MONTREAL 


HEELS 


Men's,  Boys'  and  Women's  Heels 

All  Grades 

High  grade  box  toes  for  Goodyear  work, 
also  combination  toes  of  all  kinds. 

Write  for  Prices 

The  Montreal  Box  Toe  Co. 

321  Aird  Ave.,  Montreal 


Dominion  Die  Co. 


MANUFACTURERS  OF 


Cutting^  Dies 

of   Every  Description 


For  Cutting 

Leather,    Rubber,  Paper 
Cloth,  Etc. 

ALL  WORK  WARRANTED 

321  Aird  Ave.,  Montreal 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a   satisfactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 


The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  village,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Ever>  General  Merchant  sells  boots  and  shoes — there  are  no 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer. 


tu*vu.m  rnuNaAL.cowutciAL  8l 
ceiuanAK  lewvAKiL^iita  ouA)  wui. 

Over  29  years  in  its  field 

''CANADA'S    GREATEST   TRADE  PAPER.'' 

Issued  every  Saturday  Morning  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points.  Port  Arthur  and  West 
to  the  Pacific  Ocean 

Get  a  sample,  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results,"— "  THE 
COMMERCIAL" 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago.  New  York,  Lonihjn,  Eng. 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Aird  &  Son   21 

Ahrens  Co.,  Chas.  A   59 

American- British -Canadian  Distribu- 
ters   21 

Ames-IIoldcn-McCready    13 

Arinstrono,  W.  D   50 

Browning  Co.,  C.  A   V.i 

Brockton    Heel   Company    50 

Boot  and  Shoe  Workers'  Union    .  . 

Boston  Last  Company   51 

]'>ockius  Ci>mi)any,  C.  I*"   5S 

Canadian  Consoli<lated  Riihi)er  C'o.  10-22 

Clarke  &  Company,  A.  R   8(» 

Cote,  J.  A.  &  M   00 

Canadian  iUacking  &  Cement  Co.  .  5() 

Commercial   5:! 

Coon  Company,  VV.   I?   15 

Champion   Slioe   Machinery  Co.    .  .  .  Ol! 

Dennis  Company,  Martin   51 

Dominion  Die  Company    5:! 

Dupont  &  I'rere   58 

Ebhert  Shoe  Co.,  Jolin   3 

Evans  Company,  /\rthur  L   S'.i 

Essex   Rubber   Company    is-li) 


Fischer  Mfg.  Company                     .  52 

Fortuna  Machme  Co.  58 

Getty  &  Scott   2 

Guay,  Eugene   56 

Halford    Publishing  Co   '.0 

Hurlbnl  (  onipany    56 

Ideal  Shoe  (  ompany   52 

Independent  Box  Toe  Co   52 

Independent    R(d)l)er  Co   62 

Kawneer  Mfg.  Company   <j 

Kenworthy  Bros   4'J 

Lamontagne,  Racine  &  Co   52 

La  I'arisienne  Shoe  Co   8 

Milbradt  Mfg.  Company   52 

Montreal  Box  Toe  Co   53 

McLaren  &  Dallas   14 

McKeen,  Frank  W   58 

Minister  Mylcs  Shoe  Co   G 

Miner  Rubber  Company   1 


Nugget  Polish  Company  .  t,^, 

Peters  Mfg.  Company   -jf, 

Progressive  Shoe  Machinery  C'^  T 

Ramsdell  Eng.  Co.  ;> 

Rice  &  Hutchins   ii 

Robinson.  Jas   4-.i 

Rumpel,  Oscar    - 

Shoeman   .-,9 

Sisman  Shoe  Company,  T   5;) 

Standard  Engineering  Co   Ki 

Star  Shoe  Company   17 

Stork  Company   I6 

Tebbutt  Shoe  &  Leather  Co   2C 

rhompson-Norris  Company    3,5 

United  Shoe  Machinery  Co.  57-61-65-67 
United  States  Hotel  

W'alpole  Rubber  Co   5:1 

W'hittcmnre    Bros   .■)4 


Finest 
Quality 


WAtttemore's  '^^•^^^Uty 

ff  tSHoe  Polishes 


■Quick] 
White: 

MA«S  DIRTY 
CANVAS  SHOES 
CIWN^WHIIE 


AWHITE  LiaUID 
QUICKLY 

FAS?LY 
APPLIED 

wnimyOPE  BB05 


DANDY 

CLE.  AN  S 
'  POLISHES 

RUSSET 

SHOES 


,  Dandy' 
I  Dressing 

St-  ' 


|S5 

edc;e 

dressing 
IoftenT" 

PRESERVES 
LEATHER 

■■  RESTORES  ■ 
COLOR 
LUSTRE 


Oldest  and  Larg-est  Manufacturers  of  Shoe  Polishes  in  the  World. 

"GILT  EDGE"  Oil  Polish.  The  only  Ladies'  Shoe  Dressing  that  positively  contains  OLL.  Softens  and  preserves.  Im 
parts  a  beautiful  Black  lustre.  Always  ready  to  use.  Largest  quantity.  Finest  quality.  Polishes  without  rubbing 
Retails  25c, 

"ALBO"  Cleans  and  Whitens  Canvas,  White  Buck,  Suede  and  Nubuck  shoes.     Each  cake  in  a  zinc  box  with  sponge 

Retails  10c.    Each  cake  in  a  large  handsome  aluminium  bo.x  with  sponge.    Retail  25c. 
"SUPERB,"  a  water-proof  paste  polish  for  all  kinds  of  black  shoes.    Contains  oils  and  waxes  to  polish  and  preserve  th: 

leatliiT.     In  new  large  boxes  with  key  attached.    (See  cut).    Retails  10c. 
"DANDY"  RUSSET  COMBINATION.   For  cleaning  and  i)olishing  all  kinds  of  russet,  brown  or  yellow  boots,  shoes. 

saddles,  bridles,  etc.    Retails  25c.   "STAR"  russet  combination  (10c  size).    Russet,  Brown  and  Ox  Blood  pastes  (' 

sizes  of  each  color). 

"ELITE"  BLACK  COMBINATION,  lor  tiiose  who  take  pri.le  in  li.n  inLr  tiieir  shoes  look  .\1.  Restores  color  and  lustr^ 
to  all  black  shoes.    Retails  25c.    "BABY  ELITE"  COMBINATION  ilOc  sizeV   "ELITE"  PASTE  in  5  sizes. 

"QUICK  WHITE"  makes  dirty  Canvas  shoes  Clean  and  White.  In  liquid  form,  so  can  be  quickly  and  easily  applied. 
A  sponge  in  every  packet  so  always  ready  for  use.    Two  sizes,  retails  for  10c  and  25c. 

Send  for  circulars  giving  full  particulars  of  our  other  Polishes  to  WHITTEMORE  BROS.  &  CO.,  Boston,  Mass.,  U.S.A. 
For  Sale  by  the  Shoe  Findings  and  Shoe  Jobbing  Trades  of  all  Canada 
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The  Modern  Method 

Stage-coach  methods  are  out-of-date,  inefficient,  and 
make  for  failure.  A  wooden  crate  for  shipping  footwear  is  a 
stage-coach  idea. 

Be  up-to-date  and  use  corrugated  shipping  boxes. 
They  are  a  big  saving  over  other  methods  and  stamp  your 
firm  as  a  live  organization. 

They  are  suitable  for  shipping  boots,  shoes,  rubbers, 
felts  and  findings. 

As  compared  with  wooden  boxes  they  are  one-third 
cheaper,  are  stored  in  one-tenth  the  space  and  are  accepted  by 
the  railroads  at  the  same  rate  as  wooden  boxes,  but  being  one-  ' 
sixth  the  weight  of  the  wood — so  much  is  saved. 

Send  a  trial  order  for  100  and  prove  this  saving  for  yourself. 

The  Thompson  &  Norris  Co.  of  Canada,  Limited 

Niagara  Falls,  Canada 

Factories:  Brooklyn,  N.Y.  Boston,  Mass.  Brookville,  Ind.  London,  Eng.  Julich,  Germany 


56 


FOOTWEAR    IN  CANADA 


MR.  FOREMAN 


A  FEW  LEADING  SHOE  FACTORIES— MONEY  MAKERS— arc  Plumping  nearly  every 
Quarter  and  Foxing,  because  it  improves  shoes  and  costs  little. 

Foxing  and  Quarters  are  all  cut  out  of  the  Bellies  and  thin,  wrinkled  parts  of  the  skins;  Plump- 
ing-Backing  smooths  out  all  wrinkles.  Plumps  them,  and  gives  them  a  Mellow,  Rubbery  feel. 

Every  Shc^e  Factory  on  Earth  will  do  this  in  a  few  years:  Mr.  Foreman  be  a  Leader,  get  into 
the  best  Shoe  Brains  Company  ;  don't  be  a  Waiter. 

We  supply  r>acking-Plum]Mng  Cloths  at  all  prices  and  guarantee  best  possible  value  and  satis- 
faction at  every  |)rice ;  we  have  done  so  for  three  generations. 


Write  for  sampleH 


%lwYorfaiv''  Peters  Manufacturing  Co. 


43'53Ltncoln  St. 
Boston,  Mass. 


Iuti  ki)ig  Sf<ei  iaiist^  -  3  Ctnetati- 


To  get  results,  YOU  must  have  the 
best  material. 

That  is  why  the  Wise  Foremen  in- 
sist on  o-ettin<j: 


Ci«  B«  Ck. 

Inks,  Dressings,  Waxes,  Toe  Gum 

and  Cements 

Each  Product  Guaranteed  to  be  A  i  Quality 


Made  in  Canada  by 


Canadian  Blacking  &  Cement  Company 

Hamilton,  Ontario 


Cheaper 
Satisfaction 


Your  customer's 
customer  will  pay 
less  for  more  satis- 
faction if  you  put 
Guay  All-Leather 
Counters  in  your 
All  Leather  shoes.    It  pays. 

Prices  and  Samples  on  Application. 

230  St.  Marguerite  Street 
MONTREAL 

We  also  make  Union,  Standard  and  Leather  Board  Counters. 
TORONTO  REPRESENTATIVE   638  Shaw  St. 


EUGENE  GUAY, 


are  Trade  Pullers.    Cheap  soft  soles  drive  a\sa\ 
the  mother's  trade.     Moral:  Buy 
Better  Soft  Soles. 

.-^HURLBUT  0°-™ 

PRESTON  CANADA 
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YOUR 


GUARANTEE 
FOR  QUALITY 


United  Shoe  Machinery  Company  of  Canada 

Toronto  Montreal,  Que.  Quebec 


58  FODTWRAR 


D.  &  F.  SHOES 

They  speak  for  themselves.  Well 
made  of  the  best  materials.    D.  & 
F.  shoes  have  won  the  confidence 
of  many  Canadian  shoemen. 
Their  style  and  finish  is  the  best. 

Ask  our  traveller  to  call. 

DUPONT  &  FRERE 

201  Aird  Ave.  MONTREAL 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  exti;iisivt'ly  by  Maiiufaclurers  of 

SHOJis,  Box  'I'oKs,  Trimmings,  Insoles,  Ankle 

SUPPOKTKKS,  WkLTING,  ARCH  SUPPORTERS 
Sole  Agents  for  Canada 

Fortune   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


1  N    C  A  N  A  I )  A 


KSTABI.ISHED  1807 


C.  BOCKIUS  COMPANY 

Manufacturers  of 

Fine  Glazed  Kid 

Special  attention  paid  to  export  orders 
A  trial  order  solicited 

421-423-425  North  American  St.,  Philadelphia,  Pa.,  U.S.A. 


Retailers 

Your  Attention 

is  now  directed  to  the  finest  product  in 
Men's  Footwear  to  retail  at  $5.00. 
Allowing  a  liberal  profit  to  the  dealer. 
$6.00  service  to  the  consumer  for  $5.00 

All  leathers  and  styles  at  one  price. 
Bench  Made  containing  style,  workman- 
ship and  material  found  in  $6.oo  shoes. 

Excellent  Values 

Our  Traveller  is  coming. 

Frank  W.  McKeen 

Formerly 

The  C.  E.  McKeen  Co.,  Regd. 
QUEBEC 
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A  Peerless  Shoe 

The  Ahrens  Solid  Leather  Shoe  for  men  is  a  specialized 
product.  The  efforts  of  experienced  and  careful  workers 
are  concentrated  on  the  manufacture  of  this  one  class  of  shoe. 
Ahrens  Shoes  are  especially  suitable  to  the  Western  retail 
trade  by  reason  of  their  strength  and  wearing  power. 
Our  representatives  cover  Canada  and  Fall  samples  are 
now  in  stock. 

BERLIN.ONT. 


The  Shoeman 


This  Trade  Mark  represents  the 
cleanest,  handsomest,  most-useful-to- 
the-dealer-and-clerk  shoe  journal  in  the 
United  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  shoe  salesman  who  asks  us 
for  a  specimen  copy  will  find  at  least  two 
big  useful  features  they  won't  find  else- 
where— send  in  for  a  copy  and  find  out 
what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request 

Published  by 

The  Arthur  L.  Evans  Co. 

183  Essex  St.,  Boston,  Mass.,  U.S.A. 


^^Boomerang** 
Customers 

You  send  them  out  of  your  store  with  a  pair  of 

''Everyday^^  Shoes 

and  when  they  want  a  new  pair,  back  they  come  with  unfailing^  regularity 
to  the  store  where  they  always  get  value  for  their  money.  Furthermore, 
they  not  only  return  themselves,  but  like  the  boomerang,  they  secure  new 
customers  for  your  "  bag  "  by  their  recommendations. 

Your  fall  stock  should  include  "Everyday  "  Shoes. 

T.  Sistnan  Shoe  Co,,  Ltd, 

Aurora,  Ont. 
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Footwear 
Warehouse 

5  Floors  To  Let 
Adelaide  St  W. 
Toronto 


This  warehouse  building  is  the 
most  attractive  in  the  city. 
It  is    well    situated    for  foot- 
wear or  finding  stocks. 
Centrally   located  at  Adelaide 
and  Charlotte  Streets. 
Light  on  four  sides 
Passenger  and  freight  elevator 
Vaults 

Low  insurance 

One  block  from  four  car  lines 
Floor  area,  6,300  sq.  feet,  each 
floor. 

Ready  for  occupancy  July  15th. 
For  further  particulars  ask 


R.  A.  Donald 


Union  Bank  Building 


Toronto 


Your  Staple  Lines 


Are  they  shoes  of  real  merit  that  will  stand 
up  to  rough  and  heavy  service  ? 

Can  you  show  a  customer  a  vanety  of  styles 
and  quote  him  a  price  below  that  of  your 
competitor  ? 


If  you  stock 

"YAMASKA" 

your  answer  is  yes. 

Yamaska   is   a   brand  of 
many  years  standing. 


Get  our  prices. 


J.  A.  &  M.  Cote 


St.  Hyacinthe 

Quebec 


For  $1.50  per  year  we  will  mail  you  free  the 
journal : — 

THE  SHOE  MANUFACTURERS' 
MONTHLY  (2-), 

and  the  directory  : — 

THE  SHOEMAN'S  GUIDE  (3  6). 

Both  are  concerned  with  the  British  Wholesale 
trade.  (Exports  of  footwear  1913  over  twenty 
million  dollars.) 

The  "  Monthly  "  does  not  advertise  boots  and 
shoes,  but  machinery  and  materials  only.  ill 
keep  you  posted  on  what  is  going  on  in  Great 
Britain,  the  World's  open  market. 

The  Guide  tells  you  what  the  thousand  Bntish 
manufacturers  produce.  Also  gives  facts  as  to 
makers  of  leather,  machinery,  inks,  stains,  mer- 
cery, findings,  etc. 

The  Halford  Publishing  Co.,  Ltd. 

26  Corridor  Chambers 
LEICESTER,  ENGLAND 
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IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada 

Montreal,  Que. 

122  Adelaide  Street  We»t,  Toronto  492  St.  Valier  Street,  Que. 
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Tennis  Orders 

Your  sorting  orders  for  tennis  and  sporting 
shoes  should  be  placed  very  soon.  We  have  the 
facilities  to  care  for  all  rush  orders  for  the  popular 
Royal  and  Bull  Dog  brands  of  tennis  shoes. 

By  selling  these  higher  grade  lines  you  will 
make  bigger  sales. 

For  all  lines  of  sport,  in  Bal.  and  Blucher— 
blue  or  white  canvas  uppers 

Write  our  nearest  jobber 
for  catalogue  and  prices. 

Independent  Rubber 

Company,  Limited 

Merriton,  Ont. 

James  Robinson,  -  -  -  Montreal,  Que. 
Amherst  Boot  &  Shoe  Co.,  Limited,  Amherst,  N.S. 
The  A.  W.  Ault  Co.,  Limited,  -  Ottawa,  Ont. 
Garside  &  White,  -  -  -  Toronto,  Ont. 
McLaren  &  Dallas.      -       -  Toronto,  Ont. 

The  London  Shoe  Co.,  -  -  London,  Ont. 
The  Amherst  Central  Shoe  Co.,  Regina,  Sask. 
The  Kilgour-Rimer  Co.,  Limited,  Winnipeg,  Man. 
The  J.  Leckie  Co.,  Limited,         Vancouver,  B.C. 
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CHAMPION  SHOE  and  REPAIR  MACHINERY 

The  Largest  and 
Most  Complete  Line 
in  the  Market 

When  you  get  ready  to  equip  yourself  with  shoe  repair 
machinery,  bear  two  important  features  in  mind  —  Work- 
ing Efficiency  and  Selling  Conditions  under  which  you 
can  equip  yourself  with  the  machinery  you  want. 

Champion  Standard  Straight  Needle 
and  Awl  Shoe  Stitcher 

is  expressly  designed  for  the  repair  shop — It  has  working 
features,  such  as  no  other  machine  in  the  market.  You 
don't  have  to  trim  down  a  sole  in  advance  and  then 
stitch  it.  That's  one  big  feature  on  this  stitcher.  It 
saves  time  and  that's  what  counts. 

Champion  Ideal  Stitchers 

Especially  designed  for  new  custom  work  and  for  repairing.  This  machine  has  the 
proper  radius  on  needle  and  awl,  and  a  large  stitching  range,  consequently  every  clasS 
of  work  can  be  properly  taken  care  of  — from  the  heaviest  to  the  finest. 


Champion  Standard  Straight 
Needle  Shoe  Stitcher. 


Champion  Ideal  Model  Cvirved  Needle 
and  Awl  Shoe  Stitcher. 


Champion  No.  Ho  Shoe  Repair  Outfit. 


Champion 
Shoe 
Repair 
Outfits 

are  equipped 
with  the  best 
and  most  com- 
plete equipment 
on  both  scour- 
ing and  burn- 
ishing shafts. 


Champion  Power  Loose  Nailers  and  Power  Metallic  Fastener 
or  String  Nailing  Machines 

Profitable  and  indispensable  in  the  repair  shop.  Soles  are  waterproof  when  nailed  on  properly — 
Both  these  machines  will  take  care  of  a  great  deal  of  trade,  that  maybe  you  now  let  go  by. 

Champion  Combination  Harness  and  Shoe  Stitchers 

are  just  the  machine  for  that  shop  where  har- 
ness IS  stitched  and  shoe  repairing  work  is  done. 

CHAMPION  Machines  are  not  sold  on  roy- 
alty— They  are  sold  outright,  for  cash, 
or  on  time  payments. 

Write  us  for  catalogue,  prices  and  terms. 


Champion  Shoe  Machinery  Co. 

Please  send  me  pai  ticulars  on  

.Name  

-Vddress  


Champion  Metallic  Fastener 
Machine  or  String  Nailer. 
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Champion  Shoe  Machinery  Company 

3727-3741  Forest  Park  Blvd.,  St.  Louis,  Mo.,  U.S.A. 
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The  Universal  Shoe  is  the 
Union  Stamp  Shoe 

Not  \i)V  himself  alone,  but  for  all  his  family  does  the 
Union  man  demand  Union  Stamp  Shoes. 

Not  only  to  the  Union  man  alone,  but  to  every  buy- 
er in  your  city  does  Union  footwear  appeal,  because 
of  its  high  quality  and  positive  economical  value. 

The  careful,  prudent  buyer  demands  Union  Stamp 
shoes  for  their  proven  worth. 

The  Union  man  will  demand  these  shoes  also  be- 
cause he  is  supporting  Union  principles  b}'  the  pur- 
chase of  Union  Stamp  footwear. 

One  stamp  alone  marks  Union  made  footwear,  the 
stamp  of  the  Boot  and  Shoe  Workers'  Union. 

To  get  the  benefit  of  the  selling  value  of  Union 
Stamp  shoes  the  shoe  retailer  must  demand  footwear 
bearing  this  stamp. 

Remember  to  order  the  Union  Stamp  on  shoes  in 
all  grades  for  every  season  of  the  year. 

Write  for  our  list  of  manufacturers  making  Union 
Stamp  shoes. 

Insist  on  Union  Made  Shoes  with  the 
Stamp  of  the 

Boot  and  Shoe  Workers'  Union 

Affiliated  with  American  Federation  of  Labor 

246  Summer  Street 

BOSTON,  MASSACHUSETTS 

JOHN  F.  TOBIN  GHAS  L.  BAINE 

General  President  Gen.  Sec.  Treasurer 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting  Machines 


Model-C 
Ideal  Clicking' 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging 
Machines 


Heel  Protector,  Driving,  Heel  Compressing",  Loading  and  Attaching 
Machines,  Heel  Trimming,  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines;  Gem  Insole  Machines,  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada 


122  Adelaide  Street  West,  TORONTO  MONTREAL,  QUE. 


492  St.  Valier  St.,  QUEBEC. 
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^  Every  sale  you  make  means  a  good 
profit  and  a  satisfied  customer.  Isn't 
that  a  good  reason  why  you  should 
give  "  NUGGET  "  an  extra  boost  ? 


The  "Nugget"  Polish  Co.,  Limited 

9,  11  &  13  Davenport  Rd.,  Toronto,  Ont. 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  slioe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This  ar- 
rangement gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following 
eciuipment: — 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessarj'  equipment  for  black 
or  russet  work: — 


2  Corrugated  Rubber  Shank  Finishing  Wheels  2  Heel  Brushes 

1  Corrugated  Rubber  Heel  Finishing  Wheel  1  Stitch  Cleaning  Brush 

1  Corrugated  Rubber  Bottom  Finishing  Roll  1  Levelling  Roll 

2  Shank  and  Bottom  Brushes  1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  intted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  neces- 
sary to  use  only  those  machines  which  the  operator  may  reciuire.  This  feature  means  a  saving  of 
power. 

.All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  ad- 
justed Ijearings,  so  that  the  Outfit  runs  with  very  little  viljration,  and  is  in  e\  ery  way  most  efficient. 


Full  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 

122  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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WARNING 

To  Retailers 

It  lias  conic  111  our  knowledge  that  some  nianuiacturers.  realizing  the  strong  selling  power  of  Clarke's 
Patent  Leather,  are  making  false  use  of  our  name  to  increase  their  sales.  If  you  have  any  doubt  as  to  gen- 
uineness of  the  samples  submitted  to  you,  send  us  a  pair  for  inspection.  We  will  tell  you  whether  they  are 
made  of  Clarke's  F'atent  Leather  or  not. 

We  are  the  largest  manufacturers  of  Patent  Leatlier  in  the  liritish  Empire.  Our  supremacy  is  due  to 
the  standard  of  excellence  we  have  created  and  maintained  in  the  production  of  Patent  Leather. 

The  window  illustrated  was  put  in  by  the  T.  Eaton  Company,  Toronto,  and  shows  a  variety  of  shoes 
made  from  Russia  Colt,  manufactureil  by  A.  R.  Clarke  Ik  Company,  Limited.  The  display  also  included  a 
stuffed  colt  and  fmished  skins  wliicli  demonstrated  plainly  the  line  quality  of  our  Patent  Leather. 


A.  R.  Clarke  &  Company,  Limited 


Montreal 


^^Makers  for  the  Nation'^ 
633-661  Eastern  Ave. 

Toronto,  Ont. 


Quebec 


Vol.  IV— No.  8 


Toronto,  August,  1914 


Greyhound 


Brand 


Do  you  want  to  carry  the  best  in 
sporting"  shoes  next  season  ? 

If  you  do,  allow  the  Miner  Man  to 
submit  his  samples  of 

Greyhound  Tennis 

The  best  that  can  be  made. 


The  Miner  Rubber 

Company,  Limited 

Granby    Quebec        Montreal  Toronto 


LIST  OF  SELLING  AGENTS 

Blachford,  Davies  &  Co..  Limited.  60-62  Front  Street  West,  Toronto.  Ont. 

Coates.  Burns  &  Wanless  London,  Ont. 

Dowling  &  Creelman                                                                    Brandon,  Man. 

R.  B.  Griffith  &  Co                                      ...   ;  Hamilton,  Ont. 

J.  M.  Humphrey  &  Co  St.  John,  N.B. 

J.  M.  Humphrey  &  Co  Sydney.  C.B. 

Jackson  and  Savage.  Limited  78  St.  Peter  St..  Montreal,  Que. 

The  Wm.  A.  Marsh  Co.,  Western.  Ltd..  72  Princess  St..  Winnipeg.  Man. 

The  Miner  Rubber  Co..  Limited                        225  Queen  St..  Ottawa.  Ont. 

The  Miner  Rubber  Co..  Limited  21  Notre  Dame  St..  Quebec.  Que. 

The  Miner  Rubber  Co.,  Limited.  146  Wellington  St.  West.  Toronto,  Ont. 

The  Miner  Rubber  Co..  Limited                 72  St.  Peter  St..  Montreal,  Que. 
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STYLISH 
SANITARY 
SHOES 


To  obtain  all  the  desirable  features 
of  a  good  shoe  successfully  combined 
in  one  make  is  a  difficult  task.  Many 
of  your  customers  demand  a  health 
featured  shoe  that  is  stylish  and 
Tebbutt  Doctors  or  Professor  is  the 
article  that  will  satisfy  them. 


Send  us  a  card  for  a  sample  pair 

Tebbutt  Shoe  &  Leather 

Company,  Limited 


(fANTI-SEPTTc" 
\>^&HOE  ^  NON> 


THREE 

RIVERS, 

QUEBEC 


"  PAT.  N.°  ■  119409 

GOLD  CROSS 
SHOE 
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THE   HOUSE  OF  QUALITY 

''WwMmm  iii?^  ^^^iii^ig  gjtewsa  m&w  for 
^i£kmtw^  WMmM  )BmMmm  '^m^^  li®di^L 


92-94  Sherbourne  St.,  TORONTO 
Canada's  Finest  Footwear  for  Women 

To  retail  at  Four  to  Five  Dollars 
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F  O  D  T  W  F.  A  R    IN  CANADA 


A.  CORBEIL, 
President 


CORBEIL 
SHOES 


Stronger  Line  Than  Ever 


Leader  Brand  at  Popular  Prices 


We  have  put  up  for  Spring  an  up-to-date  set  of  samples  at 
popular  prices.  Why  buy  American  Shoes  to  retail  at  $4.00, 
paying  $2.15,  $2.25  and  $2.35  on  the  other  side,  which  mean^ 
$2.90,  $3.00  and  $3.15  laid  in  your  store,  and  then  have  cheap 
quality  shoes  with  good  finish  only,  when  you  can  buy  in  your 
own  country  Nice,  Clean  and  Up-to-date  Good  goods  to  retail 
at  $4.00,  costing  you  only  $2.60,  $2.70  and  $2.85. 


Corbeil  Limited 


Manufacturers  of  good  shoes  to  retail  at  $3.50,  $4.00  and  $5.00. 
Makers  of  BENCH  MADE  and  LEADER  Brands. 


Montreal 


Office— 71  St.  Paul  Street 


Factory  and  Warehouse    63-71,^2  St.  Paul  Street 


FOOTWEAR    IN  CANADA 
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Corbeil  Values 

It  will  pay  you  to  see  our  samples 
before  placing  your  orders.  Our 
styles  and  prices  are  unsurpassed. 
Our  $4.00  retail  shoe  is  certainly 
the  best  value  on  the  market 
today. 

The  house  giving  the  utmost  of 
value  for  the  money  in  quality 
and  style  and  finish.  We  have 
added  15  new  lasts  for  this  sea- 
son which  means  the  biggest 
range  on  the  market  today.  Re- 
ceding toes,  medium  toes,  mod- 
ified high  toes,  London  toes,  and 
all  the  other  popular  toe  lasts  are 
included  in  our  large  range  of 
samples. 

Our  travellers  are  on  their  way  to  you. 

Corbeil  Limited 

Manufacturers  of  good  shoes  to  retail  at  $3.50,  $4.00  and  $5.00. 
Makers  of  BENCH  MADE  and  LEADER  Brands. 

Montreal 


Office— 71  St.  Paul  Street 


Factory  and  Warehouse— 63-71  >2  St.  Paul  Street 


6 


FOOTWEAR    IN  CANADA 


A^piS^'           •T^HE   boy's  trade  in  foot-  '^^^M^i:. 

1      wear  is  a  big  and  pro-  ^^^v^^. 
fitable    one    as    every  ^H^^^^. 
growing   and  active   boy  is  '^IvS^ 
^00"                    usually  in   need  of  "A  new  v^'^/. 
§1^                     Pair  of  Kicks."  If?^ 

§M                            Sell  the  "Star"  shoe  and 

."n:::-?:                                   yOU    Will    SailSiy    tne     OOy    on  vtix';::*. 

Mi:^                         looks,  wear,  comfort,  besides 

it  is  waterproof. 

The  "Star"  boys'  shoe  is  a  ij-v^: 
pfil:                         strong,  well-made  article  in 

black  and  tan  calf,  McKay 
Si\                         and  Standard  Screw  in  stitch- 
"Wk                       aloft.  S0 

Write  for  "Star"  Prices 

Star  Shoe  Limited 

^^SHi:;.  Montreal 

"■vi'^'';;;/-:-.                                  Montreal  Agents  ^.V-Vv?'*?;'^^'* 

"^^ft^^fe;;..               ^*  Desautels 

Stylish  ^^^^^  Waterproof 

FOOTWEAR    IN  CANADA 
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In  Planning 
Our  Styles 

we  have,  to  guide  us,  an  intimate 
knowledg'e  of  the  tendencies  in  the 
style-centers  of  the  world.  This 
close  connection,  obtained  thro'  our 
own  organization,  is  reflected  in  our 
shoes  in  a  manner  to  make  them 
distinctive.  We  shall  be  glad  to 
send  you  samples. 


Canadian  Distributors 

WESTERN  SHOE 

Distributing  Company 

719  Main  Street 
WINNIPEG 


RICE^HUTCfflNS 

WORLD  SHOEMAKERS  ^ 
W)  FOR  THE  miOLE  FAMILY 


24  High  Street 


Boston,  U.  S.  A. 


All  America  Shoes 
for  grentlemen  have 
been  aptly  called  a 
"treat  for  the  feet." 
They  are  fine  shoes 
in  every  respect. 


Educator  Shoes 
are  made  on  the 
"room  for  five  toes" 
last.  We  make  them 
*'for  every  member 
of  the  family." 


Educator. 
6hoe(§) 
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YAMASKA 

The  Year  Round  Staple 
Brand  of  Solid  Leather  Shoes 


are  made  in 


THIS 


FACTORY 


by  experienced  workmen 


^  Nowadays  new  fashions  in  lightweight  footwear 
are  here  to-day  and  gone  to-morrow.  This  is  not 
so  with  "Yamaska"  brand  of  solid  leather  shoe. 

^  The  "Yamaska"  shoe  is  made  on  sensible  lasts 
from  best  quality  leather  and  findings,  and  embod- 
ies unusual  wearing  powers  and  a  high  degree  of 
comfort. 

^  You  will  need  a  strong  shoe  for  your  Fall  trade, 
may  we  quote  you  prices  on  the  "Yamaska"  ? 


LA  COMPAGNIE 

J.  A.  &  M.  Cote 


St.  Hyacinthe,  Que. 
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500  Window  Trims  Like  This 


WINDOW  TRIMS  LIKE 
9VV  THESE  IN  ONE  SET 

ONKEN 

INTERCHANGEABLE 
WOOD  WINDOW  DISPLAY  FIXTURE 

YOU  NITS  : 


COUNTRIES 

The  St«r«Ke  Chest.    The  110  YOUNITS  that  make  up  this  set  are  put 
up  in  A  HARDWOOD,  HINGKD  LID  STORAGE  CHEST  (oiled  finish). 
A  good  place  to  keep  any  part  of  the  set  that  is  not  being  used. 
Stock  Carried  In 
Cincinnati,  New  York,  San  Francisco  and  Canada. 
Address  all  correspondence  for  above  points  to  Cincinnati,  O. 


New! 


A  complete  set  of  wood 
Window  Display  Fixtures 
for  the 

Retail  Shoe  Trade 

So  complete  in 
every  detail  that  you  can 
make  over  500  distinct 
Window  Trims  with  this 
one  set.  This  will  keep 
your  window  in  good  Trims 
for  the  next  dozen  years,  for 


F.  O.  B.   Hamilton,  Ont.,  Canada 
Write  far  particulars 
and  special 
Catalog 
No.  101 

You  then  can  order  through  your  jobber  or  direct. 


The  Oscar  Onken  Co. 

592  Fourth  Ave. 

Cincinnati,  Ohio,  U.S.A. 
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Canadian  National  Exhibition 

Aug.  29  to  Sept.  12 

An  Exhibition  Opportunity 

Our  staff  has  been  busy  selecting"  many  seasonable  lines 
from  our  large  stock  of  leather,  felt  and  rubber  footwear,  in 
order  to  place  them  conveniently  before  you  for  careful  mon- 
ey-saving" buying. 

Our  selling  representatives  will  be  on  hand  to  assist  you 
in  making  your  visit  an  enjoyable  as  well  as  a  profitable  one. 
Many  of  our  customers  in  the  past  have  taken  advantage  of 
their  exhibition  visit  to  make  it  a  memorable  one  by  buying 
direct  from  our  different  departments.  Do  not  overlook  this 
opportunity.     Make  us  a  visit  and  bring  your  friends. 


THE  IMPERIAL  SHOE 

Made  in  all  fine  leathers  Goodyear 
Welts  and  McKay  Sewn. 

BEAU  BRUMMEL 

Superior  quality  Goodyear  Welts. 
All  with  last  minute  touch. 

BEAVER  BRAND 

An  extra  fine  line  Men's  Good- 
year Welts. 


The  SPORTSMAN  Boot 

Made  in  Chocolate  Calf,  Pearl, 
Black  and  Smoked  Elk. 

The  Famous 
"  WITCH-ELK  " 

Hunting  and  Sporting  Boots. 

ELMIRA  FELTS 

English  Slippers. 


MAPLE  LEAF  BRAND 

Solid  Leather  woikmg  shoes,  every 
pair  guaranteed. 

VARSITY  BRAND 

Men's,    Boys',  Youths,  Medium 
fine  shoes,  McKay  Sewn. 

LITTLE  CANADIAN 

An  extra  fine  line  of  Misses'  and 
Children's  Shoes. 


Rubbers :  Kant  Krack,  Dainty  Mode,  Royal,  Bull  Dog 


McLAREN  &  DALLAS 

BOOTS       :       SHOES       ;  RUBBERS 

30  Front  St.  West  TORONTO,  ONT. 
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ASK  FOR  THESE 


Colonial  Buckles 
Rhinestones 

Cleopatra  Slipper 
Ornaments 

La  Valier  Slipper 
Ornaments 

Patent,  Gun  Metal 
and  White  Colon- 
ial Buckles  carried 
in  stock  in  Mon- 
treal. 

Manufactured  by 

M.  B.  Marline  Inc. 

New  York 


White  Nubuck 
Dressing 

A  Cleaner  as  well  as  a 
Dressing'.  Can  be  used 
to  clean  white  kid  gloves, 
all  white  leathers,  Nu- 
buck shoes  etc. 

Satin  Slipper  Dyes 

in  all  shades,  can  be  used 
on  Straws,  Ribbons,  Sa- 
tin Shoes.  Write  for 
color  card. 

Odorless  Black  Dye 

for   dying   Tan  Shoes. 

Black  Velvetine 
Dressing 

for  cleaning  Velvet  Shoes 
and  Slippers. 

Manufactured  by 

California  Leather 
Dressing  Co. 

San  Francisco 


Shoe  Laces 

of  all  descriptions. 

Cotton,  Mercerized  Silk, 
Etc. 

All  Colors. 


Specialty  Blind 
Eyelet  Laces 

of  all  kinds. 


Manufactured  by 

Mitchell  Mfg.  Co. 

Portsmouth,  Ohio 


Sole  Canadian  Representative  for  above  lines.     Complete  stock 
of  all  goods  ready  to  ship  from  Montreal  Warehouse. 

Also  full  line  of  Whittemore's  Shoe  Dressings. 


G.  J.  Trudeau 

365  Ontario  St.  E.  Montreal,  P.  Q. 
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JAMES  ROBINSON 


BOSTONIANS 

Built  into  Bostonian  Shoes  are  all  those  qualities  that 
tend  to  produce  the  highest  degree  of  comfort  and  service. 

The  Bostonian  is  medium  priced,  but  will  stand  favor- 
able comparison  with  any  $6,00  shoe  on  the  market. 

Bostonian  new  models  employ  all  the  features  of 
high-class  footwear. 

Samples 
for 

Spring  1915 
are  now  ready 
Wait  for  the 
Robinson 
Traveller 

James  Robinson 

Montreal 
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SERVICE 


James  Robinson's  shipping 
service  has  been  a  big  factor  in 
the  building  up  of  his  business. 
Your  rush  orders  will  receive 
prompt  attention  and  all 
goods  be  delivered  to  date. 


James  Robinson 

Montreal 
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We  invite  you  to  visit  our  exhibits  in 
the  Process  and  Manufacturers  Build- 
ing at  the  Canadian  National  Exhibition. 


People  who  are  partic- 
ular about  footwear 
cannot  fail  to  respond 
to  this  advertising. 
You'll  be  asked  for 
our  shoes. 


With  the  narrow  skirts  of 
the  new  styles,  one's  foot- 
wear becomes  more  con- 
spicuous than  ever.  How 
necessary  it  is,  then,  that  the 
shoe  which  divides  attention 
with  your  gown  and  hat 
should  have  the  grace  of 
form  and  fit  that  give  to 
them  their  charm  and  dis- 
tinction. The 


illustrated  here,  will  be  found 
to  meet  all  the  requirements 
of  the  well-dressed  woman. 
It  has  all  the  earmarks  of  a 
custom  shoe,  including  the 
smart  lines  and  little  style 
touches  which  are  empha- 
sized by  the  short  vamp, 
high  arched  effect  so  much 
the  vogue. 


MINISTER 
MYLES 

SHOE  CO. 
Limited 

109  Simcoe 
Street 
Toronto 


J-  rJ 
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Progressive  Finishing  Machines 


TWENTY-FIVE  DIFFERENT  MODELS 


SEND  FOR  CATALOG 


PROGRESSIVE  SHOE  MACHINERY  CO., 

The  Best  Shoe  Finishing  Machinery  Manufactured. 


Send  for 
Catalog 

You  will  find  in  this 
catalog  just  the  fin- 
isning  machine  you 
want.  Motor  driv- 
en, foot  power,  and 
combination  power 
and  foot  power  ma- 
chines. 

Progressive  Shoe 
Machinery  enables 
your  shop  to  turn 
out  more  work.  Do 
it  at  less  cost  and 
make  better  profits. 
Smooth  runningand 
built  to  last.  Sold 
for  cash  or  on  pay- 
ment plan.  They 
please  all  users. 

William  Hammer, 
Indianapolis,  Indi- 
ana, writes — My  fin- 
ishing machine  works 
like  a  charm.  It  does 
fine  work. 

MINNEAPOLIS 
MINN.  U.S.A. 


Felt  Footwear 


WHEN  ordering  Felt  Footwear  be  sure  to  get  the  best.    We  are  run- 
ning one  of  the  best  equipped  plants  in  Ontario,   having  but 
recently  installed  modern  machinery  from  Europe  and  America. 
Our  manufacturing  facilities  are  unequalled,  and  this  fact,  coupled  with 
our  wide  experience,  enables  us  to  produce  high-grade  Felt  Footwear  at 
merchantable  prices. 

We  manufacture  our  own  felt  and  stand  behind  its  wearing  qualities. 
Our  lines  are  a  pleasant  surprise  for  felt  shoe  buyers.  Sixty  of  the  neatest 
and  finest  lines  to  choose  from. 


OSCAR  RUMPEL 

BERLIN,  ONT. 


v9 


i6 


FOOTWEAR    IN  CANADA 


"OUTSIZE"  (Welt) 

F7!t- -  Aunt  Polly's  I'atent  Leather  Out 
si?e  Welt,  (loth  Top,  14  Buttons,  W-S 
Heel,  I.eatlier  Itox,  Plain  Toe,  EEE 
(looks  like  a  C).     'IVz  to  10  $2.60 


"OUTSIZE"  (Welt) 

FMO — Gun  Metal,  circular  vamp  and  fox- 
ing, dull  top,  gun  metal  tip,  button,  XVf, 
Cuban  Heel,  2V2  to  ID  EEE  $2.00 


"OUTSIZE"  (Welt) 


F77!/2 — Vici  Kid  P.iuton,  1 
Heel,  Welt,  .Short  Vamp,  Plain 
F77 — Same  in  Lace 


Comfortable 
Footwear 
For  Large 
Limbed 
Ladies 

EVEN  with  your 
large  variety  of 
sizes,  widths  and  styles 
you  find  some  custom- 
ers nnpossible  to  fit. 
It  is  for  just  such  peo- 
ple that  Aunt  Polly's 
specialties  are  made. 
They  combine  comfort 
and  style  and  even  the 
largest  sizes  look  small. 

Once  you  fit  a  large 
foot,  fit  it  comfortably 
and  with  a  model  that 
looks  small  you  will  be 
sure  of  fitting  that  foot 
again.  Sell  Aunt 
Polly's  specialties  and 
watch  your  business 
grow. 

Write  us  for  Information. 


(  Leather 
Toe  $2.:{5 
$2..35 


"OUTSIZE"  (McKay) 

K";;— .\unt  Polly's  Double  Sole  Flexible 
"Outsize"  .\lcKay,  11«  Leather  Heel, 
Vici  Kid,  Patent  Tip  $2.00 
F72 — Same   in   Lace  $2. Of) 


"SOLACE"  (Turn) 

F400 — Solace,  Turn,  Vici  Kid,  Seamless 
Cushion  Sole,  "Catspaw"  Rubber  Heel;  C 
and  D,  2!/5  to  9;  E  and  EE,  2}4  to  11 

$1.85 


"OUTSIZE"  (Welt) 

F7ti — Vici  Kid,  Uutton.  Stock  Tip.  C'at^ 
paw  Rubber  Heel,  Goodyear  Welt,  I.\ 
STOCK.  2vi  to  10,  EEE  Width  $2.:a 
F75 — -Same  in  Lace  $2..>"> 


W.  B.  Coon  Co.,  Rochester,  N.Y. 
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Get  This 
Store  Front  Book 


— it  contains  authentic  information  which  we  were  able  to  compile  by  special- 
izing in  the  building  of  KAWNEER  for  30,000  Store  Fronts. 

"Boosting  Business  No.  25"  is  assembled  and  printed  for  you — it  shows 
photographs  of  many  of  the  most  successful  big  and  little  Store  Fronts  in  the 
country,  together  with  suggestions  for  you  that  we  believe  will  interest  you. 
We  believe  this  because  our  suggestions  are  founded  upon  practical  experience — 
suggestions  offered  after  working  wilh  Merchants  in  the  designing  and  building 
of  money-making  KAWNEER  STORE  FRONTS. 


Every  mail  brings 
dozens    of    coupons  for 
"Boosting  Business  No.  25" 
— inquiries  from    the  coun- 
try s  keenest  and  most  con- 
servative retailers — business 
men  who  have  come  to  realize 
the  wonderful  pulling  power  of 
the  Store  Front.     They  are  sending 
for  this  authentic  Store  Front  Book 
to  see  photographs    of  some    of  the 
successful    KAWNEER  FRONTS  re- 
cently installed. 


If  you  do  not  feel  able  to  put  in  a  new  Front  now  that  will  fit  your 
business    and  sell  more  merchandise,   you  had   better   postpone    it  one 
season.     Don't  misapply  your  Store  Front  appropriation — don't  be  con- 
tent with  simply  a  new  Front — one  like  thousands  of  others. 


One  Merchant  sent  for  this  book  not 
long  ago  with  the  ultimate  result  of  a  new 

KAWNEER  STORE  FRONT  and  during 

the  first  five  months  the  profits  on  the  in- 
creased business  was  sufficient  to  actually  pay 
for   the  Front — another  Merchant  paid  for  his 
Front  in    eight  months — another   in  ten  months. 
One    Merchant   says    his  Front   is    valuable  be- 
cause he  is  able  to  sell  what  he  wants  to   sell — not 
what    the  people   want  to    buy;  another  writes  that 
65%  of  his  entire  business  is  due  to  his  KAWNEER 
STORE  FRONT. 


You  should  consider  your  Store  Front  as  a  part  of  your  business 
-not  simply  a  material  part  of  your  building.    Think  how  depen- 
dent   your    r=i  i=n  rjgfr       £  rjf  /T^,  , jj','^,  Prosperity 
is     upon     K>^^  ^^3L  Hl^    the  success 
of  your  1%,                     Fljilfl  ^  StoreFront 
to  pull  the  people 
inside  your  Store.     It  can  make  more  net  profit  for  you  than 
any  salesman  in  your  organization,  simply  because  it  tells 
your  own  story  to  every  person  that  passes  your  place 
of  business.     It  stands  out  there  24  hours  a  day  and 
365  days  a  year.    You  can  save  a  little  money  on  the 
initial  cost  by  putting  in  the  old  style  wood  or  iron 
Front,  but  if  you  are  looking  ahead  to  a  real  bus- 
iness gain — to  a  low  ultimate  cost,  buy  a  KAW- 
NEER STORE  FRONT.    Surely  the  exper- 
ience of  thousands  of  other  Merchants  means 
something  to  you.     Buying  a  Store  Front  is 
a  cold  business  proposition — sentiment  or 
pride  should  be  forgotten — and  the  more 
thoroughly  you  investigate  the  more  de- 
termined you  will  be  to  own  a  KAW- 
NEER FRONT. 


And  KAWNEER  FRONTS  are  permanent  too — made 
of  solid  copper,  brass,  bronze  or  aluminum — need  no  paint 
or  repairs.    The  upkeep  cost  is  reduced  to  a  minimum.  And 
the  flat,  spring-grip  on  the  glass  not  only  holds  but  protects  it. 

KAWNEER  STORE  FRONTS  are  built   around  your  re- 
quirements— the  all-metal  idea  was  the  outgrowth  of  an  Architect's 
practice  and  investigations. 


i^awneer 

Manufacturing  Company- 
Limited 

Francis  J.  Plym.  President 
Dept.  R.    1195  Bathurst  Street 

TORONTO,  ONT. 

A 


Just  mail  this  coupon — it  will 
bring   your   copy   of  "Boosting 
Business    No.  25'    in  the  next 
mail.     See  what  other  Mer- 
chants have    done — make 
money   by  their  paid-for 
experience. 

y  COUPON 

y>  Kawneer 

^^Manufacturing  Company 
y  Limited 

Dept.  R.  1195  BatWst  St. 
y  TORONTO.  ONT. 

Kindly  send  "Boosting  Business  No. 
25"  without  obligation 

Name  

Street  and  No  

City  or  Town  

usineos  
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SPRING 


Our  Salesmen 
are  on  the  road 


mMk  n  Miiii  Ims  M  shoes  f©3"  Jimi't  l^pTlut] 

Men^s  and  Women^s  Welts 


Write  to  nearest  Branch 

Ames-Holden  McCready  Ltd. 

Montreal,  Toronto,  St.  John,  Winnipeg, 
Calgary,     Edmonton,  Vancouver, 

Canada's  Big  Shoe  House 

19  15 
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How  Many  Feet 
Have  You 

-NOT? 


6250  Scout  Master  (Men's)  Pat.  Colt  Butt. 
Cloth  Top,  Single  Sole,  Princeton 
Last,  Welt  $3.50. 
Men's  Welts  at  $3.00,  $3.25,  $3.50,  $3.75 
Men's  McKays  at  $2  65  and  $2.75. 


Feet  that  now  pass  your  door  will  walk  straight  in  if  you  stock 
SCOUT  SHOES. 

There  is  a  magnet  in  the  name  "SCOUT  SHOE" — it  draws  cus- 
tomers. It  is  the  best  shoe  name  in  America,  and  we  make  them 
"wear"  up  to  their  name. 

The  number  of  Retailers  handling  SCOUT  SHOES  has  doubled 
the  past  two  years.  They  are  found  from  Sydney  to  Victoria.  Get  in 
line  with  a  few  dozen  pair.  The  name  will  sell  the  first  lot,  and  the 
easy  fit,  and  quality  will  do  the  trick.  Keep  feet  from  passing  your 
door. 

ALIVE — Everyone  connected  with  SCOUT  SHOES  sees  greater  suc- 
cess than  ever  for  this  good  Canadian  shoe,  with  the  best  selling  name 
in  America.  Our  factory  hands,  our  warehouse  and  office  staff,  our 
selling  force,  say  to  you — Get  SCOUT  SHOES.  They  will  satisfy. 
And  to  this  we  add  our  guarantee  that  they  will,  or  money  back. 


Salesmen  with  full  line  of  new  spring  samples  out  now. 
your  name  and  one  will  call.     Have  a  look  anyway. 


Send  us 


Jackson  &  Savage,  Limited 

Montreal 
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Mr.  Retailer 


^  The  Retailer  who  knows  a  hawk 
from  a  hand-saw  is  on  our  books. 

^  He  got  there  through  a  trial  of 
our  Astoria,  Liberty  or  Tecumseh 
Shoes. 

^  Watch  these  pages  for  delineations 
of  Spring  and  Summer  models  for 

1915. 

The  Cook-Fitzgerald  Co. 

«         «  Limited 

London 
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The  Real  Value  of  Shoes 

does  not  lie  in  the  profit  on  each  individual  pair,  but 
in  their  powers  of  attraction  and  the  subsequent 
satisfaction  they  give  to  the  consumer.  These  are 
the  chief  factors  in  the  retaining  of  old  customers 
and  the  building  up  of  new  sales. 

The  C.N.W.  Goodyear  Welts  for  Women  combine 
an  exceptionally  smart  appearance  with  strength 
and  comfort.  They  are  manufactured  from  best 
quality  leather  and  findings  by  men  who  take  a  pride 
in  their  work,  and  the  result  is  a  shoe  "fit  for  a 
queen." 

Our  representatives  will  be  pleased  to  show  you 
samples  of  C.N.W.  shoes  comprising  the  latest 
creations  in  High  Shoes,  Pumps  and  Colonials. 


C.N.W.  Shoe  Co.,  Ltd. 

London        :        :        :  Ontario 


22 


FOOTWEAR    IN'  CANADA 


Classic  Shoes 
for  1915 


IN  children's  shoes  some  very  striking  models 
will  be  shown.    Prices  will  be  the  same  as 
last  season. 

Classic  shoes  for  women  for  1915  are  of 
the  highest  grade,  made  on  lasts  which  are 
shown  in  all  the  large  shoe  centres.  105  new  low 
cuts  will  be  shown  in  Turns,  Welts  and  McKays. 

The  prices  will  range  from  $2.00  to  $2.25 
in  McKays;  $2.50  to  $2.75  in  Welts;  $2.50  to 
$2.65  in  High  Cut  McKays.  The  price  in  High 
Cut  Welts  will  be  the  same  as  last  season. 
These  Welts  will  be  a  strong  feature  in  1915. 

Make  sure  of  seeing  this  high  grade  line. 
Our  representatives  will  soon  call  on  you. 


Getty  &  Scott,  Limited 

Manufacturers  of  "  Classic  Shoes 

GALT,  ONTARIO 
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Keep 
Up 

the 

Value! 

THAT  has  always  been  the  policy  of  this 
company  and  will  always  continue  to  be. 

We  do  not  sacrifice  Durability  and  Wear 
for  Style.  Our  shoes  lead  in  all  these  partic- 
ulars. 

We  maintain  value  irrespective  of  the  sell- 
ing" price. 

Retailers  are  always  safe  to  ask  profitable 
prices  for  JOHN  EBBERTS'  FINE  SHOES 
FOR  WOMEN.    They  will  stand  it. 


Drop  a  Line  if  Interested  in  a  Really 
High  Class  Line. 

It  will  be  a  Pleasure  to  Show  our 
Samples  Next  Month. 


John  Ebberts  Shoe  Co. 

BUFFALO,  New  York 
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Solid  Leather  Shoes 
For  Spring  1915 

Make  "Williams"  Your  Leaders 

A  perfect  Canadian  product  manu- 
fcictured  by  thoroughly  experienced  oper- 
ators, and  made  of  the  best  quality  leather 
and  findings. 

A  combination  of  strength  and  plia- 
bility which  tends  to  produce  the  highest 
degree  of  com- 
fort and  foot- 
ease  IS  to  be 
found  in  the 
famous  Will- 
iams Shoe. 

Williams  Shoes  will  attract  your  cus- 
tomers' attention  because  they  look  superior 
and  will  retain  their  trade  because  they  are 
superior. 

Spring  models  of  Williams  Solid 
Leather  Shoes  include  many  new  and  at- 
tractive lasts. 


Make  sure  of  seeing  the  Williams  line- 

Williams  Shoe  Limited 

Brampton       :  Ontario 
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8033.  Pat.  Colt  Butt.,  Silk  Brocade 
Top,  Louis  Cuban  Heels.  $3.40 


The  John  Strootman  Shoe 

Buffalo,  N.  Y. 

FOR  WOMEN 
Style  and  Dependability.    Women's  Fine  Welts  and  McKays. 


8019.  Pat.  Colt,  Butt.,  All  Wool 
Top,  Louis  Cuban  Heel.  $3.40 


Forty  years  practical  experience  is  behind  every  John  Strootman  shoe — Fort) 
years  study  of  the  art  of  combining  the  freakiness  of  fashion  with  the  practical 
necessities  of  comfort  and  wear — Forty  years  practical  experience  in  the  art  of 
putting  a  dollar's  worth  of  value  into  a  dollar's  worth  of  price. 

We  recommend  these  shoes  to  you  as  a  product  of  a  factory  noted  the  country 
over  for  the  excellence  of  its  shoes — we  guarantee  to  give  you  in  these  shoes  the 
very  maximum  of  shoe  value  and  style. 

All  prices  quoted  are  F.O.B.  Toronto.    Duty  paid. 

American  -  British  -  Canadian  -  Distributors 


Boston 


TORONTO 

Montreal 


310  Yonge  Street 

Winnipeg 


CANADA 

London,  Eng. 


AIRD  &  SON,  Montreal 


New  Lasts      New  Heels 
New  Styles 


^  Jobbers  are  invited  to  call  and  see  our  new  samples 
when  in  Montreal.  ' 

Q  They  include  new  styles,  new  heels  and  new  lasts  in 
McKays  and  Turns  for  men,  boys,  youths  and  women. 

^  They  provide  a  good  margin  of  profit  and  are  Ai 
footwear. 


WRITE  OR  CALL, 
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Why  is  your  Stock 


of 


SHOES 

Like  an  Expert  Acrobat  ? 


Any  shoe  retailer,  or  any  clerk  in  a  shoe  store,  sending 
us  the  correct  answer  before  September  ist,  will  be  entitled 
to  a  pair  of  our  new 

WOMEN'S  TANGO  PUMPS 

which  will  be  presented  with  ourcompliments  to  any  lady  he 
names.  Address  your  answer  to  the  EDITOR  of  FOOT 
PRINTS,  RO.  Box  330,  MONTREAL. 

The  correct  answer  will  be  published  in  this  paper  and  in 
September  FOOT  PRINTS,  which  will  contain  a  complete 
FLEET  FOOT  catalogue  of  styles  for  1914-1915. 


By  the  wayy  summer  is  not  over  yet.  Better  look  over 
your  stock  of  FLEET  FOOTS  and  sort  up  with  a  few  pairs. 


Canadian  Consolidated  Rubber  Co. 

Montreal,  P.Q.  Limited 


28  Branches  Throughout  Canada 
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Avoiding  Dead 
Stock 


To  accomplish  thi.s  a  comprehensive  system  of 
stock-keeping  must  be  followed  up.  The  chain  stores 
have  afforded  an  object  lesson  which  may  be  profit- 
aldy  studied  in  this  connection,  for  their  success  is 
largely  dependent  upon  the  fact  that  they  keep  mer- 
chandise moving  out,  eliminate  accumulations,  and  by 
turning  over  their  stocks  two  or  three  times  where 
many  retailers  are  satisfied  with  a  single  profit,  they 
are  ena1)led  to  meet  a  higher  cost  of  doing  business 
and  still  prove  a  serious  competitive  force.  The 
United  Cigar  Store  Company,  it  is  stated,  sends  into 
the  managing  headquarters  weekly  reports  of  the 
stocks  on  hand  in  every  line,  and  the  discovery,  upon 
analysis  of  these  reports,  that  any  line  is  moving  too 
slowly  to  earn  the  requisite  profit  on  the  money  that  is 
in\  ested  in  it,  causes  that  line  to  be  marked  down  for 
a  sale. 

Moving  dead  stock  is  a  serious  problem,  for  it  in- 
volves not  only  a  general  slaughter  such  as  is  incident 
to  the  bargain  sale,  ])ut  it  serves  to  detract  attention 
from  merchandise  that  is  giving  satisfactory  results  in 
the  ordinary  cotirse  of  business.  To  prevent  the  accu- 
mulation of  dead  stock  requires  more  of  labor  and  at- 
tention, and  entails  the  naming  of  prices  that  will  con- 
vert it  into  money.  But,  in  the  long  rtm,  it  is  the  more 
satisfactory  process,  for  it  cuts  out  the  increased  loss 
that  must  be  added  with  every  delay,  and  presents  the 
double  advantage  of  affording  active  instead  of  idle 
capital,  and  of  having  bright,  clean,  seasonable  mer- 
cliaiulise  at  all  times. 


The  inevital)le  trend  in  the  dis- 
tribution of  merchandise  is  in  the 
direction  of  eliminating  profits 
that  are  held  above  what  experience  demonstrates  to 
be  a  legitimate  level.  To  such  a  movement  every 
dealer  is  compelled  to  conform,  if  he  would  hold  his 
trade.  Retail  merchants  are  brought  to  face  this  fact 
with  contsantly  increasing  force,  and  the  necessity  of 
exercising  a  larger  measure  of  intelligence  and  over- 
sight in  order  to  meet  the  condititms  is  impressed  as 
he  confronts  the  increasing  number  of  sources  from 
which  competition  is  being  de\'eloped. 

To  this  end,  it  is  imperative  that  he  not  only  buy 
wisely,  but  that  he  sell,  so  far  as  possible,  without 
sacrifice.  It  is  out  of  the  (piestion  that  he  can  have 
any  considerable  proportion  of  his  capital  tied  up  in 
merchandise  that  is  relegated  to  dark  corners,  await- 
ing a  demand  that  may  or  may  not  come  in  time  to 
dispose  of  such  holdings  advantageously,  and  depend 
upon  other  lines  to  keep  his  business  profitalde. 
There  are  \-ery  few  of  these  which  will  hear  the  added 
burden,  and  it  is  unwise  that  they  slunild  be  forced  to 
l)a\-  the  wa\-  f(jr  "deadheads"  such  as  tlie  "sticker"  is 
certain  to  become.  The  only  wa\'  in  which  it  is  pos- 
sible to  reduce  the  percentage  of  profit  is  l)y  making  n 
(|uicker  turnover,  not  on  a  few  items  only,  but  in  ever}' 
department  of  the  store. 


In  a  certain  Canadian  city 
Two  Managers  there  are  two  shoemen,  each  in 
charge  of  the  shoe  section  in  rival 
department  stores.  Iloth  know  the  footwear  business 
and  understand  merchandising  thoroughly,  but  there 
is  a  difference.  The  first  never  "stands  upon  his  dig- 
nity." He  exacts  immediate  obedience  from  his  clerks, 
but  does  not  bully  them,  and  the  regulations  he  issues 
for  the  conduct  of  his  staff",  he  expects  to  be  governed 
by  himself.  We  were  calling  on  him  recently,  and 
found  him  sitting  in  his  private  office  with  his  coat  off. 
After  chatting  awhile,  he  started  out  into  the  depart- 
ment to  show  us  some  bargains  he  was  selling,  and 
suddenly  he  rememliered  that  he 'was  not  wearing  a 
coat.  "Wait  a  moment,"  he  said,  "I  must  put  on  my 
coat,  as  I  have  recently  issued  orders  to  the  salesmen 
that  they  must  not  divest  themselves  of  this  garment 
during  the  hot  weather,  and  I  would  be  setting  them 
a  bad  example." 

This  manager  is  polite  and  considerate  to  every- 
I)ody.  Consequently  he  is  well  liked  by  his  sales  force 
and  can  have  tlie  pick  of  the  town  in  this  respect.  He 
is  also  a  special  favorite  with  the  travellers,  who  are 
always  sure  of  a  welcome,  and  many  a  good  thing 
have  they  been  al)le  to  put  his  way,  thus  adding  thou- 
sands of  dollars  to  tlie  profits  of  his  company,  all  of 
which  goes  to  his  credit.    It  lends  to  prove  that  popu- 
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larity  pays  when  we  state  that  during  the  six  years  or 
so  he  has  been  in  charge,  the  department  has  grown 
about  ten  times  in  area,  and  more  than  tliat  in  volume 
of  business. 

In  the  other  department  store  the  manager  is  of  a 
different  type.  As  we  stated  before,  he  knows  shoes, 
but  he  certainly  does  not  know  human  nature,  lie 
clothes  himself  with  a  mantle  of  self-importance  and 
is  always  linding  fault  with  his  assistants,  with  whom 
he  is  extremely  unpopular.  As  a  result  of  this,  they 
are  constantly  leaving  him  for  other  positions.  Again, 
he  treats  the  travelling  man  almost  as  if  he  were  the 
din  beneath  his  feet,  and  that  it  was  a  c( mdcscension 
on  his  part  to  notice  him  at  all.  Travellers  visit  the 
store  because  it  is  their  business  to  do  so,  not  because 
it  is  a  pleasure,  and  any  guod  things  they  niay  ha\e, 
such  as  job  lots,  orders  left  on  the  lirm's  hands,  etc., 
are  never  given  to  him.  l  lis  department  is  not  going- 
ahead,  and  through  his  conduct  he  is  losing  the  firm 
thousands  of  dollars  yearly.  Some  day  the  stock- 
holders will  wake  up  to  the  fact,  and  this  manager  will 
be  liunliug  a  new  position. 

(iood  humor  and  common  sense,  mingled  with  the 
milk  of  luuuan  kindness  are  big  business  assets. 


\()U  aim  to  ha\-e  your  store  a 
Keep  Cool!  ".'^lioi)  I '.eautiful,"  and  a  consider- 
able amount  (jf  energy,  directed 
by  your  good  taste  and  judgment,  is  wisely  expended 
for  that  end.  During  the  hot.  sultry  days  of  August, 
however,  try  to  have  it  not  only  a  beautiful  store,  but 
a  C(X)1  one,  cool  and  clean,  and  in\  itiug  because  of  it- 
coolness  and  cleanliness. 

By  the  exercise  of  a  little  care  and  effort  a  com- 
fortable coolness — grateful  alike  to  customers  and  em- 
ployees— may  be  achieved  in  most  stores.  The  hrst 
essential  is  proper  ventilation.  A  close,  stuffy  store 
may  not  register  any  more  degrees  of  heat  than  one 
that  is  airy,  but  the  close  place  seems  hotter  and  lacks 
entirely  the  comfortable  feeling  of  the  other. 

The  ventilation  of  a  very  large  store  is,  of  course, 
a  problem  f(jr  architect  and  builder.  Electric  fans  and 
anv  other  means  possible  under  the  conditions  must 
be  employed  to  secure  a  proper  circulation  of  |)ure  air. 
liut  for  the  small  store  a  little  energy  on  the  part  of 
the  i^roprietor  is  usually  all  that  is  necessary,  llave 
it  so  that  the  air  can  ])ass  through  freely  between  the 
open  front  door  and  an  open  door  or  window  at  the 
back.  There  are  very  few  small  stores  in  which  this 
simi)le  arrangement  will  not  furnish  about  all  the 
warm  weather  ventilation  that  is  required.  There  are, 
however,  very  many  in  which  it  is  not  in  use.  The 
rear  is  closed  up  tightly  and  every  one  swelters  in 
consequence. 

Where,  as  is  commonly  the  case,  there  is  a  ware- 
room  ])cliin(l  tile  store  pro])er,  a  window  or  door  or 
both  ;it  the  back  of  t]ii>  should  be  left  open,  and  then 


the  door  between  wareroom  and  store  kept  open  also. 
Only  a  moment  is  required  to  open  these  rear  windows 
and  doors  in  the  morning  or  to  close  them  at  night, 
and  the  effect  is  magical. 

The  merchant  wdiose  store  faces  the  north  may 
count  himself  fortunate.  But,  of  course,  all  stores 
cannot  front  toward  the  Pole  Star,  and  one  that  ha^ 
an  east.  west,  or  south  exjjosure  must  be  equipped 


with  an  awning. 


S])rinkling  the  walk  in  front,  and  al>o  the  flcjor  of 
the  store  on  very  hot  days,  aids  in  keeping  down  the 
tcm])erature,  for  the  scientific  reason  that  the  evapor- 
ation of  water  is  a  cof)ling  jjrocess.  A  store  that 
stands  alone  may  be  percei)tibly  cooled  by  being 
drenched  with  the  hose,  h'or  one  of  these  isolated 
sho])s,  if  the  long  side  of  the  building  is  exposed  to 
the  merciless  rays  of  the  afternoon  sun,  a  little  in- 
genuity on  the  part  of  the  owner  may  make  practicable 
a  shade  of  vines  or  cpiick  growing  trees,  which  will  add 
greatlv  to  the  comfort  of  the  interior. 


A    show    windr)w    furnishes  the 

upon  the  world,  and  just  as  hu- 
man features  are  the  truest  indication  of  the  miu'l 
and  soul  behind  them,  so  is  the  window  of  a  mercantile 
establisiimeut  the  best  index  of  the  character  of  the 
organization  behind  it.  .\  skn-enly  window  points  to 
a  shiftless  store  as  certainly  as  unkept  features  reveal 
an  indolent  mind.  'I"he  most  energetic  sales  force  on 
earth  would  ha\e  difficulty  in  overcoming  the  handi- 
cap i)laced  upon  a  store  by  a  sloppy  display  window, 
and  when  it  is  accomiJanied  by  only  ordinary  selling 
efforts,  the  result  is  really  "trade-suicide.' 

An  a])plicant  for  a  position  clothes  himself  in  hi- 
"Sunday  best"  and  tries  to  give  a  favorable  impression 
to  a  i)rospective  employer,  but  many  storekeepers  ex- 
pect trade  to  be  attracted  l)y  a  seedy  show  window 
.\  display  window  tells  a  stronger  story  than  a  thous- 
and circular  letters  and  if  poor,  is  powerful  enough 
to  counteract  any  good  impression  made  by  newspaper 
adxertisements. 


If  you  realize  that  your  business 
Get  Out  of  the  Rat     is  getting  into  a  rut,  don't  wail, 

but  get  out  of  it  at  once,  not  to 
morrow,  but  to-day.  ^'ou  may  think  that  it  takes  too 
uuicli  mone\-  to  make  the  improxenients  you  have  ui 
uund  :  ])ut  learn  to  rely  more  on  your  own  ingenuity 
and  in\enti\e  faculties  and  less  on  mere  cash.  Cash 
in  on  vour  ideas.  If  they  are  new.  original  and  at- 
tracti\e.  put  them  into  execution,  and  they  will  l)e 
bound  tt)  pav  vou.  He  different  from  the  other  fel- 
low, but  have  a  reason  for  being  different.  Put 
ginger  and  new  life  into  your  business,  and  the  results 
will  sjjcak  for  themselves. 
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Spring  Styles  1915 


Two  strap  pump,  imitation  seven  strap  "Rights"  and  "lefts"  in  infants'  One  strap  pump,  with  ornamentations 

effect -Hazen  B.  Gooderich  &  soft  soles—The  Hurlburt  — Hazen  B.  Gooderich  & 

Company.  Company.  Company. 
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New  Styles  in  Footwear  for  Spring 

of  1915 


Al/ri[()LiGII  at  tlie  time  of  our  going  to  press, 
it  is  difficult  to  obtain  complete  and  authori- 
tati\e  information  in  regard  to  the  spring 
styles  for  1915,  yet  through  our  keeping  in 
close  touch  with  the  trade  in  this  country  and  the 
United  States,  we  are  able  to  issue  a  certain  amount 
of  advance  information  which  we  hope  will  be  inter- 
esting and  useful  to  our  readers.  In  the  main,  as  far 
as  we  have  seen,  the  new  samples  are  mostly  a  de- 
velopment of  the  best  sellers  of  this  year.  They  are 
made  over  long,  narrow  toe,  high  toe,  French,  English 
and  American  stage  lasts,  the  latter  of  which  is  likely 
to  achieve  a  certain  amount  of  popularity  due  to  the 
short  appearance  it  gives  to  the  foot.  It  is  confidently 
expected  among  the  trade  that  the  American  stage 
last  will  prove  a  leader  for  next  year. 

Most  of  the  boots  among  the  samples  we  have  seen, 
have  patent,  gunmetal,  or  calf  vamps  and  fabric  quar- 
ters or  tops.  Some  Russian  calf  and  suede  boots  are 
also  among  the  samples.  White  canvas  shoes  arc 
shown  in  both  high  and  low  cuts.  In  the  low  cut 
lines,  there  are  plain.  Colonial  and  Cleopatra  pumps, 
also  iM-ench  strap  and  tango  pumps.  Many  of  the  low 
cuts  are  made  in  the  dance  styles  with  ribbon  edges 
and  Louis  heels. 

A  leading  Canadian  retailer  who  has  recently  re- 
turned from  a  trip  to  the  States  for  the  purpose  of 
getting  ad\'ance  information  in  regard  to  spring  styles, 
tells  us  that  long  vamps  are  going  out,  the  reason  be- 
ing that  with  a  short  vamp  the  women  can  wear  high, 
low  or  medium  heels,  whereas  with  the  long  vamj^  the 
high  heels  are  necessary ;  also  the  foot  looks  better  in  a 
short  vamp. 

fn  leathers,  he  says  patents  will  sell  about  80  per 
cent  in  women's  lines,  mat  calf  about  15  per  cent,  and 
gunmetal  the  rest.  Tans  are  dead,  in  his  opinion.  In 
lasts,  the  demand  will  run  more  to  the  recede.  Laces 


will  be  slightly  stronger,  with  a  crjnsequent  decline  in 
the  popularity  of  the  button. 


Fig.  1. 

Note  swing  of  last  at  instep  in  Fig.  1.    This  ensures  comfort  and  fit, 
Canada  Last  Company. 


Fig.  2. 

Fig.  2  is  a  new  leist  for  children's  footwear  and  combines  comfort  with 
elegance.   Canada  Last  Company. 

Straps  are  dominant  in  patterns  for  spring  styles, 
one  prominent  pattern  maker  informing  us  that  out 
of  all  the  patterns  he  drafted  recently,  65  per  cent 
were  straps. 

In  leather,  colored  glazed  kid  is  attracting  atten- 
tion. This  is  extensively  used  in  Europe,  on  account 
of  its  lightness  and  rich  appearance.  Buckskin  is  also 
much  talked  about,  and  will  be  used  in  combination 
with  patent  leather,  or  calf. 

Last  Styles 

A  well  known  manufacturer  of  women's  lasts  says 
that  business  Avith  his  firm  has  been  very  got^d,  and 
the  general  outlook  is  improving.  The  very  high 
grade  shoe  manufacturer  continues  to  produce  the 
long  recede,  drawn-out  toe,  while  the  high  and  me- 
dium grade  manufacturers  are  buying  shorter  vamps, 
fruui  3  to  2^.  The  former  prefers  the  pointed  toe. 
The  stage  efl:'ect  is  selling  well  with  the  manufacturer 
of  medium-priced  shoes. 

In  children's  and  misses'  styles  no  great  changes 
arc  observed.  vn\y  the  manufacturers  of  high-grade 
sliocs  are  buying  a  wider  toe  than  usual.  The  men's 
situation  is  featureless. 

Opinions  of  Manufacturers 

Charles  E.  Slater:  .A.s  to  the  styles  for  the  spring 
season,  I  would  say  that  it  looks  very  much  as  if  the 
receding  toes  in  men's  are  going  to  be  substituted  bv 
a  medium  straight  last,  with  a  moderate  high  toe. 

In  women's  shoes,  the  Colonial  still  continues  most 
in  demand,  and  is  likely  to  be  for  some  time  to  come. 
In  women's  boots,  the  demand  for  long  vamps  with 
pointed  toes  seems  to  be  dying  out  somewhat,  and  the 
short  vamp,  arched  instep  and  high  heel  with  the 
round  toe,  something  on  the  order  of  the  stage  last. 
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Fig.  3.— A  stylish  new  last,  by  the  Canada  Last  Company. 


looks  as  if  it  were  coming  back  again.  Some  shoes 
are  being  made  on  this  style  of  last  with  a  narrow 
square  French  toe  effect,  but  I  think  that  the  round 
toe  will  be  more  popular.  This  style  of  shoe  makes 
the  foot  look  small  and  on  that  account  will  probably 
be  very  popular. 

The  Hurlburt  Company,  Preston,  Ont. :  As  to  our 
new  spring  styles  we  would  say  that  in  soft  soles  the 
right  and  left  last  will  be  used  very  extensively,  and 
tango  slippers,  three  and  four  straps  will  also  be  good 
selling.  We  also  expect  to  sell  a  large  quantity  of 
vestings  and  toppings  in  all  colors. 

Hazen  B.  Goodrich  &  Company,  Haverhill,  Mass : 
Colonials  with  shorter  tongues  and  wide  strap  sandals 
will  doubtless  run  strong.  Some  strap  and  button  ef- 
fects are  also  likely  to  be  shown  and  bought  to  some 
extent.  We  understand  fabric  quarters  and  inlays 
(not  brocades)  will  also  be  strongly  represented. 

Rice  &  Hutchins,  Boston,  Mass. :  In  men's  shoes, 
the  high  toes  are  still  selling,  and  there  is  also  the 
ordinary  demand  for  the  low  recede  toe.  The  Stage 
effects  in  women's  shoes  are  being  talked. 

The  John  Strootman  Shoe  Company,  Buffalo,  N.Y. : 
Styles  for  Spring  1915  will  show  a  great  number  of 
varieties  in  straps.  Colonials  and  pumps  with  buckles 
will  again  be  a  strong  feature  in  the  line.  Patent  and 
dulls  are  the  leading  leathers.  The  lasts  will  be  such 
with  the  medium  round  toe,  narrow  recede  toe  and  in 
certain  sections,  the  medium  round  high  toe  is  strong. 
In  heels  Louie  and  Spool  will  be  the  favorites.  Soles 
and  edges  will  be  light.  The  styles  are  light  and 
dainty  and  "Mylady"  will  be  more  beautifully  shod 
than  ever. 

Mawhinney  Last  Company,  Brockton,  Mass. :  In 
regard  to  new  spring  styles  for  1915,  there  seems  to  be 
some  degree  of  uncertainty  but  we  believe  a  moderate- 
ly high  toe,  and  fairly  wide,  will  be  the  heaviest  seller. 
The  tendency  seems  to  be  to  make  this  class  of  shoe 
with  about  Ij/g  or  1^-inch  heel.  We  believe  that  the 
"City"  type,  or  receding  toe,  will  also  be  used  in  its 
proper  place,  but  do  not  think  it  will  in  any  way  dis- 
place the  high  toe  in  its  field. 

New  Styles  from  Canadian  Factories 

Dufresne  &  Locke,  Maisonneuve,  P.O.,  will  feature 
five  new  lasts,  two  receding  toe  and  tlu-ee  medium 
round  toe.  They  will  be  made  in  gunmetal,  patent, 
and  mahogany  calf.  In  addition  to  the  ordinary  staple 
lines,  the  firm  will  manufacture  jiumps  and  Colonials 


in  women's  turns ;  these  will  be  ornamented  with  a 
large  variety  of  bows  and  buckles.  The  fabric  tops 
to  be  shown  will  be  mainly  in  plain  designs.  Two  of 
the  women's  turn  lasts  will  be  new.  Rubber  sole 
shoes  for  summer  wear  make  quite  a  nice  line;  this 
class  of  shoe  will  be  made  in  mahogany  leather  for 
Oxfords,  and  in  canvas  for  low  and  high  cuts. 

As  usual  La  Parisienne  Shoe  'Company,  Maison- 
neuve, P.Q.,  have  some  very  striking  new  women's 
goods.  They  are  putting  out  six  new  lasts,  with  re- 
ceding toe,  short  vamp,  long  vamp,  and  medium  long 
vamp.  Three  of  the  lasts  are  for  pumps  and  the  other 
three  for  boots.  The  pumps  are  particularly  attrac- 
tive ;  they  are  made  with  full  quarters  in  moire  silk 
and  brocades  of  all  shades,  either  with  straight  fox  or 
circular  vamps.  Patent  colt,  kid,  and  gunmetal,  also 
suede  in  many  shades,  will  be  used.  The  heels  will  be 
of  the  kidney  and  spool  description,  either  in  wood  or 
leather.  The  range  of  Colonials  and  tie  pumps  is  very 
large,  and  retailers  will  have  about  50  varieties  of 
buckles  to  choose  from.  The  boots  made  on  the  new- 
lasts  will  come  in  eight  shades  of  kid — purple,  red, 
green,  champagne,  grey,  etc.  The  buttons  are  of 
pearl  dyed  to  match  the  kid.  Louis  XVI  heels  are 
fitted,  and  the  toes  are  beaded,  there  being  several 
varieties  of  beading  to  suit  customers'  fancies.  The 
new  styles  are  very  attractive  and  should  prove  good 
sellers. 

Geo.  A.  Slater,  Limited,  Montreal :  Our  samples 
are  not  completed,  but  we  take  pleasure  in  telling  you 
beforehand  what  ideas  are  being  incorporated  in  the 
samples,  which  will  be  presented  to  our  customers 
next  fall. 

In  the  preparation  of  our  men's  samples,  due  re- 
gard has  been  given  to  the  stronger  demand  for  Eng- 
lish effects,  and  in  consideration  of  same  we  have 
added  two  new  types  of  English  toes,  also  a  new  last 
with  the  short  effect  fore-part,  which  promises  to  be- 
come very  popular  among  the  young  trade,  both  in 
Canada  and  the  United  States. 

Last  year,  we  showed  several  rubber  soled  lines 
and  the  hearty  reception  which  was  accorded  them, 
prompted  us  to  enter  more  strongly  in  to  this  class  of 
footwear.  The  last,  which  we  have  chosen  for  rubber 
sole  Oxfords  is  a  particularly  good  one  and  admirably 
suited. 

Regarding  women's  shoes,  the  Invictus  line  for 
spring  1915  will  present  many  new  features,  and  al- 
together will  prove  exceptionally  strong  as  an  exclu- 
sive welt  production.  Cloth  tops  have  been  featured 
extensively.    This  applies  not  only  to  high  cuts,  but  to 


Fig.  4  tal<«s  a  medium  high  heel.    Made  by  the  Canada  Last  Company. 
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Two  Spring  Novelties 


Novel  button  effect,  patent  vamp,  suede  quarter. 


Fancy  inlaid  quarter,  in  oxford  button  type, 
with  contrasting  leathers. 


pumps  and  Oxfords  as  well.  The  use  of  cloth  in  light 
shades,  and  fancy  patterns  has  enabled  us  to  prepare 
an  exceptionally  nice  line  of  pumps. 

Fancy  buckles  have  also  attractiveness.  We  are 
certainly  anticipating  a  large  sale  for  next  spring. 
With  reference  to  high  cuts,  the  whole  quarter  cloth 
top  has  been  featured.  We  might  add  that  we  shall 
have  three  new  women's  lasts,  one  pump,  one  medium 
toe  and  one  outing. 

In  conclusion,  golf  Oxfords  both  for  men  and 
women  have  not  been  forgotten.  There  seems  to  be  a 
great  demand  in  the  larger  centres  for  speciality  out- 
ing shoes,  and  we  have  endeavored  to  the  l)est  of  our 
ability  to  take  care  of  this  demand. 

The  Smardon  Shoe  Company,  Montreal,  who  are 
specialists  in  ladies  high  grade  shoes,  will  show  a  very 
extensive  range  for  spring  1915  including  several  new 
lasts.  In  low  shoes  Colonials  will  predominate  with 
some  very  new  and  attractive  buckles.  Fabric  tops  in 
high  shoes  are  still  very  much  in  demand  and  indica- 
tions are  that  there  will  be  no  falling  off.  Browns 
and  greys  in  the  colored  tops  will  predominate.  Pat- 
ent leather  which  has  been  in  high  favor  will  be  shown 
most  extensively  although  the  company  anticipates 
an  increased  demand  for  kid  shoes.  Many  new  styles 
will  be  shown  with  the  new  heels  in  both  wood  and 
leather. 

J.  A.  &  M.  Cote,  St.  Hyacinthe,  Que. :  This  season 
we  are  adding  a  few  staples  in  men's  McKays  and 
Goodyears,  on  a  medium  toe  last,  being  against  ex- 
tremes. We  will  keep  our  pegged,  and  standard 
screw  work  up  to  the  standard  in  quality  and  finish. 

Dupont  &  Frere,  Montreal :  Our  spring  samples 
are  not  ready  yet,  but  we  are  thinking  that  the  styles 
will  be  about  the  same  as  before,  and  as  we  are  mak- 
ing a  specialty  of  men's  McKay,  we  may  state  that 
we  cannot  see  any  change  in  the  last.  In  a  few 
months  more  the  medium  high  toe  will  be  again 
the  style,  while  we  think  tlie  button  boots  will  still  be 
in  great  demand. 

James  Robinson,  Montreal,  will  put  on  the  market 
some  exceptionally  good  lines  in  women's  turns,  with 
the  receding  toe,  in  gunmetal  and  patents.  In  high 
shoes  there  will  be  a  fine  selection  with  the  fabric 


tops  in  a  variety  of  shades.  Heavy  men's  waterproof 
shoes,  in  mahogany  calf  skin,  should  be  good  sellers. 
The  firm  will  have  their  usual  strong  line  sof  staple 
goods. 


Ask  Yourself  These  Questions 

Have  I  found  a  way  to  cut  expenses? 
Have  I  cleaned  up  any  of  the  old  stickers? 
Have  I  used  enough  for  leaders? 
Have  I  seen  that  the  store  is  kept  clean  and  in 
order? 

Have  I  marked  all  the  new — and  old — goods  in 
plain  figures? 

Have  I  done  anything  to  get  new  people  into  the 
store  ? 

Have  I  given  my  advertising  and  show  windows 
proper  attention  ? 

Have  I  overstocked  on  any  article? 

Have  I  really  placed  my  orders  where  price  and 
quality  are  best? 

Have  I  explained  the  talking  points  of  the  goods  to 
the  salespeople? 

Have  I  dealt  squarely  with  them? 

Have  I  been  pleasant  to  everyone  to-day? 

Have  I  made  plans  for  a  better  day  to-morrow? 

Am  I  a  better  merchant — and  a  better  man — than  I 
was  yesterday? — Ex. 


New  House  Organ 

"The  Three  Partners,"  is  the  name  of  a  new  publi- 
cation issued  for  the  first  time  last  July,  by  the  United 
Shoe  Machinery  Athletic  Association,  of  Beverly. 
Mass.  It  is  full  of  well  written,  interesting,  instructive 
material,  is  well  illustrated,  printed  on  excellent  stock, 
and  is  a  valuable  addition  to  the  trade  literature  of 
the  countrv. 


Jos.  Plamondon,  shoe  retailer,  Quebec  City,  has  recently 
installed  a  handsome  new  store  front. 

The  Owl  Shoe  Store  at  12.'?  Yonge  Street,  Toronto,  has 
transferred  its  ladies'  shoe  department  from  the  ground  to 
the  first  floor,  thus  devoting  more  space  downstairs  to  their 
men's  trade. 


Whirl  model,  in  a  patent  Leather  vamp, 
kid  top,  and  regular  heel. 

Milady,  cloth  top,  plain  tip  and  leather 
Louis  Heel. 


Scout  Model,  on  a  gunmetal, 

Carlton  model,  in  a  patent  leather  button.  medium  round,  high  toe. 
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Trade  Conditions  Throughout  the 
Dominion  of  Canada 


BUSINESS  is  not  very  brisk  in  any  line  through- 
out the  Canadian  West,  and  the  shoe  trade  is 
no  exception.  Orders  are  being  booked  on  a 
conservative  scale  and  all  concerns  are  await- 
ing the  assurance  of  a  good  crop  yield.  Apparently 
the  wholesale  houses  are  not  anxious  to  book  a  heavy 
business  until  they  see  that  money  in  the  west  is  likely 
t(i  be  more  plentiful  after  the  harvest.  Retail  mer- 
chants are  also  desirous  of  keeping  obligations  as  low 
as  they  possibly  can  in  the  meantime.  Very  little  sort- 
ing Inisiness  has  been  done  lately,  and  it  is  not  expect- 
ed that  many  will  give  their  spring  orders  early  this 
year,  but  will  await  developments  as  long  as  possible. 
This  will  have  a  tendency  to  make  deliveries  late  in  the 

At  tlie  recent  convention  of  the  Caniiaian  Consoli- 
dated Rubber  Company,  reports  were  received  indi- 
cating that  the  crop  prospects  in  the  west  were  good. 
It  was  also  stated  that  Canada  had  l)een  over-borrow- 
ing, and  has  Ijeen  extravagant,  thus  causing  the  pre- 
sent depression  in  trade,  but  that  the  corner  would  be 
turned  shortly.  In  the  rubber  trade  employment  is 
good,  and  tliis' business  has  suffered  less  during  the  last 
year  than  any  other  industry.  Retailers  are  not  over- 
stocked in  rubbers,  in  fact,  in  most  cases  their  stocks 
arc  very  low. 

Ontario 

In  (  )ntario,  trade  is  a  little  more  brisk  than  in  the 
west.  In  Ottawa,  we  learn  from  our  correspondents 
tliat  the  past  spring  trade  has  been  up  to  tlieir  expecta- 
tions, considering  the  tightness  of  money.  They  are 
looking  forward  to  a  good  fall  trade,  by  which  time 
they  expect  the  conditions  of  the  country  will  have  ad- 
justed themselves,  and  that  the  people  who  usually  buy 
two  or  three  pairs  of  shoes  a  season,  and  have  been 
curtailing  their  expenses  a  trifle,  recently,  in  this  re- 
spect, will  be  in  a  position  to  purchase  their  usual  sup- 
ply. Naturally  at  this  season  of  the  year,  trade  begins 
to  slacken,  with  the  warm  weather  coming  on,  and 
many  people  leaving  the  city  for  the  country.  The 
reduction  sales  being  carried  on  however,  make  busi- 
ness a  little  brisker  even  if  profits  are  not  so  large. 
Ladies'  white  shoes  with  Colonial  effects,  have  been 
strongly  in  demand;  patents  and  gunmetal  calf  have 
Ijcen  strong,  the  former  having  large  sales. 

In  Toronto,  the  leading  stores  report  a  slight  in- 
crease in  volume  of  sales  over  last  year,  which  was  a 
])anner  year,  some  months  there  being  a  slight  increase, 
and  in  others  a  decrease,  but  on  the  whole,  a  slight 
gain.  Tiiis  is  very  encouraging  when  we  take  into 
consideration  the  general  talk  of  hard  times.  Most  of 
the  Toronto  stores  have  about  exhausted  their  white 
stock.  Clearance  sales  are  the  order  of  the  day,  and 
considerable  price  cutting  is  being  carried  on,  in  order 
to  turn  surplus  stock  into  ready  cash. 

Quebec 

Consecjuent  upon  many  summer  sales  by  retailers, 
business  has  been  more  brisk  in  Montreal  during  the 
])ast  month,  but  as  prices  have  been  cut,  the  profits 
iiave  been  on  a  smaller  margin.  Apart  from  this,  trade 
keeps  quiet,  especially  as,  except  for  a  brief  period,  the 
V.  cather  conditions  have  been  adverse  to  the  sale  of 


summer  goods.  Many  people,  too,  are  not  spending 
so  freely  on  boots  and  shoes  owing  to  the  dull  time.-:. 

Manufacturers  are  very  busy  gettmg  out  their 
spring  samples  and  making  preparations  for  travellers 
journeys.  Most  of  them  report  that  orders  are  coming 
in  very  slowly,  as  this  is  the  dead  season.  All  how- 
ever are  looking  forward  with  hope  for  a  real  good 
spring  trade.  They  base  their  anticipations  on  a  boun- 
lifid  harvest,  which  will  enable  retailers  to  stock  up 
more  heavily.  Montreal  and  Maisonneuve  manufac- 
turers were  undcjubtedly  hit  severely  by  the  land  spec- 
ulation in  the  West,  by  reason  of  its  effect  on  general 
commerce ;  and  they  are  now  hoping  that  tlie  crop  will 
mean  more  satisfactory  conditions. 

In  Quebec  City  our  correspondent  informs  us  that 
business  generally  has  not  been  up  to  the  desired  mark. 
The  unseasonable  weather  and  the  scarcity  of  money 
having  been  unfavorable  to  the  trade.  There  has  been 
a  large  influx  of  tourists  into  the  city,  but  these  have 
not  had  the  expected  effect  on  trade,  as  they  did  not 
walk  about  and  do  much  shopping,  usually  travelling 
about  the  city  in  tourist  cars.  White  wear  has  been 
in  great  demand  since  the  spring,  by  the  general  pub- 
lic. The  merchants  have  fairly  heavy  stocks  on  hand, 
particularly  in  women's  lines. 

Nova  Scotia 

Some  of  the  manufacturers  and  wholesalers,  in 
comparing  the  first  six  months  of  the  present  year 
with  the  corresponding  part  of  1913,  find  they  are  some 
thousands  of  dollars  ahead,  although  they  admit  their 
sales  in  Western  Canada  were  short  of  last  year.  This 
only  goes  to  prove  they  must  have  found  conditions  in 
the  Maritime  Provinces  exceptionally  good.  All  class- 
es, farmers,  fishermen,  miners  and  lumbermen  seem  to 
be  enjoying  a  prosperity  markedly  in  contrast  to  con- 
ditions in  Western  Canada,  and  the  United  States. 
The  leather  market  is  still  very  high  and  firm,  and 
would  be  higher  if  manufacturing  conditions  favored 
such  a  thing.  In  spite  of  the  decrease  in  the 
demand  for  leather,  tanners  show  little  disposi- 
tion to  lower  their  prices,  and  it  is  predicted 
that  when  normal  manufacturing  conditions  again 
prevail  throughout  the  country  the  same  high  prices 
and  firm  market  will  have  to  be  encountered  by  the 
manufacturer. 

Retailers,  especially  in  the  country  have  found  con- 
ditions somewhat  backward,  owing  to  the  unseasonable 
weather.  Usually  considerable  assorting  business  is 
being  done  at  this  season,  in  summer  lines,  but  this 
year  retailers  are  having  trouble  in  moving  their  sum- 
mer stock  and  very  little  assorting  of  any  kind  is  being 
done.  This  is  the  quietest  season  of  the  year,  at  any 
rate,  but  seems  rather  more  quiet  than  was  anticipated 
or  desired.  Even  in  the  cities,  where  the  greater  vari- 
ety of  the  average  city  person's  wants  has  helped  shoe 
dealers  to  a  large  extent,  the  trade  anticipate  having  to 
sacrifice  a  large  percentage  of  their  white  and  summer 
stock,  in  clearance  sales.  The  few  warm  days  have 
helped  sales  somewhat,  but  warm  weather  has  not 
been  long  enough  continued  to  materially  lower  their 
stocks.  Manufacturers  will  soon  be  around  with  new 
samples,  and  it  is  expected  there  may  be  some  revision 
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of  price  lists,  although  this  is  not  to  be  counted  on. 
Shoe  prices  have  been  firm,  for  some  time. 

New  Brunswick 

In  New  Brunswick,  the  wholesale  trade  is  not  as 
bright  as  it  might  be.  There  does  not  seem  to  be  any 
snap  to  the  trade,  although  assorting  seems  to  be  fairly- 
good.  The  orders  for  fall  were  lighter  than  usual. 
Evidently  the  retailers  are  cutting  down  their  stocks, 
which  they  feel  justifi^ed  in  doing  owing  to  the  general 
feeling  throughout  the  country  that  money  is  scarce. 
However,  the  retail  dealers  are  doing  about  their  usual 
business,  and  running  stocks  very  low,  therefore  a  bet- 
ter assorting  trade  this  fall  and  next  spring  may  be 
looked  forward  to.    Collections  are  about  as  usual. 

Prince  Edward  Island 

Business  is  the  shoe  line  here,  the  first  two  weeks 
in  July  was  very  good,  but  since  then  there  has  been  a 
falling  oi¥.  Farmers  are  busy  at  their  hay,  the  city  folk 
are  well  supplied  for  a  time.  Trade  may  be  dull  for  a 
few  weeks,  but  that  has  to  come.  Crops  look  excellent, 
and  the  demand  and  prices  were  never  better.  There 
is  also  lots  of  fox  money  in  sight,  and  when  it  is  put 
in  circulation,  everyone  will  get  a  share  of  it.  Building 
operations  are  quite  active,  houses,  wharves  and 
bridges  being  in  course  of  construction.  There  is  not 
a  vacant  tenement  house  in  the  city  of  Charlottetown, 
at  present,  and  everything  seems  to  be  booming 
throughout  the  whole  of  Prince  Edward  Island. 


English  Footwear  in  Canadian  Market 

OUR  readers  will  no  doubt  recall  the  letter  pub- 
lished in  the  June  issue  of  "Footwear  in 
Canada,"  by  Geo.  Heal,  an  English  shoe 
traveller  who  was  introducing  the  products 
of  Petch  &  Company,  Limited,  London ;  G.  T.  Hawk- 
ins, Northampton ;  and  W.  C.  Terry  &  Company,  Lon- 
don, into  this  country.  In  the  letter  Mr.  Heal  claimed 
that  there  was  a  prejudice  existing  in  this  country 
against  English-made  shoes,  and  in  favor  of  footwear 
made  in  the  United  States.  He  also  complained  that 
he  could  not  gain  admission  into  the  Dominion  Com- 
mercial Travellers'  Association.  We  have  received 
the  for.owing  from  a  correspondent  in  London, 
ICngland,  with  reference  to  the  letter  of  Mr.  Heal,  and 
our  commeiits  thereon  : — 

Editor  "Footwear  in  Canada"  9th  July,  1914. 

Toronto. 

Dear  Sir, 

\Vith  reference  to  Mr.  Heal's  letter  in  the  June  issue  of 
"iHiotwear"  and  particularly  that  part  complaining  that  a 
number  of  Canadian  buyers  would  not  look  at  his  samples 
because  they  say  their  customers  will  have  the  Yankee  pro- 
duct, is  surely  an  excuse  far  from  being  correct,  and  there 
must  be  some  latent  reason  which  prevented  them  enter- 
taining the  idea  of  buying  British  goods. 

I  am  prompted  to  make  this  statement  on  the  score  that 
many  United  States'  firms,  following  the  recent  Wilson 
Tariff  and  knowing  the  product  of  this  country,  are  anxious 
to  buy  British  footwear;  and  a  number  of  instances  of  the 
desire  of  the  British  manufacturer  to  supply  just  what  is 
needed  for  the  United  States  market  have  recently  come  to 
my  personal  notice. 

I  recall  one  case  in  particular;  I  was  asked  by  the  repre- 
sentative of  one  of  the  most  important  commission  houses 
in  New  York  to  recommend  a  number  of  British  firms  likely 
to  be  interested  in  the  United  States  market — and  I  did  so — 
:ind  was  present  at  the  interview  between  the  principal  of  a 
leading  Bristol  firm  and  the  New  York  man. 

It  would  be  idle  to  dwell  at  any  length  upon  the  con- 
versation that  passed;  but  having  satisfied  himself  of  the 
Standing  of  the  prospective  United  States'  client,  the  British 


manufacturer  emphasised  the  fact  that  he  was  prepared  to 
build  boots  and  shoes  to  meet  every  possible  requirement 
both  as  regards  style  and  price.  Moreover,  he  was  prepared 
to  send  a  first-class  salesman  to  New  York  to  study  the 
conditions  and  render  every  possible  assistance  in  order  to 
exploit  the  market  thoroughly. 

I  think  you  will  agree,  sir,  that  Mr.  Heal  has  just  cause 
for  complaint;  although  it  is  reassuring  to  notice  that  he 
speaks  very  well  of  the  prospects  of  Canadian  business. 

The  British  manufacturer  is  constantly  having  "Wake 
up!"  drummed  into  him,  but  I  can  assure  you  that  the  steady 
increase  in  the  export  of  British  boots  and  shoes  is  evidence 
"ipso  facto"  that  the  manufacturer  here  is  not  lacking  very 
much. 

Like  business  men  everywhere,  the  British  manufacturer 
looks  for  business  along  the  line  of  least  resistance. 

W.  A.  Mountstephen. 


The  Knocker's  Prayer 

Lord,  please  don't  let  this  town  grow.  I've  been 
here  for  thirty  years,  and  during  that  time  I've  fought 
every  public  improvement. 

I've  knocked  everything  and  everybody,  no  firm  or 
individual  has  established  a  business  here  without  my 
doing  all  I  could  to  put  them  out  of  business.  I've  lied 
about  them,  and  would  have  stolen  from  them  if  I  had 
the  courage. 

I  have  done  all  I  could  to  keep  the  town  from  grow- 
ing and  never  have  I  spoken  a  good  word  for  it.  I've 
knocked  hard  and  often. 

It  pains  me,  O  Lord,  to  see  that  in  spite  of  my 
knocking  this  town  is  beginning  to  grow.  Some  day  I 
fear  I  will  be  called  upon  to  put  down  sidewalks  in 
front  of  my  property  and  who  knows  but  what  I  may 
have  to  help  keep  up  the  streets  that  run  by  my  prem- 
ises? 

This,  Lord,  would  be  more  than  I  could  bear.  It 
would  cost  me  money,  though  all  I  have  was  made 
right  here  in  this  town. 

Then,  too,  more  people  might  come  if  the  town 
begins  to  grow  which  would  cause  me  to  lose  some  of 
my  pull.  I  ask,  therefore,  to  keep  this  town  at  a  stand- 
still, that  I  may  continue  to  be  the  chief  knocker. 
Amen. 


A  New  High  Cut  Boot 


High  cut  lace  boot  for  miners,  hunters  and 
lumbermen— Chas.  A.  Ahrens  Company. 
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The  Bostom 


ainidl  Leatlner  Fair 


Gathering  of  the  Shoe  and  Leather  Trades  From  All  Over 
the  World  —  Many  Canadians  Present  —  A  Great  Success 


THE  National  Shoe  and  Leather  Fair,  lield  at 
Boston,  Mass.,  July  8th  to  15th,  was  a  great 
success  from  a  business  standpoint  and  also 
in  the  matter  of  attendance,  it  being  esti- 
mated that  considerably  over  a  million  dollars  worth 
of  business  was  done  in  the  way  of  taking  orders,  dur- 
ing the  week,  and  the  attendance  reached  the  record 


Group  of  Canadians  at  Shoe  and  Leather  Fair.  Left  to  right,  W.  W.  Dickson, 
Toronto,  Ont. ;  Elmer  Davis,  Kingston,  Ont. ;  Everett  W.  Bird,  Boston  ;  Andrew 
Davis,  Newmarket,  Ont.  ;  Archie  Smith,  Toronto,  Ont.  ;  H.  L.  Daville,  Toronto, 
Ont.;  W.  Pollard,  Toronto,  Ont.;  Harold  Davis,  Kingston,  Ont.;  J.  A.  Matheson, 
Toronto,  Ont. 

mark  of  over  60,000.  Shoe  and  leather  men  were 
there  from  all  parts  of  the  United  States,  Canada, 
England,  and  other  countries,  many  of  the  foreign 
firms  deciding  to  appoint  representatives  in  the  United 
States  and  to  enter  that  market.  There  was  some  talk 
among  the  shoe  and  leather  men  from  the  West  in  re- 
gard to  holding  the  next  National  Shoe  and  I^eatlier 
Fair  at  Chicago,  but  this  evidently  did  not  meet  with 
the  approval  of  the  Eastern  merchants,  and  notliing 
was  done  in  the  matter. 

Booth  No.  68,  where  "Footwear  in  Canada"  had 
established  a  headquarters  for  Canadians,  was  exten- 
sively patronized  by  visitors  from  this  country,  as 
well  as  many  from  the  United  States  and  Europe. 
The  leading  Canadian  newspapers  were  kept  on  file 
there,  and  visitors  were  thus  enabled  to  get  the  latest 
news  of  home,  and  a  register  was  also  kept  that  they 
could  easily  find  out  if  their  friends  were  in  town,  and 
where  they  were  staying. 

Canadian  Visitors 

The  following  are  some  of  the  visitors  to  the  Fair: 
Louis  F.  and  Jules  R.  Payan,  of  St.  Hyacinthe,  Jos. 
Wiezel,  St.  John,  N.B..  Albert  Tetrault,  Amos  N. 
Cusson,  Ant.  Lefaivre,  A.  J.  Laberge,  F.  J.  McCann 
and  Medard  Gauthier,  of  Montreal,  Louis  Guay,  of  J. 
Guay  &  Fils,  Quebec,  Geo.  G.  Gales  and  Clarence  F. 
Smith,  Montreal,  James  W.  Leslie,  Hamilton,  Erwin 
C.  Greb,  Berlin  Shoe  A'lanufacturing  Company,  Ber- 
lin, J.  H.  Porter,  of  Robt.  Simpson  Company,  Limit- 
ed, Toronto,  Wm.  Chamberlain,  of  Getty  &  Scott, 
Limited,  Gait,  Edward  F.  Leonard,  Montreal,  and  H. 
D'Artois,  of  Fisk  Limited,  Montreal,  James  Dawson, 
London,  W.  G.  Miller,  of  Amherst  Boot  &  Shoe  Com- 


pany, Amherst,  Lloyd  M.  Ault,  f^ttavva,  Wm.  H. 
Christie  and  Chas.  K.  Palmer,  of  Fredericton,  A. 
Levy,  Toronto,  Frank  W.  Slater,  Oscar  Brunet  and 
Tom  Robinson,  of  Eagle  Shoe  Company,  Limited, 
Montreal,  Kenneth  Murray  and  Walter  Stevens,  Lon- 
don, Thos.  Sweet,  Toronto,  Harry  Johnson,  London, 
H.  W.  Thompson,  Toronto.  A.  E.  Taylor,  Windsor, 
Oscar  Oliver,  St.  Thomas,  F.  H.  DeLancey,  Montreal, 
J.  N.  Tupper,  Nova  Scotia,  A.  C.  Humphrey,  Quebec, 
I^ouis  A.  Lavoie,  Montreal,  W.  J.  MacLean,  Frederic- 
ton,  Theo  King,  Whitby,  W.  George,  Montreal,  T. 
Sisman,  Aurora,  W.  D.  Wood,  St.  John,  N.B.,  R.  C. 
Lunnan,  Campbellford,  M.  N.  and  A.  M.  Gaddis,  and 
Sadie  G.  During,  Moncton,  R.  T.  Hayes,  and  F.  VV. 
Connell,  St.  John,  N.B.,  A.  F.  Callahan,  Amherst,  IL 
W.  Algeo,  United  Shoe  Machinery  Company,  Mon- 
treal, W.  A.  Moore  and  J.  A.  Matheson,  Beardmore 
&  Company,  Toronto,  E.  T.  Jacobi,  Toronto,  L.  O. 
and  J.  E.  Breithaupt,  of  Briethaupt  Leather  Com- 
pany, Berlin,  J.  G.  and  Eleanor  MacKay,  Westville, 
Annie  Strugnell,  St.  Johns,  Nfld.,  Edgar  Clement  and 
Levis  Coutin,  Quebec,  J.  A.  Reid,  Fredericton,  Alfred 
Lambert,  Montreal,  A.  Minister,  Toronto,  C.  A.  Mad- 
dox,  Berlin,  C.  N.  Drolet,  and  R.  H.  Harrison,  Geo.  A. 
Slater  Company,  Montreal,  W.  V.  Eccleston,  Toronto. 

United  States  and  Foreign  Visitors 

The  following  gentlemen  in  the  shoe  and  leather 
trade,  from  the  United  States,  and  foreign  countries, 
were  callers  at  Footwear  in  Canada's  booth. 

Wm.  H.  Thomas,  Boston  Mass.,  Fink  Manufactur- 
ing Company,  New  York,  Kirby  G.  Dalton,  Boston, 
Mass.,  R.  Wilson,  Lynn,  Mass.,  P.  H.  Peckham,  Bos- 
ton, Mass.,  H.  B.  Whitcomb,  C.  R.  Blade.  Roger 
Keith,  and  L.  H.  Shaw,  of  Borckton,  Mass.,  F.  W.  A. 
Lippard,  Marlboro,  Mass.,  A.  B.  Peacock,  New  York, 
Thos.  F.  Brady,  Jr.,  and  F.  McCarthy.  Boston,  Mass., 
C.  B.  Bickum,  Jonathan  Morrill,  and  L.  W.  Stock- 
bridge,  of  Haverhill.  Mass.,  E.  A.  Haves,  C.  S.  New- 
hall,  W.  H.  Thaver  and  Wm.  E.  GerVish,  of  Boston. 
T.  E.  Kirkbride,  Philadelphia,  Pa..  T.  J.  Evans. 
Brockton,  Mass..  E.  S.  Mitcliell.  T.  H.  Shurman.  and 


English  visitors  to  the  Fair. 


FOOTWEAR   IN  CANADA 


37 


Everett  H.  Dunbar,  of  Lynn,  Mass.,  W.  G.  Dennison, 
and  W.  C.  Cushman,  of  Boston,  Mass.,  E.  J.  Mc- 
Carthy, Quincy,  Mass.,  H.  E.  Turner,  Auburn,  Me.,  O. 
C.  Adams,  Haverhill,  Mass.,  L.  A.  Mahler,  St.  Louis, 
Mo.,  H.  W.  Sawyer,  Lynn,  Mass.,  J.  S.  Cunard,  Bos- 
ton, Mass.,  A.  Swartz,  Brookline,  Mass.,  S.  H.  Rue- 
bens,  Canton,  Mass.,  S.  A.  Greenwood,  Boston,  Mass., 
E.  P.  Wagner  and  Rollins  A.  Kenipton,  Lynn,  Mass., 
E.  B.  Bowen,  Newton,  Mass.,  T.  W.  Rich,  Dorchester, 
Mass.,  C.  L.  Young,  Boston,  Mass.,  Joseph  Reitman, 
New  York,  Fred  L.  Waller,  Vienna,  Austria,  Arthur 
H.  Freer,  Sao  Paulo,  Brazil,  and  N.  E.  Shepherd,  of 
South  Stukely. 

The  Kenworthy  Exhibit 

One  of  the  most  attractive  booths  at  the  Fair  was 
that  of  Kenworthy  Brothers  Company,  a  feature  of 
the  exhibit  being  "Kendex,"  a  substitute  for  leather 
and  rubber  soles.  This  is  made  in  any  thickness  or 
iron  wanted,  and  in  colors  of  oak,  hemlock,  black  and 


Booth  of  Kenworthy  Brothers  Company 

Avhite.  It  is  more  flexible  and,  it  is  claimed,  will  wear 
longer  than  leather,  besides  being  considerably  lighter 
in  Aveight.  It  is  very  resilent,  waterproof,  is  a  non- 
conductor of  heat  and  cold,  will  not  slip  on  a  wet  or 
polished  surface  and  will  last  until  the  sole  is  worn 
out.  "Kendex"  has  become  extremely  popular  with 
leading  shoe  manufacturers. 


The  Durability  of  Military  Boots:  A  Lesson 
from  the  Balkan  War 

The  "Correspondence  Militiare  Politique,"  com- 
menting on  the  statements  of  the  different  military 
administrations  regarding  the  impressions  gathered 
during  the  last  two  Balkan  wars,  says  that  a  pair  of 
French  marching  shoes  will  probably  last  two  months. 
The  Greek  army,  which  numbered  in  its  ranks  many 
volunteers  wearing  for  the  most  part  civilian  shoes, 
showed  very  bad  results,  for  the  shoes  only  lasted,  on 
an  average,  from  four  to  six  weeks.  The  German 
shoes  show  much  more  resistance,  even  m  cases  of  ex- 
tensive wear.  They  employ  in  their  manufacture  the 
])est  raw  materials,  and  the  financial  consideration  is 
only  of  secondary  importance.  They  place  foremost 
the  point  of  view  of  the  wearer  in  times  of  war.  More- 
over, on  account  of  the  importance  they  attach  to 
them,  the  boots  for  the  German  army  are  made  ex- 
clusively in  the  State  workshops,  under  severe  inspec- 
tion all  the  time.  In  case  of  war  the  ordinary  boots 
are  substituted  for  a  pair  exactly  suited  to  the  in- 
dividual, and  not  just  the  ordinary  sizes.  There  is 
every  reason  to  believe  that  the  German  boot  will 
stand  six  months  of  hard  wear.  The  British  army 
"ammunition"  boot  is  hard  to  beat,  however.  The 


editor  of  this  journal  wore  a  pair  of  the  latter  for  over 
eight  months  in  South  Africa,  during  the  Boer  War. 
They  were  subjected  to  continual  hard  marching  over 
rough  country,  but  even  at  the  end  of  eight  months 
were  not  worn  out,  being  cast  aside  owing  to  the  fact 
that  the  uppers  were  badly  cut  by  the  knife  of  the 
wearer,  whose  feet  they  did  not  fit. 


Waterproofing  Shoe  Bottoms 

"There  is  no  better  scheme,  my  boy,  to  make  a 
waterproof  bottom  shoe,  than  by  the  insertion  of  a 
bladder  between  the  soles,"  said  an  old  custom  shoe- 
maker to  the  writer.  This  may  have  been  all  right 
once  and  perhaps  it  is  now,  but  modern  shoe  findings 
firms  have  substituted  many  artificial  materials  for 
the  natural  ones  that  answer  the  purpose  fully  as  well 
and  in  many  cases  are  much  better,  besides  being 
much  more  convenient,  as  a  rule. 

There  is  on  the  market  to-day  a  thin  sheeting  of 
skin-like  fibre  which  is  absolut^ely  waterproof  and 
which  can  be  inserted  between  the  soles,  covering  the 
bottom  and  protruding  at  the  edges.  It  is  so  thin  that 
it  does  not  interfere  with  the  setting  of  the  edge,  but 
can  be  discerned  at  close  inspection  and  is  therefore, 
a  big  talking  point  for  waterproof  shoes.  Nails  will 
not  interfere  with  the  wearing  qualities  of  this  ma- 
terial, as  rust  will  not  eat  in  as  it  does  into  leather. 

A  rubber  sheeting  will  not  answer  this  purpose, 
as  rubber  will  cause  perspiration,  many  people  be- 
lieve, no  matter  how  far  distant  it  may  be  placed 
from  the  feet.  We  live  in  an  age  of  rubber  soled 
shoes,  and  these  are  the  best  for  waterproofing  and 
cushioning  the  bottoms. 

Repairers  should  bear  in  mind  that  the  cushion 
shoe  bottom  is  very  popular  and  will  be  demanded, 
even  in  the  repair  shop.  Remember  the  story  of  the 
man  who  foresaw  the  coming  demand  for  kid  shoes 
and  made  a  fortune  before  the  other  fellow  woke  up. 
The  best  cushion  is  made  from  small  pieces  of  wool- 
lens ;  it  means  a  bottom  that  will  wear,  yield  and 
spring. — Shoe  Repair  &  Dealer. 


Watch  the  Shank 

You  are  paid  to  nail  on  or  sew  on  the  taps,  but  do 
not  forget  to  nail  the  shank  part.  Some  repairers 
stitch  the  shank  by  hand  at  those  points  where  the 
edge  is  opening  up,  but  the  writer  always  prefers  to 
nail  the  shank,  as  the  nails,  even  on  a  welt  shoe,  close 
the  edge  and  hold  up  the  shank  against  the  foot. 

Brand  new  welt  shoes  are  often  nailed  in  the 
shanks  in  the  factory  and  up  to  date  no  better  means 
has  been  discovered  for  properly  uniting  that  part  of 
the  bottom  to  the  upper.  Some  manufacturers  have 
the  shank  part  McKay  stitched  on  welt  shoes,  instead 
of  nailed,  but  there  is  nothing  gained  thereby.  Put  in 
brass  nails,  not  too  near  the  inseam,  and  let  it  go  at 
that. 


Revised  Shoe  and  Leather  Lexicon 

We  have  received  a  copy  of  the  revised  edition  of 
tlie  Shoe  and  Leather  Lexicon,  published  by  the  Boot 
and  Shoe  Recorder  Publishing  Company,  179  South 
Street,  Boston,  Mass.  It  contains  a  complete  glossary 
of  shoe  terms  and  with  recent  additions  is  brought  en- 
tirely up  to  date. 
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The  Consolidated  Rubber  Company's 

Recent  Convention 


O I 'TIM  ISM  was  the  keynote  of  the  views  ex- 
pressed by  the  delegates  to  the  Convention  of 
tlic  Canadian  Consolidated  Rubber  Company, 
held  from  the  21st  to  the  25th  July  in  Mon- 
treal and  Berlin,  Ont.  This  was  the  first  gatherinj^  of 
the  kind  held  under  the  present  management,  and  it 
was  a  general  convention  of  the  entire  shtaff  of  the 
organization,  from  the  Atlantic  to  the  Pacific.  The 
delegates  were  presented  with  a  button  engraved  witli 
the  symbol  "Dominion  Rubber  System" — significant 
of  the  wide  activities  of  the  company. 

Mr.  R.  C.  Johnson,  general  sales  manager,  pre- 
sided at  the  various  conferences,  and  Mr.  T.  H.  Ried- 
er„  vice-pesident  and  general  manager,  also  took  a 
leading  part  in  the  proceedings.  The  following  were 
the  delegates:  Messrs.  J.  H.  McKechnie,  vice-presi- 
dent; W.  Binmore,  treasurer;  F.  E.  Partridge  and  A. 
D.  Thornton,  vice-presidents,  Canadian  Rubber  Com- 
pany, Montreal ;  J.  H.  Pearce,  Jr.,  assistant  manager, 
Granby  Rubber  Company ;  A.  Dwyer,  assistant  treas- 
urer, Canadian  Consolidated  Rubber  Company,  Mon- 
treal; R.  W.  Ashcroft,  advertising  manager,  Montreal; 
C.  Holden,  Western  sales  manager,  Winnipeg;  J.  M. 
S.  Carroll,  division  manager,  Montreal ;  J.  K.  Lindsay, 
division  manager,  Toronto;  W.  A.  Allan,  division 
manager,  Vancouver;  Hugc^  Mellein,  division  man- 
ager, Winnipeg;  A.  E.  Massie,  division  manager,  St. 
John.  N.B. ;  G.  H.  Forbes,  branch  manager,  Ilalifax  ; 
A.  C.  McGiverin.  branch  manager,  Calgary;  C.  11. 
Himburg,  branch  manager,  FLdmonton ;  J.  H.  Jamie- 
son,  branch  manager,  North  Bay ;  E.  M.  Zavitz, 
Ijranch  manager,  Ottawa ;  J.  A.  McKenzie,  branch 
manager,  Victoria;  E.  Y.  Jones,  branch  manager,  Re- 
gina ;  L.  T.  McGiverin,  branch  manager,  Saskatoon; 
J.  A.  Connor,  branch  manager,  London  ;  A.  J.  Mealey, 
branch  manager,  Quebec ;  F.  L.  Summerhayes,  Mon- 
treal; W.  R.  Stewart  and  H.  R.  Nixon,  St.  John,  N.B.; 
A.  D.  W'eber,  J.  A.  Wade,  W.  A.  Eden,  H.  J.  Hum- 


mell,  O.  H.  Hymmen,  J.  L.  Gant,  C.  K.  Hutchinson, 
F.  Jamieson,  M.  F.  Spiegel,  J.  J.  Keiswetter,  \V.  A. 
Youngblud,  H.  A.  Wells,  F.  A.  Todd,  George  Ber- 
geron, J.  L.  Quesnel,  Montreal ;  E.  W.  James,  F'ort 
W'illiam;  C.  F.  Veitch,  H.  V.  Johnstone,  W.  G.  Mar- 
tin, Toronto;  J.  M.  Doyle,  Vancouver;  F.  J.  Rosch- 
man,  M.  B.  Clint,  J.  M.  Rice,  Winnipeg;  J.  Harper, 
Ottawa.  The  officials  of  the  Berlin  and  Port  Dal- 
housie  factories  were  present  at  the  Berlin  conference. 

At  the  various  meetings  questions  relating  to  con- 
ditions, stocks,  and  matters  pertinent  to  the  company's 
business  were  discussed  in  detail.  The  delegates 
were  unanimous  in  their  views  that  prf)spects  are  of 
the  brightest,  the  W^estern  men  being  particularly  op- 
timistic as  to  the  general  outlook.  In  their  opinion 
the  worst  of  the  financial  and  business  depression  ha.^ 
been  seen,  and  with  a  good  harvest  there  should  be  a 
distinct  revival.  Retailers'  stocks  of  merchandise  are 
low  throughout  the  country  and  this  will  mean  satis- 
factory orders  in  the  immediate  future.  With  regard 
to  the  company's  productions,  it  was  stated  that  one 
of  tlie  most  popular  lines  is  the  Meet  F'oot  sporting 
shoe. 

( )n  Wednesday,  July  22,  the  delegates  were  enter- 
tained at  a  banquet  at  the  Country  Club,  St.  Lambert, 
at  which  Lorne  McGibbon,  president  of  the  company, 
Victor  Mitchell,  a  director,  and  Louson,  sales  man- 
ager, of  Ames,  Holden,  McCready,  Limited,  were  pre- 
sent. 

The  delegates  left  for  Berlin  on  Thursday  in  a 
Grand  Trunk  special,  on  the  following  cay  inspected 
the  tire  factory,  and  on  Saturday  went  through  the 
felt  factories.  On  the  Friday  evening  they  motored 
to  Conestoga,  where  they  were  entertained  at  Sch- 
weitzer's Hotel  by  A.  J.  Himmel,  R.  W.  Ashcroft 
presiding.  This  was  followed  by  an  entertainment  on 
the  lawn. 

The  convention  was  a  pronounced  success,  and  the 


The  Delegates  to  the  Canadian  Consolidated  Rubber  Company's  Convention.   Taken  in  front  of  the  Countr>'  Club  at  St.  Lambert,  Que. 
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delegates  left  Berlin  with  added  enthusiasm  and  with 
that  wider  knowledge  which  comes  of  the  exchange  of 
views  on  salesmanship  and  the  manufacture  of  the 
company's  varied  productions. 


Death  of  Prominent  Shoe  Manufacturer 

Our  readers  will  learn  with  regret  of  the  death  on 
July  23  of  William  Alfred  Marsh,  of  Quebec,  one  of 
the  oldest  and  best  known  shoe  manufactiu'ers  in  the 
Dominion.  As  we  stated  in  our  last  issue  Mr.  Marsh 
had  decided  to  retire  from  active  participation  in  the 
management  of  the  Wm.  A.  Marsh  Company,  Limit- 
ed, of  which  he  was  president.  E.  P.  Mullarky,  the 


The  late  William  Alfred  Marsh 


superintendent,  becoming  managing  director.  Mr. 
Marsh  had  also  made  arrangements  for  disposing  of 
a  portion  of  his  interests  in  W.  A.  Marsh  Company, 
Western,  Limited,  AVinnipeg,  to  Mr.  A.  Congdon. 

His  retirement  was  due  to  illness;  Mr.  Marsh  had 
been  ill  for  several  months  and  underwent  two  seri- 
ous operations.  For  a  while  it  appeared  as  if  he  would 
recover,  but  a  few  weeks  ago  he  was  taken  very  ill, 
and  became  weaker  and  weaker,  until  he  died  on  July 
23,  surrounded  by  the  members  of  his  family. 

The  deceased  gentleman  made  his  mark  in  the 
Canadian  shoe  business.  Born  at  Quebec  in  1848,  and 
educated  at  the  Quebec  Lligh  School,  in  early  life  he 
was  connected  with  the  hardware  trade,  but  believing 
I  that  the  shoe  industry  offered  greater  scope,  he  enter- 
ed into  partnersliip  with  the  late  Mr.  Jacques  as  a  re- 
tailer. Later  he  turned  his  attention  to  the  manufac- 
turing end,  and  joined  with  Mr.  Policy,  the  firm  name 
being  Marsh  &  Polly.  At  a  still  later  date  he  estab- 
lished the  business  now  known  as  the  Wm.  A.  Marsh 
Company,  Limited,  which  employs  several  hundred 
people,  and  whose  products  are  known  from  the  At- 
lantic to  the  Pacific. 

Mr.  Marsh  was  deeply  interested  in  tlie  welfare  of 
his  native  city,  and  did  much  to  promote  its  moral  and 
material  advancement.  He  was  president  of  the  Que- 
bec branch  of  the  Canadian  Manufacturers'  Associa- 


tion, president  of  the  Quebec  Board  of  Trade,  director 
of  the  Quebec  Bank,  life  governor  of  the  Jeffrey  Hales 
Hospital,  and  was  also  connected  with  other  institu- 
tions. In  the  religious  life  of  the  community  he  was  a 
prominent  figure,  being  in  1911  Moderator  of  the 
Eastern  Association  of  Baptist  Churches,  member  of 
the  Provincial  Committee  of  the  Y.  M.  C.  A.,  Ontario 
and  Quebec,  and  vice-president  of  the  local  branch  of 
the  Lord's  Day  Alliance.  His  life  was  thus  one  of 
many  activities,  industrial,  religious,  and  philan- 
thropic. 

Mr.  Marsh  married  Miss  Annie  Glass,  daughter  of 
John  Glass,  of  Quebec,  who  survives  him,  together 
with  five  sons  and  four  daughters — Messrs.  Fred  W., 
David,  Jack,  Willie,  and  Earnest  Marsh,  and  Misses 
Jean,  Dorothy,  Ruth  and  Freda  Marsh. 


Competing  With  the  Welt  Shoe 

Could  the  sale  of  welt  and  McKay  siioes  be  made 
to  compete?  The  writer  believes  that  the  cheapening 
of  the  welt  shoe  will  give  an  opportunity  to  the  Mc- 
Kay manufacturer  to  offer  shoes  that  will  give  great 
competition  to  the  welt  shoes.  The  greatest  mistake  is 
made  when  welt  shoes  are  made  so  cheap  that  a  Mc- 
Kay of  the  same  price  will  give  added  value  to  the 
purchaser.  While  many  welt  shoe  manufacturers  are 
trying  to  introduce  a  cheap  grade  of  welt  shoes,  other 
manufacturers  making  McKays  are  exerting  their  ef- 
forts toward  making  a  flexible  McKay  shoe  and  some 
have  succeeded  to  a  marvellous  degree  in  that  direc- 
tion. Some  large  turn  shoe  manufacturers  are  now 
entering"  into  the  scheme  of  making  heavy  sole  turn 
shoes,  and  here  again  the  welt  shoe  will  get  a  tough 
proposition  to  meet,  especially  in  women's  makes. 
Some  welt  shoe  manufacturers  are  now  considering 
the  heavy  sole  turn  shoe  idea.  The  turning  machine 
that  can  turn  the  heaviest  sole,  as  heavy  as  is  put  in 
any  women's  welt  shoe  without  straining  the  vamp  or 
the  sole  seam,  or  the  lining,  is  now  in  operation  and 
fully  protected  by  patents.  Both  the  heel  and  fore- 
part are  trimmed  at  one  setting  and  practically  by  one 
stroke  of  the  treadle.  The  writer  believes  that  more 
turn  shoes  will  be  made  in  the  future  than  in  the  past. 
— Shoe  Topics. 


Punished  the  Shoe 

An  amusing  story  of  Oriental  justice  comes  from 
the  arrest  of  an  Austrian  subject  of  twenty  years'  resi- 
dence at  Jaffa  for  insulting  the  Turkish  flag.  The  Aus- 
trian had  walked  about  the  streets  with  the  flag  wrap- 
ped around  one  shoe.  As  it  was  clear  that  he  wore  the 
flag  in  this  fashion  in  order  to  offend  the  Turks,  and 
as  the  Austrian  consul  with  the  backing  of  a  powerful 
government  demanded  the  man's  release,  the  Turk  on 
the  bench  wisely  saved  the  honor  of  both  countries  by 
this  ruling. 

"The  cause  of  the  offense  is  the  shoe,"  ruled  the  re- 
sourceful court.  "You  can  therefore  take  the  man,  and 
we  will  keep  the  shoe." 

The  Austrian  was  then  released,  while  the  offend- 
ing shoe  is  still  "doing  time." 


One  of  the  newest  buckles  being  shown  is  made  up 
of  a  large  stone  surrounded  by  rhinestones.  The  effect 
is  handsome  and  pleases  the  woman  of  means.  The 
fan  shaped  plait  and  the  rosette  are  being  worn  for 
slipper  ornaments  by  many.  Brocade,  gold  and  silver 
tissue  are  being  used  in  making  the  plaits  and  are  very 
I)opular  this  summer. 
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Talks  on  Trade  Topics 

Interviews  of  Interest  to  Retailer,  Jobber   and  Manufacturer.  The 
Opinions  of  Experts  on  Bettering  Business  Conditions 


The  Honest  Traveller  Wins 

"It  has  always  been  my  policy,"  remarked  a  slioe 
traveller  to  us  recently,  "to  be  perfectly  honest  with 
my  customers,  and  to  give  them  a  square  deal  and  the 
best  information  and  service  in  my  power.  This,  in 
the  long  run  works  out  to  my  advantage,  although  I 
now  and  then  receive  some  temporary  setback  tli  rough 
tiiis  policy.  To  illustrate  my  meaning,  I  might  men- 
tion a  certain  retailer  in  an  Ontario  town,  who,  a  few 
months  ago  started  up  in  the  business  with  very  little 
previous  experience  in  the  shoe  trade.  I  was  one  of 
the  first  to  call  upon  him  and  could  easily  have  loaded 
him  up  with  stock,  securing  a  large  order  for  my  firm, 
because  he  was  "green"  and  did  not  know  just  what 
stock  he  ought  to  put  in.  I  advised  him  to  the  best  of 
my  ability,  however.  I  remember  particularly,  he 
wished  to  order  heavily  in  boys'  oxfords.  These  are 
never  particularly  heavy  sellers,  and  during  the  past 
season  have  been  moving  very  slowly.  He  took  my 
advice,  at  the  time,  and  although  I  sold  him  only  a 
small  order,  I  contemplated  receiving  one  worth  while, 
later  on. 

"On  calling  on  him  some  time  later,  he  informed 
me  that  he  had  stocked  up  from  another  company. 
The  traveller  had  been  there,  and  finding  the  chap  did 
not  know  just  what  he  should  stock,  he  had  loaded  him 
up  with  all  he  would  stand  for.  I  found  the  retailer 
had  about  thirty-five  pairs  of  boys'  oxfords  in  each 
size,  which  of  course  it  will  take  a  very  long  time  to 
unload,  unless  he  practically  gives  them  away  in  sales. 

"He  has  found  out  his  mistake  however,  and  knows 
now  who  was  his  true  friend,  tlie  result  being  that  al- 
though I  lost  an  order,  I  have  gained  a  friend  and  will 
have  many  orders  from  him  in  the  future,  while  the 
dishonest  traveller,  who  took  advantage  of  the  man's 
inexperience,  while  he  got  one  order,  will  never  get 
another,  and  will  certaily  get  some  bad  advertising 
from  this  man,  in  the  future." 

*      *  * 

Satisfying  the  Customer 

"Yes,  business  is  very  dull,"  replied  a  retailer  to 
our  question,  "and  I  have  instructed  my  stafif  to  get 
after  it  as  hard  as  they  can.  They  must  suit  the  cus- 
tomer's requirements  and  purse,  and  clear  out  the 
stock.  So  far  this  season  we  have  had  an  increase 
over  last,  in  which  we  are  very  fortunate,  and  so,  if 
we  lose  $1,000  or  so  during  the  next  six  or  eight  weeks, 
we  cannot  complain.  People  just  now  are  after  bar- 
gains, as  it  is  the  tail  end  of  the  season,  and  our  new 
and  more  expensive  stock  is  not  in  great  demand. 

"I  was  just  looking  over  our  accounts  the  other 
day,"  he  continued,  "and  I  was  surprised  at  the  large 
amount  we  lose  each  season  through  return  goods 
and  'making  good'  complaints.  I  should  not  say  'lost' 
however,  for  I  do  not  believe  this  really  is  a  loss,  in 
fact,  I  have  had  it  proved  to  me  many  times  that  by 
satisfying  the  customers,  even  when  they  are  in  the 
wrong,  I  have  made  friends  and  have  gained  their 
trade.  Look  at  this  pair  of  pumps."  he  continued. 
"They  were  returned  this  morning.  The  young  lady 
who  brought  them  back  had  purchased  them  the  day 


previous  and  liad  insisted  upon  being  fitted  U)  short, 
against  our  advice.  This  morning  she  came  back  to 
the  shop  with  tears  in  her  eyes,  and  asked  what  she 
could  do  about  it.  I  told  her  that  it  was  her  fault 
in  taking  them,  and  that  we  warned  her  they  would 
not  fit  nor  give  satisfaction.  'However,'  I  said,  'we 
wish  to  satisfy  you  and  will  give  you  a  new  pair  if 
you  will  let  us  fit  you  large  enough.'  She  gratefully 
acquiesced  to  this,  and  I  feel  sure  that  by  so  acting,  I 
have  gained  a  customer." 

*     *  * 

Associations  Must  Stand  by  Their  Agreements 

In  a  conversation  with  a  very  up-to-date  shoe  re- 
tailer recently  we  expressed  our  wonder  that  he  was 
not  actively  associated  with  the  local  shoe  retailers' 
association.  "While  I  am  thoroughly  in  favor  of  co- 
operation, and  working  together  for  the  good  of  all 
concerned  in  the  trade,"  he  replied.  "I  certainly  will 
have  nothing  to  do  with  our  local  association  until 
the  members  prove  themselves  to  be  earnest  in  the 
resolutions  they  pass,  and  that  they  will  abide  by  a 
given  pledge. 

"Some  years  ago,"  he  continued,  "I  was  one  of  the 
most  enthusiastic  members  of  our  shoe  retailers'  as- 
sociation. At  that  time  a  question  concerning  the 
buying  of  rubbers  cropped  up.  You  know  that  the  big 
department  stores,  owing  to  the  fact  that  they  buy  in 
such  large  quantities,  can  always  get  better  prices 
than  the  shoe  retailer.  We  came  to  the  conclusion, 
therefore,  that  if  we  all  banded  together  in  our  buying 
of  rubbers  we  would  be  able  to  place  a  very  large 
order,  larger  even  than  any  of  the  department  stores, 
and  so  could  command  at  least  equal  treatment  in  the 
way  of  prices. 

"After  discussing  the  matter  thoroughly  we  all 
agreed  to  pool  our  buying  and  ask  for  tenders  from  the 
various  manufacturing  and  jobbing  firms.  One  of  the 
oflfers  we  received  we  decided  to  accept  as  it  was  per- 
fectly fair  in  every  way,  and  very  much  to  our  advant- 
age to  do  so.  Of  course,  it  was  thoroughly  understood 
that  all  members  of  the  association  were  to  l)uy  from 
the  successful  tenderer  and  it  was  on  this  understand- 
ing that  the  wholesale  firms  quoted  their  special  prices. 

"What  was  the  result?  A  traveller  from  another 
firm  would  approach  a  retailer  and  talk  something  in 
this  way.  'You  know  you  have  always  bought  from 
us,  and  we  have  always  given  you  good  satisfaction  in 
the  past.  Now,  we  are  prepared  to  meet  the  prices  of 
any  other  firm  and  will  let  you  have  the  goods  at  the 
rate  quoted  by  our  rival  in  his  tender.  The  result  was 
that  in  most  cases  the  retailer  forgot  his  pledge  to  the 
association  and  to  the  successful  tenderer  and  bought 
from  the  house  he  had  hitherto  been  dealing  with  at 
the  rate  quoted  by  the  successful  tenderer.  So  far  as 
I  remember,  there  were  only  about  five  of  us  in  the 
whole  city  that  stood  by  our  pledges,  and  those  firms 
were  not  among  the  largest.  The  company  that  was 
successful  in  tendering  let  us  have  our  goods  at  the 
prices  agreed  upon,  notwithstanding  the  fact  that  they 
could  easily  have  disregarded  the  agreement,  as  the 
majority  of  the  association  did  not  keep  it. 

"This  was  my  reason  for  leaving  the  association. 
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Such  conduct  reflects  great  discredit  on  all  connected 
with  such  a  body  and  it  is  impossible  to  accomplish 
anything.  Manufacturers  can  get  together  and  dis- 
cuss business  matters  and  co-operate  to  their  mutual 
advantage,*  but  it  seems  that  we  retail  shoemen  are 
cast  in  a  smaller  mold,  and  cannot  grasp  big  business, 
and  until  we  can  all  do  so,  it  is  useless  for  us  to  get 
together  on  business  matters,  as  no  good  will  result 
therefrom." 

*  *  * 
The  Boston  Fair 

"What  did  you  think  of  the  shoe  fair,"  we  asked  a 
Toronto  retailer  who  had  recently  returned.  "It  is 
growing  every  year,"  he  replied,  ""and  there  were  more 
hide  and  leather,  tanning  materials,  and  machinery 
exhibits  than  ever  before;  also,  I  believe,  the  attend- 
ance was  much  greater.  I  was  sorry  to  observe,  how- 
ever, a  decline  in  the  number  and  variety  of  shoe  ex- 
hibits. It  appears  that  many  shoe  manufacturers  be- 
lieve that  by  exhibiting  at  the  fair,  they  will  be  giving 
away  their  styles  and  that  they  will  have  them  copied 
by  their  rivals.  This  seems  to  be  the  idea  of  even 
many  of  those  who  did  exhibit,  for  when  I  got  talking 
to  tlie  gentlemen  who  had  charge  of  the  various  shoe 
exhibits,  if  they  knew  me,  they  would  usually  take  me 
inside  and  show  me  some  styles  they  had  carefully 
covered  up,  away  from  the  gaze  of  the  public.  It  is 
this  fear  of  giving  away  styles  that  is  the  greatest  fac- 
tor against  the  success  of  the  Shoe  and  Leather  Fair." 

Pumps  Going  Out 

"I  believe,"  said  an  old  shoeman  recently,  "that 
laced  Oxfords  will  shortly  be  coming  in,  in  women's 
lines,  and  that  the  pump  will  gradually  decline  in 
favor. 

"Did  you  ever  notice,"  he  continued,  "the  feet  of 
the  average  women  on  the  street  when  she  is  walking 
in  pumps,  how  when  she  raises  on  her  roes,  the  pump 
wrinkles  at  the  instep.  This  looks  ugly  and  creates 
dissatisfaction,  as  the  pump  wabbles  up  and  down  on 
the  foot.  The  reason  for  it  is  that  women  will  persist 
in  wearing  turn  pumps,  whereas  if  they  wore  Good- 
year welts,  they  could  be  fitted  properly  and  the  shoe 
would  retain  its  shape.  I  have  already  noticed  a  de- 
cline in  the  demand  for  the  turn  pump  and  believe  that 
it  is  doomed." 

*  *  * 
Offended  Through  Want  of  Tact 

"A  shoe  sale  w-as  on  last  week  in  a  big  department 
store  and  I  was  very  much  interested  in  watching  one 
of  the  clerks  lose  a  sale,"  remarked  a  lady.  "If  the  loss 
of  that  sale  had  been  the  object  nearest  and  dearest 
to  his  heart  he  couldn't  have  gone  about  it  in  a  way 
more  certain  to  succeed.  I  will  tell  you  just  how  he 
did  it  as  a  horrible  example. 

"The  customer  had  selected  a  pair  of  low  shoes 
from  a  table  marked  '$1.98,  values  up  to  $4,'  and 
Iirought  them  to  a  clerk  to  have  them  fitted.  He  took 
off  her  shoe  and  measured  her  foot;  then  he  said  to 
the  customer : : 

"  'You  can't  wear  that  shoe  Madam.  It's  a  number 
5  and  you  wear  a  6.' 

"The  lady  replied  that  she  had  worn  a  number  5 
for  years. 

"  'I  can't  help  it,'  "  he  said.  "  'That  shoe  is  too 
short  for  you.'  The  customer  b}'  this  time  had  sparks 
in  her  eyes  and  a  red  spot  on  each  cheek,  but  the  clerk 
never  seemed  to  notice  these  storm  signals. 


"  'You  can  at  least  try  them  on,'  "  she  snapped. 
"  'That's  a  pretty  good  way  to  find  out  if  they  fit.' 

"The  clerk  took  this  delicate  hint  and  tried  on  the 
shoe.  It  certainly  was  too  small.  The  lady  was 
forced  to  admit  it  to  herself  but  not  to  that  clerk.  No 
indeed!  She  merely  said  she  didn't  like  that  kind  of  a 
toe  anyway.  Even  then  the  clerk  couldn't  let  the 
matter  drop.  He  knew  he  was  right  about  the  size 
and  he  knew  that  she  knew  it,  but  he  had  to  make  sure 
that  she  knew  that  he  knew  that  she  knew  it,  so  he 
said : 

"  'I  knew  that  you  couldn't  wear  that  shoe  but  I 
can  fit  you  in  a  6.' 

"  'No  you  can't,'  "  she  replied.  "  'You  (with  the 
emphasis  on  the  you)  can't  fit  me  in  anything.  I  will 
get  my  shoes  where  they  know  how  to  fit  them  with- 
out making  so  much  talk  about  it.' 

"He  was  silenced  at  last.  He  put  on  her  shoes 
without  a  word  and  the  lady  left  the  store  with  her 
head  very  much  in  the  air. 

"That  clerk  had  put  in  about  as  much  time  study- 
ing his  customer  as  he  had  in  studying  the  Hebrew 
language.  She  was  merely  a  foot  to  be  fitted  not  an 
intelligence  to  be  humored  and  suited.  Of  course  he 
was  right  in  not  selling  her  the  $5  shoe,  but  if  he  had 
tried  it  on  and  said  nothing  beforehand  about  the  size 
she  would  have  attended  to  that,  as  it  was  manifestly 
too  small.  Then  when  she  rejected  it  if  he  had  brought 
a  6  and  quietly  tried  it  on  the  chances  are  very  long 
that  she  never  would  have  mentioned  the  number  at 
all,  as  she  did  not  do  so  in  the  first  instance. 

"Any  number  above  4  is  suppressed  in  polite  shoe 
circles  anyway,  unless  the  customer  drags  it  into  the 
conversation  which  she  is  very  unlikely  to  do.  The 
average  woman  is  perfectly  willing  to  wear  a  6  or 
even  a  7  if  nothing  smaller  fits  her  foot,  but  she  has  a 
right  to  expect  that  the  shoe  clerk  shall  not  drag  it 
into  the  discussion  before  other  women  with  presum- 
ably smaller  feet  waiting  right  beside  her  and  hearing 
every  word.  If  she  wears  a  2  or  3  that  is  another 
story  altogether." 

*  *  * 
What  is  Selling 

A  prominent  shoe  retailer  in  London,  Ont.,  writes 
US  as  follows :  "In  women's  goods  best  selling  shapes 
are  short  vamps,  medium  wide  toes,  hardly  as  high 
toes  as  last  season.  Moderately  low  heels.  Tendency 
to  get  awa)^  from  freaks  in  either  flat  lasts  or  extreme- 
ly high  heels. 

"■Not  much  sale  for  Kidney  heels — patents  still 
leading,  with  fair  sale  of  lighter  dull  leathers — vici  kid 
growing  in  favor — people  tiring  of  pump  slippers. 
Think  the  two  strap  lines  will  take  their  place  another 
season.   Black  cloth  tops  strong,  especially  in  button. 

"In  men's  the  moderate  English  bal  in  gunmetal  is 
the  favorite.    Demand  for  patents  is  growing." 

*  *  * 

Don't  Knock 

"Never  knock  a  line  of  goods  which  you  do  not 
keep  in  stock,"  said  a  prominent  retailer  of  Montreal. 
"It  does  not  pay  to  be  a  knocker;  boost  your  own  lines 
as  much  as  you  can,  but  beware  of  depreciating  your 
competitors'  articles.  A  customer  of  mine  complained 
very  strongly  of  the  shoes  he  was  wearing,  but  as  I 
make  it  a  practise  not  to  decry  brands  I  do  not  sell,  I 
simply  pointed  out  the  good  points  of  the  lines  I  han- 
dle. This  is  much  better  than  knocking  other  firms' 
products." 
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Vancouver  Division  of  Consolidated 

Rubber  Company 


ON   the  opposite  page  appears  photograplis  of 
the  stafif  of  the  Vancouver   Division   f)f  tlic 
Canadian    Consolidated    Rubber  Company. 
The  following  are  brief  biographical  cketches 
of  the  men  who  uphold  the  banner  of  that  company 
at  the  Pacific  Coast. 

The  headquarters  of  the  company  for  that  division 
are  at  1180  Homer  Street,  Vancouver.  W.  A.  Allan, 
whose  photograph  appears  in  the  centre  of  the  group 
is  in  charge  of  this  division  and  is  one  of  the  most 
widely  known  and  capable  men  in  the  trade.  It  is  due 
in  a  great  measure  to  his  ability  and  energy  that  the 
business  of  the  company  has  prospered  so  well  in  that 
part  of  the  country,  although  Mr.  Allan  modestly  says 
the  credit  for  this  is  due  not  to  him,  but  to  the  mem- 
bers of  his  staff. 

Among  these  is  John  M.  Doyle.  Mr.  Doyle  was 
born  at  St.  Thomas,  Out.,  in  1884,  and  moved  to 
London,  Ont.,  a  few  years  later.  After  taking  a 
course  at  the  London  Collegiate  Institution,  he  enter- 
ed the  employ  of  Alfred  Tyler,  a  wholesale  tea  and 
coffee  merchant  of  London.  When  the  Canadian 
Consolidated  Rubber  Company,  Limited,  opened  their 
warehouses  in  London,  in  1911,  he  was  engaged  as  ac- 
countant. He  was  transferred  in  September,  1913,  to 
the  Vancouver  Division  as  office  manager. 

J.  A.  McKenzie  is  manager  of  the  Victoria  Branch. 
Previous  to  joining  the  Canadian  Rubber  Company  in 
1906,  he  gained  a  thorough  knowledge  of  the  shoe 
business  with  A.  Congdon,  of  Winnipeg,  being  sales- 
man for  this  firm.  He  was  connected  witii  the  Van- 
couver P)ranch  for  five  years.  Mr.  McKenzie  has 
made  a  splendid  success  of  the  Island  business. 

T.  R.  McKenzie  is  in  charge  of  the  Textile  Depart- 
ment at  Vancouver.  He  was  born  in  Inverness,  Scot- 
land, where  he  was  in  business  for  a  number  of  years. 
Like  many  other  good  men,  Mr.  McKenzie  drifted 
West,  landed  in  Vancouver  in  1911,  and  jointed  the 
Canadian  Consolidated  Rubber  Company  the  same 
year. 

G.  W.  Tallamy  is  in  charge  of  the  Shoe  Depart- 
ment at  the  Vancouver  Branch,  and  receives  all  the 
telephone  orders.  He  was  born  in  London,  England, 
and  was  in  the  shoe  trade  for  nine  years  with  Messrs. 
Anderson,  Anderson  &  Anderson,  one  of  the  largest 
wholesale  rubber  houses  in  Great  Britain.  Mr.  Tal- 
lamy, getting  very  tired  of  the  Old  Country  methods 
of  doing  business,  came  out  to  Canada  to  better  his 
fortune,  and  joined  the  Canadian  Rubber  Company, 
Limited,  in  1910. 

H.  B.Flesher  is  a  Toronto  boy.  He  joined  the  Can- 
adian Rubber  Company  in  1*^03,  and  stayed  with  tliem 
until  1911,  when  he  associated  himself  with  the  Can- 
adian Motor  Company,  of  Gait,  and  came  West  as 
their  general  sales  manager,  but  renewed  his  old  love 
with  the  Canadian  Consolidated  Rubber  Company  in 
1912.  Mr.  Flesher  recently  took  charge  of  the  Me- 
chanical Goods  Department  of  the  Winnipeg  Division. 

J.  C.  Sabin  was  also  born  in  Toronto.  Previous 
to  joining  the  Canadian  Rubber  Company  in  1909,  he 
was  salesman  for  the  B.  C.  Stevens  Company,  Limit- 


ed, surgical  instrument.^  and  drug  sundries.  Mr. 
.Sabin  has  charge  of  the  Drug  Sundries  Department 
at  Vancouver. 

G.  L.  Allan  is  a  brotlier  of  Divisi(jn  Manager  W. 
A.  Allan.  He  was  for  fifteen  years  in  the  retail  boot 
and  shoe  business  in  Vancouver,  and  joined  the  Can- 
adian Consolidated  Rubber  Company  in  1912  as  city 
shoe  salesman. 

L.  W.  Hall  joined  the  Montreal  office  of  the  Can- 
adian Consolidated  Rubber  Company  in  1911,  and  was 
transferred  to  Vancouver  Branch  in  March,  1913.  Mr. 
Hall  has  charge  of  the  Mechanical  Department. 

J.  P.  Carpenter  hails  from  Leicester,  England,  the 
centre  of  the  Ijoot  and  shoe  industry,  and  has  had  a 
large  experience  as  accountant  along  these  lines,  lie 
joined  the  Canadian  Consolidated  Rubber  Company's 
staf¥  in  1912,  as  Accountant. 

H.  W.  Fraser  was  born  in  Toronto  34  years  ago, 
educated  at  the  Upper  Canada  College,  came  West  to 
Vancouver  in  1906,  and  joined  the  Canadian  Consoli- 
dated Rubber  Company  the  same  year,  taking  charge 
of  the  warehouse.  After  two  years  service  he  was 
transferred  to  Victoria  Branch  to  take  charge  there. 
In  1912  he  left  their  employ  and  went  into  the  real  es- 
tate Ijusiness,  but  he  again  joined  the  company  in 
March,  1914,  as  mechanical  city  traveller. 

A.  Vigelius  is  a  Pacific  Coast  boy,  having  been 
born  in  Victoria.  He  joined  the  Victoria  Branch  five 
years  ago  at  the  age  of  fifteen.  Mr.  Vigelius  is  a 
bright  energetic  young  man,  and  has  worked  his  way 
up  so  that  now  he  is  one  of  the  salesmen  in  the  City 
of  Victoria. 


Attractive  Catalogue 

The  Ilartt  Boot  and  Shoe  Company,  of  I-'rcderic- 
ton,  N.B.,  have  recently  issued  a  handsome  illustrated 
catalogue,  showing  illustrations  of  their  various  lines 
and  giving  information  concerning  same.  It  is  printed 
on  excellent  stock  and  the  shoes  are  shown  in  their 
proper  colors.  It  is  handsomely  bound  in  green  and 
gold,  and  altogether  is  as  worthy  a  production  of  this 
nature  as  we  have  seen  for  some  time. 


Automobile  Consumes  Hides 

As  an  indication  of  the  tremendous  size  of  the  auto- 
mobile industry,  it  is  interesting  to  note  that  in  one 
3'ear  approximately  1,000,000  hides  are  used  for  up- 
holstery pin-poses.  The  ordinary  roadster  body  rc- 
(|uires  little  more  tlian  two  complete  hides,  and  the 
touring  body  about  three  hides.  The  average  per  car 
therefore  is  2^/2  hides.  The  average  area  per  hide  is 
about  fifty  square  feet,  so  that  50,000.000  square  feet 
of  leather  is  used.  From  the  time  the  hide  is  stripped 
from  the  animal,  it  requires  from  ten  weeks  to  six 
months  completely  to  prepare  it  for  use.  the  time  vary- 
ing with  the  quality  of  the  leather.  Each  hide  is  split 
into  four  grades  which  are  known  as  hand  buflfs.  ma- 
chine buif's.  deep  l)uflfs  and  splits.  The  hand  buffs  are 
the  best  and  are  the  part  nearest  the  hair.  This  is  the 
quality  that  is  used  in  the  best  motor  car  factories. 
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Harvard's  Study  of  the  Marketing  of 

Footwear 


RI'LADERS  of  "Footwear  in  Canada"  know  of  the 
good  work  undertaken  throughout  Canada 
and  the  United  States  in  the  interests  of  shoe 
retailers,  by  the  Bureau  of  Business  Research 
of  Harvard  University,  who,  during  the  past  three 
years  have  been  thoroughly  investigating  the  book- 
keeping methods  in  vogue  throughout  the  trade  in  the 
two  countries,  out  of  which  they  have  been  able  to 
publish  some  very  valuable  advice  showing  many 
siioemen  where  they  have  gone  wrong,  and  also  to  in- 
augurate an  accounting  system  more  simple  and  com- 
plete than  any  before  in  use.  The  address  below  was 
delivered  at  a  recent  gathering  of  shoe  retailers  at  the 
National  Shoe  &  Leather  Fniv  in  Boston,  Mass.,  by  S. 
O.  Martin,  representing  the  above-mentioned  Bureau. 
The  various  bulletins  and  fcjrms  mentioned  in  the  arti- 
cle were  illustrated  and  described  fully  in  our  issues  of 
April  and  May  last.  The  following  is  an  extract  from 
Mr.  Martin's  speech. 

Is  Part  of  Graduate  School 
The  Bureau  of  Business  Research,  which  I  repre- 
sent here  to-day  is  a  part  of  the  Graduate  School  of 
Business  Administration  of  Harvard  University.  This 
School  is  a  graduate,  professional  school  of  the  Uni- 
versity, hke  the  Law  School  or  the  Medical  School. 
It  is  now  entering  on  the  seventh  year  of  its  work.  It 
teaches  business  and  is  developing  principles  behind 
business  practice.    It  soon  found  that  there  was  a  need 
for  real  facts  about  business.    The  Law  School  has 
decades  of  precedents  bound  in  printed  volumes.  The 
Medical  School  has  its   hospitals   and  laboratories. 
Business,  however,  was  found  full  of  gosip  and  pro- 
verbs: "Early  to  bed  and  early  to  rise,"  "Save  your 
pennies,"  all  the  way  up  to  the  "1  in  5"  rule  of  the 
banks;  and  coupled  with  this  the  old,  narrow-minded 
secretiveness.    Real  information  about  business  was 
locked  up  in  the  vaults  of  business  men ;  and  they  were 
mighty  careful  how  they  gave  it  out.    So  the  Bureau 
was  established  to  get  real  facts  about  business.  We 
found  that  we  must  get  our  information  from  business 
men  and  business  records.    What  could  we  give  in 
return?     From  the  information  collected  we  could 
give  results  in  bulletin  form  that  would  be  of  profit  to 
the  business  world  and  yet  divulge  no  individual  con- 
fidence. 

Without  going  over  the  reasons  of  its  local  con- 
venience and  its  typical  nature,   we   began,  as  you 
know,  with  a  study  of  the  commodity,  shoes,  and  with 
the  marketing  of  that  commodity,  beginning  with  the 
retail  end.    Last  fall  we  began  a  preliminary  investi- 
gation of  the  commodities  clothing,  groceries,  and 
hardware;  and  you  may  have  seen  the  recent  press 
announcement  that  we  have  entered  into  a  study  of 
the  marketing  of  groceries — a  study  to  be  similar  in 
nature  and  as  nation-wide  in  scope  as  that  which  we 
are  making  of  shoes;  and  as  in  the  case  of  shoes,  we 
are  beginning  with  the  retail  grocer.    The  National 
Retail  ' Hardware  Association  in  its  convention  last 
May  at  Indianapolis,  appointed  a  committee  to  confer 
with  us  relative  to  our  undertaking  a  similar  investi- 
gation of  the  marketing  of  hardware,  which  was  to  re- 
ceive their  financial  as  well  as  moral  support.  To-day 
the  Department  of  Commerce  through  its  Bureau  of 
Foreign  and  Domestic  Commerce  is  contemplating  an 


investigation  of  the  retailing  of  clothing,  and  will 
probably  adopt  in  toto  our  accounting  system  for 
shoes,  with  such  minor  modifications  as  are  necessary. 
We  have  also  made  reconnoissances  of  the  marketing 
of  drugs  and  jewelry,  at  the  instance  of  the  New  York 
College  of  Pharmacy  and  the  Ohio  Retail  Jewelers' 
Association  respectively.  But  the  great  bulk  of  our 
work  has  been  devoted  to  the  commodity,  shoes;  in 
connection  with  which  we  have  at  the  present  time 
covered  28  states  and  Canada  and  come  in  contact 
with  over  9,000  retailers. 

Different  Systems 

In  this  investigation  it  was  soon  found  that  no  two 
shoe  retailers  kept  exactly  the  same  kind  of  accounts, 
and  we  found  many  with  an  absolute  dearth  of  ac- 
counts. It  was  consequently  difficult  to  make  compari- 
sons and  impossible  in  some  cases  and  with  some 
items,  so  we  prepared  the  Harvard  System  of  Ac- 
counts for  Shoe  Retailers  which,  while  undoubtedly 
of  benefit  to  the  retailer,  was  primarily  constructed  for 
our  own  interest.    We  wanted  to  be  sure  that  A  in 
Massachusetts  and  B  in  Illinois  meant  the  same  thing 
by  sales  force  expense,  in  other  words,  we  did  not 
want  a  yard  of  four  feet  in  one  place  and  of  three  feet 
in  the  other.    Some  of  the  best  accountants  in  the 
country  and  some  of  the  most  successful  shoe  retailers 
in  this  vicinity  co-operated  in  the  construction  of  our 
system.    With  the  system  prepared,  began  its  intro- 
duction.   Trade  papers  helped  splendidly,  also  shoe 
associations — national,  state,  and  local ;  and  extensive 
circularization  has  been  done  by  ourselves.  Never- 
theless we  have  found  it  necessary  to  employ  field 
agents  and  have  had  a  total  of  14  agents  out  in  the  last 
three  years,  not  only  to  make  the  final  arguments  but 
to  get  accurate  figures  from  the  books  and  records  of 
businesses.    A  little  over  88  per  cent  of  our  material 
has  been  secured  in  that  way ;  and  it  is  the  only  ma- 
terial that  we  rely  upon  for  our  publications.  Mailed 
material  is  relied  upon   for   corroborative  purposes 
only. 

In  May,  1913,  we  issued  our  first  bulletin,  page  14 
of  which,  based  on  records  of  130  stores  which  are  ab- 
solutely comparable  because  of  being  adjusted  to  our 
uniform  system  of  accounting,  was  the  most  important 
part.  The  edition  of  10,000  was  soon  exhausted ;  and 
in  October,  1913,  a  new  edition,  based  on  650  stores, 
which  did  not  change  page  14  materially,  was  issued. 
On  page  14  of  bulletin  No.  1,  there  are  given  four  col- 
umns of  figures  for  ten  items.  In  the  first  column  is 
found  the  lowest  percentage  for  any  item  encountered 
in  any  store:  for  example,  gross  profit,  total  operating 
expense,  sales  force,  deliveries,  stock  turn,  etc. ;  and  in 
the  second  column  the  highest  for  the  same  item ;  and 
in  the  third  column  the  normal  figures ;  that  is,  the 
figures  about  which  the  data  center;  and  in  the  fourth 
column,  standard  figures ;  that  is,  figures  possible  to 
aim  for — figures  not  impossible  to  attain  because  al- 
ready attained  by  an  efficient  group  large  enough  tc 
be  significant. 

This  page  represents  the  greatest  argument  for  our 
doing  this  kind  of  work.  It  is  a  greater  argument  than 
the  excellence  of  our  accounting  system,  whence  any 
good  accounting  system  tells  a  man  what  operation 
is  costing  him  and  wiicre  he  stands,  but  it  will  not  tell 
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him  what  operation  ought  to  cost  him  or  where  lie 
ought  to  stand.  Take  rent,  for  example, — any  retailer 
if  he  divides  his  annual  sales  into  his  annual  rent  will 
find  out  his  percentage  of  rent  to  sales :  5,  6,  7,  or  8 
per  cent.,  whatever  it  may  be ;  but  where  will  he  find 
that  the  lowest  rent  paid  by  shoe  retailers  is  probably, 
in  cities  of  over  100,000  at  least,  not  much  less  than 
1.8  per  cent,  or  higher  than  14.6  per  cent,  and  that  the 
normal  rent  is  5  per  cent,  and  an  efficient  rent  3  per 
cent.  And  similarly  with  stock  turn — where  will  he 
find  that  stock  turns  as  low  as  once  a  year  prevail  in 
retail  shoe  businesses  and  as  high  as  3.6,  with  a  normal 
of  1.8  and  a  possible  stock-turn  of  2.5.  This  has  been 
the  hardest  point  to  make  clear ;  that  only  under  the 
conditions  of  a  uniform  system  of  accounting,  kept  and 
tabulated  by  an  impartial,  trusted,  permanent  third 
party  can  any  trade  have  standards. 

You  know,  for  example,  that  5  per  cent,  rent  is 
normal  and  3  per  cent,  possible;  and  where  will  you 
find  a  better  third  party  than  a  university  of  standing, 
non-competing,  permanent,  trusted,  with  scientific 
aims  and  methods?  It  is  exactly  analogous  to  the 
time  studies  that  are  now  being  made  in  connection 
with  more  scientific  methods  in  factories.  An  opera- 
tion is  standardized,  and  then  many  repetitions  of  that 
operation  are  successively  timed ;  those  times  are  tabu- 
lated, and  that  time  which  is  most  efficient  and  yet 
numerous  enough  to  indicate  its  genuineness  is  select- 
ed as  the  standard  time  for  that  operation.  In  fact, 
it  may  interest  you  to  know  that,  in  making  up  this 
fourth  column,  I  took  the  results  as  they  were  made 
up  like  dots  centering  around  dift'erent  figures  as  bulls- 
eyes  and  asked  an  industrial  reorganizer  if  he  would 
regard  the  number  of  dots  around  3  per  cent,  as  num- 
erous enough  to  be  significant  in  a  time  study,  and  he 
said  he  certainly  would.  Certain  great  ship  building 
concerns  in  this  country  have  arranged  with  an  ac- 
counting firm  to  take  their  operating  sheets  and,  as  a 
responsible  third  party,  prepare  tabulated  results  for 
them  that  would  be  comparable  and  yet  reveal  no 
individual  figures.  It  is  simply  a  part  of  the  standard- 
ization that  is  going  on  throughout  business.  This 
standardization  of  accounts  and  methods  is  the  basis 
of  chain  store  development,  of  which  we  are  making 
a  more  careful  study  this  year  than  ever  before.  One 
of  the  reasons  assigned  to  me  for  the  failure  of  the 
Claflin  syndicate  by  a  gentleman  who  knows  some- 
thing of  its  inside  history,  is  the  lack  of  a  uniform, 
centralized  system  of  management  and  operating  re- 
ports. 

Last  February,  after  three  years'  experience  with 
650  stores  in  25  states,  we  issued  a  revised  edition  of 
the  Harvard  System  of  Accounts  for  Shoe  Retailers 
in  three  forms  and  an  explanatory  pamphlet.  It  is 
now  apparently  becoming  standard  in  the  trade.  Not 
only  are  shoe  manufacturers  and  wholesalers  recom- 
mending it,  but  their  travellers  are  carrying  copies  of 
it  with  them.  Only  a  few  days  ago  a  manufacturer 
wrote  me  that  his  twenty  travellers  starting  out  ni 
August  would  each  one  of  them  carry  a  set  of  oui 
.system.  Furthermore,  the  credit  men  of  many  shoe 
manufacturers,  where  they  can,  are  insisting  on  its 
adi)i)tion  by  retail  customers.  We  have  had  over  a 
thousand  applications  for  it  outside  the  shoe  trade,  so 
tliat  we  put  a  charge  of  50c  on  it  for  applications  out  - 
side of  the  trade,  and  laid  down  the  rule  that  one  copy 
would  be  sent  to  any  address  within  the  shoe  trade 
free ;  to  any  address  outside  the  shoe  trade  for  50c. ; 
and  additional  copies,  some  perhaps  in  the  trade,  are 
treated  like  applications  outside  of  the  trade  and 
cliarged  50c.    The  Secretary  of  the  National  Shoe  Re- 


tailers' Association,  Mr.  Geuting,  himself  as  you  know 
a  shoe  retailer  of  large  experience,  has  published  the 
following  statement  concerning  the  Harvard  System 
of  Accounts  for  Shoe  Retailers :  'Tt  is  my  personal  be- 
lief that  the  dealer  who  adopts  this  system  has  some- 
thing that  is  worth  conservatively  $500  in  cash. 

Now  all  we  have  asked  in  return  for  this  system 
is  copies  of  the  profit  and  loss  statements  of  shoe  re- 
tailers who  receive  it  because,  as  stated  at  the  begin- 
ning, it  is  precise  and  reliable  information  about  busi- 
ness that  we  want.  And  we  pledge  ourselves  to  keep 
this  information  strictly  confidential ;  even  in  our  con- 
fidential files,  a  number  only  appears  upon  it.  But 
here  will  come  some  interesting  facts  for  you  and 
comments  upon  human  nature, — 650  co-operators 
(over  700  now)  seem  a  considerable  number,  but  they 
are  less  than  8  per  cent,  of  those  communicated  with, 
and  furthermore  they  are  only  about  one-quarter  of 
those  who  have  received  our  accounting  system ;  and 
yet  all  within  the  trade  have  received  our  bulletins 
Nos.  1  and  2  free.  It  is  part  of  our  policy.  We  realize 
the  old,  deep-seated  reluctance  to  divulge  information 
about  one's  own  business,  and  we  are  going  to  win 
by  delivering  the  goods.  We  cannot  afl^ord  to  do  busi- 
ness in  any  other  way.  Nevertheless,  I  don't  mind 
telling  you  that  I  have  taken  some  pleasure  in  draft- 
ing a  recent  form  letter  to  be  used  for  those  shoe  re- 
tailers who  are  now  asking  for  our  system  and  yet 
had  absolutely  refused  information  to  our  agents.  The 
form  runs  something  like  this :  "We  take  pleasure  in- 
deed in  having  sent  to  you,  under  another  cover,  a 
copy  of  the  Harvard  System  of  Accounts  for  Shoe  Re- 
tailers. We  note  from  our  records  that  on  such  a 
date,  when  our  agent,  Mr.  So-and-So,  called  upon  you, 
you  were  distrustful  of  our  work  and  refused  us  in- 
formation. You  will  readily  see,  of  course,  that  had 
all  retailers  treated  us  similarly,  we  could  not  now  be 
sending  you  this  bulletin.  We  trust,  however,  that  by 
this  time  you  have  a  clearer  idea  about  our  work  and 
that  we  can  count  upon  your  future  co-operation." 

Stock-Keeping 

We  are  now  working  upon  a  stock-keeping  system 
for  shoes,  which  will  be  ready  in  the  fall.  For  it  Ave 
have  gathered  material  from  a  score  of  states  for  over 
two  years,  and  to  this  material  we  are  applying  the 
most  modern  methods  of  stock-keeping.  We  shall 
give  it  to  members  of  the  shoe  trade  who  co-operate 
by  furnishing  figures  on  their  own  businesses.  The 
stock  keeping  system,  of  course,  unlike  the  accounting 
system,  is  much  more  for  the  interest  of  the  shoe  re- 
tailer than  for  ourselves.  We  had  to  have  a  uniform 
accounting  system  to  continue  our  work ;  the  stock 
keeping  system  is  not  needed  by  us,  but  we  promised 
it  to  the  trade  three  years  ago. 

Paying  of  Sales  Force 

Other  problems  that  we  are  engaged  upon  are  the 
proper  paying  of  the  sales  force,  which  is  of  great  ni- 
terest  in  retail  trade  everywhere  now  as  a  measure 
for  reducing  the  cost  of  "operation.  Shall  the  sales 
force  be  paid  wages  only;  and  if  so  how  much?  Shall 
they  be  paid  wages  plus  a  commission?  Shall  they  be 
paid  a  commission  only;  and  if  so  at  what  rate? 
Here,  again,  is  the  basis  for  starting  on  page  14.  For 
sales  force  we  find  the  lowest  percentage  5,  the  high- 
est 10.3,  the  normal  8.0,  and  the  efficient  or  standard 
7.0;  and  yet  only  less  than  a  fortnight  ago,  the  man- 
ager of  one  of  our  large  chain  stores  was  figuring  on 
a  5  per  cent,  basis  for  his  sales  force,  and  had  to  ad- 
mit that  not  only  our  figures  did  not  show,  but  his 
own  did  not  show  that  to  be  the  proper  percentage. 
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l)Ut  cnoiicoiis  l)y  2  <ir  3  per  cent.  Simply  ;iii<)tlier  ex- 
ample of  the  rule  of  tliiiinl)  method  of  calrnlatitij^-. 
Percentage  Changes 
In  the  eontinuance  of  our  study  of  shoes,  we  arc 
now  workiuf^  back  to  the  wholesaler  and  to  the  manu- 
facturer. We  have  already  secured  actual  lij^jures  up- 
on the  wholesalinjf  of  shoes  by  independent  whole- 
salers and  by  manufacturers  with  wholesale  stock  de- 
|)artments.  You  would  be  sur])rised  if  1  siiould  tell 
you  how  radically  the  percentaj'es  change  when  you 
pass  from  the  retail  to  the  wholesale  ijusiness ;  sales 
force,  for  exami)le,  dropping  to  3  ])er  cent,  or  so  and 
rent  to  less  than  I  per  cent.  With  the  manufacturers, 
either  with  or  without  stock  departments,  the  mar- 
keting becomes  more  complex  and  more  intertwined 
with  the  manufacturing  problem.  I  wish  that  time 
permitted  me  to  tell  you  of  interesting  contrasts  that 
have  already  appeared  between  the  retailing  of  gr()- 
ceries  and  of  shoes,  even  though  the  accounting  sys- 
tem can  be  applied  with  comparatively  sligiit  changes 
— grocery  retailing  with  conditions  of  higher  stock 
turn,  practically  no  style  risk,  higher  delivery  cost, 
higher  ice  and  storage  charge,  great  importance  of 
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wholesaler  and  of  brands,  and  national  advertising; 
all  conditions  the  reverse  of  the  conditions  unde~ 
vviiich  shoes  are  retailed. 

In  closing  I  hope  that  my  remarks  above  will  not 
be  mistmderstood  as  revealing  a  lack  oi  ap])reciation 
by  the  slioe  trade  as  a  whole  of  our  work.  On  the 
contrary,  we  realize  how  pioneer  in  character  oui 
work  was  and  had  to  be  when  we  began  with  shoes 
We  had  to  try  it  out  on  the  shoe  trade.  Already  (jur 
work  with  the  shoe  trade  is  helping  us  with  the  studie.- 
t)^  otiier  cfjmmodities.  Using  our  shoe  bulletins  as  ex- 
amples with  hardware  retailers  in  our  preliminar\ 
work  seemed  to  render  them  three  times  as  responsive 
as  shoe  retailers  were  at  first;  but  we  have  had  hun- 
dreds of  letters  of  thanks  from  shoe  retailers,  and  a 
sentence  in  one  letter  from  a  retailer  with  a  small 
business  in  Canada  has  perhaps  touched  us  the  most, 
lie  says:  "I  hope  my  next  report  will  be  more  com- 
l)lete.  Certainly  since  taking  up  your  system,  I  have 
got  a  finer  grasp  of  business  affairs  and  the  work  is 
far  more  interesting."  We  are  still  glad  to  mail,  free 
of  charge  to  any  member  of  the  shoe  trade  who  has 
not  already  received  them,  our  bulletins  Nos.  1  and  2. 


European  versus 
Making 

AT  the  meeting  of  tlie  National  Shoe  Retailers' 
Association  of  the  U.  S.  A.  Iield  in  Boston 
during  the  Shoe  and  Leather  Fair,  H.  B. 
.Scales,  manager  and  buyer  of  the  shoe  de- 
partment of  Wm.  b'ilene  &  Sons  Company,  Boston,  de- 
livered an  address  in  whicli  he  recounted  his  cxi)eri- 
ences  with  English  and  I'Vench  shoe  manufacturers 
during  a  recent  European  trip,  lie  ridiculed  the  idea 
that  foreign  shoes  are  likely  to  invade  tiie  United 
States'  markets  in  any  quantities.  "Footwear  in  Can- 
ada" does  not  hold  itself  responsible  for  any  of  the 
statements  made,  or  opinions  held  by  the  speaker,  but 
|)ublishes  the  article  because  his  viewpoint  will  no 
doubt  be  interesting  to  many  of  our  readers.  Mr. 
Scates  said,  in  part : 

"1  have  been  much  amused  at  the  predictions  that 
foreign  shoes  are  soon  tcj  be  imported  into  this  country 
in  large  quantities.  This  is  nothing  to  worry  over,  as 
it  is  not  likely  to  occur  for  many  years.  There  arc 
many  reasons  why  America  will  not  import  fcjreign 
shoes. 

"In  the  lirst  place,  the  English  method  of  making 
shoes  is  very  different  from  ours.  Take,  for  instance, 
one  large  concern  who  make  12,000  pairs  of  shoes  a 
week.  They  make  men's,  women's,  children's  and  in- 
fants' Goodyear  welts,  hand-made  Goodyear  turns,  slip- 
pers, house  slippers,  riding  boots  and  pretty  nearly 
everything  that  the  ordinary  shoe  store  needs  ;  but  they 
do  not  make  enough  of  any  one  of  these  kinds  to  con- 
duct the  factory  efficiently. 

The  luu'opean  retail  shoi)s  buy  very  limited 
amounts  of  shoes.  Take  a  store  doing  v$100,000  worth 
of  business,  which  is  a  fair  shoe  store  over  there.  They 
will  buy  eighteen  pairs  of  this  shoe,  and  twelve  pairs 
of  that,  enough  to  make  up  a  family  line  of  shoes. 

A  most  amusing  thing  was  this.  I  visited  a  very 
high-grade  slipper  house,  making  slippers  at  »$3..S0  a 

pair.  '  Mr.  T  ,  is  called  the  "Man  Milliner  of 

the  Shoe  Trade"  in  Europe,  and  he  certainly  has  some 
]M-ctty  good  ideas  in  patterns.  I  wanted  to  buy  some 
trial  lots,  but  Mr.  T  said  to  me  that  tiiey  only 
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had  that  last  in  1)  wiiltli.  lie  had  one  last  in  whicii 
he  had  A  to  D  width,  and  had  about  half  a  dozen  in 
which  he  had  C,  D  and  E. 

1  asked  a  member  of  a  large  shoe  concern  the  next 
day,  how  his  stock  was  lined  up.  This  comi)any  start.> 
to  retail  shoes  at  $.S.OO  a  pair.  He  had  four  shoes  for 
men,  that  he  had  in  B  width,  and  the  rest  were  in  C, 
1)  and  IC,  and  half  of  his  stock  was  in  D  and  E  only. 
They  carry  a  stock  of  about  $100,000  worth. 

Foreign  Shoes  Do  Not  Fit 

In  the  "Savoy  Hotel"  wiiere  1  stopped,  and  where 
there  is  a  great  deal  of  dining,  all  full-dress  affairs, 
you  see  some  very  well  dressed  women  and  men.  It 
was  amusing  to  see  elegantly  gowned  women  coming 
in  and  going  out,  with  $7.00  and  $8.00  slippers  jump- 
ing up  and  down  at  the  heel.  They  don't  know  what 
it  is  to  have  a  shoe  fit  snugly,  either  in  France  or  Eul;- 
land. 

The  I'"nglish  manufactiu^ers  pay  little  attention  to 
details.  l''or  instance,  their  linings  are  not  cut  to  fit. 
luiglish  manufacturers  prefer  a  loose  lining  in  a  shoe, 
because  it  allows  the  shoe  to  shape  the  lining  to  the 
foot.  So,  they  prefer  a  shoe  with  a  wrinkled  lining. 
Were  you  to  buy  any  high-grade  English  shoe,  you 
would  find  that  trouble,  and  it  would  be  criticised  sev- 
erely by  American  trade,  while  they  pay  no  attention 
to  it  in  England. 

Another  good  reason  whv  you  would  not  buy  an\ 
impcMted  shoes  in  volume,  is  because  of  the  character 
of  the  lasts  and  patterns.  To  begin  with,  they  have 
not  all  the  widths,  and  in  the  second  place  they  are  not 
graded.  The  back  parts  of  women's  lasts  would  fit 
a  ham  just  as  well  as  they  would  fit  a  foot.  The  funny 
part  of  it  is  that  they  are  not  eager  to  get  intt>  the 
game  of  "grading  up."  They  say,  "Why  should  we, 
when  this  is  good  enough?    It  is  not  necessary." 

Low  Prices  on  Shoe  Factory  "By-Products" 

F.nglish  manut'acturcrs,  as  a  rule,  are  not  as  effi- 
cient as  .\merican  manufacturers,  which  is  explained 
briell\'  because  they  make  so  many  diftVrent  things  in 
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(ine  factor}'.  Now,  the  greatest  point  that  you  will 
note  when  you  go  over  there  to  look  over  a  line,  is  the 
inconsistency  of  their  prices;  that  is,  some  shoes  are  a 
whole  lot  cheaper.  IJecausc  they  make  a  family  line  of 
shoes  in  a  factory,  they  have  a  great  many  by-pro- 
ducts. One  concern  makes  men's  and  women's  boots, 
at  v$4.00  a  pair.  They  cut  shoes  liberally,  and  waste  a 
lot  of  the  leather,  which  the}^  put  in  the  barrel,  and 
when  the  barrel  is  filled,  the  superintendent  has  some 
tags  made  up  for  certain  shoes.  These  shoes  are  hand- 
sewed,  and  are  sold  for- $1.88  a  pair.  You  could  not 
touch  that  in  this  country,  quality  for  cjuality,  for  less 
than  $3.00  a  pair.  But  it  takes  from  six  to  nine 
months  before  they  will  deliver  you  these  shoes.  Now, 
the\-  \\  ill  make  these  tags  up  when  they  get  material 
ahead,  but  they  will  not  be  allowed  to  cut  by-products, 
unless  there  is  nothing  else  to  do.  When  they  are  cut 
during  a  dull  week,  they  put  them  into  the  fitting 
room,  but  they  do  not  put  them  together  until  there  is 
uotlfing  else  for  the  employees  to  do.  It  takes  from 
>ix  to  nine  months  to  get  such  an  order  through. 
There  are,  of  course,  exceptions. 

A  concern  in  Leicester  made  3,000  pairs  of  men's 
shoes  a  day — wonderful  values,  at  $2.00  and  v$2.25  a 
pair,  on  four  lasts,  all  E  width.  They  do  not  fit.  We 
couM  not  sell  them  to  our  trade,  but  there  is  more  ma- 
terial in  them.    They  excel  over  there  on  boys'  shoes. 

McKays  at  Higher  Prices 

It  is  not  unusual  to  look  into  a  family  line  of  mer- 
cliandise  and  find  some  McKay  shoes  selling  at  higher 
jirices  than  welt  shoes.  They  can  make  a  certain  num- 
l)er  of  machine-sewed  shoes  a  day ;  and  in  order  to 
make  that  many,  they  make  a  very  long  line.  That  to 
me  was  one  of  the  most  interesting  discoveries,  be- 
cause I  believe  they  are  teaching  iis  something  and 
that  in  three  years'  time  we  are  going  to  be  obliged  to 
retail  men's  and  w'omen's  shoes  as  high  as  $4.00  a  pair, 
McKay  sewn,  all  better  made  than  we  have  ever  made 
them  in  this  country. 

In  Paris,  France,  it  is  a  most  amusing  thing  to  find 
that  French  manufacturers  think  they  lead^  the  world 
on  style  in  shoemaking,  and  that  we  follow  them, 
when  the  truth  is  their  methods  and  their  finished 
products  are  the  poorest  of  any  large  nation  in  the 
world  that  make  shoes  in  any  volume.  They  pay  little 
attention  to  the  finished  details  of  a  shoe. 

Here  is  one  exception,  however.  I  found  in  the 
city  of  Paris  one  manufacturer  who  makes  a  thousand 
])airs  of  women's  McKa3'-sewn  shoes  a  day.  The 
cheapest  is  $3.50  a  pair.  The  uppers  are  of  the  best 
materials,  and  everything  that  goes  into  the  shoes  is 
the  \'ery  finest.  The  shoes  are  made  mostly  by  hand, 
and  lastcfl  l)y  hand;  they  trim  and  set  the  edges  by 
iiand,  and  make  the  lieel.  It  is  a  beautiful  piece  of 
work  when  finished.  The  shoes  are  flexible.  The\- 
have  no  use  for  the  Goodyear  system,  but  are  enthusi- 
astic about  the  ]\IcKay  method.  These  shoes  whole- 
sale as  high  as  $.S.50  a  pair. 

Retail  Stores  in  London  and  Paris 
.'^peaking  about  retail  stores.  There  arc  three  dis- 
tinct classes  of  retail  stores  in  London.  The  general 
stores  (family  shoe  stores  where  they  sell  all  kinds  of 
merchandise  for  the  entire  family,  throughout  the  en- 
lire  Country  of  England),  the  department  stores  and 
the  in(lei)endcnt  stores. 

i  he  dei:)artment  stores  in  Paris  start  their  shoes  at 
$."^.00  a  pair,  foi-  men  and  women,  mostly  in  L)  and  !'", 
width.  1  cannot  sec  au}'  dilTcrcnce  between  the  shoe 
which  they  charge  $3.50  for  and  what  we  can  bn\-  in 
this  country  at  the  same  price. 


I  think  C.  F.  Bailey  &  Company  are  the  most  scien- 
tific manufacturers  of  shoes,  in  every  conceivable 
branch  of  the  game,  I  liave  ever  met.  I  do  not  know 
a  place  where  they  are  as  clever  and  as  far  advanced 
in  every  detail  of  the  business  as  they  are  in  that 
to\vn.  For  instance,  the  first  place  we  went  to  \vas  a 
iaclor)'  where  they  did  nothing  but  cut  uj)pers ;  in 
another,  the_\-  did  nothing  but  fit  uppers;  and  in  an- 
other they  made  the  shoes  after  they  were  put  to- 
gether. The  women  in  the  cutting  room  are  of  the 
average  age  of  thirty-five  and  up.  In  the  fitting  room, 
there  are  young  girls  of  the  average  age  of  nineteen 
and  twent}-.  They  told  us  that  they  take  these  girls 
wlien  they  are  young  and  full  of  life,  when  it  is  a 
natural  thing  for  them  to  run  a  sewing  machine,  and 
])ut  them  in  the  fitting  room  where  they  want  speed. 
When  they  get  thirt)^-five  or  forty,  they  know  mcire 
about  leather  and  are  put  into  the  cutting  room,  where 
judgment  is  required.  The  men  in  the  factory  trim 
the  edges,  and  attend  to  the  lasting  of  the  slioes. 
lu  erj'thing  else  is  done  by  women.  Tacks  are  pulled 
by  women,  edges  set  b_v  women,  heels  and  bottoms  fin- 
ished by  women. 

'i'hey  ha\-e  a  very  large  room,  where  everv  da\'  one 
])air  of  shoes  from  every  finished  !ot  is  l^rought,  \vilii 
the  tag,  and  here  the  order  is  compared  with  the  tag. 
This  is  the  finest  inspection  system  I  ha\'e  ever  seen. 
Few  Foreign  Shoes  for  America 

If  you  want  to  import  what  are  called  by-products 
of  foreign-made  shoes  3'ou  will  get  bargains.  You  will 
not  buy  in  any  quantity,  however,  of  any  of  the  regu- 
lar standard  merchandise,  for  two  reasons  : 

(1)  Your  trade  would  not  stand  for  it. 

(2)  If  you  will  use  care  and  discretion  in  com])ar- 
ing  foreign  merchandise  with  merchandise  made  in 
this  country,  you  would  not  buy  it,  because  it  is  not  a 
nickel's  worth  better. 

Last,  but  not  least,  you  cannot  get  shoes  in  Europe 
and  figure  on  less  than  four  month's  time  before  they 
are  deli\'ered. 

I  want  to  say  this,  in  closing.  America  manufac- 
tures tlie  finest  shoes  that  there  are  in  the  world.  If 
those  are  the  kind  of  shoes  you  are  going  to  buy,  buy- 
in  America  to  keep  up  your  business. 

The  Seven  Wonders  of  the  World 

The  "seven  wonders  of  the  -world"  are:  The  man 
who  will  work  without  lieing  watched. 

A  sales  manager  who  doesn't  think  lie  pays  the  old 
man's  salar}^ 

A  salesman  who  thinks  that  perhaps  the  quality 
of  the  material  may  have  something  to  do  with  his 
making  those  large  contracts. 

A  stenographer  wdio  knows  pun-etuation,  and  will 
look  in  the  dictionary  when  he  is  uncertain  about  the 
spelling. 

A  purchasing  agent  who  doesn't  think  he  does  you 
a  favor  when  he  asks  you  to  quote. 

A  new  superintendent  who  will  wait  a  week  before 
installing  a  much  better  system  than  his  predecessor's. 

A  boss  who  acts  as  if  he  wasn't. 

There  seems  to  be  a  tendency  stronger  than  usual 
this  year  for  women  to  wear  colored  hose.  This  is 
something  that  will  add  dollars  to  the  income  of  the 
shoe  dealer;  for  tlie  smart  ^^•oman  must  needs  have 
many  pairs  of  silk  lu)se  of  \  arious  sluides.  Jf  she  finds 
a  good  selection  where  she  buys  her  shoes  you  may 
rest  assured  that  there  she  will  buy  her  stockings. 
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Tlhie    Tower    Storeys    Busy  Day 

A  Story  of  a  Bluff  That  Went  Through 


II''  c\  er  1  was  broke  and  out  of  a  job,"  llie  bi;;  man 
had  said,  "I  would  i^o  to  tlie  l)est  hotel  in  town  ; 
rc',i;ister  for  a  room  with  a  bath;  casually  ask  foi' 
niv  mail;  walk  over  to  the  cigar  case,  spend  m)- 
last  dime  for  a  perfecto,  which  1  would  light  and  smoke 
in  the  lobby  with  the  air  of  an  affluent  bondholder — 
though  1  would  ])Ut  it  out  for  furthei"  lobby  use  as 


"Beg  Pardon",  a  voice  aroused  him,  "would  you  mind  letting  me  see  that 
Tower  Store  ad?" 

soon  as  1  reached  my  rotjm — get  a  good  night's  sleep ; 
and  go  out  and  get  something  to  do  the  next  day. 

Landing  on  a  Bluff 

"ff  I  found  a  job  as  a  shoe  clerk  open,  I  would  land 
the  place  on  a  bluf¥  and  through  some  excuse  get  a 
week's  time  before  I  started  to  work. 

"I  would  spend  that  week  in  the  other  shoe  stores 
in  town  as  a  prospective  customer;  I  woidd  listeii  to 
what  the  clerks  said  and  notice  the  way  they  met  my 
every  objection. 

"f  would  ask  them  how  they  found  the  shoes  in 
the  shelving  and  told  the  difiference  between  the  leath- 
ers. [  wotdd  try  to  learn  as  many  trade  terms  as  pos- 
sible and  the  projjer  manner  in  which  to  use  them. 

"In  short,  I'd  pick  up  everything  l}-ing  around 
loose  about  shoes  and  wliile  1  don't  think  1  would  be 
an  expert  at  the  end  of  the  week,  1  do  bclicx  e  1  could 
pass  muster  as  a  good  beginner  and  with  careful  at- 
tention to  what  the  others  did  I  think  1  could  hold  my 
job." 

Ready  For  a  Try-Out 

Algernon  Bertram  Day  sat  smoking  the  perfecto  in 
the  lobby  of  the  Hotel  Strand,  which  was  imcpiestion- 
ably  the  finest  in  the  city.  He  was  registered  for  a 
room  with  a  bath,  too,  and  he  was  withou''  2  job. 


.\s  3  el,  he  had  not  had  the  good  night's  sleef)  and 
furthermore  he  had  three  (jr  four  dollars  in  his  prjcket ; 
but  otherwise  he  was  in  an  ideal  conditirm  to  continue 
to  try  out  the  theory  of  the  garrulous  man  he  had  met 
on  the  train  that  afternoon. 

There  is  something  about  a  big,  double-chinned, 
tvvo-hundred-pound  man  wiiich  always  lends  weight  to 
what  he  says  to  a  little  one.  Algernon  was  little — 
l)erhaps  that  was  why,  against  his  better  judgment,  he 
was  following  out  the  untried  plan  of  a  man  who  had 
been  talking  merely  to  pass  the  time  between  stations. 
Laziness  and  Horse  Sense 

"The  only  difference  between  the  hobo  and  the  man 
with  a  good  position,"  Algernon  remembered  he  had 
continued,  "is  that  the  former  is  actually  afraid  or  is 
too  lazy  to  use  the  common  horse  sense  with  which 
he  has  been  endowed.  Many  men  who  hold  executive 
positions  are  not  exceptionally  brilliant,  neither  are 
they  original;  they  simply  make  a  gcjod  application  of 
the  solutions  others  have  found  for  every-day  prob- 
lems. 

"Lots  of  men  with  only  good  commf)n  sense  and 
with  enough  nerve,  coidd  step  in  and  till  their  shoes 
within  a  week." 

Algernon,  perched  high  on  one  section  of  the  cir- 
cular divan  in  the  centre  of  the  hotel  lobby,  with  his 
little  number  foiu"  shoes  dangling  three  inches  from 
the  floor,  was  apparently  reading  the  evening  news- 
paper which  he  was  holding  before  him. 

As  a  matter  of  fact,  though,  he  hardlv  knew  it  was 


By  George,  I  have  it ! " 


there;  he  was  reviewing  the  events  which  had  brought 
him  two  thousand  miles  from   home,   stranded  and 

all  me. 

Reviewing  a  Failure 

It  seemed  to  him  that  his  whole  life  had  been  a 
failure  from  the  \ery  beginning.    Algernon  Bertram! 


FOOTWEAR    IN  CANADA 


49 


Ye  gods !  That  in  itself  was  enough  to  handicap  him 
for  life.  Thank  heaven  he  had  ordered  his  last  cards 
to  read  simply :  A.  B.  Day. 

But  his  name  was  only  one  of  his  afflictions;  his 
size  was  his  greatest  stumbling  block.  Even  with  the 
highest  of  heels,  he  barely  reached  the  five-foot  mark, 
and,  while  he  was  not  especially  thin,  there  was  noth- 
ing about  him  to  suggest  breadth. 

He  wore  boy's  collars,  boy's  shirts,  boy's  coats  and 
l)oy's  shoes — the  very  cut  and  style  of  the  clothing 
with  which  he  was  forced  to  attire  himself  interfered 
with  his  being  taken  seriously  for  a  man  among  men. 
llis  whole  make-up  fairly  shouted.  Boy!  Boy!!  Boy!!! 

Never  Taken  Seriously 

And  he  had  lived  all  of  his  twenty-live  years  in  one 
town.  The  first  twenty  had  been  pleasant  enough,  but 
the  last  five — well,  the  people  he  had  known  all  his 
life  refused  to  believe  he  had  ever  grown  up.  Every- 
where he  had  worked — about  every  place  in  the  town 
— they  wanted  to  keep  him  in  a  boy's  jolj  with  never  a 
thought  of  advancement. 

Althoug-h  he  often  did  a  man's  work  and  did  it 
well,  they  still  wanted  to  pay  him  boy's  wages. 


"Why  you  puny,  sawed-off  whipper-snapper— get  out  of  this  office  before 
I  throw  you  out." 

Even  Billie,  his  little  nephew  who,  at  the  sugges- 
tion of  his  father,  was  learning  thrift  by  saving  the 
daily  newspapers,  made  a  distinction  between  "Uncle 
.\!gy"  and  all  other  men.  At  each  visit,  Billie  always 
insisted  upon  Algernon  looking  over  the  great  stacks 
i)\  weeks,  complete  months  and  years  of  the  "News"; 
just  as  if  he  were  a  boy  instead  of  a  man.  That's  why 
.Mgerudn  linally  chucked  the  whole  thing,  and  bought 
a  ticket  as  far  as  his  money  would  take  him.  That's 
why  he  was  now  a  guest  at  the  Hotel  Strand. 

"lieg  pardon,"  a  voice  aroused  him,  "wduld  }()U 
mind  letting  me  see  that  Tower  store  ad?" 

An  Angel  Unawares 

.Algernon  passed  his  newspaper  over  without  com- 
ment to  a  pleasant  faced,  well-dressed,  yoimg  fellow 
wiio  was  sitting  next  to  him  on  the  divan. 

"Well  the  nerve  of  some  people!"  exclaimed  the 
latter  after  a  sliort  but  \ery  interested  perirsal  of  the 


advertisement.  "He's  tried  to  copy  my  last  Wednes- 
day's ad  and  made  a  fizzle  of  it  as  usual.  Someone 
ought  to  go  in  and  tell  that  man  King  that  what  he 
doesn't  know  aliout  advertising  would  fill  several  large 
books !" 

"Thanks,"  he  said  to  Algernon,  returning  the 
paper.  "It  looked  so  familiar  to  me  that  I  couldn't 
help  asking  to  see  it — been  busy  on  my  own  stuff  until 
a  few  minutes  ago  and  haven't  had  a  chance  to  read  the 
'Post.'  I'm  advertising  manager  for  the  'Hub  store' 
— that's  my  work  on  page  two — you  see  the  Tower 
store  is  our  competitor. 

Algernon  acknowledged  the  informatidu  with  a 
nod. 

The  Lion  to  be  Bearded 

"This  man  King,"  the  stranger  explained,  after  in- 
troducing himself  as  Martin  Reynolds,  "is  the  owner 
of  the  majority  of  the  stock  of  the  Tower  store  and  he 
rules  with  an  iron  hand.  He  is  the  whole  cheese — 
the  big  noise;  when  he  crooks  his  finger  they  all  jump. 

"Ele  firmly  believes  that  he  is  the  best  buyer,  the 
best  manager  and  the  best  advertising  man  in  the 
United  States.  I  d(jn't  know  anything"  about  his  man- 
aging and  buying  ability,  but  let  me  tell  you  this;  If 
ever  a  store  needed  an  advertising  man,  it's  the  Tower 
store!  A  fifteen-year-old  boy  could  do  better  work 
than  King  is  doing.  Why  look  here  !  Ell  show  you — " 
and  he  launched  forth  into  a  half-hour  discourse  of  the 
glaring  mistakes  in  King's  copy. 

The  Great  Idea 

Some  time  during  the  half  hour,  the  germ  of  an 
idea  was  born  in  Algernon's  mind.  It  began  with, 
"Ed  give  anything  if  I  were  an  advertising  man." 

As  Reynolds  Huently  explained  the  proper  method 
of  writing  the  advertisement  Algernon  thought  to  him- 
self, "It  doesn't  seem  to  be  such  a  hard  trick  after  all." 

The  idea  had  reached  boy's  size,  and  when  the  ad- 
vertising man  seemed  so  sure  that  most  any  one  could, 
at  least,  do  as  well  as  King,  it  became  fidl  grown. 

"I'll  do  it!"  Algernon  said  under  his  lu'eath  as 
Reynolds  left  him.  "I'll  go  and  talk  that  job  out  of 
this  man  King  the  first  thing  in  the  morning!" 

Theory  Made  Fact 

Algernon  had  converted  theory  to  fact ;  he  had  gone 
out  and  found  the  jol)  next  day — he  was  now,  or  rather 
would  be,  next  week,  the  advertising  manager  of  tlie 
Tower  store. 

As  rapidly  as  the  tick  of  a  watch,  his  two-incli  heels 
clicked  against  the  hard,  tile  flooring  as  he  swiftly 
made  his  way  from  the  cashier's  window  of  the  Tower 
store  to  the  street. 

He  was  naturally  an  active,  busy,  little  person,  but 
now  his  short  legs  flashed  by  one  another  with  start- 
ling rapidity  for  one  who  was  merely  walking. 

For  Algernon  was  in  a  hurry.  He  wanted  to  get 
to  his  room  and  think  over  the  vents  of  the  last  hour. 
He  was  startled,  dumbfounded,  astonished,  at  the 
force  of  character  which  had  seemingly  come  to  liini 
over  night ;  and  at  tlie  results  he  had  gained  from  it. 

The  Bearding  Process 

He  had  bearded  King  in  his  own  office;  he  had  told 
the  merchant  that  the  advertising  of  the  Tower  store 
was  rotten  to  the  core  and  had  apparently  proved  it 
to  him  with  the  arguments  which  Martin  Reynolds 
had  let  fall  the  night  before. 

King  had,  at  first,  become  displeased;  then  in  turn, 
sulky,  bitter,  wrathful  and  finally,  downright  mad, 
clear  through. 

"Why  you  puny,  sawed-off  w]ii|)per-snap|)er — gel 
out  ot  this  office  l)elore  I  thr(n\'  \du  out!"  he  said. 
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liut  the  little,  undersized  man  vviiose  card  read  .sim- 
ply, A.  r>.  Day,  lirmly  stood  his  ground,  pointed  out 
some  more  of  the  errors  of  tlie  advertisement  just  as 
Reynolds  had  done;  indicated  how  they  might  have 
been  eliminated  and  intimated  that  he  knew  more  in  a 
minute  about  advertising  than  King  did  in  a  month. 

A  Challenge  Accepted 

At  last  the  merchant,  fiushed  with  rage,  challenged 
him  to  prove  it  and  agreed  to  take  him  on  trial  for  a 
week.  So  mad  was  King,  that  he  asked  for  no  refer- 
ences; made  no  objection  to  a  reciuest  Icjr  an  advance 
of  a  week's  salary  which  Algernon  named  at  fifty  dol- 
lars; nor  opposed  the  idea  of  the  new  man  not  going 
to  work  for  a  week. 

Algernon  was  lost  in  amazement  at  his  own  im- 
l)udence  and  he  was  sliovving  his  feelings  by  getting 
away  from  the  spot  as  fast  as  his  diminutive  legs 
would  carry  him. 

By  the  time  Algernon  had  reached  his  hotel,  his 
feelings  of  wonder  and  sur])risc  had  changed  to  fear. 
It  is  easy  enough  to  bluff,  Ixitli  in  a  game  of  cards  and 
in  this  game  of  life;  but  it  is  sometimes  extremely 
painful  when  you  are  called. 

Called  to  Show  His  Hand 

And  Algernon  had  been  called;  very  shortly  he 
would  be  asked  to  show  his  hand,  and  iiis  knowledge 
of  advertising  was  limited  to  what  Reynolds  had  tuld 
liim  in  thirty  minutes. 

As  he  sank  down  in  one  of  the  famous  big  easy 
chairs  of  the  Hotel  Strand,  he  began  to  wonder  again, 
how  he  had  ever  ]jrogressed  as  far  as  lie  had  in  tlie 
liair-])rained  plan  of  the  big  man  he  had  met  on  the 
train. 

"Let's  see,"  mused  Algernon,  "he  said  that  many 
men  in  executive  positions  are  neither  brilliant  nor 
original;  that  they  f(jllowed  the  plans  of  others  in  the 
same  line. 

"It's  dead  certain  that  1  am  going  to  Ije  one  ol  the 
many  and  I'll  have  to  hnd  out  in  the  next  six  days 
what  other  men  claim  has  taken  them  years  to  learn." 

Absorbed  Ideas 

"'Lhat  l)ig  fellow  told  me  all  he  would  do  if  he  were 
to  lind  a  shoe  job  open — wish  he  had  enlightened  me 
as  to  what  he  w^ould  have  done  had  he  found  what  I 
did  this  morning.  Mr.  King  asked  me  to  begin  with 
a  h\  e  hundred  line  shoe  ad — if  J  only  had  some  sample 
ads  that  Reynolds  and  other  men  here  would  not  re- 
cognize " 

"By  George,  I  have  it!"  he  exclaimed  after  a  mo- 
ment.' "Little  Billie  and  his  files  of  the  'News'  at 
home!  There's  the  Miller  Cash  House;  almost  identi- 
cal with  the  Tower  store.  I  could  employ  something 
they  have  used — I'll  wire  instructions  for  Billie  to  send 
all  of  the  last  year's  issues.  Who  knows  but  I'll  make 
good  yet !" 

Busy  Preliminaries 

Algernon  put  in  a  Inisy  week,  lie  haunted  the  re- 
ference room  of  the  Public  Library,  poring  over  vol- 
umes of  printing,  merchandise  and  what  little  he  could 
lind  on  advertising. 

He  spent  a  great  deal  of  time  in  the  office  of  the 
"Post,"  watching-  the  linotype  machines,  the  big  press- 
es, the  compositors  and  the  workers  in  the  various 
departments  ;  and  he  camped  all  of  one  night  at  the 
"Star,"  the  morning  i)aper,  to  see  the  stereotyping  i)ro- 
cesses  and  the  details  of  getting  out  a  paper. 

He  sat  up  late  in  his  room  all  the  other  nights 
studying  ty]>e  foundry  and  mail-order  catalogs,  the 
former  to  Team  the  type  faces  and  the  latter  to  get  the 


knack  of  writing  good  descriptive  merchandise  copy. 
/\nd  at  the  end  of  the  week  Billie's  papers  came. 

Getting  Rid  of  a  Sticker 

"But  haven't  you  any  of  the  men's  low  shoes  witii 
real  high  heels  and  toes  which  go  up  to  a  point  in 
front?"  demanded  .Algernon  of  the  head  of  the  siioe 
de])artment  who  had  been  showing  him  the  st(jck  .so 
that  he  could  collect  advertising  material. 

".Sure  we  have!  And  you  will  win  the  everlasting 
gratitude  of  the  boss  and  every  member  of  the  shoe 
force  if  you  can  sell  them,"  replied  the  shoe  chief. 

"I  w(juldn't  like  to  say  how  long  we  have  had 
them,"  he  continued  with  a  knowing  smile  which  was 
entirely  lost  upon  Algernon,  "but  you  can  say  thi.s 
much  in  your  ad,  they  are  five  and  six  dfjllar  values 
which  we  will  sell  for  $2.95.'' 

Algernon  personally  conducted  the  copy  for  iiis  first 
advertisement  to  the  composing  room  of  the  "Post." 
"Only  the  Almighty  knows  what's  going  to  happen 
when  this  comes  out,"  he  thought  to  himself,  "but  1 
had  better  get  it  started  right  in  any  event." 

"I  want  this  ad  set  just  like  this  sample  which  I've 
clii)ped  from  another  paper,"  he  said  to  the  foreman. 
"\  oi\  see  1  haven't  changed  the  copy  much  and  I  have 
a  big  four-column  cut  at  the  top  which  is  exactly  tlie 
same  style  shoe.  Use  the  same  type  and  ever3-thing — 
in  other  words,  give  me  a  duplicate  of  the  sample." 

The  After-Clap  Comes 
"So  you're  still  in  town,"  Reynolds  remarked  pleas- 
antly, as  he  stopped  at  .Mgernon's  table  that  night  at 
dinner.  "Say!  Remember  what  I  said  about  the 
T(nver  store  ad  last  week?  Well,  I  want  to  take  back 
all  the  strong  terms  I  used  in  raking  it  over  the  coals — 
I  need  them  to  tell  you  about  this  joke  ad  which  came 
out  this  afternoon.  The  one  last  week  is  on  a  high 
l)innacle  of  perfection  wdien  compared  to  this"  He 
l)roduced  a  copy  of  the  "News"  ojien  to  the  Tower 
store  ad. 

"1  heard  the}  had  a  new  advertising  man."  he  con- 
tinued, "whoever  he  is  I'll  bet  he  has  green  moss  on 
his  back;  either  that  or  he  is  a  near  relative  of  Rij) 
Van  Winkle — why,  the  style  of  a  shoe  they  used  as  an 
illustration  is  exactly  three  years  old!" 

Algernon's  heart  sank  to  the  region  of  his  shoes. 
"Good-night,  advertising  job!"  floated  through  his 
brain. 

Crushing  the  Budding  Idea 

"I'll  admit  the  public  knows  little  or  nothing  about 
the  styles,  except  what  we  merchants  tell  them,"  Rey- 
nolds went  on,  relentlessly,  "but  it  seems  to  me  that 
this  is  an  insult  to  their  intelligence.  Listen!" 

"  The  style  value  of  the  footwear  we  sell,  is  too 
well-known  to  need  extended  comment.  We  feel  per- 
fectly safe  in  submitting  that  part  of  our  case,  with- 
out further  argument,  to  the  superior  judgment  of  our 
discriminating  male  patrons.  You  know  whether  you 
want  to  wear  this  shoe  or  not.  We  mereh'  wish  to  call 
particular  attention  to, 

"I'lRS  T:  The  extremely  high  toe;  see  how  it  rises 
in  true  conformity  to  the  snout  of  a  rhinoceros.  There's 
a  difference  in  that  ;ind  the  shoes  you've  been  wearing, 
isn't  there? 

"SECOND :  The  full  two-inch  heel;  see  how  shape- 
Iv  the  slow  curve  in  tlie  I)ack  and  the  sharp,  scpiare  line 
in  the  front.    That's  difierent.  too. 

"What  we  want  to  emphasize,  though,  is  the  qual- 
ity and  price  of  this  shoe  which  we  have  in  all  leathers. 

"Gentlemen,  it  represents  the  last  word  in  fine  shoe- 
craft.  A  !)etter  shoe  cannot  be  made.  Only  the  finest 
of  inaierial-- — the  choicest  leathers,  first-grade  linings, 
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toughest  soles,  wiriest  insoles  and  the  longest  wearing- 
heels  and  counters  have  been  used  in  its  construction. 
\Vhen  3'ou"re  in  a  pair  of  these  shoes,  rest  assured  that 
no  man  wears  a  better  pair." 

The  Last  Blow 

Algernon  winced  slightly  and  slunk  down  a  bit  in 
his  chair  as  Reynolds  come  to  the  end  of  the  original 
copy;  what  was  to  come  next  was  the  result  of  his 
own  weak  effort  after  an  hour  of  writing  and  revising. 
"Gentlemen,  now  for  the  surprising  part  of  this 
announcement,  the  price.    We  will  sell  these  shoes 
beginning   to-morrow — these   five   and   six  dollar 
values  for  $2.95." 
"I  don't  know  whether  you  are  posted  on  the  styles 
of  shoes  or  not,"  Reynolds  commented,  "but  the  illus- 
tration in  this  ad  is  the  type  of  stuff'  which  has  been 
on  the  bargain  table  for  months." 

"No,  I'm  not  very  well  posted,"  admitted  Alger- 
non, weakly,  and  as  Reynolds  turned  to  greet  some 
friends,  Algernon  covertly  extracted  the  original  clip- 
ping which  he  had  carelessl)^  thrust  into  his  pocket 
that  afternoon.  He  examined  it  carefully  and  on  the 
reverse  side  he  found  part  of  a  date  line  which  read : 
"Leland,  March  21,  1911." 

Billie  had  not  been  an}'  too  careful  in  keeping  his 
files  of  the  "News." 

The  Vanished  Hand 
The  desk  chair  which  had  been  so  recently  placed 
in  the  new  office  of  the  advertising  manager  of  the 
Tower  store,  remained  unoccupied.  The  rug,  which 
had  been  crushed  thousands  of  times  the  day  before 
by  the  nimble  heels  of  the  vivacious  Algernon,  lay  ab- 
sorbing dust  which  gently  settled  upon  it.  The  fright- 
ened mouse  of  yesterday,  which  had  heard  the  cut- 
cabinet  trays  quickly  slide  and  slam  with  shot-like 
rapidity  under  the  hands  of  the  busy,  indefatigable  and 
newly  appointed  ad  man,  now  came  boldly  forth  to  eat 
the  orange  peel  in  the  waste  basket. 

Downstairs  in  the  various  departments,  the  clerks 
missed  the  active  little  man  who  for  the  last  two  days 
had  bustled  from  place  to  place,  asking  all  sorts  of 
cjuick,  sharp  questions — for  Algernon  had  given  the 
store  a  wide  berth  ;  he  was  at  present,  and  had  been  all 
day,  wandering  through  the  city  park. 

Men  and  Monkeys 

Standing  in  front  of  a  barred  cage,  he  tossed  the 
last  of  the  third  bag  of  peanuts  to  the  half-dozen,  flea- 
bitten  monkeys  within.  "Birds  of  a  feather,  flock  to- 
gether," he  thought  to  himself.  "If  ever  a  man  made 
a  monkey  of  himself,  I'm  the  guy.  By  rights,  I  ought 
to  be  in  there  with  you.  Old  Tops,  for  I  am  the  cham- 
pion imitator  of  the  country." 

All  day  he  had  been  trying  to  decide  what  to  do  ; 
but  without  results.  After  a  time  he  started  to  walk 
])ack  toward  his  hotel.  Should  he  leave  town  with 
what  was  left  of  the  fifty  dollars  he  had  drawn,  u; 
sliduld  he  go  back  and  own  up  that  lie  was  a  fraud? 

Fate  His  Leader 

Presently,  his  active  little  feet  brought  him,  all  un- 
knowingly, abreast  of  the  Tower  store.  Instantly  he 
realized  that,  fortunately,  the  width  of  the  street  was 
between  him  and  the  entrance.  Perhaps  he  could  ger 
past  without  anyone  seeing  him.  But  no,  luck  was  not 
witli  him.  Out  of  the  corner  of  an  eye,  he  saw  the  shoe 
chief  rush  l^areheaded  across  the  sidewalk,  dart  be- 
tween two  automobiles,  jump  out  of  the  road  of  a 
street  car,  barely  escape  a  motorcycle  and  finally  land 
breathless  but  safe  at  his  side. 

Slapping  him  heavily  on  the  back  and  grasi)ing  him 
firmly  by  the  arm,  the  shoe  chief  started  with  him  on 
tiK'  return  trip  to  the  store.    "Where  on  earth  have 


you  been  all  day?  Mr.  King  has  been  telephoning  the 
Hotel  Strand  every  half  hour  for  you.  He  thought 
maybe  you  had  left  town — wants  to  see  you  badly — 
that's  why  I  came  for  you." 

"Here  he  is,  sir!"  the  shoe  chief  shouted  to  Mr. 
King  who  came  liurriedly  forward,  with  outstretched 
hand. 

Surprising  Congratulations 

"Young  man,  I  want  to  congratulate  you!"  he  said, 
shaking  the  surprised  little  man  warmly  by  the  hand. 
"Take  a  look  over  there,"  he  continued,  pointing  to 
the  bare  plaster  peeping  out  between  the  empty  shelv- 
ing of  an  entire  section. 

"Every  blessed  pair  of  those  ancient  'Rhino'  toes 
cleaned  out  by  half  past  three !  Never  saw  anything 
like  the  rush  we've  had  in  all  my  born  days !  They 
flocked  in  here  in  droves!  Show  him  j^our  book, 
Jones!    See,  sixty-two  sales,  everyone  $2.95!    All  tlie 


"Young  man,  I  congratulate  you." 

boys  have  had  a  good  day  !  Oh  !  It's  great  and  you 
are  a  wonder !" 

Thunderstruck,  Algernon  reached  out  a  hand  to 
support  himself  and  toppled  over  a  set  of  children's 
Iniilding  blocks  which  had  just  been  used  in  the  chil- 
dren's window  displav. 

Those  Tell-Tale  Initials 

"And  look  Iiere,"  King  smiled  patronizingly,  as  he 
glanced  at  the  card  Algernon  had  given  him  the  week 
l)efore,  "we  don't  Avant  to  call  you  Mr.  Day ;  that's 
too  formal — what  do  these  A.  B.  initials  stand  for?" 

Algernon  hesitated.  Should  he  handicap  himself 
again  with  Algernon  Bertram? 

"See!"  Jones  said,  reading  from  one  of  the  building 
blocks,  "B  stands  for  Busy.  And,"  he  added.  "Mr.  Day 
is  the  busiest  little  fellow  I  ever  saw." 

"That's  right,"  interposed  King,  laughing,  "A  Busy 
Day — the  Tower  store's  Busy  Da)' — we  will  call  you 
that,  for  we've  surel}^  had  it  to-day.  Young  man,  let's 
hope  you  can  always  live  up  to  your  new  name !" — 
By  C.  C.  Irwin,  in  "The  Drygoods  &  General  Mer- 
chant." 
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General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


The  Lionne  Varnish  &  Leather  Company,  Limited, 
Montreal,  have  removed  from  531a  St.  Catherine  Street  East, 
U)  .'(65  Ontario  Street  East. 

G.  S.  Wood  &  Company,  dealers  in  harness  and  sliocs. 
Regina,  Sask.,  have  dissolved;  F.  R.  and  C.  A.  Wood  will 
conduct  similar  businesses  separately. 

G.  J.  Trudeau.  Montreal,  has  removed  from  .5.31a  St. 
Catherine  Street  East  to  larger  quarters  at  365  Ontario 
Street  East.  Among  other  lines  Mr.  Trudeau  has  recently 
secured  the  Canadian  representation  for  the  Mitchell  Manu- 
facturing Company,  Portsmouth,  Ohio,  shoe  laces;  California 


F.  W.  Johnston,  vice-president 
Evans  Detachable  Rubber  Heel 
Company,  now  in  the  West  on 
the  firm's  business. 


Leather  Dressing  Company,  San  Francisco,  high  grade  lea- 
ther dressings;  and  M.  B.  Marline,  Inc.,  New  York,  novelties 
in  slipper  trimmings. 

A  report  has  reached  us  to  the  effect  that  Labrie  & 
Guay,  shoe  retailers,  of  Montreal,  have  dissolved. 

A.  Scott  has  started  in  the  leather  goods  business  in 
Hughton,  Sask. 

The  Outremont  Shoe  Repairing  Company  have  register- 
ed in  Montreal. 

The  Cash  Shoe  Store  has  been  opened  up  in  Sealcy's 
Block,  Kentville,  N.S.,  by  Fred  R.  Hiltz. 

C.  Knees,  for  many  years  a  tanner  in  Cannifton,  Ont., 
is  closing  out  his  business. 

A  new  shoe  repair  shop  has  been  opened  by  H.  Ywuoles 
at  186  North  Sumberland  Street,  Port  Arthur. 

The  boot  and  shoe  stock  of  the  estate  of  G.  W.  Forbes 
has  been  sold  to  D.  Sanford,  Brandon. 

Geo.  Moir  has  bought  the  shoe  shining  department  of 
T.  D,  Holmes,  of  the  Electric  Shoe  Repair  Shop,  Wingham, 
Ont. 

In  the  compartment  under  the  show  window  usually 
used  for  displaying  shoe  findings,  accessories,  etc.,  the  Owl 
Shoe  Store,  Toronto,  have  recently  been  showing  a  live  owl, 
which  attracted  considerable  attention.  Although  the  com- 
partment is  of  considerable  depth  and  the  bird  might  h?.ve 
retired  to  the  rear  where  it  would  have  attracted  little  ir 
any  attention,  it  evinced  great  curiosity  concerning  those 
passing  on  the  street  and  kept  close  to  the  front  part  of  the 
window. 

The  firm  of  Jackson  &  Savage,  Limited,  have  changed 
their  policy  and  are  now  showing  their  Scout  Shoe  samples 
to  the  jobbers  throughout  the  Dominion.  The  firm  will,  of 
course,  continue  to  sell  these  to  their  own  customers  through- 
out the  country. 

According  to  a  recent  report  from  the  West,  plans  have 
been  drawn  for  a  new  $20,000  tannery  to  be  erected  at  North 
Edmonton.  .A.lta.,  by  The  Great  Northern  Tannery.  Limited. 
Tt  is  to  be  a  three-storey  building  50  x  150  feet,  brick  con- 
struction, concrete  foundation. 

The  Brockton  Shoe  Company  held  very  successful  clear- 
ance sales  in  their  shoe  stores  in  Toronto  and  Montreal  last 
month. 

Two  boys  last  month  stole  several  nairs  of  slipoers  from 
the  Neill  Shoe  Store.  Colborne  Street.  Brantford.  Ont.  The 
boys  were  taken  before  the  magistrate  and  fined,  and  the 
slippers  were  recovered. 

In  moving  into    a    larger    store,  Kcnney  &  Company, 


men's  outii Iters,  Parry  Sound,  Ont.,  have  set  aside  an  ex- 
clusive department  for  men's  and  boys'  shoes. 

The  Calgary  Shoe  Company  has  commenced  business 
at  Calgary,  Alta. 

Bernie  Cloe,  of  the  Miner  Rubber  Company,  was  mar- 
ried last  month,  and  was  presented  with  two  large  chairs  by 
the  following  fellow  employees  of  his:  James  L.  Stepleton, 
A.  H.  Nourse,  A.  H.  Harvey,  E.  E.  Bates,  Thos.  Adams, 
Eugene  Fournier,  H.  Williams,  John  Larivier,  Louis  Lari- 
vier,  P.  Miller,  A.  Martcl,  H.  Lebreque,  P.  Muiard.  Geo. 
Iferbert,  E.  Demagne,  E.  H.  McGouldrick,  A.  P.  Stepleton, 
I'.  Moriarty,  W.  J.  Neil,  Ernest  Guertin,  H.  J.  Osgood,  J 
Duncan,  A.  Fortin,  E.  Hale,  E.  Stepleton,  John  Topp.  A, 
Heelis,  Jos.  Southier,  Luke  Hale,  Frank  Largie,  J.  Berger, 
A.  Harding,  L.  Fournier,  and  P.  St.  John. 

The  report  published  last  month  in  various  Canadian 
and  United  States  papers  to  the  efTect  that  Hanan  &  Sons, 
of  Brooklyn,  N.Y.,  proposed  erecting  a  factory  in  Montreal, 
has  no  foundation  in  fact, 

A  new  shoe  business  is  being  opened  up  in  Sandy  Lake, 
Man.,  by  H.  Mehen. 

Several  new  pieces  of  machinery  have  recently  been  in- 
stalled by  the  Rena  Footwear  Company,  Montreal. 

Robert  Neill,  shoe  retailer,  of  Peterborough,  Ont.,  with 
his  family  arc  spending  the  summer  at  Stoney  Lake. 

The  store  of  C.  R.  Nash,  dry  goods,  and  boots  and  shoes. 
Carbon,  Alta.,  has  been  burned  out. 

The  St.  Leger  Shoe  Company,  Toronto,  have  opened  an- 
other store  at  the  corner  of  Edward  and  Yonge  streets. 

George  McVicar,  of  the  well-known  firm  of  Downing 
&  McVicar,  Goderich,  Ont.,  has  recently  acquired  the  inter- 
ests of  Mr.  Downing,  and  will  continue  with  full  control  of 
that  progressive  business. 

The  International  Shoe  and  Leather  Fair  will  be  held  in 
the  Royal  Agricultural  Hall.  London,  N.  (England"),  in 
October  next  from  the  5th  to  the  10th  inclusive.  The  Fair 
is  expected  to  eclipse  all  former  events  of  this  nature  ever 
held  in  England. 

Smith  &  Thornton  have  commenced  a  shoemaking  busi- 
ness at  Saskatoon,  Sask. 

For  the  fiscal  year  ended  March  31st  last  rubber  boots 
and  shoes  to  the  value  of  $170,852  were  exported  from  Can- 
ada, this  comparing  with  $134,306  in  the  previous  year. 
Australia  was  the  largest  individual  customer,  taking  $40.- 
700.  The  imports  were  $163,247.  as  compared  with  $91,744. 
The  United  States  exports  to  this  country  increased  from 
$83,048  to  $134,889,  and  those  from  Great  Britain  from  $8.- 
681  to  .$38,343. 

The  headquarters  of  the  Cimon  Shoe  Company,  Limited, 
has  been  changed  from  Montreal  to  St.  Jerome,  Que. 

A.  E.  Jackson,  of  Jackson  &  Savage,  Limited,  has  been 
on  a  visit  to  Boston  with  a  view  of  studying  styles.  Mr. 
Jackson  has  also  been  a  visitor  to  Quebec. 

The  United  Shoe  Machinery  Company  of  Canada  arc 
installing  a  full  line  of  Goodyear  machinery  in  the  factory 
of  J.  M.  Humphrey  and  Company,  St.  John,  N.B. 

H.  H.  Lightford,  manager  of  the  Perth  Shoe  Company. 
Perth,  was  a  recent  visitor  to  Montreal. 

Messrs.  R.  J.  McAllister  and  A.  Bell,  of  the  George  A. 
Slater  Shoe  Company,  Maisonneuve,  have  been  on  a  v'in'.t 
to  Toronto,  Buffalo,  and  Cleveland. 

Burglars  recently  broke  into  the  Slater  Shoe  Store.  Otta- 
wa, cut  through  the  wall  dividing  that  store  from  a  jewellery 
store  next  door,  and  attempted  to  blow  up  the  safe  contain- 
ing $60,000  worth  of  diamonds  in  the  latter  place.  The  po- 
lice arrived  before  they  could  carrj^  out  their  intentions, 
however,  and  captured  one  of  the  burglars. 

The  Amherst  Boot  &  Shoe  Company,  Limited,  find  tliat 
their  warehouse  in  Halifax,  N.S..  is  not  large  enough  to  cope 
with  their  increasing  business  in  that  part  of  the  country. 
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and  consequently  they  will  shortly  be  moving  into  new  and 
more  commodious  quarters. 

Tyrrell  &  Company,  Limited,  has  been  incorporated  with 
a  capital  of  $10,000.  They  will  carry  on  a  clothing,  gent's 
furnisliing  and  shoe  business  in  Vancouver,  B.C. 

In  pursuance  of  the  arrangement  between  Sir  George 
Foster,  Minister  of  Trade  and  Commerce,  and  Sir  Edward 
Grey,  British  Foreign  Minister,  made  in  1912,  the  British 
consulates  at  the  following  places  will  now  answer  inquiries 
and  give  information  to  Canadians  wishing  to  consult  them 
on  trade  matters:  Trieste,  Antwerp,  Bahia,  Rio  De  Janeiro, 
Valparaiso,  Harbin,  China^  Bogota,  Colombia;  Quito,  Ecua- 
dor; Alexandria,  Egypt;  Genoa,  Milan,  Mexico  City,  Am- 
sterdam, Colon  and  Panama,  Lima,  Lisbon,  Moscow,  St. 
Petersburg,  Vladivostock,  Barcelona,  Madrid,  Stockholm, 
Geneva,  Constantinople,  Smyrna,  Montevideo  and  Caracus. 

H.  L.  Baldwin,  of  43  Rachel  Street  West,  Montreal,  has 
taken  over  the  Canadian  interests  of  the  Champion  Shoe 
Machinery  Company,  St.  Louis,  Mo.,  manufacturers  of  a 
complete  line  of  shoe  repair  machinery.  Mr.  Baldwin  was 
for  several  years  with  the  United  Shoe  Machinery  Company 
of  Canada,  and  has  a  wide  knowledge  of  the  requirements 
of  the  repair  trade.  Machinery  is  being  more  and  more 
utilised  for  this  branch  of  the  industry,  its  adoption  mak- 
ing for  efficiency  and  economy. 

Russell  E.  White,  boots  and  shoes,  Kamloops,  B.C.,  is 
retiring  from  business. 

Recently  a  memorial  was  erected  at  the  entrance  to  the 
Arcade,  Waterfoot,  England,  to  the  memory  of  the  late  Sir 
H.  W.  Trickett,  the  world  famous  slipper  manufacturer.  It 
took  the  form  of  a  memorial  clock,  and  was  paid  for  by 
subscriptions  among  the  workmen  of  the  Trickett  Company. 

The  Boston  Shoe  Store,  of  Calgary,  Alta.,  is  discon- 
tinuing. 

John  Dippasquale  has  opened  at  194  King  Street  West, 
Toronto,  under  the  name  of  The  Star  Shoe  Repairing 
Company.  He  has  installed  a  complete  outfit  of  the  Cham- 
pion Shoe  Machinery  Company. 

Miss  L.  A.  Stackhouse.  the  well-known  Toronto  chirop- 
odist, at  166  King  Street  West,  has  opened  a  display  of  ap- 
pliances for  treating  foot  deformities,  foot  powders,  medi- 
cines, etc.,  at  15.5  King  Street  West.  So  great  has  been  the 
pressure  of  business  for  some  time,  that  the  firm  has  been 
compelled  to  greatly  increase  their  staf¥  of  trained  chirop- 
odists. 

The  Equable  Cash  Company,  groceries,  boots  and  shoes, 
of  Edmonton,  Alta.,  has  dissolved. 

F.  G.  Long,  shoe  retailer  and  repairer,  of  Gleichen,  Alta., 
is  discontinuing. 

The  Kingsbury  Footwear  Company,  of  Montreal,  have 


secured  Fred  Wagner,  formerly  associated  with  factories  of 
Rochester,  N.Y.,  and  other  shoe  centres,  as  turn  room  fore- 
man. 

R.  J.  Mcintosh,  boots  and  shoes,  Chilliwack,  B.C.,  is 
selling  out. 

Returning  from  a  recent  visit  to  the  shoe  centres  of 
New  England,  A.  Brandon,  of  the  Brandon  Shoe  Company, 
Brantford,  Ont.,  reports  business  prospects  for  next  year 
as  very  good. 

In  an  effort  to  manufacture  rubber  boots  and  shoes 
which  will  be  as  durable  under  heavy  wear  as  automobile 
tires  have  proved,  one  concern  has  decided  to  make  its  foot- 
wear by  the  unit-construction  method  under  high  pressure. 
Instead  of  vulcanizing  practically  without  pressure,  it  is  pro- 
posed to  weld  the  rubber  and  fabric  together  under  such  a 
terrific  weight  that  the  two  to  all  purposes,  become  one 
unit.  In  this  way,  it  is  claimed,  leaks,  cracks  and  peeling 
should  be  minimized  almost  to  the  same  degree  as  in  auto- 
mboile  tires. 

The  Colonial  Hide  Company,  of  Montreal,  Que.,  has 
been  registered. 

E.  J.  Levesque,  shoe  retailer,  Deseronto,  Ont.,  suffered 
a  fire  loss  recently. 

H.  Goldman  &  Sons,  leather  and  fancy  goods  manu- 
facturers, of  Montreal,  have  dissolved. 

A  new  shoe  store,  styled  the  Ontario  Bargain  Shoe 
Store,  will  shortly  be  opened  in  Montreal,  by  Max  Simeo- 
vitch. 

J.  M.  Humphrey  &  Company,  St.  John,  N.B.,  have  com- 
menced making  a  line  of  Goodyear  welt  shoes  in  their  fac- 
tory. These  will  be  intorduced  to  the  trade  this  fall  by  their 
various  travellers. 

Brockton,  Mass.,  firms  have  been  asked  to  bid  for  the 
contract  to  supply  the  French  Army  with  several  hundred 
thousand  pairs  of  boots. 

A  new  shoe  store  has  been  opened  up  at  Moncton,  N.B., 
by  R.  C.  Cormeau. 

Peter  Hume  has  started  a  repairing  business  at  Grand 
View,  Man. 

M.  W.  Rice  has  purchased  the  business  of  Jas.  Searle, 
shoe  retailer,  at  Norwich,  Ont. 

A  shoe  repair  shop  has  been  opened  by  Leslie  Thomas, 
at  Port  Hope,  Ont. 

The  Brantford,  Ont.,  city  council  have  just  passed  an 
early  closing  by-law.  All  stores  in  that  municipality  must 
close  at  7  o'clock,  except  on  Saturday. 

The  Korrect  Shoe  Store  has  recently  been  opened  at 
353  Yonge  Street,  Toronto.  The  firm  have  another  store  of 
the  same  name  at  5  Richmond  Street  East,  in  the  same  city. 


General  Store  News  of  Western  Canada 

Where  the  Shoe  Manufacturer  May  Find  a  Customer 


Alberta 

J.  Peper  has  opened  a  general  store  at  Beaufield. 

R.  Chatland  has  opened  a  general  store  at  Prince. 

W.  A.  Hunt  has  succeeded  to  the  general  store  business 
of  C.  B.  Warren,  at  Edmonton. 

The  Trochu  general  store  has  commenced  business  at 
Elnora. 

Manitoba 

A  Stewart  &  Sons  have  opened  a  general  store  at  Lily- 
field. 

M.  Slotnikov  intends  opening  a  general  store  at  Le  Pas. 
M.  Faurer  has  taken  over  the  general  store  business 
formerly  carried  on  by  Drake  &  Vane,  at  Treesbank. 

C.  T.  Masson  has  opened  a  general  store  at  Wood  Bay. 
J.  Schoficld  has  opened  a  general  store  at  Galilee. 

Saskatchewan 

R.  M.  Malin  has  opened  a  general  store  at  Council. 


Lenard  &  Company  have  opened  a  general  store  at  Lake 
Valley. 

J.  Bunch  has  bought  the  general  ' store  business  of  R. 
Watson  at  Duff. 

The  general  store  stock  of  the  estate  of  L.  Wasel, 
.Southey,  has  been  sold  to  S.  Pechet. 

A  general  store  has  been  opened  at  Waldheim,  by  H. 
Barabam. 

T.  Dule  has  opened  a  general  store  at  Meyronne. 

T.  H.  Cecil  has  succeeded  to  the  general  store  business 
of  J.  W.  Newman,  at  Trossachs. 

T.  A.  Borthwick  has  opened  a  general  store  at  Leask. 

Marshall  Bros,  have  commenced  a  general  store  busi- 
ness at  Regina. 

E.  M.  Young,  general  storekeeper,  Bemen,  has  sold  to 
W.  H.  Dierker. 
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An  Innovation  in  Rubber  Soles 

l  lic  1'..  iS:  R.  Rubber  Company,  Nortli  liiooklicld, 
Mass.,  arc  plaoin<^  on  the  market  a  new  H^'Iit  wcis^lit 
rubber  sole  wliich  they  claim  will  wear  better  than 
leather  or  any  rubber  sole  heretofore  offered,  is  li<j;hter 
than  leather,  and  wei^Iis  from  25  per  cent  to  50  per 
eent  less  than  an  ordinary  rubber  sole.  This  new  sole, 
which  resembles  to  all  appearances,  the  ordinary  rub- 
ber one,  mii^ht  easily  pass  f(jr  the  same  until  the  ob- 
server picked  up  a  |)air  of  each  kind  in  either  hand, 
when  the  great  difference  in  weight  would  become  at 
once  apparent.  The  new  product  is  fully  covered  with 
a  broad  guarantee  and  is  branded  with  the  company's 
trade  mark. 


Shoes  May  Go  Up 


i  l'  thf  war  in  l'".nr(i[)e  lasts  long,  the  price  of  shoes 
will  take  an  ujiward  l)ound,  according  to  a  well-known 
shoe  manufacturer.  There  is  no  immediate  danger, 
but  the  fact  that  there  is  no  leather  surplus  and  the 
demand  for  millions  of  pairs  of  shoes  after  war  begins 
will  affect  prices,  he  declared. 

"Leather  follows  the  price  of  wheat  in  war  times," 
he  said.  "There  will  be  hundreds  of  thousands  of  men 
involved  in  the  struggle,  and  that  means  shoes.  Sole 
leather  will  rise  first  and  top  leather  will  come  next." 


r>ronze  sli])pers  are  having  a  vogue  with  indoor 
frocks  and  flesh  pink  silk  stockings  are  worn  with  the 
bronze  footwear,  though  bronze  silk  stockings  are 
prettier,  one  must  confess.  With  dancing  frocks  worn 
through  the  street,  however,  more  conventional  foot- 
wear is  favored. 


-Vdvcrtiser  wants  a  shoe  line  for  Montreal  and  suhurl)s. 
I'iltccn  years'  experience.    Best  of  references  furnished  on 

request.     I!ox  48,  Footwear  in  Canada.  Toronto.  7-S 


Exijcricnced  Slioe  Traveller  seeking  change  desires  to 
re]jresent  a  lirst  class  house,  Western  Ontario  preferred,  or 
would  go  West.  First  class  credentials.  15ox  .j.j  Footwear 
in  Canada.  8 


WANTED — To  represent  Eastern  Shoe  Manufacturers 
in  iiritish  Columbia  on  a  commission  basis.  Good  connec- 
ti(jn  with  the  trade.  Excellent  references.  Address  Foot- 
wear in  Canada,  Room  80  Hutchinson  Block.  Vancouver. 
1!.C.  8 


Wtj  want  to  BUr  for  CASH  ati 
tfc€  mem  Httl  STOCK  y«« 
itutk« 

BB06KTaN  Heei 

O0MPANY 

BROCKTON,  MASS. 


Boston,  Mass.,  44  Binford  St. 
Factories:  Phone  Main  107 

Richmond,  Que.,  Phone  32. 


The  Tide  of  Footwear  Fashion 


turns  without  warning.  It  is  our  business  to 
to  keep  on  the  watch  for  changes  in  Footwear 
Styles. 

Our  designers  are  located  in  all  the  big  centres 
of  the  shoe  industry,  w  ith  the  result  that  we  are 
always  to  the  front  with  a  complete  line  of  the 
latest  fashions. 

Every  shoe  manufacturer  who  wishes  to  catch 
the  tide  at  the  turn  should  take  advantage  of 
the  Boston  last  service. 

We  are  ready  to  have  our  traveller  call  or  send 
you  samples.    Write  us. 


Boston  Last  Company 

Manufacturers  of 

Fine  Last,  Followers,  Fillers,  Trees,  etc.,  also  Maple  Last  Blocks 

Makers    of    Electric    Heating  and 
Ironing  Outfits  for  Shoe  Factories 
(Simplex  System' 

Canadian  Factory  :    RICHMOND,  QUE. 

Charles  Campbell,  Manager. 
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"SHOE  STAMP  SPECIALIST" 

My  stamps  are  "up-to-date"  in  design. 
They  add  an  artistic  finish  to  your  shoes 
and  increase  your  sales. 
Original  designs  submitted. 

W.  D.  ARMSTRONG 

230  Craig  St ,  West, 

Montreal,  Que. 

Engraver  &  Mfr.  of  Fine  Steel  &  Brass  Dies 


We,  The  Evans  Detachable   Rubber  Heel  Co.,  Ltd., 

invite  you  to  visit  our  exhibit  in  the  north  east  end 
of  the  Process  Building  at  the  Canadian  National  Ex- 
hibition. The  heels  that  pay  the  retailer  and  copoumer. 
No  nails,  no  cement,  detachalile  and  intercha.igeable. 
Our  offices  are  at   457  Yonge  Street,  Toronto. 

Phone  North  992  Agents  Wanted 


IN    CANADA  5S 


FOR  SALE 

Shoe  Store  Fixtures 

A complete  up-to-date 
shoe  store.  Oak 
Shelving  and  Bins  such 
as  are  requn*ed  m  a 
modern  shoe  store. 

Cost  $2,600.00  —  will 
sell  for  $675.00.  Reas- 
onable terms. 

For  particulars  address 
D.  S.  care  of  Marathon 
Shoe  Company,  Bran- 
don, Man. 


Mr.  Shoe  Dealer: 

We  wish  to  call  your  attention  to  the  fact  that  THE  CANADIAN- 
ARROWSMITH  MFG.  CO.,  Ltd.,  is  the  ONLY  manufacturer  of  ARCH 
PROPS  and  FOOT  SPECIALTIES  which  does  not  solicit  business  from 
Drug  Stores  and  other  PRICE-CUTTING  concerns. 

Ask  Your  Shoe  Findings  Jobber 

to  stock  you  up  on  the 

TRADE 

»Arrowsmitii*  Line 

MARK 

which  will  INSURE  you  against  competition  of  PRICE  CUTTERS.  A 
post  card  request  will  bring  you  our  new  Illustrated  Style  Book  and  Price 
List. 


The  Canadian -Arrowsmith  Manufacturing  Co.,  Limited 

NIAGARA  FALLS,  ONTARIO,  CANADA 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Aird  &  Son   25 

Ahrens  Co.,  Chas.  A   06 

American- British- Canadian  Distri- 
buters   25 

Ames-Halden-McCready    18 

Armstrong,  W.  D   55 


Ebbert  Shge  Co.,  John   23 

Evans  Company,  Arthur  L   6t> 

Evans  Detachable  Rubber  Heel  Co.  55 

Fischer  Mfg.  Company   6') 

I'"ortuna  Machine  Co   02 


Nugget  Polish  Company   "4 

Oscar-Onken  Co.,  Holland   'J 

Peters  Mfg.  Company   72 

Progressive  Shoe  Machinery  Co.  ..  15 


Balmforth,  E.  B   62 

Blachford  Shoe  Mfg.  Co   3 

B.  R.  Rubber  Co   58 

Browning  Co.,  C.  A  

Brockton    Heel   Company    54 

Boot  and  Shoe  Workers'  Union   . .  6.". 

Boston  Last  Company   54 

Canadian  Arrowsinith  Mfg.  Co.  ...  55 
Canadian  Consolidated  Rubber  Co.  10-71 

Clarke  &  Company,  A.  R   76 

C.  N.  W.  Shoe  Co   21 

Cook-Fitzgerald  Co   20 

Corbeil,  Limited   4-5 

Cote,  J.  A.  &  M   8 

Canadian  Blacking  &  Cement  Co.  .  73 

Commercial   68 

Coon  Company,  W.  B   16 

Champion  Shoe  Machinery  Co.   ...  58 

Dominion  Die  Company   68 

Dupont  &  Frere   62 


Getty  &  Scott    22 

Guay,   Eugene    72 

Halford   Puljlishing  Co   70 

Hurllnit   Company    72 

Ideal  Shoe  Company   09 

Independent  Box  Toe  Co   09 

Independent  Rubber  Co   01 

Jackson  &  Savage    19 

Kawneer  Mfg.  Company    17 

Lamontagne,  Racine  &  Co   09 

McMartin,  E.  W   70 

Milbradt  Mfg.  Company   69 

Montreal  Box  Toe  Co   08 

McLaren  &  Dallas   10 

McKeen,  Frank  W   58 

Minister  Myles  Shoe  Co   14 

Miner  Rubber  Company   1 


Ralston  Co.,  Robt   67 

Ramsdell  Eng.  Co   69 

Ueliance  Shoe  Co   57 

Rice  &  Hutchins   7 

Robinson,  Jas  12-1.'5 

Rumpel,  Oscar   15 

Shoeman   06 

Sisman  Shoe  Company,  T   66 

Standard  Engineering  Co   60 

Star  Shoe  Company   6 

Tebbutt  Shoe  &  Leather  Co   2 

Trudeau,  G.  J   11 

United  Shoe  Machinery  Co.  63-64-7:5-75 

Walpole  Rubber  Co   68 

VVhittemore   Bros   56 

Williams  Shoe  Co   24 

Woeltle  Co.,  W.  E   57 


Finest 
Quality 


^  edg^eII 

DRESSING 


SOFTENS 
PRESERVES  I 
LEATHER  I 

•-RESTORES 

COLOR 
LU'STRE 


'morels  /SbmJPoUshm 


Largest 
Variety 


The  Oldest  and  Largest  Manufacturers  of  Dressings  in  the  World. 


"GILT  EDGE" 

The  only  black  dressing 
for  ladies'  and  children's 
shoes  that  positively  con- 
tains OIL.  Softens  and 
preserves.  Imparts  a  beaut- 
iful black  lustre.  LARG- 
EST QUANTITY.  FIN- 
EST QUALITY.  Its  use 
saves  time,  labor  and 
brushes,  as  it  Shines  with- 
out brushing.  Sponge  in 
every  bottle  so  Always 
Ready  for  Use. 

Also  for 
gents'  kid, 
kangaroo, 
etc. 
25c  (iz*. 


ROYAL  GLOSS" 

For  Ladies'  and  Child- 
ren's Black  Shoes. 

Restores  the  color  and 
lustre  to  all  faded  or  worn 
black  shoes,  softens  and 
preserves  the  leather.  Ap- 
ply with  sponge  attached 
to  cork.  Always  ready 
for  use.  Shines  without 
brushing. 

10c  size. 


If  You  Have 
Never  Sold 

Whittemore's  shoe  polishes 
you  should  at  least  give  them 
a  trial.  You  will  make  no 
mistake  in  doing  this  be- 
cause it  is  the  almost  uni- 
versal experience  of  mer- 
chants that  they  sell  readily 
and  quickly.  A  counter 
display  alone  w^ill  sell  large 
quantities. 

Ask  Your  Jobber's 
Salesman  About  This 


DIRTY  A 
CANVAS  SHOES  ^ 

Made  perfectly  clean  and 
white  by  using  Whitte- 
more's "Quick-White" 
Compound.  In  liquid  form 
so  it  can  be  quickly  and 
easily  applied.  A  sponge 
in  every  package,  so  al- 
ways ready  for  use. 

10  and  25c  sizes. 


"DANDY" 

Russet 
Combination 

Liquid  for  cleaning  and 
paste  for  polishing  all  kinds 
of  russet,  tan  or  yellow 
colored  boots  and  shoes. 

Cover  remover  attached 
to  each  box. 

10  and  25c  sizes. 
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Spring,  1915 

^^UR    new  spring-  samples   are  an  excep- 
tionally good  range  of  medium  and  fine 
McKays. 

We  have  concentrated  all  our  efforts  to  pro- 
duce a  line  of  boys'  and  youths'  medium  priced 
McKays,  to  meet  the  popular  demand  for  this 
class  of  goods. 

Our  new  spring  samples  will  be  the  best  selling  line  you  will  see  this 
season. 

"Canadian  Boy"  shoes  are  well  known  for  their  style  and  good  wearing  qualities 

Made  and  Sold  by 

The  Reliance  Shoe  Co.,  Limited    -  Toronto 


ShO 


SPRING 
1915 


The  Shoe  for  Your  Trade 


The  Gracia  Shoe  for  women  bristles  with  selling  points.  Gracia  Shoes  include 
McKays  to  retail  at  $3.00  and  $3.50,  Pumps,  Colonials  and  Strap  Slippers.  We  carry 
a  large  quantity  of  all  lines  in  stock,  and  can  ship  without  delay.  The  Gracia  Shoe 
is  a  profitable  investment. 

W.  E.  Woelfle  Shoe  Co.,  Limited,  Berlin,  Ont. 

REPRESENTATIVES  : 

L.  J.  Ileis,  Toronto  and  East  W.  E.  Martin,  Montreal  and  Quebec 

F.  &  F.  Henderson,  British  Columbia  G.  G.  Lennox,  North  West 

E.  E.  Code  and  A.  E.  Kippin,  Maritime  Provinces 
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ARMORTRED 

RUBBER  SOLES 

The 

LIGHTEST 
BEST  WEARING 


RUBBER  SOLES 
EVER  MADE 

Because  of  the  enormous  demand  for 
rubber  soled  footwear  this  season  and 
a  still  heavier  demand  in  sight  for 
next  summer,  retailers  and  manufac- 
turers are  extremely  interested  in 
rubber  sole  developments  and  im- 
provements. 

We  have  produced  in  the  "ARMORTRED" 
a  rubber  sole  that  is  better  wearing  and  25% 
to  50%  lighter  than  any  rubber  sole  heretofore 
manufactured. 

Special  ingredients  are  so  compounded  with  pure, 
crude  rubber  as  to  give  it  exceptional  wearing  qual- 
ities and  at  the  same  time  extraordinary  lightness 
and  flexibility.  There  is  no  shoddy  or  reclaimed 
rubber  used  in  its  making. 

if  you  have  criticized  rubber  soles  because  they  were  heavy  and 
short  lived,  you  will  get  a  shock  of  extreme  pleasure  when  you 
compare  "ARMORTRED"  rubber  soles  with  the  ordinary  kind. 
"ARMORTRED"  will  wear  longer  than  leather  or  other  rubber 
soles  you   have  bought  and   they   are  25%   to  50  lighter. 

Because  of  their  splendid  wearing  qualities  light- 
ness and  flexibility,  they  are  the  most  economical 
rubber  soles  you  can  buy  or  recommend. 

The  B  &  R  Rubber  Company 

North  Brookfield,  Mass. 
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CHAMPION  SHOE  and  REPAIR  MACHINERY 

The  Largest  and 
Most  Complete  Line 
in  the  Market 

When  you  get  ready  to  equip  yourself  with  shoe  repair 
machinery,  bear  two  important  features  in  mind — Work- 
ing Efficiency  and  Selling  Conditions  under  which  you 
can  equip  yourself  with  the  machinery  you  want. 

Champion  Standard  Straight  Needle 
and  Awl  Shoe  Stitcher 

is  expressly  designed  for  the  repair  shop — It  has  working 
features,  such  as  no  other  machine  in  the  market.  You 
don't  have  to  trim  down  a  sole  in  advance  and  then 
stitch  it.  That's  one  big  feature  on  this  stitcher.  It 
saves  time  and  that's  what  counts. 

Champion  Ideal  Stitchers 

Especially  designed  for  new  custom  work  and  for  repairing.  This  machine  has  the 
proper  radius  on  needle  and  awl,  and  a  large  stitching  range,  consequently  every  claSS 
of  work  can  be  properly  taken  care  of — from  the  heaviest  to  the  finest. 


Champion  Standard  Straight 
Needle  Shoe  Stitcher. 


iChamplon  Ideal  Model  Curved  Needle 
and  Awl  Shoe  Stitcher. 


Champion  No.  35  Shoe  Repair  Outfit. 


Champion 
Shoe 
Repair 
Outfits 

are  equipped 
with  the  best 
and  most  com- 
plete equipment 
on  both  scour- 
ing tend  burn- 
ishing shafts. 


Champion  Power  Loose  Nailers  and  Power  Metallic  Fastener 
or  String  Nailing  Machines 

Profitable  and  indispensable  in  the  repair  shop.  Soles  are  waterproof  when  nailed  on  properly — 
Both  these  machines  will  take  care  of  a  great  deal  of  trade,  that  maybe  you  now  let  go  by. 

Champion  Combination  Harness  and  Shoe  Stitchers 

are  just  the  machine  for  that  shop  where  har- 
ness is  stitched  and  shoe  repairing  work  is  done. 


Champion  Shoe  Machinery  Co. 

Please  send  me  particulars  on  . 

N'ame  

dd  ress  


CHAMPION  Machines  are  not  sold  on  roy- 
alty—They are  sold  outright,  for  cash, 
or  on  time  payments. 

Write  us  for  catalogue,  prices  and  terms. 


Champion  Metallic  Fastener 
Machine  or  String  Nailer. 
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Champion  Shoe  Machinery  Company 

3727-3741  Forest  Park  Blvd.,  St.  Louis,  Mo.,  U.  S.  A. 
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Boston  Last  Service 

When  it  comes  to  new  models  in  lasts 
we  are  always  on  the  job  first  with  a  com- 
plete range  of  Boston  lasts. 

Our  designers  are  located  right  in  the 
heart  of  the  big  shoe  style  centres  and  are 
alive  to  the  ever  changing  styles. 

Boston  last  service  should  be  rendered 
to  every  shoe  factory  in  Canada  aiming  to 
produce  up-to-date  footwear. 

A  card  will  bring  a  travel- 
ler or  samples.      Write  us. 


Boston  Last  Company 

Manufacturers  of 

Fine  Last,  Followers,  Fillers,  Trees,  etc.,  also  Maple  Last  Blocks 


Makers    of    Electric    Heating  and 
Ironing  Outfits  for  Shoe  Factories 
(Simplex  System) 


Boston,  Mass.,  44  Binford  St. 
Factories:  Phone  Main  107 

Richmond,  Que.,  Phone  32. 


Canadian  Factory :    RICHMOND,  QUE. 


Charles  Campbell,  Manager. 


SHOE    REPAIRERS    Standard  No.  2  Finisher 


We  make  11  different  Models  of 
Finishing  Machines  and  over 
800  of  Model  No  2  (as  engraving ) 
have  been  sold  in  the  OLD 
COUNTRY. 


Advantages  :- 


Ring  Self-Oiling  Bearings. 
Can  be  driven  by  1  h.  p.  Victor. 
Dust  Gate  to  stop  Fan  dra'wing 
air  when  not  required  and  thus 
save  power. 

In  every  point,  which  makes  a 
hi^h-class  machine,  the  SUP- 
REMACY of  the  "standard"  ma- 
chines is  unquestioned. 


PRICE  $160 

Duty  and  Carriage 
paid   to  Montreal 


Standard  Engineering 
Company,  Limited 

Liecester  -  England 


FOOTWEAR    IN  CANADA 


6i 


Tennis  Orders 

Your  sorting  orders  for  tennis  and  sporting 
shoes  should  be  placed  very  soon.  We  have  the 
facilities  to  care  for  all  rush  orders  for  the  popular 
Royal  and  Bull  Dog  brands  of  tennis  shoes. 

By  selling  these  higher  grade  lines  you  will 
make  bigger  sales. 

For  all  lines  of  sport,  in  Bal.  and  Blucher — 
blue  or  white  canvas  uppers 

Write  our  nearest  jobber 
for  catalogue  and  prices. 

*^ 

Independent  Rubber 

Company,  Limited 

Merriton,  Ont. 

James  Robinson,  -  -  -  Montreal,  Que. 
Amherst  Boot  &  Shoe  Co.,  Limited,  Amherst,  N.S. 
The  A.  W.  Ault  Co.,  Limited,  -  Ottawa,  Ont. 
Garside  &  White,  -  -  -  Toronto,  Ont. 
McLaren  &  Dallas.      -       -  Toronto,  Ont. 

The  London  Shoe  Co.,  -  -  London,  Ont. 
The  Amherst  Central  Shoe  Co.,  Regina,  Sask. 
The  Kilgour-Rimer  Co.,  Limited,  Winnipeg,  Man. 
The  J.  Leckie  Co.,  Limited,         Vancouver,  B.C. 
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D.  &  F.  SHOES 

They  speak  for  themselves.  Well 
made  of  the  best  materials.    D.  & 
F.  shoes  have  won  the  confidence 
of  many  Canadian  shoemen. 
Their  style  and  finish  is  the  best. 

Ask  our  traveller  to  call.     .    .  . 

DUPONT  &  FRERE 

201  Aird  Ave,  MONTREAL 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agent>  for  Canada 

Fortune   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Children's  Shoes 

good  turn  sewed  shoes. 


JOBBERS, 

LARGE  DEALERS' 

trade  solicited  samples  made  to 
order,  write  the  manufacturer. 

A.  B.  Rolland 


Montreal 


Retailers 

Your  Attention 

is  now  directed  to  the  finest  product  in 
Men's  Footwear  to  retail  at  $5.00. 
Allowing  a  liberal  profit  to  the  dealer. 
$6.00  service  to  the  consumer  for  $5.00 

All  leathers  and  styles  at  one  price. 
Bench  Made  containing  style,  workman- 
ship and  material  found  in  $6.oo  shoes. 

Excellent  Values 

Our  Traveller  is  coming. 

Frank  W.  McKeen 

Formerly 

The  C.  E.  McKeen  Co.,  Regd. 
QUEBEC 


LEATHER  SHOE  LACES 


The  Very 
Strongest 


Cleanest  and 
Most  Durable 


STRONGEST. 

MOST  DURABU- 


The  B.  L.  Brand  "RED  LABEL"  LACE 

Specially  suitable  for  Shoes  witli  Blind  Eyelets. 
Enquiries  are  aolicited  for  Round  and  Flat  Leather 
Laces.    Black,  Brown  and  Tan 

E.  B.  BALMFORTH,    Leeds,  England 
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YOUR 


GUARANTEE 
FOR  QUALITY 


United  Shoe  Machinery  Company  of  Canada 

Toronto  Montreal,  Que.  Quebec 
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A  Mark  of  Merit 


The  stamp  of  the  Boot  and  Shoe  Worker's  Union  is  the 
mark  of  merit  looked  for  by  the  Union  man  and  the 
members  of  his  family. 

Its  appearance  upon  a  shoe  is  proof  of  expert  workman- 
ship and  sterling  quality,  a  guarantee  of  the  best  footwear 
made  under  the  best  conditions. 

Leading  manufacturers  whose  goods  are  known  throughout 
the  land  are  using  this  stamp  on  their  footwear  and  will  be 
glad  of  an  opportunity  to  show  you  samples. 

Upon  request  we  will  send  you  a  complete  list  of 
manufacturers  who  use  the  Union  Stamp. 


Boot  and  Shoe  Workers'  Union 

246  Summer  Street 

BOSTON,  MASSACHUSETTS 


JOHN  F.  TOBIN 

General  President 


GHAS  L.  BAINE 

Gen.  Sec.  Treasurer 
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A  Peerless  Shoe 

The  Ahrens  Solid  Leather  Shoe  for  men  is  a  specialized 
product.  The  efforts  of  experienced  and  careful  workers 
are  concentrated  on  the  manufacture  of  this  one  class  of  shoe_ 
Ahrens  Shoes  are  especially  suitable  to  the  Western  retail 
trade  by  reason  of  their  strength  and  wearing  power. 
Our  representatives  cover  Canada  and  Fall  samples  are 
now  in  stock. 


The  Shoeman 


This  Trade  Mark  represents  the 
cleanest,  handsomest,  most-useful-to- 
the-dealer-and-clerk  shoe  journal  in  the 
United  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  shoe  salesman  who  asks  us 
for  a  specimen  copy  will  find  at  least  two 
big  useful  features  they  won't  find  else- 
where— send  in  for  a  copy  and  find  out 
what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request 

Published  by 

The  Arthur  L.  Evans  Co. 

183  Essex  St.,  Boston,  Mass.,  U.S.A. 


Your  Spring  Orders 

should  include  a  consignment 
of 

^^Everyday^^  Shoes 

the  famous  solid  leather  shoe 
for  men. 

'^Everyday"  Shoes  carry  a 
guarantee  of  excellence  cover- 
ing all  stages  of  manufacture. 

Your  customers  will  be  satisfied 


T.  Sisman  Shoe  Co.^  Ltd. 

Aurora^  Ont. 
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Quality 


First 


Established 
1885 


RALSTON'S 

Shoe  Polishes 

Made  expressly  for  tine  trade 

Black  Beauty  Tan  Beauty  White  Beauty 


The  Boot  Black's 
Favorite.  A  high 
grade  polish  made 
expressly  for  Gen- 
tlemen's  Fine 
Boots  and  Shoes. 
Black  or  Tan 
Beauty  will  pro- 
duce a  polish  that 
is  simply  perfec- 
tion. 


Russet 
Combination 

For  cleaning 
and  polishing 
all  kinds  of 
russet,  tan  or 
yellow  colored 
boots  and 
shoes. 


A  preparation 
made  expressly 
to  clean  and 
restore  White 
Canvas  Shoes 
to  their  origin- 
al condition, 
making  them 
look  as  fresh 
and  clean  as 
when  new. 


Ralston^s  3  Beauties 


Matchless  Shoe  Dressing 


DRESSING 

1  ,^  *  DRESSINC  FOB 

^OlE5-gCHlLDREN5  , 

^  BOOTStSHOES  ^ 

This    is  a 

Line  of 

Dressing 

which  there 
'1    is  a  contin-  r 
1    ued  demand  \ 

for;    Ladies  ^ 

must  have  a  ^ 

polishwhich 

1'^    CONTAINS  ^1 
PRODUCES  (V 

JET  BLACK 
FINISH 

PoBT  RalstoncCo. 

,  HAMILTON 

-    can    be  ap- 
plied quick- 
ly w  i  t  h  a 
sponge  — 
they  should 

'     have  the 
Best  —  we 
have  spared 
no  effort  or 
expense  to 
make  this 
the  Best'of 
All.; 

FQi?  All  Shades 

:,  OF 

PROWN 

Buckskin  E^c  j 

ROBT  Ralston&(3. 

H«mLroM,  Ont.  j 

Ralston's  Suede  Dressing    RalstOIl's  WatcrprOof 

Dubbin 


Black  or  Tan 


Made  in 
all  colors 
and 

guaran- 
teed the 
best. 


If  there  is  anything  new  in  Dressings  we  have  it.  Always 
up-to-date.   Ask  your  jobber  for  Ralston's  Shoe  Polishes. 
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CUSHION 

RUBBBR  HBELS 


Cat'sDEPaw  Rubber 
Heels  are  known  every- 
where for  their  excel- 
lent wearing  qualities. 
Our  patent  canvas  fric- 
tion plug  positively  pre- 
vents slipping  without 
affecting  the  buoyancy 
of  the  rubber. 

For  tale  by  all  leading 
jobbers  thrsughout 
Canada 


Walpole  Rubber  Co.,  Limited 

8  McGill  College  Avenue,  MONTREAL 


TOES 

High  grade  box  toes  for  Goodyear 
work 

Also  combination  toes  of  all  kinds 

Men's,  Boys'  and  Women's  Heels 
All  Grades 


Write  for  Pric 


The  Montreal  Box  Toe  Co. 

321  Aird  Ave.,  Montreal 


Dominion  Die  Co. 


MANUFACTURERS  OF 


Cutting  Dies 

of   Every  Description 


For  Cutting 

Leather,    Rubber,  Paper 
Cloth,  Etc. 

ALL  WORK  WARRANTED 

321  Aird  Ave.,  Montreal 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a   satistactory   business   you  must  interest  the 

General  Merchants  ia  the  Prairie  Prov- 
inces and  British  Columbia. 


The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  village,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Ever>  General  Merchant  sells  boots  and  shoes — there  are  no 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer. 


OpMMERCIAL 

(MM.  nm  nyvm^—t  tua  «ul 

Over  iq  years  in  its  field 


''CANADA'S    GREATEST  TRADE  PAPER." 

bsued  every  Saturday  Morning  at  WINNIPEG,  Canadm. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean 

Get  a  sample,  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results,"— "  THE 
COMMERCfAL" 

3raru/us  at 

Vancouver,  Toronto,  Montreal.  Chicago,  New  York,  London,  Eng. 
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PHOTOGRAPH  OP  A  SHOE  WORM 
OVER  A  BUNtON  NOT  PROTCCTCO 
er  A  FISCHER  BUNION  PROTECTOR 


Over  One  -  Third 

of  the  entire  population  of  this 
country  is  troubled  to  a  greater 
or  less  extent  with  bunions. 
Just  think  of  that  a  moment, 
Mr.  Shoe   Dealer.     These  de- 
formed feet  must  be  fitted  to 
shoes  and   there  is  only  one 
way  you  can  do  it. 
The  mai'ket  and  the  device  are 
at  your  disposal. 
That  means  profit  for  you. 
Write 


The  Fischer  Mfg.  Co.,  Milwaukee,  Wis. 

Sole  Owners,  Manufacturers  and  Patentees 


It  Pays  to 
Have  an 
Attractive 
Store 


A  System  of  the 
Milbradt  Rolling  Step 
Ladders  will  pay  for 
themselves  in  a  short 
time  by  enabling  you  to 
wait  on  more  trade,  save 
the  wear  and  tear  on 
your  fixtures  and  goods, 
as  well  as  bring  the 
appearance  of  your  store 
up-to-date.  Write  for 
catalogue  which  shows 
various  styles  of  ladders 
we  manufacture. 


Milbradt  Mfg.  Co. 

2410  N.  10th  Street 
ST.  LOUIS,  MO. 


COUNTERS  and  BOX  TOES 

We  manufacture  all  kinds  of  Union  and  Leather  Counters, 
Leather  Box-Toes. 


Let  us  submit  samples  of 
these.  A  test  will  convince 
you  of  the  value  of  our  coun- 
ters for  your  shoes. 


Lamontagne,  Racine  &  Co. 

115  Arago  St.,  Quebec 


TOItONTO  Hep. 
R.  Lewis,  21  Scott  St. 


MONTREAL  Hep. 
V.  Champigny,  1276  Ontario  St. 


HEELS 

That  will 
not  check 


All  grades,  denomin- 
ations and  heights — a 
full  line. 

BOX  TOES  THAT 

COME  ALIKE 

made  in  leather,  split, 
combination  leather, 
canvas  and  felt. 


INDEPENDENT  BOX  TOE  CO. 

102  Christophe  Colomb  Street,  Montreal 

Ontario  Sales  Agents,  Wood  &  Baggs,  Room  3,  Altrena  Bldg., 
163'i  Church  Street,  Toronto        Main  5484 


For 

Misses  and  Children 

BENCH  MADE  McKAYS 

We  are  specializing  in  the  manu- 
facture of  Misses'  and  Children's 
Solid  Leather  Shoes. 

The  Ideal  shoe  is  made  on  new 
and  Stylish  lasts  in  a  variety  of  shapes 
and  sizes.    No  cut  off  tips  used. 

Write  us  for  prices,  etc. 

The  Ideal  Shoe  Co. 

Limited 
ELMIRA,  ONTARIO 


SHOE-CUTS 

Made  from  your  Shoes 

Full  of  style  and  snap. 
No  duty  to  pay  on  sample 
shoes  sent  us. 

Write  for  prices 

Ramsdell  Eng.  Co. 

Exchange  St. 

Rochester,  N.Y. 
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Footwear 
Warehouse 

5  Floors  To  Let 
Adelaide  St.  W. 
Toronto 


This  warehouse  building  is  the 
most  attractive  in  the  city. 
It  is   well   situated   for  foot- 
wear or  finding  stocks. 
Centrally  situated 
Light  on  four  sides 
Passenger  and  freight  elevator 
Vaults 

Low  insurance 

One  block  from  four  car  lines 
Floor  area,  6,300  sq.  feet,  each 
floor. 

Building  ready  for  occupancy 
July  25th. 

For  further  particulars  ask 


R.  A.  Donald 


Union  Bank  Building 


Toronto 


HELP  YOUR  SALES 
by  adding  some  Novel  Findings 

These  Boot  and  Shoe  I>aces  are  just  the  thing.    Fill  your  best 
window  with  them.    Results  will  follow  that  surprise  you. 
GOOD  PROFITS 


ORIENT  Silk  Finish  Lace. 
Ileaiitifiilly  soft  and  lustrous. 
( )iir  best  (|uality.  Fast  color. 
Will  stay  tietl  even  when  new. 
All  lengths,  both  for  boot  and 
^hoe,  Kveryone  likes  this  lace. 
(  an  be  solil  10c  pair  at  splen- 
ilid  proht. 


Canadian  Agent : 


.>(  HOOI.CIKI,-  4.'{-in.  boot  lace 
.SCMOOl,  nOV-:«;  in.  boot  lace 
.\ssortcd.  '/i  each  to  1  gross 
box.  lianded  ■*!  pairs  to  a 
l)unch.  (;oo<l  and  strong.  Suit- 
able for  child's  wear.  Can  be 
retailed  at  I'lc  band  of  'I  pairs. 
The  quality  is  well  known  to 
most  of  the  better  shoe  stores, 
and  bring  good,  steady  busi- 
ness. They  are  dependable, 
well-dyed,  well-finished,  banded 
in  pairs,  one-gross  boxes,  nice- 
ly made  and  labeled,  wrapped 
in  transparent  tissue  paper  so 
•labels  can  be  seen.  They  are 
away  ahead  of  the  ordinary 
cheap  package  goods  in  every 
respect.  You  will  find  them 
much  more  profitable  and  sat- 
isfactory. We  do  not  allow 
price-cutting.  British  manu- 
facture throughout,  and  to  the 
last  detail  arc  made  on  our  own 
premises. 


E.  W.  McMARTIN 

READBLDG.45  ST.  ALEXANDER  ST.,  MONTREAL 

Phone  Main  2371 

20  WELLINGTON  ST.  WEST      -      -  TORONTO 

Phane  Main  2994 

."^lade  in  England  by 

BROUGH,  NICHOLSON  &  HALL,  LIMITED 

at  Leek,  Staffordshire,  England 
City  Offices  and  Warerooms,  112  Wood  St.,  London,  E.G. 


For  $1.50  per  year  we  will  mail  you  free  the 
journal : — 

THE  SHOE  MANUFACTURERS' 
MONTHLY  (2-), 

and  the  directory  : — 

THE  SHOEMAN'S  GUIDE  (3  6). 

Both  are  concerned  with  the  British  Wholesale 
trade.  (Exports  of  footwear  1913  over  twenty 
million  dollars.) 

The  "  Monthly "  does  not  advertise  boots  and 
shoes,  but  machinery  and  materials  only.  Will 
keep  you  posted  on  what  is  going  on  m  Great 
Britain,  the  World's  open  market. 

The  Guide  tells  you  what  the  thousand  British 
manufacturers  produce.  Also  gives  facts  as  to 
makers  of  leather,  machinery,  inks,  stains,  mer- 
cery, findings,  etc. 

The  Halford  Publishing  Co.^  Ltd. 

26  Corridor  Chambers 
LEICESTER,  ENGLAND 


Footwear  in  cAnada 


It  Will  Pay  You 

To  Sell 
and  Recommend 


SHOES 


For 


Every  Sport 
and  Recreation 


Canadian  ConsoUdated  Rubber  Co. 


Montreal,  P.  Q. 

28  Branches  throughout  Canada 


Limited 
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MR.  FOREMAN— 


A  FEW  LICADING  SIJOE  FACTORIES— MONEY  MAKERS— are  Plumping  nearly  every 
Quarter  and  Foxing,  because  it  improves  shoes  and  costs  little. 

I<"oxing  and  Quarters  are  all  cut  out  of  the  IJellies  and  thin,  wrinkled  parts  (jf  the  skins;  Plump- 
ing-Backing  smooths  out  all  wrinkles,  Plumps  tliem,  and  gives  them  a  Mellow,  Rubbery  feel. 

Every  Shoe  Factory  on  Earth  will  do  this  in  a  few  years :  Mr.  Foreman  be  a  Leader,  get  into 
the  Ijcst  Shoe  Brains  Company;  don't  be  a  Waiter. 

We  sujiply  Backing- Plumping  Cloths  at  all  prices  and  guarantee  best  possible  value  and  satis- 
faction at  every  price  ;  we  have  done  so  for  three  generations. 


304-310  E.  22nd  St. 
New  York  City 


Write  for  samples 


Peters  Manufacturing  Co.''^fottl7"mss. 


/''at  i'ifii^'  Sf>ei  iali'^ts  -  3  Generations 


To  get  results,  YOU  must  have  the 
best  material. 

That  is  why  the  Wise  Foremen  in- 
sist on  getting 


C  B«  C!# 

Inks,  Dressings,  Waxes,  Toe  Gum 

and  Cements 

Each  Product  Guaranteed  to  be  A  i  Quality 
Made  in  Canada  by 

Canadian  Blacking  &  Cement  Company 

Hamilton,  Ontario 


All  Leather 

Prices  and  Samples  on  Application. 


Cheaper 
Satisfaction 


Your  customer's 
customer  will  pay 
less  for  more  satis- 
faction if  you  put 
Guay  All-Leather 
Counters  in  your 
shoes.    It  pays. 


EUGENE  GUAY, 


230  St.  Marguerite  Street 
MONTREAL 


We  also  make  Union,  Standard  and  Leather  Board  Counters. 
TORONTO  REPRESENTATIVE   638  Shaw  St. 


are  stylish.    They  fit  baby,  and  are  comfortable 
— besides  they  please  mothers. 

<-»HURLBUT  C°.-™ 

PRESTON  CANADA 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 

I  If  there  is  anything  _ 

you  want,  write  us 

United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 
Toronto  Quebec 
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MR.  RETAILER 

WE  SHALL  BE  GLAD  TO  MEET  YOU  AT 

Toronto  Exhibition 

Aug,  29 -Sept.  14 

Quebec  Exhibition 

Aug,  31 —Sept,  5 

Sherbrooke  Exhibition 

Sept.  5-12 

London  Exhibition 

Sept.  11-19 

Ottawa  Exhibition 

Sept,  11-19 

Our  success  has  been  partly  clue  to  this  exhibition  work. 
We  demonstrate  to  the  actual  consumer,  who  is  going  to 
come  into  your  store,  what  a  wonderful  polish  "NUGGET" 
is.  Its  waterproof  qualities,  its  economy  in  use,  its  quality 
of  softening  and  preserving  the  leather  are  explained  to 
your  customers. 

Order  some  now  through  your  jobber,  and  call  and 
see  us  if  you  are  visiting  any  of  these  exhibitions. 


9-11-13  Davenport  Road  :  :  ;  TORONTO,  ONT. 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing"  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This  ar- 
rangement gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following 
equipment: — 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work: — 


2  Corrugated  Rubber  Shank  Finishing  Wheels  2  Heel  Brushes 

1  Corrugated  Rubber  Heel  Finishing  Wheel  1  Stitch  Cleaning  Brush 

1  Corrugated  Rubber  Bottom  Finishing  Roll  1  Levelling  Roll 

2  Shank  and  Bottom  Brushes  1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  neces- 
sary to  use  only  those  machines  which  the  operator  may  require.  This  feature  means  a  saving  of 
power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  ad- 
justed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 

122  Adelaida  Street  We»t,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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CANADIAN 

National  Exhibition 

AUG.  29      SEPT.  10 


A.  R.  Clarke  &  Co.^  Limited 

The  Largest  Manufacturers  of 

PATENT  LEATHER 

in  the  British  Empire 


extend  a  cordial  invitation  to  every- 
one connected  with  the  shoe  trade 
to  visit  them  in  the  Process  Build- 
ing at  the  Canadian  National  Ex- 
hibition. 

Last  year  our  exhibit  was  the 
lode-star  for  shoemen,  and  this  year 
we  hope  to  meet  still  more  old 
friends  and  make  many  more  new 
ones. 


A.  R.  Clarke  &  Company,  Limited 

''Makers  for  the  Nation'^ 
633-661  Eastern  Ave. 

Toronto,  Ont. 

Montreal  Quebec 


Vol.  IV— No.  9 


Toronto,  September,  1914 


Greyhound 


Brand 


MINER'S 


Do  you  want  to  carry  the  best  in 
sporting  shoes  next  season  ? 

If  you  do,  allow  the  Miner  Man  to 
submit  his  samples  of 

Greyhound  Tennis 

The  best  that  can  be  made. 


MINER'S 


The  Miner  Rubber 

Company,  Limited 

Granby    Quebec    Montreal    Ottawa  Toronto 


LIST  OF  SELLING  AGENTS 

Blachford,  Davies  &  Co.,  Limited.  60-62  Front  Street  West,  Toronto,  Ont. 

Coates,  Burns  &  Wanless  London,  Ont. 

Dowling  &  Creelman  Brandon,  Man. 

R.  B.  Griffith  &  Co  Hamilton,  Ont. 

J.   M.   Humphrey  &  Co  St.  John,  N.B, 

J.  M.  Humphrey  &  Co  Sydney,  C.B. 

Jacl<son  and  Savage.  Limited  78  St.  Peter  St..  Montreal.  Que. 

The  Wm.  A.  Marsh  Co..  Western,  Ltd..  72  Princess  St..  Winnipeg.  Man. 

The  Miner  Rubber  Co.,  Limited   225  Queen  St.,  Ottawa,  Ont. 

The  Miner  Rubber  Co.,  Limited  21  Notre  Dame  St.,  Quebec,  Que. 

The  Miner  Rubber  Co..  Limited,  146  Wellington  St.  West.  Toronto,  Ont. 
The  Miner  Rubber  Co..  Limited  72  St.  Peter  St.,  Montreal,  Que. 
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A  Criterion  of  Excellence 

has  been  established  in  the  manufacture  of 

PANTHER 

Rubber  Heels  and  Soles 

Made  in  Canada 


By  the  terms  of  the  PANTHER  GUARANTEE  we  pledge  ourselves  to  refund 
$i.oo  for  every  pair  of  soles  bearing  the  Panther  guaranteed  trade  mark  that  breaks 
or  cracks.  This  protection  has  proved  a  strong  inducement  to  manufacturers  and 
retailers,  since  it  frees  them  from  any  obligation  in  the  event  of  defects  in  the  rubber. 

Panther  rubber  soles  are  made  in  all  grades,  shapes,  colors  and  sizes,  but 
our  refund  offer  covers  only  the  guaranteed  soles. 


Makers  of  this  Heel  in  tlie  Green  Box 
Every  Pair  Guaranteed 


Send  for  samples  and  prices. 

Painther 
Rubber  Mfg.  Co. 

Sherbrooke,  P.  Q. 
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."lOo:!  Wos.  Patent  Plaza  Pnitt.  Iloot. 
lilack  Cloth  Top,  plain  toe.  Spool 
llecl,  Gdy.  Welt,  Ritz  Model, 
.fJ.OO. 


5001— WoS.  Patent  Butt.  Boot. 
Black  Cloth  Top.  Plain  Toe. 
Gdy.  Welt.    Grecian  Model,  .'t;2.U0 


5000 — Wos.  Patent  Butt.  Boot. 
Black  Cloth  Top.  Gdy.  Welt, 
Patrician  Model,  $2.90. 

500C— Same  as  5000  in  Velvet  Ve- 
lours Calf,  $2.00. 


5005— Wos.  Regent  Patent  Butt. 
Boot.  Calf  Fox,  Black  Cloth  Top. 
Jet  Ornament.  Plain  Toe.  Spool 
Heel.  Ritz  Model.  Gry.  Welt. 
$3.00.  , 


5002 — Wos.  Patent  Butt.  Boot.  Brocade. 
Whole  Quarter,  Plain  Toe,  Spool  Heel, 
Gdy.   Welt,   Grecian  Model,  $3.00. 

Canada's  Finest  Footwear  for  Women 

IN  STOCK  LINES 
Ready  for  shipment  Sept.  20 — Order  Now 


50(_)7 — Wos.  Velvet  Kid  Butt  Bool. 
Kid     Tip,     Gdy.     Welt,  Cushion 
Tread  innersole.    Low  Heel.  Na- 
ture   Model.      N'ery    full    lilting.  • 
EE  3  to  8.     Price  .?3.00. 

."iiO.S — Same   as   5007     in  Bluclier 
I. ace  style  with  Patent  Tip,  $;'>.f)0. 


.5004 — Wos.  Patent 
Black    Cloth  Top. 
Opera   Heel.  Gdy 
Model.  $2.00. 


Butt.  Boot. 
Plain  Toe. 
Welt.  Ritz 


SiJx 
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F  O  O  T  W  E  A  R    IN  CANADA 


The 
Brand 

of  Proven  Quality 


JAMES  ROBINSON 


BOSTONIANS 

The  Bostonian  has  no  equal  among  medium  priced  shoes.  Bos- 
tonians  embody  service  and  smart  appearance,  and  will  stand 
favorable  comparison  with  any  $6.00  shoe  on  the  market.  All 
the  features  of  high-class  footwear  are  to  be  found  in  this  line  of 
shoes.  Samples  for  Spring  191 5  are  now  ready.  Wait  for  the 
Robinson  Traveller. 


James  Robinson 

Montreal 


i 


FOOTWEAR    IN  CANADA 


5 


THE  MOST  POPUUR  WHOLESALE 
SHOE  HOUSE  IN  CANADA 


The  keynote  of  James  Robinson's 
success  is  contained  in  his  policy  of 
value  plus  service.  Your  RUSH 
orders  will  be  RUSHED  without 
delay.  Dealing  with  James  Robin- 
son is  synonymous  with  satisfac- 
tion— in  respect  to  value  of  goods 
and  promptness  of  service. 


James  Robinson 

Montreal 
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Classic^^ 


Women^s  and 
Growing  GirF 


Lines 


in 


Stock 


Terms:-Net  60  or  2  per  cent.  10  days  from  shipment. 


Sample 

"'01 
912 
985 
986 
987 
988 
996 
9106 
9107 
9108 
9109 
9113 
800 
801 
802 
803 
831 
833 
829 


Description 

Women's   Patent  Button,  plain  lij).  Jilack  Cloth 

Women's  Patent  Button,  Patent  tip.  Black  Cloth 

W'omen's  Patent  Button,  Patent  tip,  Dull  Top 

Women's  G.M.  Button,  Self  tip,  Dull  Top 

Women's  Kid  Button.  Patent  tip.  Dull  'i'op 

Women's  Patent  Button,  Patent  tij),  Black  Cloth 

Women's  Patent  P>utton,  Patent  tip.  Dull  To]) 

Women's  i'atent  Button,  Plain  tip,  Black  Cloth 

Women's  Patent  P)Utton,  I'atent  ti]).  Dull  Top 

Women's  Patent  Button,  Plain  tip,  iUack  Cloth 

Women's  I'atent  llutton,  Patent  Up,  Dull  'I 

W'^omen's  Kid  Button,  Self  U\),  Kid 

G.  Girls  Patent  B.utton,  Patent  Tij),  Dull 
G.  Girls  Patent  P.luclier,  Patent  Ti]),DulI 

(i.  (iirls  G.M.  Button,  Self  Ti]),  Dull 

G.  Girls  G.M.  Blucher,  Self  Ti]),  Dull  Toj) 

G.  Girls  G.M.  Button,  Self  Tip,  Dull  'D,p 

G.  Girls  Patent  Button,  Patent  Tij).  P.lack  Cloth 

(i.  Girls  Kid  Button,  Patent    I  ij),  Kid  To]) 


To|, 
'l\)p 


"I* 


C  .V- 

c 

c  & 

c  & 

D  .K: 
I) 


P 
,,]) 

li  ip 

■op 


op 


I) 
I) 
1  ) 
1) 
D 
I) 
D 
D 
D 
D 
D 
D 


<\:  D 


Last 

900  Welt 
902  Welt 

901  Welt 
901  Welt 
901  Welt 

901  Welt 

902  Welt 
905  Welt 
905  Welt 

900  Welt 

901  Welt 
901  Welt 

950  McKay 
950  McKay 
950  McKa}- 
950  McKay 
964  McKay 
964  McKay 
964  McKa'v 


Price 

3.00 
3.35 
3.00 
3.00 
2.85 
3.00 
3.00 
3.00 
3.00 
3.00 
3.00 
2.85 
2.65 
2.65 
2.65 
2.65 
2.65 
2.65 
2.50 


Getty  &  Scott,  Limited 

Gait,  Ontario 
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Classic  Misses'  and  Children's 
Youths'  and  Little  Gents' 

In  Stock 

Terms :  Net  60  or  2  per  cent.  10  days  from  shipment. 


Sample         Description  Last  Price 

105  Infs.  Pat.  Butt  ,  Dull  Top  100  Turn  $1.00 

205  Chds. 1.20 

106  In(s.    '■   Blue.      " 1.00 

206  Chds.  "  1.20 


Sample  Description 
1120  Infs.  Kid  Butt. 
2120  Chds.  •• 
mil  Infs.    "  Blur. 
2119  Chds.  " 


Last  Price 
100  Turn  $  .75 
1.00 

"      "  .75 
1.00 


Sample  Description  Last  Price 

4071  Miss.  Kid  Butt.,  Dull  Top  136McKay  $1.75 

3071  Girls  "      "        "  ' 1.45 

2071  Chds.  "  l.i;5 

1166  Miss  '•   Blue.  1.75 

:!166  Girls  "      "        "  "      "      "  1.45 

2166  Chd6. '      "      "  1.25 


1  ^ 

1  ^ 

Sample  Description 
4163  Miss  G.  M.  Butt. 

Girls 
216.3  Chd.s. 
4169  Miss       "  Bhi. 
3163  (Jirls 
2169  Chds. 


Last      Price  Sample 


Description 


Last      Price      Sample  Description 


1.36  McKay  $1.90  4190  Miss  Pat.  Bt.  Blk.  CI.  Top  136  McKay  $1.90 

1.55  3190  Girls   "     "     ' "  1.55 

1.30  2190  Chds.  "     "     "      "  1.30 

L90  4167  Miss  Pat.  Blu.,  Dull  Top      "      "  L90 

1.55  3167  Girls ' 1.55 

L30  2167  Chds. '       "      "  1.30 


520  Lads  Pat.  Blu.,  Dull  Top 

620  Gents  

720  Youths  " 

521  Lads   G.  M.  Blu. 

621  Gents  " 

721  Youths  " 

526  Lads       "  Butt. 

626  Gents  " 

726  Youths  " 

527  Lads  Pat.  Butt.,  Dull  Top 

627  Gents  " 

727  Youths  " 


Last 
60  McKay 


Price 
S1.30 
1.55 
2.00 
1.30 
1.55 
2.00 
1.30 
1.55 
2.00 
1.30 
1.55 
2.00 


Getty  &  Scott,  Limited 

Gait,  Ontario 
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Tebbutt 
Shoes 


Xnti-sept/c 


^  Tebbutt  Shoes  have  attained  popularity  because 
they  are  much  more  than  just  shoes.  They  in- 
clude special  features  in  their  construction  which 
make  them  water-proof,  cold-proof  and  capable  of 
withstanding  rough  wear. 

^  The  Doctors  and  Professor  Shoes  are  very 
popular  with  the  public  who  are  seeking  foot 
comfort  combined  with  style  and  wearing  qualities. 


Tebbutt  Shoe  &  Leather 

Company,  Limited 

Three  Rivers,  Que. 


PAT.  NP  ■  119409 

GOLD  CROSS 
SHOE 


FOOTWEAR    IN  CANADA 


The  "Acton"  Shoe 

The  "Acton"  brand  is  a  substantial  hnc  of  pegged 
and  Standard  Screw  goods  made  m  all  varieties 
of  workingmen's  shoes. 

The  leather  used  in  these  shoes  is  tanned  in  our 
own  tanneries  so  that  we  are  able  to  guarantee  their 
unvarying  good  quality. 

"Acton"  Shoes 
Are  Absolutely  Waterproof 


"Royal"  Shoes 

The  "Royal"  shoe  is  essentially  a 
high  grade  article  made  in  welts  and 
McKays  for  men  and  women. 

If  you  cater  to  a  social  community 
"Royal"  is  the  shoe  to  stock  to  bring 
you  trade.  Made  on  the  latest  lasts 
and  styles. 

We  also  carry  a  full  line  of  staples 
for  every  need.     Write  US. 

Alfred  Lambert  Inc. 


14-16  Notre  Dame  St.  West      -  Montreal 
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In  Planning 
Our  Styles 


we  have,  to  guide  us,  an  intimate 
knowledge  of  the  tendencies  in  the 
style-centers  of  the  world.  This 
close  connection,  obtained  thro'  our 
own  organization,  is  reflected  in  our 
shoes  in  a  manner  to  make  them 
distinctive.  We  shall  be  glad  to 
send  you  samples. 

Canadian  Distributors 

WESTERN  SHOE 

Distributing  Company 

719  Main  Street 
WINNIPEG 


RICE^HUTCHINS 


WORLD  SHOEMAKERS 
FOR  THE  WHOLE  FAMILY 


24  High  Street 


Boston,  U.  S.  A. 


All  America  Shoes 
for  gentlemen  have 
been  aptly  called  a 
''treat  for  the  feet." 
They  are  fine  shoes 
in  every  respect. 


Educator  Shoes 
are  made  on  the 
"roorh  fOr  five  toes" 
last*  We  make  them 
"for  every  member 
of  the  family."  4 


Educator. 

6H0E(i) 
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YAMASKA 


The  Staple  Brand 


In  D 


eman 


d 


There  are  no  quiet  seasons,  no  old  st)^les 
or  obsolete  lasts  when  you  sell  "Yamaska". 

They  are  a  solid  leather  shoe,  made  on 
sensible  and  comfortable  lasts.  The  best 
leather  and  findings  are  used  in  their  manu- 
facture and  the  manner  in  which  they  are 
put  together  is  thorough  and  lasting. 

The  result  of  these  manufacturing  pre- 
cautions is  a  shoe  that  will  give  lasting  and 
comfortable  wear  and  put  a  customer's  con- 
fidence in  your  store. 

May  we  quote  you  prices  on  "Yamaska". 


LA  COMPAGNIE 

J.  A.  &  M.  Cote 


St.  Hyacinthe,  Que. 


Footwear  in  Canada 
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500  Window  Trims  Like  This 


New! 


A  complete  set  of  wood 
Window  Display  Fixtures 
for  the 

Retail  Shoe  Trade 

So  complete  in 
every  detail  that  you  can 
make  over  500  distinct 
Window  Trims  with  this 
one  set.  This  will  keep 
your  window  in  good  Trims 
for  the  next  dozen  years,  for 

GO 


$9e  GO 


F.  O.  B.  Hamilton,  Ont.,  Canada 
Write  f«r  particulars 
and  special 
Catalog 
No.  101 

You  then  can  order  through  your  jobber  or  direct. 


WINDOW  TRIMS  LIKE 
^WW  THESE  IN  ONE  SET 

ONK'EN 

INTERCHANGEABLE 
WOOD  WINDOW  DISPLAY  FIXTURE 

YOUNITS  ' 


The  Starage  Chest.    The  110  YOUNITS  that  make  up  this  set  are  put 
up  in  A  HARDWOOD,  HINGED  LID  STORAGE  CHEST  (oiled  finish). 
A  good  place  to  keep  any  part  of  the  set  that  is  not  being  used. 
Stock  Carried  In 
Cincinnati,  New  York,  San  Francisco  and  Canada. 
Address  all  correspondence  for  above  points  to  Cincinnati,  O. 


The  Oscar  Onken  Co. 

592  Fourth  Ave. 

Cincinnati,  Ohio,  U.S.A. 
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Generation  Shoes 

Stylish 
Footwear 


Style  F  16  —  Generation  Welt  in 
Patent  with  Imported  Cloth  Top. 
Patent  Tip,  Stylish  14/8 Cuban  Heel. 
14  Buttons.    Sizes      to  10. 

$2.60 


in 


Style  F  18— fieneration  Welt,  Fine 
Glace  Kid  Boot  with  Kid  Tip,  14  8 
Cuban  Heel.  14  Buttons.  Sizes  2^ 
to  10.  $2.60 


Large  Sizes 


Generation  shoes  are  made 
on  a  remarkably  good  fitting 
last.  The  outstanding  feature 
of  these  shoes  is  their  large 
size  and  their  neat  and  stylish 
appearance. 

There  is  always  a  demand 
by  women  and  girls  with  gen- 
erously proportioned  feet  for 
a  stylish  shoe  that  will  look 
small — Generation  is  the  shoe 
to  show  them. 


CO. 

THE 

NeratI 

LINL 

N.Y. 


Generation  shoes  have  solid 
sole  leather  counters,  sole 
leather  box  toes,  inside  kid 
button  stay  and  solid  oak 
soles. 

Neat  Round  Toe. 
Marked  in  French  sizes. 
Retail  readily  at  $5.00. 

Send  for  catalogue  or  a  tnal 
order  from  stock. 


Style  F 17— Generation  Welt  in  Gun 
Metal  Calf  Vamp  and  Foxing  with 
Dull  Top,  G.  M.  Tip,  11/8  Cuban 
Heel,  14  Buttons.    Sizes      to  10. 
TOP  OPEN  TO  SHOW  WIDE 
BUTTON  STAY 
$2.60 


W.  B.  Coon 

Company 

Specialists 

Rochester 

N.  Y. 


Stylo  F  15— Generation  A\'elt  in 
Patent  with  Patent  Tip.  Dull  Top. 
Stylish  14  8  Cuban  Heel  and  14 
Buttons.   Sizes  i!-  to  10. 

$2.60 
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Pull  the  Footsteps 
%        Into  Stores 


Mere  pro- 
tection to  the 
merchandise 
on  display  is  not 
the  greatest  work 
of  a  Store  Front — 
that  never  paid  much 
interest  on  the  invest- 
ment.     Sales    is  what 
counts  and  it  is  more  from 
that  angle  that  we  offer  you 
our  services. 


After  all,  the  real  work  of  a  Store  Front  is  to  pull  the  people  inside  the  Store.  If 
you  are  unable  to  do  that,  you  forfeit  all  possibility  of  making  sales. 

In  order  to  properly  show  every  line,  every  day  in  its  season  your  win- 
dows must  be  individually  designed — they  must  fil  your  business.     And  that 
is  the  reason  we  believe  we  are  competent  to    work   with   you.     AVe  have 
^  helped  design    aud  build  more   than  30,000  KAWNEER  FRONTS-we 

have  helped  solve  the  same  problems  you  will  have  to  solve  when  your 
Store  Front  is  built — provided  you  build  it  to  increase  your  business. 


I 


Eight  years  ago  KAWNEER  was  originated  and  when  offered 
to  the  Merchants  in  all  parts   of  the  world  it   was  looked  upon 
with  more  or  less  skepticism — not  because  of  any  proven  de- 
fect, either  in  principle  or  material;   not  because  it  failed  to 
fill  the  requirements,  but  simply  because  it  so  far  departed 
from  the  customary  Store  Front  used  at  that  time. 


The  structural  requirements, 
however,  have  not  been  overlooked 
in  KAWNEER  STORE  FRONTS— 
in  fact  it  is  for  the  sake  of  permanency 
that  solid  copper,  brass,  bronze  or  alum- 
inum   is   used.     You  will   never  have  to 

paint  the  KAWNEER  STORE  FRONT  you 

install   and  the   general  maintenance  cost  will 
be  reduced  to   the  minimum. 

Let  us  give  you  the  benefit  of  our  eight  years 
experience  working  with  other    Merchants — let  us 
show  you  proofs  of  our  success. 

"Boosting  Business  No.  25"  contains  photographs  of 
many  of  the  most  successful  big  and  little  Store  Fronts  in 
the  country,  together  with  information  that  is  the  result  of 
our  specialized  efforts.  A  Store  Front  of  any  kind  will 
cost  a  certain  amount  of  money  and  the  difference  in 
cost  between  such  a  Front  and  a  modern  KAWNEER 
STORE  FRONT  is  so  small  that  it  would  be  false 
economy  to  make  the  initial  "saving."  The  ultimate  re- 
sults that  a  KAWNEER  STORE  FRONT  would  create 
for  you  would  well  warrant  your  adoption  of  KAWNEER. 
That  has  been  the  experience  of  thousands  of  other 
Merchants. 


Rawneer 

Manufacturing  Company 

Limited 

/rartcij  J.  Plym,  Prcaident 

Dept.  R.    1195  Bathurst  Street 

TORONTO,  ONT. 


Merchants  required  proofs,  so  we  started  out  to 
make  them  with  the  result  that  KAWNEER  has 
been  adopted  in  30,000  Fronts.     Wherever  you  go 

you  will  find  KAWNEER  STORE  FRONTS 

making  money  for  the  Merchants  behind  them. 

Just  mail  this  coupon  to  us  and  let  us 
send  you  "Boosting  Business  No.  25" — 
it's    an    authentic    Store   Front  Book 
compiled  and  published  for  you  Mer- 
chants. 


COUPON 
i^awneer 

Manufacturing  Company 

Limited 

Dept.  R.  1195  Batliurst  St. 
TORONTO,  ONT. 

Kindly  senJ  "Boosting  Business  No. 
25"  without  obligation 


4ame  

y''  Street  and  No. 
^      City  or  Town  

Business  
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Boy  Scouts 

"To  The  Front" 


7066  — Boy  Scout,  Box  Calf, 
Blue,  Bal.,  Slip  Sole,  Goodyear 
Welt,  Cornell  Last. 

$3.00 


6250  —  Scout  Master  (men's) 
Pat.  Colt  Butt,  Cloth  Top, 
Single  Sole,  Princeton  Last, 
Welt.  $3.50 


7664— Boy  Scout,  Gun  Metal, 
Blu.,  Bal.,  Mat  Top,  Slip  Sole, 
McKay,  Student  Last. 

$2.25 


This  year  again  finds  the  Boy  Scout  shoe  ready  for  service  and  in  the  front 
ranks  with  a  substantial  reinforcement  of  new  lasts,  styles  and  ideas. 

The  "Boy  Scout"  has  always  been  a  business  asset  to  any  store  handling  our 
line.    At  this  particular  time  the  name  has  a  wonderfully  increased  value. 

Our  Jobbing  Department  is  showing  a  larger  and  more  complete  general  line 
including  Boys'  shoes  from  $1.55  and  up,  an  excellent  line  of  American  White 
Canvas  Shoes,  a  high  grade  line  of  Ladies'  turn  Pumps  and  Colonials  and 
button  boots,  Girl  Guide  Shoes  and  Ladies',  Misses'  and  Childs'  McKays,  and 
a  very  strong  line  of  staples  at  popular  prices. 

Salesmen  with  a  full  line  of  new  Spring  samples  out  now.    Send  us  your 
name  and  one  will  call.    Have  a  look  anyway. 

Ask  for  catalogue  of  lines  in  stock, 

Jackson  &  Savage,  Limited 

Montreal 
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Mr.  Retailer 

^  Nations  may  be  embroiled  in  warfare  but  we 
shall  continue  to  make  shoes. 

q  Samples  of  ASTORIA,  LIBERTY  and 
TECUMSEH  shoes  for  spring,  1915,  will 
shortly  be  with  you. 

^  They  will  be  as  usual  notable  for  their  style, 
quality  and  durability. 

^  We  think  they  are  the  Best  we  have  ever  made 
—Look  them  over! 

The  Cook-FitzGerald  Co., 

Limited 

London 

Makers  of  Fine  Shoes  for  Men. 


FOOTWEAR    IN  CANADA 


Cleo,  Derby 


and 


Murray- Made 
Footwear 


You  don't  have  to  "sell"  Cleo,  Derby  and 
Murray-made  shoes— just  supply  them  because 
they  are  demanded  by  those  well-dressed  people 
who  know  their  value. 

The  Derby  and  Murray-made  brands  are  sty- 
lish high-class  footwear  for  men.  The  Cleo  shoe 
is  a  quality  line  for  women. 

This  trio  from  our  factory  will  form  the  back- 
bone of  any  shoe  store  catering  to  particular 
people. 

See  Our  Samples 


The 

Murray  Shoe  Co 

Limited 

London,  Ont. 


BRANCH  WAREHOUSE : 

Read  Building,  Montral 
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Stork  Baby  Shoes 

and  Moccasins 


We  want  every  dealer  in  infants'  footwear  to  know  of  our 
goods  and  our  policy.  Stork  Baby  Shoes  and  Moccasins  are 
made  of  the  softest  and  finest  grades  of  leather  by  workmen 
who  know  how,  and  we  honestly  beheve  them  to  be  the  best 
baby  footwear  made. 

They  are  scientifically  made,  and  have  right  and  left  lasts, 
msuring  a  comfortable  fit. 

They  are  quick  sellers  because  they  attract  and  mterest  every 
mother  of  a  baby  who  sees  them. 

Our  extensive  advertising  to  the  consumer  is  for  the  sole  pur- 
pose of  sendmg  customers  for  our  goods  to  the  dealer. 

Our  good  friends  have  compelled  us  to  seek  larger  quarters 
where  we  are  now  located  and  m  a  position  to  fill  orders 
promptly. 

We  will  gladly  quote  prices  and  send  you  a 
sample  line,  free  of  expense,  and  without 
«  obligation.    Write  to-day. 

A  few  exclusive  agencies  are  open  for  good  live  men. 
Samples  in  compact  form.    Splendid  selling  side  line. 


THE  STORK  COMPANY 


BOSTON,  MASS.,  U.  S.  A. 
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Progressive  Finishing  Machines 


LEADERS  IN  EFFICIENCY 


Twenty-Four  Different  Models 
SEND  FOR  CATALOG 


Sold  on  payment  plan 
or  for  cash.  Smooth 
running  and  built  to 
last. 


One  of  the  reas- 
ons Progressive 
Finishing  Ma- 
chines  give  such 
splendid  satisfac- 
tion is  that  they 
are  built  by  prac- 
tical shoe  shop 
men  who  know 
the  needs  of  the 
shoe  shop.  Every 
part  and  piece  of 
equipment  does  its 
work  perfectly. 

Every  owner  of 
a  Progressive  Fin- 
isher is  glad  he  has 
one.  Let  us  send 
you  testimonials 
from  many  pleased 


Weeks  &  Warren,  of 
Charlestown,  Illinois, 
write — We  are  well 
pleased  with  our  Pro- 
gressive Finishing 
Machine.  We  could 
not  have  bought  a 
better  one. 


PROGRESSIVE  SHOE  MACHINERY  CO.,  TnKT 

The  Best  Shoe  Finishing  Machinery  Manufactured. 


Paints  and  Stains 

For  Leather  Goods 


WE  are  experienced  specialists  in  the  manufacture  of  shoe  paints,  stains 
and  dyes,  and  can  furnish  any  specialties  in  this  line.     If  you  are  in 
the  market  for  any  of  the  following  we  will  be  pleased  to  quote  you  : 

Edge,  shank  and  heel  blackings.  Shank  and  bottom  stains  in  all  colors, 
Perfectos  and  paints  for  red  leather.  Russet  and  patent  leather  repairers. 
Scouring  inks,  Burnishalls,  and  waxes  of  all  kinds, 
t 


330  Broad  Street 
Lynn,  Mass. 


Kent  &  Smith 
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Quality  Shoes 

at 

Popular  Prices 


To  offer  your  customers  shoes 
of  genuine  quality  at  popular  prices 
you  cannot  afford  to  share  your 
profit  with  the  Customs  House. 
Buy  in  Canada. 

See  our  new  Spring  line  and  buy 
these  high  class  Corbeil  Leather 
Brand  shoes  at  $2.60,  $2.70  and 
$2.85  to  retail  at  $4.00. 

Leader  shoes  have  the  goods  in 
them  ;  they  are  well  put  together 
and  have  the  style  and  finish  of  a 


Modified  high  toe  last,  gun  metal  bal,  $6. GO  article, 

made  also  in  blucher  and 
button,  low  heels 

OUR  TRAVELLERS  ARE  TRAVELLING  TO  YOU 

Corbeil  Umited 

Manufacturers  of  good  shoes  to  retail  at  $3.50,  $4.00  and  $5.00.« 
Makers  of  BENCH  MADE  and  LEADER  Brands. 

Montreal 

Office- 71  St.  Paul  Street       Factory  and  Warehouse  -63-71  j  >  St.  Paul  Street 
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London  toe  last,  gun  metal,  patent  leather 
and  mahogany,  made  in  bals  only, 
low  heels.     Note  miniature 
eyelet  effect. 


Past  seasons  have  found  the  Corbeil 
line  ready  with  the  cream  of  the  new 
styles.  This  year  we  have  eclipsed 
all  past  records  in  point  of  quality, 
variety  and  value. 

Our  $4.00  retail  shoe  is  better 
value  than  has  ever  been  offered  on 
the  Canadian  market. 

In  our  Ime  for  1915  we  have  add- 
ed 1 5  new  lasts  which  gives  us  an 
unusual  selection.  Receding  toes, 
medium  toes,  modified  high  toes,  Lon- 
don toes,  and  all  the  other  popular 
toe  lasts  are  included  in  our  large 
range  of  samples. 

OUR  TRAVELLERS  ARE  ON 
THEIR  WAY  TO  YOU. 

Corbeil 

Limited 

Montreal 


A.  CORBEIL, 
President 


The 
Corbeil 

Line 

For 
Spring 

1915 
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The  "Star"  is  a  boy's  shoe,  made  on 
lasts  that  will  appeal  to  the  boy. 

The  "Star"  shoe  is  absolutely  water- 
proof and  is  made  in  a  substantial 
manner  to  withstand  rough  usage. 

The  boys'  trade  is  big  and  profitable 
and  if  you  sell  "Star"  shoes  you  will 
get  a  liberal  share  of  it  from  your 
community. 

"Star"  shoes  have  the  looks,  the  wear, 
the  comfort,  and  they  are  waterproof.  ' 

Write  for  ''Star"  Prices 


■■•■••::^v;;:-y//;v::v}:.::v;:----- 


star  Shoe  Limited 

Montreal 


Montreal  Agents 

D.  Desautels 
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WALK-OVER  SHOES 

For  Spring  1915  Are  Better  Than  Ever 

You  will  say  so  when  you  see  the  WALK-OVER 
samples.  It  will  pay  you  to  wait  for  the  WALK-OVER 

travellers — they  are  now  on  the  territory  with  a  full 

assortment  of  the  latest  styles  and 
creations  in  Men's  and  Women's 
fine  footwear. 

We  illustrate  two  popular 
WALK-OVER  models  that  are 
sure  to  prove  good  sellers,  these 
and  150  others  are  carried  In 
Stock    both  at 


■WINSOR"  Model.    Stock  Dept.  No.  5361 
Radium  Calf,  Box  Kid  Top.  Sizes 
5  to  11.    Widths :  AA  to  D. 


the  same  day  your  order  is  received. 

If  there  is  no  WALK-OVER  agency  in 
your  town,  we  should  like  the  opportun- 
ity of  explaining  our  proposition  to  you 
in  detail. 

See  the  WALK-OVER  Exhibit  at 
the  Canadian   National  Exhibit- 
ion in  Toronto,  Booth  No.  60. 


Geo.  E.  Keith  Company 

Manufacturers  of  Walk-Over 
Shoes  for  Men  and  Women 

Campello,  (Brockton)  Mass 

ST.  LOUIS,  MO., 
1117-19  Locust  Street 


C  a  m  p  e  1  I  o  , 
Mass.  and  St. 
Louis 
ready  to 
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"  Triple 
Entente*' 
Last 

IN  this  new  "Triple  Entente"  we  have  achieved  a 
combination  of  features  that  make  this  last  the 
most  popular  yet  produced.  It  is  not  extreme 
in  any  way  but  just  hits  that  happy  medium  of  height 
and  of  width  and  general  appearance  that  makes  it 
the  "  best  yet." 

For  your  coming  trade  where  judicious  buying 
will  be  exercised  and  good  values  sought  you  will 
find  "The  Triple  Entente  Last"  a  valuable  trade 
winning  shoe. 

Sold  by  the  leading  jobbers  of  Canada 
or  write  us  for  particulars. 

Tetrault  Shoe 

Mfg.  Company,  Limited 

Montreal 

Largest  Men's  Goodyear  Welt  Manufacturers 
in  Canada~BAR  NONE. 
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Style  and  Ease 


in 


the 


JOHN  EBBERTS 

LINE 


203 


244 


These  and  Other  Styles  in  Stock 

High  grade  shoemaking ;  latest  style  touches ; 

best  materials 

For  Stock  Catalogs  Write : 


JOHN  EBBERTS  SHOE  CO. 

BUFFALO,  N.  Y.,  U.  S.  A. 
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WAIT 

For  the  Salesman  with 

The  JUST  WRIGHT  SHOE 


^  He  is  on  his  way  to  you  now  with  the  best  hne 
of  business  getters  you  have  ever  seen,  and  prices 
that  bring  a  smile  with  every  ring  on  the  register. 

^  While  you  are  waiting — we  will  take  care  of 
your  immediate  needs  with 

The  Just  Wright  in  Stock  Department 


E.  T.  Wright  &  Co.,  Inc. 

Rockland,  Mass.  St.  Thomas,  Ont. 
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rot-Moc 


BACK  TO  NATURE  SILOES 


For  Grown-Mps 

and  Growin^'Ups. 

TO  RETAILERS 

Trot-Moc  Shoes  have  opened  up  new  possibilities  in  shoe 
merchandising.  They  embody  a  new  idea  in  footwear  which 
appeals  to  the  clerk  as  well  as  to  the  customer. 

They  give  the  salesman  new  talking  points  and  new 
features  for  demonstration.  They  do  more  than  this  for 
they  virtually  sell  themselves.  This  you  can  prove  to  your 
satisfaction  by  displaying  samples  on  a  table  where  custo- 
mers can  pick  them  up  and  examine  them. 

Fvnthermore,  every  pair  you  sell  will  bring  new  custo- 
mers to  your  store.  The  person  who  wears  a  pair,  whether 
man,  woman  or  child,  is  a  living,  walking,  effective,  talk- 
ing advertisement  for  your  store  and  Trot-Moc  Shoes. 

Your  inquiries  are  solicited, 

American  »  British  ^  Canadian  ^  Distributers 


Boston 


TORONTO 

Montreal 


310  Yonge  Street 


CANADA 

Winnipeg 


London,  Eng. 


AIRD  &  SON,  Montreal 


New  Lasts      New  Heels 
New  Styles 


^  Jobbers  are  invited  to  call  and  see  our  new  samples 
when  in  Montreal. 

^  They  include  new  styles,  new  heels  and  new  lasts  in 
McKays  and  Turns  for  men,  boys,  youths  and  women. 

^  They  provide  a  good  margin  of  profit  and  are  Ai 
footwear. 


WRITE  OR  CALL 
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"  MADE  IN  CANADA  "  t^m 


"Sprin^«Step" 
Friction  Plu^ 
Rubber  Heels 


Dominion 
Rubber  Soles 


We  have  added  to  our  line  a  complete  range 
of  the  above  items.  They  are  Made  in 
Canada,  by  Canadians,  for  Canadians. 

Write  our  nearest  Branch  for 
prices  or  ask  our  Travellers, 

Canadian  Consolidated  Rubber  Co. 

Montreal,  P.  Q.  ^""''^^ 


28  "Service"  Branches  throughout  Canada  fhOMlNlOlj 
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Regaining  the 
Customer 


How  about  the  unvoiced  com- 
plaint? Have  you  done  anything 
in  the  past  that  w^ould  help  you 
to  unearth  the  reason  why  a  man  or  woman  has  simply 
(jnit  trading-  with  you?  If  not,  here  is  a  fertile  field  for 
activity.  In  looking  over  the  ledger,  have  you  noticed 
that  some  one  has  stopped  doing  business  with  you 
for  no  reason  that  you  know  of?  If  so,  something 
should  be  done  to  bring  him  back  to  the  fold. 

This  something  can  take  the  form  of  a  tactful  let- 
ter, drawing  his  attention  to  the  fact  that  you  have 
missed  his  business  and  would  be  glad  to  know  if 
there  is  something  you  have  done  or  left  undone  that 
is  not  satisfactory,  so  that  it  may  be  made  right.  Or 
a  personal  call  can  be  made  on  this  customer  and  the 
same  question  put  to  him  by  word  of  mouth. 

H  every  store  kept  all  its  customers  not  lost  by 
death,  there  would  be  a  mighty  increase  in  business. 


Attractiveness 
Attracts  Trade 


Xo  one  will  deny  that  an  attract- 
ive store  front  and  a  well  arrang- 
ed and  equipped  interior  will  at- 
tract more  attention  than  one  that  is  so  ordinary  that 
it  has  "cheapness"  written  all  over  it.  The  store  that 
has  an  up-t(j-date  front  and  interior  ecjuipment  has  a 
better  chance  (jf  doing  business  in  a  popular  price  dis- 
trict than  has  the  store  that  has  nothing  to  disting- 
uish it  from  the  other  stores  in  the  same  locality.  But 


it  must  make  the  fact  known  that  it  sells  at  popular 
prices.  Price  tickets  should  be  plentiful  in  the  win- 
dow displays  and  the  kind  of  goods  shown  that  will 
sell.  Price  should  always  be  a  feature  in  the  adver- 
tising until  the  fact  is  firmly  impressed  on  the  public 
mind,  and  when  this  is  accomplished,  the  appearance 
of  the  store  will  be  an  asset  by  conveying  the  impres- 
sion of  exceptional  quality  for  the  price  asked. 


Everything  is 
Advertising 


Most  everything  you  do  is  ad- 
\ertising.  That  being  so,  it  is 
well  to  remember  that  fact  and  be 
careful  to  see  that  it  is  not  overlooked  by  any  of  the 
clerks  or  by  the  proprietor  of  the  business.  It  is  the 
old,  old  story.  The  good  travels  slowly,  the  bad  fast. 
Something  you  or  your  clerks  do  that  is  not  what  it 
ought  to  be,  is  soon  told  all  around  your  trade  terri- 
tory, each  telling  adding  some  embellisliment  to  the 
tale,  until  a  trivial  thing  becomes  a  serious  matter. 
A  sharp  word  by  a  thoughtless  clerk  whose  liver  may 
be  out  of  order,  to  a  small  boy  or  girl  who  is  loitering 
in  the  store^  will  be  told  of  by  that  child  to  whoever 
will  listen,  and  the  story  will  not  lose  in  its  selling. 
You  ofifer  some  special  item  in  your  aavertising,  and 
when  the  people  respond  by  asking  for  it,  the  clerk 
knows  little  or  nothing  about  it,  stares  at  the  customer 
blankly,  and  lets  it  go  at  that.  These  are  some  of  the 
things  that  are  "bad"  advertising;  things  that  will 
make  your  store  talked  about  in  a  way  that  is  not  con- 
ducive to  increased  sales  or  prestige. 

On  the  other  hand,  a  pleasant  word  to  the  little 
child  who  comes  to  the  store,  living  up  absolutely  to 
what  your  advertising  announces,  and  such  things,  arc 
good  advertising.  They  may  and  probably  will  travel 
slowly,  but  they  will  travel  just  the  same. 

*      *  * 

The  window  trimmer,  be  he  an 
Timely  Trims  employee  or  the  "boss,"  should 
have  the  faculty  of  putting  in  a 
timely  trim  very  quickly,  should  the  occasion  demand. 
There  is  nothing-  that  adds  so  much  to  the  value  of  a 
display  as  hooking  it  up  with  some  local  proposition 
tliat  is  much  in  the  public  eye. 

It  makes  no  difference  whether  this  proposition  is 
some  event  of  importance  or  if  it  is  connected  with 
the  weather.  For  example:  there  is  a  sudden  cold 
snap.  This  might  call  for  a  display  of  felts  or  other 
footwear  suitable  for  the  change.  A  spell  of  wet  wea- 
ther with  its  attending  mud  would  make  a  good  dis- 
play of  rubbers  most  appropriate. 

To  the  merchant  who  is  awake  there  will  come 
many  chances  to  hook  up  his  displays  with  local 
events.  Not  only  will  he  attract  attention  to  the  goods 
he  displays,  but  he  will  also  make  it  very  plain  that 
he  is  interested  in  the  place  in  which  he  lives.  This 
latter  idea  is  not  easily  explained  in  so  many  words, 
or  expressed  in  dollars  and  cents,  but  it  is  a  very  real 
thing,  just  the  same,  and  worth  real  money. 
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The  European  War  in  Its  Relation  to 

Canadian  Trade 

A  Time  When  Courage  and  Confidence  Await  the  Dawn  of  Greater 
Opportunity— Every  Incentive  to  Maintain  the  Country's  Business 
Stability  and  Prepare  the  Way  for  Expansion— Exports  and  Imports 


N(  )W  that  everyone  has  had  the  opportunity  to 
express  an  opinion  as  to  the  probable  dura- 
tion of  the  war,  the  cost  of  it  in  men  and 
money,  its  effect  upon  trade,  and  a  dozen 
minor  phases,  there  would  appear  to  be  some  justifi- 
cation in  taking  a  little  time  to  sift  the  material — to 
separate  fact  from  fiction,  and  to  strike  a  midway 
course  between  the  optimism  ofifering  on  the  one  hand 
and  the  excessive  pessimism  prevalent  on  the  other. 

We  are  concerned  with  a  brief  consideration  of  the 
status  and  prospects  of  the  trade  of  this  country  in 
relation  to  the  struggle  in  Europe,  but  as  an  aside  it 
may  be  observed  that  any  close  speculation  as  to  the 
duration  of  the  war  is  foolish  at  the  present  juncture. 
Precedent  does  not  help  us,  the  conflict  being  of  an 
entirely  new  order:  all  that  we  can  reasonably  surmise 
is  that  the  very  magnitude  of  the  operations  to  which 
the  German  Empire  has  committed  itself  will  prove  its 
undoing  in  a  matter  of  months,  however  thorough  its 
preparations  may  have  been.  At  the  time  of  writing, 
the  allied  forces  of  France  and  Great  Britain  are  now 
in  line  preparing  to  check  the  enemy's  encroachments, 
and,  with  the  Russian  army  looming  up  large  on  the 
horizon,  and  British  mastery  of  the  sea  already  as- 
serting itself  in  the  re-opening  of  trade  routes,  we  can 
only  wait — firm  in  the  conviction  that  the  potent 
forces  of  might  and  right  arrayed  against  the  German 
war  fiend  must  prevail. 

Confidence  the  Keynote 

In  taking  stock  of  present  conditions,  it  is  gratify- 
ing to  find  that  loyalty  and  confidence  are  the  keynotes 
of  the  situation.  One  may  point  to  projects  post- 
poned, to  establishments  closed,  to  reductions  of  .^l.a^^s 
and  salaries,  and  so  on ;  but,  after  all,  these  are  i  .;t  a 
fair  gauge  of  the  people's  attitude.  Nine  out  of  (en 
employers  are  firmly  persuaded  that  Canada's  pros- 
pects are  as  sound  as  ever,  and  they  are  prepared  to 
make  a  temporary  sacrifice  with  a  view  to  sharing  m 
the  greater  harvest  that  will  be  reaped  after  the  wa'". 
In  this  attitude  there  is  the  truest  patriotism.  It  is 
not  given  to  every  man  to  fight,  but  to  every  man 
who  cannot  fight  is  given  the  opportunity  to  do  his 
share  in  maintaining  the  productive  power  and  busi- 
ness stability  of  his  country. 

By  such  eminent  economists  as  Sir  George  Pais!) 
the  view  is  taken  that  tlie  present  war  will  open  \-p 
a  tremendous  opportunity  for  Canada  and  the  United 
States,   It  is  held  that  if  the  tide  is  taken  at  the  flood 


it  will  mean  not  diminished  but  greater  prosperity  for 
us.  Financial  embarrassment  must  be  experienced  fo'^ 
a  time,  but  this  is  an  evil  which  will  be  common  to  the 
whole  world.  With  the  maintenance  of  ocean  traffic 
and  the  opportunity  to  dispose  of  our  farm  products, 
the  speediest  recovery  will  surely  come  to  Canada. 
New  lines  of  activity  will  compensate  in  part  at  least 
for  the  depression  in  others.  Far  removed  from  the 
scene  of  hostilities,  the  internal  trade  of  this  country 
should  sufifer  as  little  as  any  in  the  world. 

Canada's  Trade  Mainly  Within  the  Empire  and 
with  the  United  States 

An  examination  of  actual  facts  and  figures  can- 
not but  be  reassuring  to  the  manufacturing  interests 
of  Canada.  We  find  that  in  the  fiscal  year  ending 
March  31  last  our  exports  and  imports  represented  h 
total  value  of  more  than  a  billion  dollars — the  greatest 
figures  in  the  country's  history.  In  this  period  a  great 
stride  was  made  in  our  exports,  which  amounted  lo 
nearly  $432,000,000.  The  amount  of  trade  done  with 
the  present  enemies  of  the  Empire  was  inconsiderable ; 
our  exports  to  Germany  and  Austria-Hungary  com- 
bined amounted  to  less  than  four  and  one-half  million 
dollars,  while  our  imports  from  these  countries  were 
nearly  four  times  as  great.  It  is  questionable  whether 
it  would  not  be  in  Canada's  favor  if  the  exchange  of 
business  were  wiped  out.  Naturally  the  war  will  af- 
fect seriously  the  buying  power  of  other  European 
countries,  but  it  must  be  remembered  that  our  busi- 
ness with  Europe  constitutes  only  a  small  part  of  our 
external  trade  and  that  it  is  the  other  countries  of  the 
British  Empire  and  the  United  States  that  are  our 
best  customers.  Canadian  exports  to  Continental 
Europe  last  year  amounted  to  less  than  twenty  million 
dollars,  while  our  commerce  with  other  parts  of  the 
Empire  consisted  of  exports  to  the  value  of  some  $239,- 
000,000,  and  imports  amounted  to  $154,000,000— a  total 
of  $393,000,000.  With  the  United  States  our  trade 
consisted  of  exports  amounting  to  $200,000,000  and 
imports  valued  at  $411,000,000,  a  total  of  $611,000,000. 
Thus  our  trade  witli  other  parts  of  the  British  Empire 
and  with  the  United  States  amounts  to  upwards  of  a 
billion  dollars.  With  these  things  in  mind  and  the 
knowledge  that  Germany's  merchant  vessels  are  being 
driven  off  the  sea,  one  may  surely  conclude  that  ulti- 
mately tlie  war  will  have  a  good  effect  upon  British 
(including  Canadian)  and  United  States  trade.  De- 
pend upon  it  that  much  of  the  German  competition 
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which  British  and  American  manufacturers  have  had 
to  cope  with  in  the  past  will  be  wiped  out  and  that 
Canada  will  share  in  the  transfer  of  the  trade  which 
Germany  will  undoubtedly  lose. 

In  a  sane,  well-balanced  consideration  of  condi- 
tions and  prospects,  we  must  not  overlook  the  fact 
that  one  of  the  most  certain  results  of  the  war  will 
be  a  world-wide  scarcity  of  capital  for  investment  pur- 
poses. It  is  impossible  to  foresee  in  aetail  the  far- 
reaching  results  of  the  changes  that  are  taking  place 
in  the  value  of  capital,  but  a  natural  outcome  is  that 
the  carrying  out  of  constructional  works  and  public 
improvements  will  be  considerably  hampered.  The 
activity  will  be  all  the  greater  when  constructive  en- 
terprise finds  its  level.  All  the  more  vital  is  it  for  us 
to  hold  our  ground. 

The  Ebb  and  Flow  of  Prosperity 

Prior  to  the  outbreak  of  hostilities,  we  had  entered 
upon  a  period  of  depression.  The  explanation  of  this 
depression  is  not  hard  to  find  in  economic  theory.  The 
value  of  all  products  is  dependent  upon  the  demand : 
while  manufacturing  facilities  and  outputs  had  been 
increasing  by  leaps  and  bounds  there  had  been  a 
number  of  extremely  grave  developments  tending  to 
diminish  the  demand.  The  greatest  development  of 
all,  unforeseen  though  it  was,  was  the  preparation  that 
was  being  made  for  the  present  war. 

As  a  matter  of  fact,  history  shows  us  that  trade 
depressions  travel  in  cycles.  Ever  since  England  be- 
came a  manufacturing  country  she  has  encountered  an 
almost  constant  ebb  and  flow  of  activity  in  trade. 
Even  in  periods  when  there  have  been  no  outstanding 
disturbances  like  the  present  one,  the  cyclical  move- 
ment has  been  definitely  marked.  It  has  been  observ- 
ed that  from  1887  to  1896  the  cycle  ran  in  the  order  of 
revival,  marked  revival,  prosperity,  decline,  depres- 
sion, and  slow  revival ;  and  from  1897  to  1906 — pros- 
perity, great  prosperity,  culmination  of  prosperity, 
slow  ebb,  depression,  distress,  revival,  prosperity. 
History  establishes  clearly  that  the  cyclical  movement 
is  part  and  parcel  of  the  normal  system  of  industry. 

Encouragement  from  the  Past 

After  the  Napoleonic  wars  one  hundred  years  ago, 
it  was  not  long  before  England  was  on  a  quick  run 
to  prosperity.  Marked  improvement  took  place  in  al- 
most every  branch  of  domestic  industry ;  fimds  rose, 
revenue  increased,  manufactured  lines  were  in  great 
demand,  money  was  abundant,  sales  of  land  improved, 
gold  re-appeared,  and  depression  gave  place  to  hope- 
fulness and  enterprise.  We  can  glean  encouragement 
from  the  leaves  which  record  the  experiences  of  other 
days. 

It  is  only  to  be  hoped  that  that  great  majority  of^ 
us  whose  faith  in  Canada's  destiny  is  unalterable  will 
rise  to  the  present  emergency  by  united  effort  and 
preserve  the  internal  stability  of  the  country.  There 
is  ample  reason  to  hope  that,  even  with  a  continuation 
of  the  war  for  some  time,  there  will  arise  new  demands 
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for  industry  to  ofirset  those  that  are  cut  off.  From  now 
on  the  factories  of  Germany,  France  and  England,  de- 
pleted as  they  will  be  by  the  call  to  arms,  will  scarcely 
be  able  to  meet  the  demands  of  home  consumption. 
Here,  then,  will  be  the  opportunity  for  Canada  and  the 
United  States.  Markets  will  arise  in  other  parts  of 
the  British  Empire,  and  these  will  be  strengthened  by 
a  feeling  of  greater  reliance  in  Canadian  and  United 
States  products.  "It  is  an  ill  wind  that  blows  nobody 
good" :  possibly  one  of  the  most  marked  benefits  that 
will  arise  out  of  this  terrible  conflict  will  be  the  stim- 
ulus afl^orded  the  manufacturing  industries  of  the 
North  American  continent.  The  cessation  of  imports 
from  continental  Europe  into  Canada  will  give  many 
home  industries  an  unexampled  opportunity  for  im- 
mediate development  on  an  enterprising  scale.  Can- 
ada has  a  home  demand  which  must  be  satisfied,  and, 
with  the  untold  natural  resources  of  the  country,  we 
can  look  with  confidence  to  the  supply  from  within. 
Much  of  the  new  trade  will  be  held,  and  so  Canada 
will  prosper  at  the  expense  of  the  belligerent  coun- 
tries. 

We  are  persuaded  that  the  greatest  desideratum 
of  the  moment  is  confidence.  It  was  the  supreme  con- 
fidence which  Drake  had  in  his  fleet  which  enabled 
him  to  finish  a  game  of  bowls  before  he  engaged  the 
Spanish  Armada — and  the  odds  which  Drake  faced, 
with  the  Spanish  fleet  in  the  offing,  were  surely  as 
great,  in  proportion,  as  the  Empire  is  concerned  with 
to-day.  If,  as  time  goes  on,  Britishers  show  them- 
selves possessed  of  that  calm  self-control,  which  is  so 
essential  to  success  on  land  or  by  sea,  in  peace  or  war, 
their  destiny  will  not  be  shaken  by  the  outbreaks  of  a 
dozen  crazy  fanatics  like  the  Emperor  William.  We 
of  Canada  to-day  share  with  the  rest  of  the  Empire 
the  responsibility  of  showing  that  confidence  which 
will  not  only  inspire  courage  in  recruits  for  the  front, 
but  produce  men  of  calm  judgment  at  home  to  main- 
tain our  reputation  as  a  well-balanced  business  com- 
munity. We  have  the  ships,  we  have  the  men,  and  we 
have  the  money.  There  is  no  need  for  ns  to  be  appre- 
hensive of  the  present  conflict.  Let  us  look  to  busi- 
ness and  avoid  panic. 


Firm  Shows  Big  Increase 

In  spite  of  many  firms  complaining  of  poor  busi- 
ness, the  Brockton  Heel  Company  sends  us  the  fol- 
lowing returns  of  their  sales  from  April  to  August, 
1914,  which  compare  very  favorably  indeed  with  those 
for  that  period  of  the  previous  year.  .The  following- 
are  the  figures : 

Sales  April  1st  to  August  1st,  1914  $463,838.79 

Sales  April  1st  to  August  1st,  1913    349,703.31 

Gain  in  Sales  for  period  of  four  months.  .  114,135.48 
Or  over  32  per  cent.  gain. 

Sales  for  the  month  of  July   141,290.25 

which  is  the  largest  in  the  history  of  our  business, 
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Toronto    Store    Has    the   World's  Greatest 

Shoe  Department 


PR()R/\BLY  no  shoe  deiJartnient  in  the  world 
ever  had  so  phenomenal  a  .t^rowth  as  that  of 
the  Robert  Simpson  Company,  Limited,  To- 
ronto, durinjj;-  the  last  six  years.  In  1908  tiic 
door  space  devoted  to  footwear  was  only  about  3,000 
square  feet.  Upon  the  firm  removing  into  their  new 
building  in  1909,  12,000  square  feet  were  allotted  to 
the  slioe  department,  and  this  fall  another  6,000  square 
feet  was  added.  This  makes  the  total  area  of  floor 
space  18,000  s(|uare  feet,  constituting  one  of  the  largest 
shoe  departments  in  any  department  store  in  the 
world. 

Six  years  ago,  in  the  old  building,  tlie  firm  handled 
only  the  highest  grade  lines  of  footwear,  principally 
the  "Victor"  shoe  for  men  and  tlie  "Queen  Quality" 
for  women.  Upon  moving  into  the  new  building, 
however,  they  have  handled  everything  in  footwear, 
l)oth  in  high  and  medium  grades,  as  well  as  the  most 
complete  lines  of  findings  and  accessories.  In  order 
to  illustrate  the  wide  ranges  carried,  we  might  quote 
that  you  can  buy  a  women's  boudoir  slipper  at  $1.00  to 
a  ladies'  "Laird-Schober"  hand-made  boot  for  $12.00, 
the  latter  being  one  of  the  very  highest  grade  shoes 
and  entirely  hand  finished. 

The  shoe  department  is  on  tlie  second  floor,  the 
stock  department  being  on  the  sixth  lloor.  To  the 
latter  department  8,000  scpiare  feet  of  floor  space  arc 
allotted.  This  large  area,  together  with  the  size  of 
the  main  shoe  department  and  mail  order  department, 
enables  the  firm  to  carry  in  stock  when  necessary  over 
$.S00,000  of  footwear.  The  mail  order  business  is  kept 
entirely  separate  from  the  shoe  department,  and  has  a 
stock  room  of  its  own  in  the  warehouse  of  the  mail 
order  building,  from  which  mail  orders  are  filled. 


The  shoe  de])artinent  is  divided  into  three  main 
sections,  men's  department,  women's  department  and 
misses'  and  children's  department,  about  one-third  of 
the  total  floor  space  being  devoted  to  each.  Many 
prominent  American  shoemen  have  expressed  their 
surprise  at  the  \ast  amount  of  the  men's  trade  con- 


J.  H.  Porter,  Manager 


ducted  by  this  department,  while  as  a  general  thing 
in  the  United  States,  it  is  next  to  impossible  to  in- 
duce a  man  to  enter  a  department  store.  The  Robert 
Simpson  Company,  however,  take  special  pains  to  cul- 
ti\atc  the  men's  trade,  and  find  that  it  pays  them. 


View  of  Portion  of  Men's  section,  showing  large  Show  Case,  over  SO  ft.  long,  used  for  lindings  and  accessories. 
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Queen  Quality  Section  of  Women's  Department.    Robt.  Simpson  Co. 


One  of  their  strongest  trade  bringers  is  undoubtedly 
their  poUcy  of  watching  the  factories  in  order  to  ob- 
tain special  bargains  of  good  quality  men's  footwear, 
which  they  dispose  of  to  their  customers  at  very  low 
prices.  We  might  also  mention  that  the  men's  depart- 
ment is  the  handiest  to  the  elevator,  the  management 
having  discovered  that  men  do  not  care,  as  a  rule,  to 
go  hunting  about  for  things  they  want. 

All  this  catering  to  the  men's  trade  undoubtedly 
pays,  as  the  volume  of  business  done  in  the  men's 
department  equals  that  in  the  women's. 

The  layout,  equipment,  and  fittings  of  the  depart- 
ment are  most  convenient  and  attractive,  the  whole  of 
the  floor  space  being  carpeted  with  green  velvet  pile 
carpet.  Between  the  men's  and  women's  sections  is 
a  large  show  case  fifty  feet  in  length,  filled  with  all 
kinds  of  findings  and  accessories  such  as  polishes,  arch 
supports,  buckles,  etc.  Smaller  show  cases  and  bar- 
gain tables  are  distributed  throughout  the  department 
and  a  row  of  show  cases  runs  along  the  entire  from.. 
These  cases  contain  the  choicest  and  most  dainty  foot- 
wear, which  is  arranged  in  a  most  inviting  manner. 
The  department  has  two  cash  stations,  and  three 
wrapping"  counters,  one  of  the  latter  being  devoted  to 
each  section.  Along  the  centre  of  each  section  runs 
two  rows  of  benches  placed  back  to  back.  These  are 
of  oak  with  leather  upholstery. 

Besides  carrying  all  grades  and  qualities  of  leather 
footwear,  the  firm  makes  a  specialty  of  the  rubber 
trade  and  sells  a  vast  quantity  of  rubber  footwear  in  a 
season. 

I^ike  all  successful  firms,  the  Robert  Simpson 
(A)mpany  owes  much  of  its  prosperity  to  advertising, 
of  which  the  shoe  department  comes  in  for  its  full 
share.  The  manager  l^elieves  in  using  large  space  and 
tiie  advertisements  from  this  dej^artment  invariably 
occupy  either  a  full  page  or  a  half  page. 


though  they  may  be  small,  that  are  productive  of  good 
results. 


\'ery  rarely  do  we  find  retailers  luaking  the  best 
of  facilities  which  they  have  for  advertising;  in  fact,  a 
great  luiml^er  of  them  have  splendid  opportunities,  but 
are  luiaware  of  it ;  and  there  are  many   j)lans,  even 


Britain's  Leather  Exports  to  United  States 

In  spite  of  the  talk  of  dull  trade,  ofilcial  figures 
show  little  cause  for  complaint.  The  total  value  of 
the  exports  of  leather  and  leather  manufactures  (ex- 
cluding footwearv,  from  England  to  the  United  States, 
for  the  first  half  of  the  current  year  have  reached  the 
huge  figure  of  £2,998,351,  as  against  £2,684,006  for 
the  corresponding  period  of  1913.  Harness  and  sad- 
dlery shows  a  decline,  also  gloves,  but  belting  has  ad- 
vanced from  £353,286  to  £378,529,  as  compared  with 
the  first  half  of  last  year. 

As  regards  the  export  of  leather,^  tliis  seems  ad- 
vancing in  good  shape,  the  total  values  for  the  first 
half  of  I9I3-I4  being  £1,673,876  and  £2,021,301.  An 
analysis  of  the  figures  at  once  throws  into  prominence 
the  increased  demand  from  the  United  States,  this  hav- 
having  advanced  from  17,294  cwt.  (value  £200,459) 
to  58,237  cwt.  (value  £564,604)  for  the  periods  under 
review.  There  is  no  doubt  whatever  the  export  sec- 
tion has  been  a  good  thing  for  our  tanners,  as  it  has 
kept  them  free  of  surplus  stocks,  and  stilfened  their 
back  when  the  usual  "oft'er"  came  along  from  certain 
big  consumers  at  home  who  are  always  out  for  some- 
thing for  nothing. 

In  other  directions  the  demand  seems  steady,  with 
a  tendency  to  increase ;  for  instance,  the  bill  with 
France  has  advanced  from  £446,456  to  £466,735;  with 
Germany  from  £263,606  to  £285,672.  Generally 
speaking,  the  position  of  the  leather  export  business 
is  satisfactory,  and  certainly  does  not  support  the 
view  that  British  tanners  are  not  as  alert  as  theii 
competitors  abroad. 

The  export  shoe  trade  shows  no  decline  as  yet, 
and  most  of  our  leading  firms  are  busy  In  this  direc- 
tion. The  value  of  British  shoes  exported  for  the  first 
half  of  this  year  amounted  to  the  big  figure  of  £2,- 
009,369,  as  against  £2,003,896  for  the'first  six  months 
of  1913.    Not  much  is  doing  with  the  United  States. 
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Camiadliiae 


Large  Rush  Orders  Given  by  Militia  Department  Specificat- 
ions— Company    Officials   Tell   Operators  to  Do  Best  Work 


IT  is  ail  ill  wind  that  blows  no  one  good,"  ruii-^ 
the  old  motto^  which  is  exemplified  in  the  large 
orders  recently  given  to  certain  Canadian  shoe 
manufacturers,  for  army  shoes,  by  the  Depart- 
ment of  Militia  and  Defence,  Ottawa.  Coming  at  this 
time,  they  were  doul)ly  welcome,  as  sorting  orders 
f(jr  fall  have  been,  on  the  whole,  less  than  ordinarily, 
and  it  is  too  early  yet  to  expect  orders  for  the  spring- 
trade.  Consequently,  it  was  to  be  expected  that  our 
factories  would  be  having  a  rather  slack  time  of  it 
and  some  of  them  even  not  working  full  time.  This, 
of  coures,  would  ai¥ect  not  only  the  manufacturer,  but 
even  more  directly  the  employee,  who  could  probably 
ill  afiford  the  loss  of  money  that  half  time  would  en- 
tail. Thus  the  war,  though  it  will  cause  much  loss 
and  suffering  to  many  millions  of  individuals,  will  bene- 
fit at  least  a  few  thousand  in  the  Canadian  shoe  manu- 
facturing business. 

Secrecy  Concerning  Orders 

Like  most  things  connected  with  the  present  war, 
the  particulars  of  the  placing  of  the  orders,  who  were 
the  successful  tenderers,  what  was  the  price  paid,  and 
the  quality  of  the  goods  demanded,  were  kept  some- 
what of  a  mystery,  why,  we  cannot  quite  see.  How- 
ever, this  was  the  case.  The  Department  of  Militia 
and  Defence  had  no  information  to  give  out  in  this  re- 
spect, and  some  of  the  firms  with  whom  orders  were 
placed,  absolutely  declined  to  discuss  the  situation. 
We  may  state  authoritatively,  however,  that  many  ol 
the  firms  mentioned  in  the  newspapers  received  no  or- 
ders at  all.  The  orders  had  to  be  executed  in  a  very 
short  period,  September  1st  being  the  date  of  delivery 
of  fifty  per  cent.  The  boots  are  of  the  regular  army 
pattern,  commonly  known  as  "ammunition"  boots,  and 
are  of  two  styles,  ankle  and  top  boots,  are  Goodyear 
welts  and  made  of  winter  calf.  The  following  arc  a 
list  of  the  firms  known  to  have  received  orders  for 
footwear  for  our  troops,  with  the  amount  of  the  order : 
Ames,  Holden,  McCready,  Limited,  37,100  pairs;  the 
Tetrault  Shoe  Manufacturing  Company,  20,000  pairs 
of  boots  and  16,500  pairs  of  "rests" ;  the  Amherst  Boot 
&  Shoe  Company,  Limited,  2,000  pairs  of  boots;  the 
Slater  Shoe  Company,  1,000  pairs,  and  the  Hartt  Boot 
&  Shoe  Company  (quantity  unknown).  It  is  common- 
ly reported  that  other  firms  in  both  Quebec  and  On- 
tario got  their  share  of  the  Government  contract,  as 
well  as  the  above  mentioned. 

Ankle  Boots 

The  ankle  boots  called  for  in  the  specifications  are 
made  of  tan  winter  calf  with  oak  sole,  Goodyear  welt- 
ed, solid  sole,  leather  counters  and  heels.  These  are 
first  class  boots  in  every  respect,  and  must  De  made  in 
accordance  with  the  Militia  Department  specifications. 
The  name  of  the  manufacturer  is  to  be  stamped  on  each 
])air  of  boots. 

Top  Boots 

The  following  are  the  specifications  demanded  by 
the  Government  as  a  standard  for  the  manufacture  of 
the  high  army,  or  "Strathcona"  boots : 

Stvle — "Wellington"  side  laced. 


Descriinion  —.Men'-,  gunnietal  vamp  Wellingtfjn" 
boots. 

Vamps — (iunmetal  calf. 
Top  of  Leg — I) lack  elk. 

Lining — Black  sheep  leg  lining  and  Cord<jvan 
vamp  lining. 

Eyelets — No.  1  Aetna,  twelve  in  each  boot. 

Stitching  in  each  Vamp — Two  close  rows. 

Stitching  on  Top  of  Leg — One  row  of  stitching 
around  -opening  on  side — two  single  rows. 

Process — Goodyear  welt,  shanks  reinforced  by 
S.  S.  process. 

Ldge — Quarter  Scotch  last — special  design  for 
this  particular  boot. 

(J)utsoles  (Best  Quality  English  or  Canadian  Oak 
Sole  Leather,  10  gauge  thickness) — soles  channelled. 

Slip  (Hy.  single  sole) — No  slip. 

Insole — Best  quality  English  or  Canadian  oak 
sole  leather  shoulders. 

Heels — All  solid  leather. 

Shanks — Heavy  steel  shanks,  two  rivets. 

Welting — Solid  leather  leather  Goodyear  welting, 
No.  1  quality,  ^  in.  x  Ys  in.,  stitched  with  No.  10 
cord  thread. 

Stamp — Manufacturer's  name  and  year  of  manu- 
facture to  be  stamped  on  inside  top  of  leg. 

Bottom  Finish — Natural  oak  finished  bottoms. 
Thread  for  Sole — 10  Bobbin  and  12  welt,  linen. 
Dressing — Dull  finish. 

Bottom  Filling — Bottoms  to  be  filled  with  a  pre- 
paration called  "Besto"  cork  filling,  which  is  ground 
cork  treated  with  cement,  very  durable  and  water- 
proof. 

Thread — Vamp  to  be  stitched  with  "D"  silk,  other 
portion  of  upper  to  be  stitched  with  linen  thread  ex- 
cept under  part  which  will  be  stitched  with  4/3  "C" 
gray  cotton. 

Cement — Best  quality  rubber  cement. 

Packed — To  be  packed  in  wooden  cases  and  ad- 
dressed to  The  Department  of  Militia  and  Defence, 
Ottawa. 

Laces — Side  cotton  laces. 

Pull  Straps — \y2-\n.  boot  webbing. 

Delivery  Required — Not  less  than  50  per  cent,  of 
order  by  September  1st,  1914,  payment  for  the  nrst 
50  per  cent,  will  be  made  on  December  1st,  P'14. 

How  the  Trade  is  Affected 

It  is  believed  that  the  contracts  for  militar}-  boots 
will  affect  the  calf  leather  market  very  materially. 
Apparently  the  tanners  were  cleared  pretty  well  out 
of  this  stock  in  taking  care  of  these  contracts. 

The  Tetrault  Shoe  Company,  who  claim  to  be  the 
largest  Goodyear  welt  manufacturers  in  Canada,  were 
able  to  fill  their  order  at  the  rate  of  2  200  pairs  per 
day.  which  were  at  once  dispatched  to  the  military 
camp  at  \'al  Cartier,  Que.  The  "rests"  were  Good- 
year welts  with  canvas  tops.  Fortunately  this  firm 
Iiad  an  ample  stock  of  the  right  kind  of  leather  on 
hand,  this  having  been  purchased  when  prices  were 
lower  tiian  those  i)rcvailing  at  present. 

.\nics.  Ilt)lden,  McCreadv,  Limited,  were  able  to 
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fill  their  order  at  the  rate  of  from  1,500  to  2,000  pairs 
a  day.  These  were  deUvered  at  various  militar}'  de- 
pots, the  bull<,  however,  going  to  Val  Cartier.  When 
the  order  was  received,  Mr.  D.  Lorne  McGibbon,  the 
president  of  the  company,  and  Mr.  H.  B.  Ames,  M.P., 
a  director,  addressed  the  men  in  the  factory.  Mr.  Mc- 
Gibbon impressed  upon  the  men  the  importance  of 
putting  tlieir  very  best  work  into  the  siioes,  so  that 


every  detail  would  be  satisfactory,  and  the  work  as 
a  whole  a  credit  to  the  firm.  Mr.  Ames  also  spoke 
upon  the  same  lines.  The  lives  of  the  soldiers,  he 
said,  were  practically  in  their  hands,  as  the  man  who 
was  badly  equipped  as  to  footwear,  labored  under  a 
great  handicap.  They  had  been  successful  in  getting 
the  order,  and  it  remained  with  the  workers  to  see 
how  effectively  it  could  be  filled. 


The  War  and  the  Shoe  and  Leather  Trade 


WliAT  will  be  the  effect  of  the  war  upon  the 
price  of  shoe  leather?  It  is  rather  early  to 
answer  this  question  authoritatively,  and 
there  are  many  competent  men  in  the  trade 
who,  when  questioned,  appear  to  hold  different  views 
in  regard  to  the  matter.  It  is,  of  course,  true  that 
the  price  of  leather  has  been  steadily  increasing  of 
late,  more  particularly  those  grades  which  are  im- 
ported from  the  countries  engaged  in  the  present  con- 
flict, or  that  depend  for  their  manufacture  upon  certain 
drugs,  dyes,  and  chemicals,  which  come  from  Europe. 
For  instance,  a  very  large  Canadian  manulacturer  ot 
patent  colt  states  that  as  his  supply  comes  from  Rus- 
sia, he  finds  it  has  been  entirely  cut  off'.  The  firm, 
however,  have  on  hand  a  supply  sufficient  to  fill  their 
customers'  orders  for  at  least  six  or  eiglit  months.  In 
the  meantime  they  are  seeking  relief,  and  hope  to  be 
able  to  arrange  for  shipments  b}^  the  Trans-Siberian 
Railroad  and  through  the  Panama  Canal,  although 
they  have  not  as  yet  been  able  to  complete  definite 
arrangements  in  this  respect. 

Manufacturers  of  patent  colt  in  the  United  States 
are  experiencing  the  same  difficulty,  and  this  has  al- 
ready created  a  much  greater  demand  for  side  lea- 
ther. The  cost  of  patent  leather  is  advancing  in  ratio 
with  the  soaring  prices  of  hides  and  all  quotations  by 
Canadian  manufacturers  are  subject  to  change  with- 
out notice.  There  is  an  exception  made  in  this  re- 
spect, however,  in  regard  to  a  few  firms  who  have 
contracts  already  placed  and  who  are  having  their 
orders  filled  from  the  old  stock. 

As  about  40  per  cent,  of  the  other  hides  used  by  the 
firme  mentioned  above  come  from  Europe,  they 
must  now  look  to  this  country  to  supplement  their 
supply.  Practically  every  other  patent  tanner  in  the 
Dominion  will  be  in  the  same  position.  This  in- 
creased demand  for  light  hides  will  certainly  advance 
the  prices. 

I'he  position  is  generally :  Germany,  France,  Aus- 
tria and  the  Balkan  States  are  exporters  of  hides,  and 
owing  to  the  war  the  supply  is  cut  oft",  Avhile  the  in- 
terruption of  shipping  facilities  from  India,  China,  and 
the  Cape,  has  the  effect  of  reducing  imports.  If  the 
war  is  a  lengthy  one,  it  will  thus  become,  particular!}' 
for  heavy  leathers,  not  a  question  of  the  price  of  lea 
ther,  but  of  the  actual  supply.  Prices  of  heavy  leather 
and  some  descriptions  of  light  leather  have  advanced, 
and  many  manufacturers  will  only  sell  for  immediate 
requirements,  as  they  cannot  possibly  tell  whether 
they  will  be  able  to  guarantee  future  delivei-y.  As 
this  is  between  seasons,  sales  are  very  light,  and  boot 
and  shoe  makers  are  not  inclined  to  place  orders  un- 
til they  have  some  idea,  from  their  travellers,  with 
spring  samples,  how  business  is  likely  to  pan  out. 

With  regard  to  kids,  hides  are  al^o  likely  to  be 
scarce.    The  United  States  are  heavy  exporters  of  kid 


leathers,  and  if  they  find  their  markets  shut  off',  the}' 
may  possibly  fiood  Canada  with  them,  provided,  of 
course,  United  States  manufacturers  are  able  to  secure 
hides,  which  is  very  doubtful.  Then  again,  Canadian 
and  United  States  tanners  have  been  dependent  to  a 
very  considerable  extent  upon  the  European  contiiieiiL 
for  chemicals  and  dyes  to  prepare  the  skins,  and  it 
may  be  very  difficult,  if  not  impossible,  to  get  substi- 
tutes. 

The  whole  situation  is  one  of  uncertainty,  rest- 
ing principally  upon  the  supply  of  hides,  and  in  a 
small  degree  upon  the  public  demand  for  boots. 

Shoe  Manufacturer's  Opportunity 

It  is  quite  possible  that  the  present  war  may  prove 
beneficial  to  the  Canadian  shoe  manufacturer,  if  he 
proves  himself  enterprising  enough  to  take  advantage 
of  the  situation.  As  the  world  knows,  both  Germany 
and  Austria  are  large  exporters  of  footwear,  a  very 
large  proportion  of  tlie  footwear  importations  in  South 
America,  Africa,  and  Asia  being  from  these  countries. 
Of  course,  under  present  conditions,  this  supply  is 
is  absolutely  cut  off,  and  v/hile  it  is  possible  there  may 
be  a  certain  slackness  of  trade  conditions  m  the  neu- 
tral countries,  footwear  must  be  worn  and  will  be  in 
demand.  Now  is  therefore  the  time  for  the  Canadian 
manufacturer  with  a  large  vision  to  go  after  the  for- 
eign trade. 

It  is  true  that  in  the  last  few  years  the  United 
States  has  been  entering  these  markets  with  ever  in- 
creasing activity,  and  probably  few  Canadian  shoe 
manufacturers  could  at  present  cope  with  them  in 
foreign  countries.  Nevertheless,  we  believe  that  a  con- 
siderable export  trade  could  be  worked  up  with  otlier 
British  Colonies.  Australia,  New  Zealand,  the  West 
Indies  and  South  Africa  absorbed  large  quantities  of 
German  and  Austrian  made  footwear,  and  in  going 
after  this  trade,  we  have  the  advantage  of  a  preferen- 
tial tariff"  which  would  operate  largely  in  our  favor. 

Reports  from  manufacturers  in  the  United  States 
indicate  that  the  European  war  has  greaiiy  affected 
the  shipment  of  leather  from  America.  The  glazed 
kid  industry  feels  this  as  seriously  as  any  branch  of 
the  leather  trade.  Some  of  the  glazed  kid  manufac- 
turers during  the  past  few  years  have  shipped  fully 
fifty  per  cent,  of  their  annual  production  abroad,  and 
with  this  foreign  market  closed  it  means  that  they 
must  either  hold  their  leather  for  foreign  shipment, 
running  the  risk  that  it  will  be  wanted  after  the  war 
is  over,  or  else  find  a  market  for  it  in  the  United 
States.  Some  buyers  of  glazed  kid  state  that  they 
have  found  the  offerings  of  certain  grades  and  makes 
of  leather  a  little  larger  than  they  have  been.  The 
markets  from  which  the  raw  material  is  secured  arc 
largely  closed  to  commerce  at  the  present  time,  which 
aff'ects  the  supply  of  goatskins  from  which  tanners 
ha\  e  to  draw  upon.    However,  the  price  of  glazed  kid. 
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while  lirmcr,  has  shown  only  a  slight  advance  in  some 
instances.  The  majority  of  the  lines  are  reported 
selling  at  prices  they  were  offered  at  a  few  weeks  ago. 

Cut  Soles 

The  demand  has  quieted  down  some,  and  is  not  as 
active  as  it  was  last  week,  and  the  week  before.  Scmie 
large  operators  have  been  very  free  sellers,  but  the 
selling  has  been  generally  divided.  The  advances 
now  asked  are  from  Yi  to  lj/2C.  per  pair  in  some  cases, 
and  from  1  to  3c  per  pair  in  others.  Sole  cutters  gen- 
erally bought  freely  of  leather  two  or  three  weeks 
ago,  and  the  activity  in  cutting  in  these  plants  has 
been  greater  than  it  was  early  in  the  summer.  One 
very  large  cutter  reported  that  he  took  in  40,000  sides 
(if  union  leather  recently,  which  makes  his  sujjply  of 
IralhcT  and  soles  libci'al. 

Goat  Skins 

Tanners  ai)i)ear  to  l)e  well  supplied  with  raw  ma- 
terial, and  the  few  offers  made  them  of  India,  Brazil 
and  other  desirable  qualities  are  not  taken  up.  It  also 
becomes  more  and  more  likely  that  skins  will  not 
come  from  luu'ope  very  freely,  even  should  sliipi)ing 
be  restored  to  normal  conditions,  as  warring  countries 
are  reported  as  forbidding  exports  of  skins  and  hides. 
Report  is  yet  unconfirmed,  but  it  is  likely  that  Spain 
has  already  taken  steps  to  prohibit  exports  of  skins. 

Canadian  Orders 

A  prominent  Canadian  shoe  manufacturer  recently 
informed  us  that  at  present  orders  are  normal,  and 
are  coming  in  steadily.  He  showed  us  a  number  that 
he  had  just  received,  and  reminded  us  that  when  con- 
sidering the  present  depression,  that  trade  was  not 
])articularly  good,  especially  in  the  West,  before  the 
war  ])roke  out,  and  that  it  certainly  was  no  worse  now. 
As  things  look  at  present,  he  could  see  no  cause  for 
worry,  although  manufacturers  are  paying  a  cent  or 
two  more  for  their  hides  than  they  were  before  the 
war. 

A  certain  Canadian  shoe  manufacturer  has  sent  a 
letter  to  his  customers  stating  that  he  will  not  be  able 
to  definitely  accept  orders  at  present  prices,  owing  to 
the  advance  in  the  price  of  leather. 

The  following  leather  prices  are  being  quoted  on 
the  Toronto  market : 

Cents 

Best  quality  sole  leather.  No.  1  31 

Best  quality  sole  leather,  No.  2  30 

Best  quality  sole  leather,  No.  3  28y2 

(Less  2  per  cent,  for  10  daysj 

Calfskins,  Medium,  grade  "A"  gunmetal  29 

Calfskins,  Medium,  grade  "B"  gunmetal  27 

Calfskins,  Medium,  grade  "C"  gunmetal  25 

Calfskins,  II. M.,  grade  "A"  31 

Calfskins,  11. M.,  grade  "B"  29 

Calfskins,  II. M.,  grade  "C"  27 

Calfskins,  Heavy,  grade  "A"  32 

Calfskins,  Heavy,  grade  "B"'    30 

Calfskins,  Heavy,  grade  "C"  28 

Waxed  Splits  32 

Mennonite,  H.M  24 

Mennonite,  Heavy  26 

Combination,  H.  M  25 

Combination.  Heavy  26 

Box  Calf,  same  as  gunmetal,  and  very  hard  to  obtain. 

In  England  there  has  been  an  advance  of  from  4 
to  6c  in  the  price  of  sole  leather,  while  bellies  have 
gone  u])  5c  a  pound  on  tlie  Canadian  market. 


Tlie  following  is  the  situation  in  the  leather  mar- 
kets of  the  Cnitcd  States; 

Calf 

Offerings  of  medium  and  heavy  calf  lealiier  are 
very  scarce  and  prices  are  firmly  held  at  the  recent 
advances.  Light  weights  are  also  attracting  more  at- 
tention, owing  to  the  sharp  advances  in  market. 

Glazed  Kid 

Demand  moderate.  Ciiecking  rjf  export  business 
makes  oft'erings  larger  temporarily  at  least.  IJelieved 
kid  will  be  in  larger  demand,  owing  to  advances  in 
calf  and  side  leather. 

Patent  Colt  and  Kid 

Patent  colt  in  very  small  snj)ply.  Outlf)ok  for  in- 
crease in  supply,  pool".  Prices  tend  ui)ward.  Patent 
kid  firm   witli  fair  supplv. 

Patent  Sides 

Trading  fairly  active.  Prices  advancing  owing  to 
stronger  raw  material  market  and  shortage  of  i)a"tent 
colt. 

Chrome  Sides 

Tanners  lirni  holders  at  advance.  Demand  this 
week  moderate.  Believed  all  leather  suitable  for  snl)- 
stitntes  for  calf  will  be  wanted. 

Bark  and  Combination  Sides 

Trading  moderate  with  no  material  advance  in 
price. 

Sheep 

OlYerings  raw  material  very  light  and  tanners  in 
market  ff)r  practically  everything  offered.  Finished 
leather  firm  and  advancing. 

Finished  Splits 

Oft'erings  not  large  and  tanners  are  not  trying  to 
force  new  business.    Prices  hold  firm. 


New  Lines  of  Blachford  Company 

Our  representative  had  the  opportunity  of  visiting" 
the  sample  rooms  of  the  Blachford  Shoe  Manufac- 
turing Company,  Limited,  Toronto,  and  looked  over 
tljcir  complete  range  of  samples  for  1915.  These 
samples  are  replete  with  up-to-the-mmute  spring 
styles  and  bear  all  the  ear  marks  of  superior  shoe- 
making.  The  shoemaking  art,  so  highly  developed  in 
North  America,  will  be  found  at  its  best  in  the  pro- 
duct of  this  company.  Three  new  lasts  have  been 
adopted  this  season,  viz.,  semi-recede  toe  and  a  new 
stage  last  effect,  which  are  entire!)'  new  from  the 
Eastern  shoe  centres.  These  lasts  will  be  known 
respectively  as  the  "Ritz"  and  "Paris,""  and  will  soon 
find  many  friends  among  the  trade.  The  third  last 
adopted  is  strictly  a  nature  fitting  shape  designed  par- 
ticularly for  cushion  sole  shoes.  Paten:  leathers  are 
a  strong  feature  of  the  line,  with  a  good  showing  of 
cloth  tops,  plain  fabrics  in  black  and  colors.  Gray 
and  bronze  kid  are  also  shown  in  striking  effects. 
Their  new  "Regent"'  and  "Plaza  "  style  models  are  ex- 
ceedingly handsome.  In  low  shoes  apart  from  the 
standard  oxfords  and  pumps  will  be  found  in  a  large 
range  of  colonials.  "Ritz"  and  "Cassel"  pumps. 

judging  by  the  samples  and  the  optimism  of  this 
progressive  firm,  their  effort  to  produce  only  the 
best  will  undoubtedly  be  recognized  by  the  retail 
trade  throughout  Canada. 


FOOTWEAR    IN  CANADA 


39 


I'atent  button,  cloth  tiuarter,  spool  licel 
-C.  N.  W.  Shoe  Company. 


London  Toe  last,  gunmetal.  patent  leather  and  ma- 
hogany, made  in  bals.  only.   Low  heels.  Note 
miniature  eyelet  effect— Corbeil  Limited. 


40 


FOOTWEAR    IN  CANADA 


The  Canadian  National 


Attendance  and  Interest  Not  Affected  by  War — Making 
Goodyear  Welts — Fine    Exhibits  of   Shoes  and  Leather 


bitiomi 


Tl  I  Canadian  National  Exhibition  held  at  To- 
ronto this  year,  in  spite  of  the  talk  of  dnl! 
times  caused  l)y  the  war,  is  in  no  way  be- 
hind that  of  former  years.  While  it  is  yet 
too  early  at  the  time  of  writing  to  know  whether  the 
attendance  will  equal  or  exceed  tliat  or  last  year,  a 
spectator  certainly  could  see  no  falling  of¥  in  the 
crowds  of  sight-seers. 

The  Process  Building 

A.  R.  Clarke  &  Company,  of  Toronto,  have  two 
separate  exhibits,  one  in  the  i'roccss  I'.uilding  and  tlic 
otlier  in  the  Industrial  Building.  In  the  former  they 
show  a  stulYed  Russian  colt,  colt  skins  tanned  with 
the  hair  on,  and  skins  undergoing  the  various  pro- 
cesses of  manufactuer.  Here  you  will  see  a  skin 
stretched  out  on  a  drying  frame  with  the  dull  coat  of 
tlie  first  daub,  before  it  has  been  put  through  the  dry- 
ing kiln,  and  beside  it  will  be  seen  the  glazed  finished 
product,  also  stretched  out  on  a  frame.  In  the  Indus- 
trial Building  the  exhibit  consists  mainly  of  shirts, 
sheepskin-lined  lumbermen's  coats,  gloves,  mittens, 
tanned  skins,  etc.  The  latter  exhibit  is  in  the  same 
position  as  last  year. 

Probably  the  most  interesting  and  instructive  ex- 
liihit  in  the  Process  Building  is  that  of  the  United 
Shoe  Machinery  Company,  who  show  the  complete 
machinery  for  making  high  grade  Goodyear  welts. 
The  machines  are  manned  by  a  competent  staff  sup- 
plied by  the  Minister  Myles  Shoe  Company,  and  are 
in  charge  of  Mr.  PI.  Minister.  Mr.  C.  T.  Cahill,  of 
Boston,  the  advertising  manager  of  the  United  Shoe 
Machinery  Company,  is  in  charge  of  the  exhibit,  whicli 
is  the  most  complete  of  its  kind  ever  sliovvn  at  any 
Fair. 

Mr.  H.  E.  Ricliard  is  in  charge  of  the  booth  of  the 
Dunlop  Tire  Company,  where  is  shown  a  complete 
range  of  the  firm's  products,  including  their  cele- 
brated rubber  heels  for  shoes. 

Across  the  aisle  is  the  exhibit  of  the  Gutta  Percha 
&  Rubber  Company,  showing  the  complete  wide  range 
manufactured  bv  this  firm,  including  mechanical  goods 
and  rubber  footwear  in  great  variety. 

An  exhibit  that  attracts  the  attention  of  the  crowd 
as  much  as  any,  is  that  of  tlie  Evans  Detachable  Rub- 
ber Heel  Company.  Here  Mr.  Evans,  the  inventor, 
explains  and  illustrates  to  the  crowd  tlie  benefit  and 
convenience  of  his  well-known  interchangca1:le  rubber 
heels. 

Industrial  Building 

The  l)()oth  of  the  Minister  Myles  Shoe  Company,  in 
the  Industrial  Building,  is  under  the  care  of  Mr.  C.  E. 
Schulzler.  A  complete  range  of  tliis  firm's  high  class 
products  are  exhibited  here,  tastefully  arranged  in 
show  cases.  These  include  the  "Beresford"  for  men 
and  "Vassar,"  ".Mtro,"  and  "Miss  Canada"  for  women. 
The  exhibit  includes  all  kinds  of  leathers  as  well  as 
brocades  and  nul)uck  in  white,  blue  and  gray.  This 
exhibit  particularly  appeals  to  the  women,  the  item 
taking  their  fancy  most  being  a  patent  seven-strap 
pump  with  a  small  neat  rhinestcme  l-)uckle. 

At  the  Cook-FitzGerald  I)ooth  are  shown  all  the 


'atest  and  most  artistic  designs  and  styles  in  "Astoria," 
"Liberty,"  and  "Tecumseh"  shoes.  The  latter  is  a  new 
line,  the  product  of  the  firm's  new  factory.  It  is  a 
Goodyear  welt,  and  although  it  is  medium  priced,  the 
shoe  could  not  by  any  means  be  described  as  "cheap," 
having  as  fine  lines  and  as  attractive  an  appearance 
generally  as  any  shoe  in  the  market.  All  these  lines 
are  shown  in  black,  tan  and  maliogany.  The  company 
have  a  right  to  feel  proud  of  their  exhibit  of  higli  class 
shoes,  and  it  is  an  education  to  the  public  to  learn  that 
such  goods  are  being  made  in  Canada.  The  exhibit 
includes  all  material  from  which  shoes  are  made,  in- 
cluding linings,  soles,  heels,  and  leathers  in  patent,  nu- 
buck,  mat  and  mahogany.  Messrs.  F.  J.  FitzGerald 
and  C.  [').  Price  are  in  charge  of  the  booth. 

The  Anglo-Canadian  Leather  Company  have  one 
of  the  most  artistically  designed  booths  at  the  Fair, 
the  roof  and  pillars  being  covered  with  tan  bark,  which 
gives  it  a  rustic  appearance.  Cattle  horns  are  shown 
at  the  corners,  the  floor  is  littered  with  tan  bark  and 
the  exhibit  includes  tap  soles,  and  sides  of  oak  and 
hemlock  leather.  This  is  the  only  leather  exhibit  at 
the  Fair,  and  is  in  charge  of  Mr.  S.  Lawther. 

Another  Anost  attractive  exhibit  is  that  of  the 
Nugget  Polish  Company,  whose  souvenirs  seem  to 
keep  a  crowd  surrounding  the  booth  continually.  Their 
shoe  stand  is  also  well  patronized  by  the  visitors. 
The  booth  is  under  the  care  of  Mr.  John  Harris,  the 
Canadian  manager. 

The  Canadian  Arrowsmith  Company  show  a  full 
line  of  the  firm's  products,  including  arch  supports, 
bunion  shields,  "toe  strate,"  heel  cushions,  foot  pow- 
der, etc.  All  these  are  made  in  the  company's  factory 
at  Niagara  Falls,  Ont. 

One  of  the  new  firms  exhibiting  this  year  is  the 
Walk-Over  Shoe  Company.  They  shov%-  a  particu- 
larly high  class  line  of  finished  footwear,  which  at- 
tracts much  favorable  comment. 


The  Arch  Prop  Idea 

Sidelines  or  accessories  are  the  source  of  a  very 
considerable  portion  of  the  retail  shoeman's  profits, 
and  among  these,  probably  the  greatest  seller  of  all 
is  the  arch  support.  Few  indeed  are  the  shoe  stores 
that  do  not  carry  and  display  this  important  line, 
l^obably  the  best  known,  as  well  as  the  best  sellers, 
are  the  product  of  the  Canadian-Arrowsmith  ^laiui- 
facturing  Company,  of  Niagara  Falls,  Ont.  The  arch 
supports  manufactured  by  this  firm  are  graded  as 
follows :  men's,  women's,  misses  and  boys'- — these  are 
made  in  three  lengths  and  three  widths  for  each  shoe 
number;  cliild's  and  infants'  in  two  lengths  and  two 
widths  for  each  shoe  number. 

Tiiis  company  manufacture  the  Arrowsmith  Spe- 
lial  -Arch  Prop  in  several  styles.  Dr.  Foote's  .Auto- 
matic Arch  Support.  Dr.  James'  Arch  Support  or  foot 
rest,  and  the  Surgeon's  Foot  Brace.  Besides  the  arch 
supports,  the  firm  manufacture  several  other  aids  to 
rectifying  foot  evils,  such  as  bunion  shields,  and 
"  Toe  Strate"  for  treating  bunions,  heel  cushions,  foot 
powder,  etc, 
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Trade    Conditions    Throughout  the 

Dominion  of  Canada 


CONDITIONS  in  the  retail  shoe  trade  through- 
out Canada  are  decidedly  dull  at  present,  this 
seeming  to  be  particularly  the  case  in  the 
larger  centres  of  population,  although  a  few 
of  the  city  stores  who  trade  exclusively  among  the 
wealthier  classes  find  their  business  has  not  fallen  ofl:' 
greatl}'.  If  you  visit  the  trade,  you  will  hear  it  said  on 
every  si-de  that  the  present  slackness  of  trade  is  due 
to  the  war.  While  there  may  be  a  certam  amount  of 
justification  for  this  statement  it  should  be  remember- 
ed that  trade  conditions  have  not  been  bright  through- 
out Canada,  particular!)^  in  the  West,  for  some  months 
preceding  the  outbreak  of  the  war. 

Of  course  had  the  war  not  broken  out,  business 
would  doubtless  be  better,  but  nevertheless,  the  coun- 
tr}^  has  not  yet  thoroughly  recovered  from  the  finan- 
cial crisis  brought  about  in  Western  Canada  largely 
through  over-speculation  in  real  estate.  The  outlook 
at  present  in  Western  Canada  seems  to  be  brighter, 
while  in  the  Central  provinces  and  in  the  East,  con- 
ditions are  certainly  no  worse  than  they  were  a  month 
ago.  We  publish  three  reports  received  from  corres- 
pondents in  the  extreme  West,  middle  West  and  ex- 
treme East  that  will  give  our  readers  a  Jair  idea  of  the 
situation  in  those  sections. 

At  the  Pacific  Coast 

The  shoe  manufacturing  interests  in  British  Col- 
umbia are  naturally  somewhat  averse  to  offering  an)^ 
opinions  on  the  outlook  for  fall  business  this  year  on 
account  of  the  disturbed  conditions  that  have  been 
manifested  on  all  sides  since  the  outbreak  of  the  Euro- 
pean war.  All  are  agreed,  however,  that  fall  ])rospects 
in  this  territory  depend  largely  upon  current  condi- 
tions in  the  labor  market.  A  big  slice  of  the  B.  C. 
trade  is  in  loggers',  prospectors',  surveyors'  and  min- 
ers' shoes,  and  as  present  indications  are  that  econo- 
mic conditions  will  be  such  as  to  seriously  handicap 
the  lumbering,  logging,  and — probably  the  mining  in- 
dustries for  a  rather  indefinite  period,  the  present  out- 
look is  admittedly  somewhat  uncertain.  It  is  also 
feared  that  practically  all  classes  of  construction  work 
will  be  seriously  curtailed,  owing  to  tiie  difficulty  of 
concluding  the  necessary  financial  arrangements  in  the 
face  of  the  disquieting  European  situation.  These  are 
elements  that  have  to  be  considered  by  tiie  manufac- 
turers and  wholesalers  when  making  tneir  estimates 
for  the  coming  fall,  and  at  the  time  of  writing  any- 
thing beyond  mere  speculation  is  useless,  although,  of 
Course,  everyone  is  hoping  for  the  best. 

On  the  other  hand,  it  is  well  to  remember  that  the 
Provincial  Government  and  the  various  municipal 
bodies  appear  to  be  closely  studying  the  situation,  and 
will  do  everything  possible  to  provide  relief  work  for 
luiemployed  labor  should  the  necessity  arise,  thus  in 
.some  measure  offsetting  the  effects  on  trade  of  any  ad- 
verse conditions  which  inay  develop  later  on.  At  the 
present  time,  although  business  is  decidedly  quiet, 
conditions  in  the  shoe  trade  throughout  the  province 
may  l)e  described  as  about  normal.  Tiie  tone  of  the 
leather  market  continues  to  be  very  firm  and  manufac- 
turers anticipate  an  early  ad\  ance  of  fully  23  per  cent, 
above  present  quotations.    This  is  to  b<;  expected,  of 


course,  in  view  of  the  fact  that  the  fine  leathers  are 
practically  all  made  from  foreign  hides  which  are 
mainly  imported  from  France  and  Germany,  sources  of 
supply  which  will  be  cut  off  during  the  term  of  the 
war.  Dyes  and  other  materials  used  by  the  tanners 
are  also  manufactured  to  a  large  extent  in  continental 
Europe  and  the  prices  in  our  market  have  advanced 
from  200  to  400  per  cent,  since  war  was  declared.  Ow- 
ing to  the  dullness  in  the  shoe  manufacturing  industry 
during  the  past  year  the  tanners  have  only  a  small  sup- 
ply of  leather  on  hand  at  the  present  time,  consequent- 
ly the  manufacturers  must  be  prepared  to  pay  a  high 
price  for  their  leather,  and  as  a  result  it  is  most  prob- 
able that  all  classes  of  shoes,  but  especially  the  finer 
grades,  will  shortly  advance  in  price. 

Conditions  in  the  retail  shoe  business  in  Vancou- 
ver and  other  populous  centres  in  British  Columbia, 
while  undoubtedly  rather  dull  at  the  present  tiine,  have 
been  fairly  active  this  summer.  The  retailers,  taking- 
advantage  of  the  delightful  weather  which  has  prevail- 
ed since  the  month  of  May  at  all  points  in  the  pro- 
vince, have  pushed  the  sale  of  white  lines  with  con- 
siderable vigor,  and  the  best  "white"  season  in  years 
has  been  the  result.  The  demand  for  low  heel,  one 
strap  pumps,  universally  known  as  "Mary  Janes,"  was 
exceedingly  heavy  this  summer,  especially  in  Vancou- 
ver and  Victoria  and  the  majority  of  stores,  although 
well  stocked  with  this  class  of  goods  at  the  beginning 
of  the  season,  were  obliged  to  order  additional  large 
shipments  by  express  at  regular  interva!s  in  order  to 
satisfy  the  urgent  requirements  of  customers.  Busi- 
ness in  the  more  expensive  grades  of  footwear  has  ap- 
parently been  fully  as  satisfactory  as  during  the  pre- 
vious summer. 

One  prominent  Vancouver  retailer  who  caters 
principally  to  wealthy  west-end  customers  discusses 
this  season's  trade  in  the  following  optimistic  man- 
ner :  "Generally  speaking",  we  have  had  a  pretty  fair 
run  of  business  all  summer ;  trade  has  slackened  oft'  to 
some  extent  since  the  beginning  of  the  month  it  is  true, 
but  August  is  generally  a  quiet  period  at  the  coast  and 
this  year  is  no  exception,  although  I  would  not  say 
that  business  is  no  quieter  now  than  during  the  same 
month  last  year.  For  the  past  several  months  we  have 
l)een  handling  a  big  volume  of  business  in  ladies'  Col- 
onial styles,  principally  of  the  patent  leather  variety, 
with  Cuban,  Louis  and  Kidney  heels.  The  majority  of 
our  customers  enquire  for  the  longer  vamps  with  re- 
ceding toes.  In  men's  footwear,  recede  toe  shoes  and 
straight  laced  lines  are  finding  the  greatest  favor  at 
present.  There  is  very  little  demand  for  Oxfords  this 
summer ;  in  fact,  it  has  been  our  experience  that  scarce- 
ly a  tenth  of  the  Oxfords  were  sold  this  season  com- 
pared with  previous  years.  I  do  not  recall  a  better 
season  at  the  Coast  for  ladies'  white  shoes,  especiall}^ 
in  the  low  cut  styles  the  splendid  weather  being,  of 
course,  responsible.  The  sale  of  children's  shoes  has 
been  about  normal  all  summer. 

"For  the  fall  trade  I  anticipate  a  run  on  the  longer 
vamps  in  the  better  grades  of  ladies'  shoes.  Men's 
fashions  will  continue  much  the  same  as  at  present, 
with  recede  toes  and  long  vamps  as  a  favorite  com- 
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biiiation.  W'c  do  not  fear  a  dull  fall  this  year;  busi- 
ness will  be  in  all  probability  as  j^ood  as  last  year. 
The  tendency  to  hoard  money,  so  much  in  evidence 
since  Great  J>ritain  engaged  in  war  is  gradually  wear- 
ing off,  and  in  a  short  time  those  who  have  money  t<j 
spend  will  spend  it  freely,  but  nwrc  wisely  than  form- 
erly." 

The  manager  and  buyer  of  the  shoe  section  of  a 
large  departmental  store  at  the  Pacific  Coast  speaks  of 
prevailing  business  conditions  as  follows : — 

"Trade  is  fair  at  present,  but  we  are  naturally  look- 
ing for  a  brighter  period  when  people  settle  down 
after  the  holidays.  Considering  the  depression  that  has 
existed  in  practically  every  branch  of  commerce  since 
the  beginning  of  the  year  we  feel  well  satisfied  with 
the  volume  of  business  handled  this  summer.  As  re- 
gards the  outlook  for  the  fall,  I  do  not  l)elieve  that  the 
efTects  of  the  war  will  be  reflected  in  a  noticeable  dull- 
ness in  trade  between  now  and  the  close  of  the  year. 
The  clieaper  grades  of  shoes  will  be  probably  in  great- 
er demand,  but  in  my  opinion  the  shoe  l)usiness  will 
not  suffer  to  any  material  extent  as  a  result  of  the 
European  outl)reak. 

"Mary  Janes"  Strong 

"This  lias  Ik'cu  a  splendid  season  for  white  goods 
on  account  of  the  beautiful  settled  weather.  As  a  gen- 
eral rule  our  sales  of  white  lines  are  somewhat  limited 
here  as  the  weather  during  the  summer  is  usually 
rather  uncertain,  but  this  year  we  have  had  nothing 
to  complain  about  in  that  respect.  In  women's  fine 
grades  of  shoes,  Colonial  turned  sole  pumps,  both  ii: 
gun  metals  and  patents,  have  been  meeting  with  a 
strong  demand,  and  sales  were  also  heavy  this  season 
in  Colonials  with  light  Goodyear  welt  soles  for  street 
wear.  "Mary  Janes"  have  proved  strong  favorites 
with  our  customers,  and  several  times  during  the  last 
three  months  we  were  compelled  to  place  orders  for 
extra  lots.  In  this  connection  I  might  mention  that 
we  find  it  very  convenient  to  order  from  the  stock 
departments  of  tlie  various  Eastern  factories  for  the 
Pacific  Coast  trade  on  account  of  the  great  distance 
which  separates  us  from  the  marketing  centres. 

"The  trend  of  women's  styles  this  fall  in  patent 
calf  leather  will  be  in  the  direction  of  black  craven- 
ette  cloth  tops  and  brocaded  tops  in  various  colors, 
with  receding  toes  and  heels  a  little  higher  than 
formerly.  Gun  metal  calf  shoes  for  street  and  general 
wear  should  also  prove  popular.  In  men's  qualities,  I 
look  for  the  continued  popularity  of  receding  toes  and 
low  heels  during  the  fall  as  well  as  laced  boots  of  a 
dark  tan  shade,  and  gun  metal  lines.  We  find  that 
button  boots  for  men  are  falling  more  and  more  into 
disfavor  and  believe  that  comparatively  few  will  I)e 
sold  here  next  season. 

"It  may  not  be  generally  known  that  we  require  an 
extremely  high  grade  of  footwear  for  the  coast  trade. 
Our  climate  is  very  severe  on  shoes  on  account  of  tiie 
abundant  rainfall  during  the  fall  and  winter  months, 
consequently  what  we  offer  for  sale  for  wet-weather 
wear  must  be  of  the  soundest  (piality.  Customers  of 
limited  means  will  frequently  choose  a  higii-priced 
shoe  that  is  obviously  to  stand  a  severe  test  rather 
than  purchase  shodd}-  stuff,  no  matter  how  attract- 
ively finished.  Shoddy  shoes  are,  in  fact,  a  drug  on 
the  coast  market." 

That  the  recede  toe  and  low  heel  in  men's  fashions 
are  by  no  means  meeting  with  universal  favor  in  this 
territory  is  apparent  from  the  views  of  a  number  of 
retailers,  principally  those    who    specialize  in  men's 


shoes  only.  Here  is  what  the  i^rojjrietor  of  a  well  es- 
tablished men's  store  in  Vancouver  has  to  say  of  the 
prevailing  trend  of  styles  in  male  footwear: — "From 
the  standpoint  of  the  retailer  who  carries  moderately 
priced  goods,  it  would  appear  that  shoes  with  the 
medium  toe  and  heel  as  the  main  characteristics,  will 
be  better  sellers  this  fall  than  either  the  extreme]} 
liigh  toe  or  the  recede  type.  My  view  is  that  the  aver- 
age business  man  is  growing  tired  of  extreme  fash- 
ions and  for  some  time  to  come  will  demand  a  straight 
last  with  a  swing  to  it  and  devcjid  of  any  extreme 
features.  There  will  always  be  a  large  number  of  men, 
however,  who  will  favor  the  shoe  with  a  high  toe  and 
heel.  We  have  sold  large  quantities  of  this  make  dur- 
ing the  past  three  montlis  to  people  who  nave  accus- 
tomed themselves  to  one  particular  style  and  who  wili 
[)robably  never  wear  anything  else.  The  straight  laced 
bal  is  more  in  favor  than  the  blucher  cut  at  the  pre- 
sent time  with  the  class  of  customers  who  prefer  a 
shoe  with  a  neat,  sedate  efYect.  Button  shoes  are  still 
in  pretty  free  demand,  principally  in  young  men'.s 
lines.  This  has  been  a  good  season  for  men's  tans 
but  I  believe  that  patents,  which  are  steadily  gaining 
in  popularity,  will  take  their  place  in  the  fall. 

The  outlook  for  the  fall  trade,  while  not  highly 
promising  by  any  means,  is  fairly  satisfactory.  We 
anticipate  a  more  active  volume  of  busmess  after  llie 
Ijeginning  of  September,  but  do  not  look  for  the  de- 
velopment of  a  very  active  demand  for  heavy  shoes  on 
account  of  the  expected  curtailment  of  outside  work 
due  to  the  existing  war  situation." 

Another  well-known  specialist  in  men's  lines,  when 
asked  to  give  his  views  on  current  features  of  the 
Vancouver  trade,  expressed  himself  as  follows : — 

"Dark  tan  shoes  with  a  medium  round  toe  api)ear 
to  be  popular  with  our  customers  at  the  present  time, 
and  we  also  find  that  gun  metals  are  strong  favorites 
with  patent  shoes  a  close  second  and  rapidly  becom- 
ing more  popular.  Button  boots  are  as  strong  as  ever 
in  all  grades,  but  the  recede  or  English  toe  is  going 
out  of  fashion.  We  are  looking  forward  to  a  good 
demand  in  the  fall  for  dull  leather  and  dark  tan  boots. 
Tile  outlook  for  the  heavier  grades  is  not  very  favor- 
able as  apparently  there  is  some  prospect  of  the  labor 
market  becoming  congested,  but  prospects  are  for  a 
nominal  volume  of  business  on  the  whole.  It  has 
been  our  experience  for  the  last  couple  of  years  that 
the  average  Vancouver  laborer,  be  he  white,  yellow 
or  black,  is  getting  away  from  the  practice  of  buying 
heavy  boots  for  working  purposes.  Rather  than  en- 
case his  feet  in  cheap,  clumsy  shoes  that  as  often  as 
not  give  the  wearer  scanty  comfort  and  are  frequently 
soon  worn  out,  the  man  who  earns  his  living  by  man- 
ual labor  is  gradually  developing  a  preference  for  the 
lighter  and  finer  grades,  which  although  more  ex- 
pensive, are  built  for  comfort  as  well  as  hard  wear 
and  give  greater  satisfaction  in  the  end.  This  tend- 
ency toward  lighter  footwear  is  naturally  of  consider- 
able advantage  to  the  shoe  dealers  who  lose  no  oppor- 
tunity to  push  the  higher  priced  lines." 

The  manager  of  a  retail  shore  which  does  an  ex- 
tensive trade  with  the  masses  is  convinced  that  tiie 
modified  high  ioc  in  men's  moderate  priced  shoes  will 
ne\  er  lose  its  popularity  on  account  of  the  adaptability 
of  this  style  to  the  foot  of  the  average  customer. 

Discussing  women's  fashions  he  was  inclined  to  the 
view  that  cloth  tops  of  different  fabrics  will  be  popular 
this  fall  and  that  the  modified  high  toe  will  prevail 
in  female  as  well  as  male  styles.  Remarking  on  the 
prevailing  tendency    in    women's    footwear  towards 
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lower  heels,  he  stated  that  quite  an  active  demand  ex- 
ists at  the  present  time  for  shoes  with  this  feature. 

Another  store  manager  who  recently  transferred 
his  activities  from  the  prairie  to  the  cost,  is  convinced 
that  the  shoe  trade,  viewed  from  every  standpoint,  is 
in  better  shape  here  than  in  the  territoi'y  east  of  the 
mountains.  One  important  factor  he  thinks  that  has  a 
great  deal  to  do  with  the  success  of  the  establishment 
of  which  he  is  the  manager,  is  the  desire  to  give  the 
public  genuine  bargains  when  such  are  advertised. 
According-  to  this  informant,  the  practice  of  selling 
what  is  advertised  is  more  generally  in  vogue  in  Van- 
couver than  in  any  of  the  middle  western  cities  he  has 
visited  during  the  last  few  years.  The  outlook  for 
the  shoe  trade  this  fall,  in  his  opinion,  is  on  the  Avhole 
satisfactory  despite  the  prevailing  uncertainty  in  prac- 
tically all  lines  of  business.  He  believes  that  the  ex- 
tensive trade  done  in  women's  pumps  and  light  grades 
this  summer  augurs  well  for  the  development  of  a  big 
demand  later  on  for  heavier  shoes  that  are  suitable  to 
winter  weather. 

The  Middle  West 

A  correspondent,  writing  from  Elbow,  Sask.,  says: 
''As  our  country  becomes  more  settled  and  the  people 
in  the  urban  localities  begin  to  gain  more  easy  cir- 
cumstances, there  is  a  decided  tendency  to  ask  for  a 
liner  grade  of  wearing  apparel.  This  is  perhaps  more 
noticeable  in  footwear.  My  experience  is  that  Avhereas 
there  was  quite  a  demand  for  the  high  lace  boot  on  the 
farm  on  the  one  hand  and  the  oil  grain  leather  on 
the  other,  with  quite  a  proportion  of  sales  of  the  con- 
gress style,  there  is  now  no  call  for  the  congress  at 
all,  onh'  a  very  few  ask  for  a  high  cut  l)oot  and  the 
very  general  demand  in  work  boot  is  for  higher  grade 
boots  of  the  low  blucher  cut  of  tan  elk  and  black  calf 
leathers,  with  a  medium  weight  sole. 

Tans  are  equally  as  popular  as  black.  There  is 
practically  no  demand  for  a  cheap  or  low  priced  shoe 
such  as  was  freely  sold  a  very  few  years  ago.  In  the 
shoe  for  fine  wear,  there  is  a  small  sale  of  oxfords. 
The  blucher  bal  is  the  large  seller  and  of  these  the  gun 
metal  and  box  calf  leathers  are  in  great  favor.  Vici 
kids  do  not  sell  among  the  men  here  owing  to  the  in- 
ability of  the  surface  to  withstand  the  coarse  grasses 
met  with  upon  the  prairie.  Blacks  are  the  big  seller 
but  the  new  shade  of  russet  Avill  meet  with  more  favor 
than  tan.  Patent  leathers  are  not  asked  for  except 
for  special  dress  Avear.  In  the  style  best  selling"  I 
should  give  preference  to  the  wide  last  box  toe,  with 
medium  to  low  heel.  Rubber  boots  are  not  much  in 
evidence  owing  to  the  dry  season  experienced. 

In  women's  wear  very  much  the  same  could  be 
said,  for  the  country  trade,  though  the  vici  kid  and 
dongola  has  the  larger  sale.  Gunmetal  is  much  worn 
as  a  street  and  walking  shoe,  with  the  high  cut  button 
in  preference.  The  medium  heel  as  now  shown  is  ver}^ 
much  appreciated  even  in  the  finer  lines,  as  the  feature 
of  comfort  is  desired.  The  pump  and  one  strap  slip- 
per is  very  popular  and  it  would  appear  that  the  new 
Colonial  ef¥ect  will  be  well  received.  Patents  are  not 
at  all  sought  for  here  and  a  cap  is  preferred  to  a  plain 
toe.  A  good  demand  exists  for  good  quality  shoes  for 
the  children,  though  it  is  the  constant  complaint  that 
prices  are  still  high.  It  seems  to  be  the  fact  that  all 
shoes  are  advancing  in  price,  due,  we  are  told,  to  the 
conditions  of  the  leather  markets. 

As  nearly  all  retailers  have  been  conservative  in 
their  buying  for  some  months  past,  there  should  be  a 
good  sorting  trade  this  fall.    The  crop  conditions  will, 


however,  govern  buying  to  quite  an  extent.  The  retail 
trade  find  that  their  customers  bought  very  little  more 
than  was  absolutely  necessary  the  past  year.  What 
will  be  done  now  in  meeting  the  needs  of  those  who 
have  been  buying  with  reser\'e  and  are  this  seaosn 
facing  a  crop  failure  remains  to  be  seen.  It  would  in- 
dicate a  continuance  of  recent  conditions  and  it  will 
not  be  surprising  if  orders  placed  last  spring  for  fall 
delivery  will  be  reduced  and  revised  considerably. 

The  winter  wear  will  no  doubt  confine  itself  largely 
to  staples  of  the  moderate  priced  lines.  Rubbers  will 
no  doubt  be  in  good  demand. 

Among  Halifax  Retailers 

Two  things  are  giving  concern  to  the  J  lalifax  shoe 
stores  just  now.  One  is  the  general  condition  of  Ijusi- 
ness  as  a  result  of  the  war;  the  other  is  the  fire  sale  of 
shoes  which  is  now  going  on  as  a  result  of  the  fire  in 
the  Tuttle  Shoe  Store  a  few  weeks  ago. 

It  is  said  that  between  twenty  and  thirty  thousand 
dollars  worth  of  shoes  are  being  dispoesd  of,  and  while 
this  is  not  a  xery  large  quantity,  yet  coming  in  con- 
nection with  the  quietness  of  business  and  a  disposi- 
tion on  the  part  of  the  public  to  go  very  eas}^  in  their 
expenditures,  it  has  had  a  bad  efifect  on  the  trade  of 
the  other  stores.  The  combination  referred  to  is  not  to 
their  liking.  A¥e  were  asking  a  retail  merchant  last 
week  how  his  sales  of  summer  shoes  this  season  com- 
pared with  an  average  year.  We  expected  him  to  say 
"very  poorly,"  but  to  our  surprise  he  replied:  "Well, 
not  so  badly,  considering  that  we  had  no  summer. 
We  thought  all  along  during  June  and  Jul}^  that  we 
were  going  to  be  behind.  But  as  a  mailer  of  fact  we 
were  not.  We  were  quite  up  to  the  average  of  the 
past  three  or  four  years."  We  then  asked  the  same 
merchant  what  he  thought  about  fall  and  winter  pros- 
pects. "Very  poor,  very  poor,"  he  said,  and  one  of  the 
reasons  he  gave  was  that  there  are  nearly  two  thous- 
and of  the  Halifax  militia  out  on  duty  and  that  the 
men  were  only  getting  from  one-quarter  to  one-half 
the  wages  they  would  earn  at  their  regular  occupa- 
tions. "I  am  not  kicking  about  it,"  said  he,  "but  1 
belie\'e  the  loss  of  these  men's  earnings  will  make 
quite  a  difference  in  the  shoe  trade  of  Halifax  stores 
this  fall." 

The  retail  trade  are  expecting  the  first  of  the  spring- 
samples  to  be  along  in  a  few  days  now,  but  they  are 
not  anticipating  an}^  remarkable  change  in  styles.  The 
change  to  receding  toes  and  flat  heels  hasn't  been  on 
long  enough  for  the  trade  to  expect  anything  veiy 
radical  this  3'ear,  notwithstanding-  the  fact  that  the 
J^nglish  toe  hasn't  caught  on  in  this  market,  and  the 
general  feeling  is  that  the  very  wide  heels  are  almost 
as  much  of  an  exaggeration  and  as  unnecessary  as  the 
extreme  raised  toe  of  a  few  years  ago. 

Officer  t(j  new  servant — O'Brien,  I've  left  my  boots 
out  this  morning.  I  want  them  soled.  Private 
O'Biien — Very  good,  sorr.  Officer  (next  day) — Did 
}  ou  get  those  boots  soled,  O'Brien?  Private  O'Brien 
(feeling-  in  his  pockets  and  handing  over  thirty-six 
cents) — Yes,sorr.  an'  that's  all  Oi  could  get  for  them. 
The  corporal  who  bought  'em  said  'e  vvould've  given 
lifty  cents  for  'em  had  it  been  pa_\'  day..  (^Collapse  of 
officer.) 


"There  goes  a  woman  Avho  is  fearfully  overdress- 
ed." 

"1  agree  with  vuu.  And  yet  she  lias  pi-actically 
nothing  on." 
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Some  of  the  Principles  Involved  in 

Successful  Buying 


Tl  1  I  ',  l-J  I"'  arc  llircc  things  in  running  a  store  that 
nnist  he  done:  You  must  buy,  you  must  sell, 
\iiu   must  get  your  money.     The  last  two 
lia\  c  been  written  about  a  good  many  times, 
but  the  matter  has  not  l)een  studied  as  closely  as,  per- 
haps, it  deserves. 

In  the  first  place  you  may  lay  down  two  maxima 
tliat  ought  to  be  ])laced  in  a  prominent  place  on  every 
buyer's  desk.  The  hrst  is  "Concentrate;  the  second  is 
"Buy  a  Little  at  a  Time  and  Often." 

There  are  very  many  ad\  antages  to  be  gained  l)y  the 
man  who  deals  with  a  few  houses.  In  the  first  place 
he  gives  each  of  them  a  volume  of  business  that  is 
worth  while.  They,  in  turn,  will  naturally  feel  in- 
clined to  favor  such  a  customer  whenever  they  can, 
especially  if  they  realize  that  he  is  giving  them  a 
I)roportion  of  his  trade  that  is  substantial. 

Then  your  book  keeping  will  be  lighter.  It  is  a 
good  deal  less  trouble  to  take  care  of  $10,000  worth 
of  purchases  from  say  two  houses  than  the  same 
amount  from  half  a  dozen.  That  means  a  saving  of 
time,  expense  and  trou1)le  and  lessens  the  liability  f)l 
error. 

Stick  to  One  House 

Pick  out  a  house  that  suits  you  ;  that  you  believe 
will  give  you  a  "square  deal";  that  you  are  satisfied 
with  and  that  gives  you  the  price  and  the  service  that 
you  are  entitled  to  and  then — STICK  TO  IT. 

The  man  that  buys  a  dab  here  and  a  dal)  there 
and  who  switches  around  without  reason  will  not,  as 
a  general  rule,  get  as  good  treatment  or  as  satisfactory 
service  as  he  who  keeps  doing  a  good  volume  of  trade 
with  a  few  houses. 

Do  not  put  all  your  eggs  in  one  basket.  Keep  a 
couple  of  liouses  competing  for  your  business.  Let 
them  know  and  understand  that  you  are  not  wedded 
to  any  one,  when  it  comes  to  buying,  but  will  place 
your  orders  where  you  please. 

Quantity  and  Quality 

Next  comes  the  proposition  of  quantity  and  qual- 
ity. As  stated  above,  a  little  at  a  time  and  often  is 
better  than  two  big-  orders  a  year.  This  policy  means 
a  closer  watching  of  stock,  but  that  is  a  good  thing  for 
any  business. 

In  footwear  advance  orders  are  necessary,  but  they 
sliould  be  kept  within  reason  and  placed,  not  so  much 
for  speculative  purposes,  to  "beat  the  market,"  as  to 
be  sure  that  you  will  have  the  merchandise  in  stock 
when  your  customers  want  it. 

If  this  idea  is  followed  out,  there  will  be  less  com- 
plaint on  the  part  of  jobbers  and  manufacturers  of 
cancelled  orders,  which  were  really  too  large  in  the 
first  place,  which  largeness  was  not  realized  until  the 
time  for  shipping  was  close  at  hand. 

Carry  Small  Stock 

In  findings  and  accessories,  however,  advance  or- 
ders are  neither  customary  nor  advantageous.  Here 
the  correct  policy  is  to  carry  just  as  small  as  stock  as 
possible  and  still  take  care  of  the  reasonable  require- 
ments of  the  trade.    Then  buy  as  you  sell,  and  tiicro 


will  be  little  dead  stock  eating  its  head  off  and  making 
no  profit. 

The  question  of  "quality"  is  always  important. 
Here  each  merchant  should  consider  his  business  and 
his  customers  with  care.  The  grade  of  goods  should 
be  in  keeping  with  the  desires  and  purses  of  the  in- 
haljilants  of  his  trade  territory. 

Cater  to  the  Masses 

One  thing  it  is  well  to  bear  in  mind.  The  man  who 
caters  to  the  great  mass  of  the  public,  rather  than  to 
individual  classes,  stands  a  better  chance  of  success 
than  he  who  carries  either  the  very  highest  and  most 
expensive  grades,  or  the  lowest  and  cheapest. 

One  thing  is  quite  sure.  It  never  pays  to  push  the 
sale  of  an  article  in  which  you  do  not  have  confidence. 
Quality  is,  after  all,  the  basis  of  satisfaction  and  un- 
less the  quality  is  in  the  merchandise,  the  buyer  will 
forget  that  he  paid  a  low  price  for  it  and  blame  the 
merchant. 

In  considering  both  desirable  qualities  and  the 
proper  quantities  it  is  well  to  remember  that  there  art 
such  things  as  "ends."  What  we  mean  is  this :  Shoes 
and  stockings  come  in  sizes. 

The  "Ends  of  the  Line" 

A  merchant's  purchases  should  never  be  made  in 
equal  (|uantities.  If  they  are  so  made,  it  is  inevitable 
that  there  will  soon  be  an  excess  of  very  small  and 
very  large  sizes.  This  means  an  overstock  which 
must  either  be  carried,  which  costs  money,  or  must 
be  closed  out  at  reduced  prices ;  also  costly. 

So  it  is  a  pretty  good  thing  to  make  the  bulk  of 
your  purchases  in  the  medium  sizes.  Of  course,  pre- 
vious experience  is  and  should  be  a  reliable  guide. 
Right  here  comes  the  tremendous  advantage  of  hav- 
ing a  perpetual  inventory.  However,  this  is  well  nigh 
out  of  the  question  for  the  bulk  of  merchants.  Just 
the  same  a  close  watch  of  sales  should  provide  a  reli- 
able guide  to  sizes  and  avoid  manv  of  the  "ends"  that 
eat  up  the  profits. 

Value 

In  buying,  the  question  of  value  is  an  important 
one.  It  is  very  often,  in  fact  nearly  always,  a  com- 
parative one.  Someone  gave  the  following  definition 
of  value :  "Value  is  what  goods  will  bring  in  the  regu- 
lar course  of  business." 

Jf  the  fellow  across  the  street,  or  the  retail  mail 
order  houses,  are  openly  offering  a  certain  thing  at  a 
certain  price  "in  the  regular  course  of  business,"  then 
that  price  is  the  value  of  that  thing,  unless  you  can 
buy  it  at  such  a  price  as  will  enable  you  to  sell  for  less 
under  the  same  conditions  and  still  make  a  net  profit 
on  the  transaction. 

But  the  wise  merchant  does  not  always  lower  his 
price  when  he  makes  a  fortunate  purchase.  Instead 
he  puts  the  benefit  of  his  wisdom  or  his  buying  power 
in  his  pocket,  or  at  least  does  not  give  away  the  whole 
of  the  advantage  he  has  gained. 

Taken  by  and  large,  a  great  deal  of  buying  bv  mer- 
chants is  done  from  travelling  salesmen,  though  the 
mails  are  used  in  a  good  many  cases.    This  being  the 
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case,  the  "Knight  of  the  Grip"  and  his  treatment  is 
vvortli  our  serious  consideration. 

Now  a  travelling  salesman  is  a  human  being  and  as 
such,  is  entitled  to  humane  treatment.  He  can  do  you 
a  whole  lot  of  good  and  on  the  other  hand  he  can  do 
just  the  reverse.  The  salesman  is  out  to  make  money 
for  himself  and  for  his  firm  and  these  things  he  is 
entitled  to  do,  for  he  renders  a  service  for  which  he 
should  have  an  adequate  return. 

The  "Snaps" 

All  houses  have  odds  and  ends  of  desirable  mer- 
chandise which  they  desire  to  clean  up.  These  are 
usually  limited  in  quantity,  and  sold  at  a  reduced 
price.  Such  "snaps"  will  be  offered  to  the  salesman's 
friends  among  the  merchants  and  fortunate  is  he  who 
has  first  chance  at  them. 

There  is  one  kind  of  salesman  of  whom  the  buyer 
should  beware.  That  is  the  man  who  would  overload 
)^ou.  Look  out  for  him :  he  is  not  a  man  with  whom 
you  can  afford  to  waste  any  time,  no  matter  how  at- 
tractive his  proposition.  The  travelling  man  who  will 
knowingly  sell  his  customer  more  than  he  ought  to, 
will  not  only  do  that,  but  he  is  capable  of  other  things 
that  are  detrimental  to  your  interest. 

The  last  thing  we  wish  to  discuss  is  by  no  means 


the  least.  It  is  the  "want  book."  If  you  have  not  one, 
get  one  now,  to-day,  for  it  is  worth  its  weight  in  gold. 
No  one  should  get  a  sight  of  that  book,  but  the  buyer 
immediately  concerned  or  his  superiors.  No  clerk  or 
bookkeeper ;  no  window  trimmer  or  salesman  should 
have  access  to  the  "want  book." 

Each  clerk  should  have  handy  to  his  counter  a 
little  pad  of  slips.  Whenever  his  stock  shows  signs 
of  running  lower  than  it  should,  a  note  should  be 
made  and  placed  on  a  spindle  on  the  buyer's  desk, 
jM'ovided  for  that  purpose.  At  least  once  a  day  the 
l:)U)^er  should  collect  those  slips  and  do  one  of  two 
things.  He  should  either  place  a  notation  of  what  is 
needed  on  the  "want  book"  and  an  order  placed  with 
tlie  travelling  man  on  his  next  visit,  or  a  mail  order 
should  go  that  very  night  to  the  proper  wholesale 
house. 

An  observance  of  this  simple  rule  will  mean  that 
you  will  not  have  to  tell  your  customers,  "I  am  sorry, 
l)ut  I  am  just  out  of  this  item,  but  it  has  been  ordered." 

In  an  article  of  this  kind  it  is  only  possible  to 
bring  out  some  of  the  points  that  are  of  use  in  bu}^- 
ing.  We  do  not  pretend  to  cover  the  question  thor- 
oughly in  this  article,  and  would  much  like  to  hear 
from  merchants  who  are  doing  things  in  the  way  of 
Inlying  that  they  have  found  to  be  of  benefit  to  them. 


Why  Some  Small  J 

Written  Specially  for  "Footwear  in 

I OVERHEARD  a  controversy  between  two  men 
the  other  evening  which  may  throw  a  little  light 
on  the  subject  of  failures  of  many  of  the  smaller 
merchants.  One  of  the  speakers,  who  had  been 
employed  for  a  long  while  by  a  collection  agency  and 
had  a  reputation  for  getting  the  money,  claimed  as  the 
first  and  last  cause  of  failure,  a  lack  of  association  with 
a  business  association. 

He  said :  "Quite  a  number  of  shoe  retailers  start 
from  the  work  bench,  and  have  no  business  training. 
They  work  hard,  get  a  little  cash  ahead,  invest  it  in 
new  shoes,  and  in  some  instances  build  a  good  busi- 
ness in  a  remarkably  short  time.  Having  no  busi- 
ness training,  it  is  pretty  hard  for  them  to  formulate 
an  up-to-date  stock-keeping  plan,  and  I  have  know;i 
instances  where  they  had  to  call  a  second  party  in 
to  figure  their  discounts. 

While  this  little  merchant  is  getting  his  stock  to- 
gether, he  calls  at  the  wholesale  house  and  buj'S  his 
goods  as  he  gets  the  cash  to  do  it  with.  While  he  is 
in  a  very  small  way  and  has  no  rating,  the  wholesale 
house  does  not  try  to  induce  him  to  buy  on  credit. 
i)Ut  when  he  gets  big  enough  to  warrant  the  travellers 
calling  on  him,  he  is  often  persuaded  by  the  travellers, 
or  the  wholesale  house,  to  buy  for  future  delivery. 

"Here  is  where  his  troubles  start.  Through  hav- 
ing no  business  training,  and  often  having  no  asso- 
ciates who  have  had,  he  cannot  see  the  dangers  in- 
cident to  a  line  of  credit.  His  customers  are  calling 
for  the  latest  goods,  and  credit  is  offered  him  so  freely 
l)y  some  jobbers  and  travellers,  each  one  telling  him 
that  ])y  a  little  effort  he  will  be  able  to  dispose  of  them 
before  payment  is  necessary,  that  he  bites  at  it. 

"Through  credit  being  offered  him  so  freely,  he 
falls  into  the  way  of  extending  credit  just  as  freely  to 
liis  customers.  If  he  is  a  good  collector  (which  un- 
fortunately most  bench  hands  are  not)  he  may  pull 


^hoe  Retailers  Fail 

Canada,"  by  William  Baldwin 

out.  But  in  most  instances  when  a  customer  asks 
for  a  month's  credit,  promising  to  pay  at  that  time, 
he  grants  it.  Now,  the  first  account  may  be  paid 
promptly,  but  the  chance  is  that  there  will  be  a  bal- 
ance left  unpaid  the  next  month.  This  balance  grows 
larger  each  month,  until  finally  the  merchant  becomes 
disgusted,  and  in  anything  but  a  diplomatic  manner 
demands  payment,  with  the  result  that  he  loses  the 
customer,  and  in  all  probability  the  money,  as  well  as 
turning  the  erstwhile  customer  into  a  confirmed 
knocker. 

"In  addition  to  this,  he  runs  the  business  on  a  hit 
or  miss  plan,  taking  it  for  granted  that  if  he  is  gel- 
ting  a  profit  of  25  per  cent  on  his  goods,  he  is  doing 
all  right,  when  instead  of  his  overhead  expenses  aver- 
aging 18  to  20  per  cent,  they  may  perhaps  be  running 
up  to  30  per  cent.,  when  he  figures  his  loss  through  bad 
accounts,  depreciation  of  stock  and  other  incidental 
expenses.  When  the  time  comes  to  meet  payment  on 
the  goods  that  have  be-en  advanced  on  credit,  if  he 
cannot  pay  in  full,  he  must  float  some  notes,  and  here 
is  where  he  does  get  "in  bad,"  for  he  not  only  loses 
his  discount,  which  he  was  saving  when  buying  for 
cash,  but  has  the  interest  to  pay  on  his  notes  as  well 
as  the  extra  interest  charged  by  the  wholesale  houses 
on  overdue  accounts.  These  often  accumulate  until 
he  sees  nothing  to  do  but  assign. 

"A  great  evolution  has  taken  place  in  the  past  few 
years  in  the  matter  of  credit  and  collections,  the  con- 
sensus of  opinion  being  that  it  pays  to  build  rather 
than  to  break.  The  legitimate  credit  man  would  far 
rather  see  a  customer  with  both  feet  under  him  than 
to  close  him  up.  There  are  still  some  professional 
men  who  delight  to  see  financial  failures,  but  they 
make  their  living  out  of  them,  and  I  am  glad  to  say 
they  are  in  the  minority. 

"The  get  together  idea,  as  embodied  in  the  prin- 
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ciples  of  tlic  inodern  Inisincss  men's  associations,  as 
well  as  the  priceless  information  contained  in  modern 
trade  publications  are,  in  my  opinion,  the  real  salva- 
tion of  the  small  business  man,  and  it  would  give  me 
very  great  pleasure  indeed  to  see  a  campaign  launch- 
ed, whereby  all  the  small  men  could  be  absorbed  in 
one  of  the  af(jre-mcntioned  associations.  It  is  hard 
to  see  a  man  who  has  ambition  enough  to  advance 
from  the  bench  into  business  life,  only  to  become  en- 
gulfed in  the  quicksands  of  that  same  business 
world." 


Cost  and  Profits 

The  following  is  an  extract  from  an  address  given 
by  A.  H.  Geuting,  at  the  meeting  of  the  National  Slioc 
Retailers'  Association  held  in  the  Mechanics  liuilding. 
Boston,  during  the  week  of  the  Shoe  and  Leather  Fair. 

"Seventy-rtve  per  cent  of  tlie  men  in  the  shoe  trade 
in  America  are  working  in  the  dark.  They  are  talking 
about  profits  tliat  never  existed.  They  think  they  can 
sell  a  $2.25  shoe  for  $3.00.  1  want  to  show  to-day  that 
tiiere  is  no  profit  in  such  a  transaction.  This  is  a  sort 
of  educational  work  I  ani  engaged  in.  Let  us  take  for 
consideration  a  store  of  the  large  middle  class,  where 
ihcy  work  on  a  cost  basis  of  25  per  cent." 

■'Here,  if  a  man  pays  75  cents  for  an  article  and 
sells  it  for  $1.00,  he  is  simply  changing  dollars,  lie  is 
not  making  one  cent  of  profit.  This  is  the  man  who 
marks  up  his  goods  33  1-3  per  cent.  He  is  not  making 
a  single  cent.  If  he  buys  an  article  at  $2.50  and  sells 
it  at  $3.50,  his  gross  gain  is  29  per  cent,  but  the  net  4 
per  cent  is  not  enough.  If  you  want  to  realize  5  per 
cent  net,  better  make  it  more  in  order  to  l)e  sure  to  get 
what  you  want.  Let  us  take  it  for  granted  that  every 
shoe  man  will  be  satisfied  with  10  per  cent  net.  If  we 
mark  all  goods  on  this  basis,  there  may  still  be  a 
shrinkage  of  7  or  8  per  cent. 

"In  figuring  prices.  25  per  cent  represents  the  cost 
and  10  per  cent  the  net  profit  desired.  We  must,  there- 
fore, get  35  per  cent  of  the  selling  price  to  cover  cost 
and  profit,  leaving  65  per  cent  of  tlie  selling  price  to 
cover  the  price  of  the  merchandise  to  us.  To  get  this 
margin  of  35  per  cent,  we  must  make  up  tlie  goods  54 
per  cent  on  the  cost." 

Mr.  Geuting  said  that  fi.xed  prices  are  "the  ruin  of 
tile  shoe  business." 


Expenses  Have  To  Be  Paid 

The  following  is  taken  from  the  July  "Monthly 
Letter"  of  Geo.  A.  Slater,  Limited: 

He  was  talking  about  shoes: — 'T  went  into  the 
store  and  requested  the  clerk  to  show  me  a  pair  of 
good  shoes.  The  clerk,  after  looking  at  my  feet  for  a 
moment,  walked  over  to  a  shelf  and  very  carefully  se- 
lected a  box.  He  carried  the  box  over  to  where  I  was 
sitting  and  laid  it  down  very  gently  nearby.  Raising 
the  cover,  he  lifted  the  tissue  paper,  picked  out  one 
shoe,  caressed  it  for  a  few  seconds,  then  raising  my 
foot— very  gently,  he  fitted  the  shoe. 

"Do  you  know  T  bought  those  shoes  and  paid  just  a 
dollar  more  tlian  1  usually  do?  Figuring  out  the  mat- 
ter afterwards,  it  struck  me  that  the  reason  I  bought 
those  shoes  was,  not  tliat  I  was  convinced  of  their 
superiority  over  this  kind  1  generally  wear,  l)ut  sim- 
ply because  the  clerk  handled  tlie  slioe  as  if  it  were  a 
Diamond  1'iara.  lie  inqM-essed  me  so  mucli  by  liis 
carefulness,  that  1  cnuld  not  resist  buying  tlie  slioes 
without  argument." 

Every  customer  is  susceptible  to  the  clerk's  influ- 
ence.   Handle  a  $6.00  shoe  like  a  "work"  boot  and  the 


"odds  are  on"  your  losing  tlie  sale.  Ilaiidle  a  shoe  as 
if  it  were  a  piece  of  expensive  cut  glass  and  the  sale  is 
half  made. 

Just  try  it  boys,  during  the  hot  weather,  when  busi- 
ness is  slack  is  a  good  time  to  try  these  little  stunts 
in  salesmanship.  You  do  not  need  to  be  an  hypnotist 
to  make  your  customer  buy.  Study  tiie  prospective 
buyer,  make  him  feel  that  you  desire  to  please,  even  in 
the  smallest  detail,  and  you'll  be  surprised  with  the  re- 
sults. But  above  all.  impress  him  with  vour  consider- 
ation of  the  slioe  you're  selling. 

A  Good  Impression  Helps  Sales 

You  ])robably  rememl)er  the  story  they  used  to  tell 
of  the  old  woman  wIkj  sold  apples  for  a  living,  and 
wiio  maintained  she  sold  them  at  a  loss. 

"Ijiit  if  you  sell  tiieni  at  a  loss,  how  do  you  make  a 
living?"  she  was  asked. 

"Oil,  but  you  see,  I  sell  so  many  of  tiiem,"  was  the 
reply. 

It  would  seem  that  there  are  (piite  a  few  retailers 
who  look  upon  the  sale  of  certain  goods  in  somewhat 
the  same  manner.  They  think  that  because  they  are 
selling  a  whole  lot  of  some  line  tliat  they  can  afford  to 
sell  it  at  a  little  or  no  profit,  and  this  is  just  the  reason 
why  the  business  of  many  dealers  is  not  yielding  the 
profit  it  should. 

They  forget  that  tliere  are  expenses  in  the  sale  of 
all  goods.  The  argument  is  sometimes  put  forward 
that  it  is  made  up  for  by  the  profit  on  some  other 
goods,  Init  this  is  just  where  the  dealer  frequently  fools 
himself.  If  he  would  examine  into  the  case  he  would 
find  that  quite  often  the  profit  on  other  goods  does  not 
make  up  for  it.  Take  the  case  where  $1.00  worth  of 
goods  is  sold  at  cost  because  the  sale  of  another  $1.00 
is  secured  at  a  profit  of  30  cents.  If  we  stop  to  con- 
sider this  for  a  moment,  we  see  that  the  total  profit  on 
two  dollars'  worth  is  only  30  cents,  or  15  per  cent, 
which  is  less  than  the  average  cost  of  doing  business. 

While  it  may  be  proper  to  argue  that  when  a  large 
quantity  of  an  article  is  sold,  it  is  not  necessary  to 
exact  such  a  large  rate  of  profit,  nevertheless,  it  must 
be  remembered  that  expenses  must  be  paid,  and  that 
eacli  article  must  bear  its  share.  This  is  not  possible 
if  goods  are  sold  at  cost. 


A  great  many  shoe  advertisements  are  seen  in 
newspapers  which,  in  the  main,  contain  good  matter, 
but  just  miss  being  first  class.  They  lack  the  point 
they  should  have  to  be  most  effective.  A  very  com- 
mon error,  we  think,  is  to  spend  gooa  money  for 
space,  and  valuable  time  in  arranging  the  matter  of 
an  "ad."  and  then  omit  the  price.  A\  e  quote  the  words 
of  one  of  the  best  authorities  on  "ad."  writing.  "I  am 
of  the  opinion  that  the  advertiser  who  fails  to  quote 
prices  (except  under  rare  conditions)  does  not  thor- 
oughly understand  tlie  principles  of  advertising.  If 
his  article  is  worth  the  price  he  asks,  it  should  be  a 
comparativel}'  easy  matter  to  convince  readers  of  this 
fact,  and  thus  he  can  make  his  advertising"  doubly  im- 
pressive. 

No  sectii)n  of  the  country  in  the  L'nitea  States  con- 
sumes as  much  leather  in  manufactures  as  New  Eng- 
land. Massachusetts  alone  manufactured  $241,000,000 
worth  of  leather  goods  in  the  last  census  year.  This 
is  more  than  36  per  cent,  of  the  countiy's  output.  Yet 
New  England  answers  her  call  for  more  hides,  and 
more  leather,  with  a  20  per  cent,  decrease  in  its  cattle 
since  1905. 
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Talks  on  Trade  Topics 

Interviews  of  Interest  to  Retailer,  Jobber  and  Manufacturer.  The 
Opinions  of  Experts  on  Bettering  Business  Conditions 


Rubber  Prices  and  the  War 

'"I  don't  tliink  that  the  European  v>  ar  will  have 
much  effect  upon  the  rubber  situation,"  remarked  the 
head  of  a  rubber  footwear  firm  to  us  recently.  "It  is 
true  that  within  the  first  week  or  two  after  the  de- 
claration of  hostilities  the  price  of  rubber  rose  in  New 
\'ork  market  from  71c  to  $1.25.  Tliis  was  an  artificial 
\  alue,  however,  being-  caused  by  a  number  of  big  men 
combining-  to  purchase  all  available  stocks  in  the  hope 
that  the  disorganization  and  panic  which  siezed  ship- 
ping circles  when  war  was  declared,  vvu-Lild  last  in- 
definitely. If  their  wishes  had  been  realized  in  this 
respect,  they  would  have  reaped  a  handsome  profit,  as 
if  sailings  were  stopped  from  South  American  and 
(  )riental  ports,  they  would  control  the  rubber  situa- 
tion in  this  country,  having  practically  all  available 
stocks  in  their  control.  It  soon  became  apparent, 
however,  that  the  seas  were  absolutely  safe  to  ships 
unless  they  were  carrying  contraband  of  war  to  the 
belligerents.  Rubber  is  constantly  arriving  now  from 
all  sources,  and  I  see  no  reason  to  doubt  but  what  the 
supply  will  be  able  to  meet  the  demand.  I  consider 
that  rubber  footwear  will  be  sold  at  a  very  slight  ad- 
vance in  prices  on  last  season." 

*  H=  * 

A  Hosiery  Stunt 

A  firm  of  shoemen  who  handle  hosiery  recently 
put  over  a  very  clever  coup  in  circularizing.  To  each 
of  3,000  men  in  and  around  their  city  they  mailed  a 
sample  half-hose — not  a  complete  pair.  Accompany- 
ing the  sample  was  a  letter  wdiich  stated  that  the  pair 
represented  excellent  value  at  60  cents,  but  that,  in- 
asmuch as  the  recipient  was  already  the  possessor  of 
one  "sock"  he  might  obtain  the  other  for  30  cents. 
And  seventy-five  per  cent,  of  these  men  bought  the 
belated  mate.  Not  only  that,  but  they  bought  other 
things  as  well.  There  was  something  pathetic  about 
holding  a  poor,  unmated  sock,  they  said,  and  they 
couldn't  resist  the  temptation  to  join  it  with  the  other. 

*  *  * 

Employee  Cause  of  Hard  Times 

We  were  recently  talking  to  a  proiiiinent  Toi'onto 
shoe  retailer  who  gave  it  as  his  opinion  that  the  pre- 
sent financial  stringency  and  scarcity  of  employiiient 
were  caused  to  a  very  large  extent,  at  least,  by  the 
small  salaried  class  of  employees.  These  people,  both 
men  and  women,  have  been  earning  small  salaries, 
but  sufificient  to  support  them,  and  have  been  in  most 
cases,  living-  up  to  their  incomes.  Now  that  the  war 
has  coine  about,  they  are  in  a  panic  lest  they  lose  their 
situations  and  so  are  practising  economy,  probably  for 
the  lirst  time  in  their  lives.  Luxuries  they  have  form- 
erly looked  upon  as  necessities  they  are  now  doing 
without,  the  result  being  that  money  is  kept  out  of 
circulation,  and  the  sales  of  all  retail  houses  arc  fall- 
ing off.  When  the  retailer  finds  that  his  business  is 
hilling  ofl-",  he  blames  it  on  the  war  and  decides  that 
lie  must  economize,  the  first  result  of  his  economy 
usually  being  the  discharge  of  as  many  of  his  em- 


idoyees  as  he  can  possibly  do  without.  Thus  their 
economy  reacts  upon  themselves. 

riien  again,  the  retailer,  finding  business  slowf, 
does  not  place  orders  of  the  usual  bulk  wiih  the  manu- 
facturer or  jobber,  and  in  many  cases  cancels  exist- 
ing ones.  The  manufacturer  and  jobber  ::ovv  find  busi- 
ness falling  oft'  and  start  to  practise  economy  with  the 
result  that  more  employees  are  looking  Tor  situations, 
in  times  when  they  are  hard  to  find.  "Yes"  he  con- 
tinued, "the  present  financial  stringency  is  mainly 
caused  by  a  wholesale  panic  and  fit  of  economy  sud- 
denly seizing  the  employee  class." 

*  * 

The  Ideal  Store 

1  like  to  go  into  a  warm  store — not  steam-heated 
particularly,  but  heart-heated — a  store  where  the  pro- 
l)rietor  is  cordial,  obliging  and  cheerful,  where  the 
clerks  act  as  if  they  are  glad  to  see  me,  says  a  writer 
in  ail  exchange. 

I  like  to  go  into  a  store  where  I  feel  welcome.  In 
soine  stores  I  have  felt  like  an  intruder  breaking  into 
a  private  house. 

I  like  to  enter  a  store  by  being  invited  in  by  attrac- 
tive window  displays.  I  generally  choose  a  store  by 
the  windows  and  I  very  seldoiii  find  that  they  misre- 
present the  quality  of  the  store. 

I  like  to  deal  with  a  store  where  I  know  the  clerks 
work  together  pleasantly,  where  they  receive  proper 
credit  for  what  they  do,  and  where  the  proprietor 
treats  them  well. 

When  I  go  into  a  store,  I  like  to  have  the  clei-k 
take  my  coinplete  order,  and  then  collect  the  articles, 
wrapping  them  in  as  few  parcels  as  possible. 

I  like  to  go  into  a  store  where  there  is  plenty  of 
light,  both  in  the  daytime  and  evening,  and  where 
there  is  good  ventilation. 

I  like  a  store  where  the  shelves  are  clean  and  where 
they  do  not  show  dusty  packages  and  cans.  I  always 
])atronize  the  cleanest  store  I  can  find. 

*  *  * 

Bringing  the  People  to  Shop 

A  Western  shoeman,  on  opening  a  new  store,  or- 
iginated a  novel  idea  to  show  people  the  way  to  it. 
This  new  store  is  about  half  a  inile  froiii  the  business 
centre,  and  it  was  necessary  to  have  something  new 
to  get  customers  to  come  out  to  it.  It  was  advertised 
that  evei-y  purchase  of  $10  or  over  of  footgear  made  in 
this  store  on  the  day  it  was  opened  would  entitle 
customers  to  six  per  cent,  additional  in  shoes  then, 
and  for  evei-y  year  as  long  as  they  lived.  These  oi"- 
iginal  purchasers  might  coiiie  to  the  store  and  receive 
six  per  cent,  of  the  amount  of  the  first  purchase.  This 
was  equal  to  a  yearly  dividend  of  six  per  cent,  on 
whatever  their  purchases  iiiight  have  been,  and  the 
luiique  idea  attracted  an  immense  crowd  on  opening- 
day.  The  sales  were  estimated  to  run  ahnost  $3,000 
and  it  will  be  seen  that  annually  about  $180  would 
ha\  e  to  be  paid  out.  However,  this  was  charged  up 
as  an  item  of  very  cheap  advertising. 
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FiEMrms'  tlhie  Cost  ©f 


Guessing  Spells  Ruin  and  Hurts  Other  Merchants—  Do 
You  Charge  Up  Rental  ? — Important  Point*  to  Consider 


Tl  1  I'",  average  merchant  docs  not  Figure  the  cost 
of  operation.  Wherever  you  find  a  merchant 
that  knows  what  it  costs  him  to  do  business, 
you  will  hnd  that  he  is  endeavoring  to  get 
a  price  in  return  for  his  labor  and  capital  invested,  Init 
in  so  many  cases  he  is  held  back  from  obtaining  a 
legitimate  profit  by  dealers  in  the  same  town  who  do 
hot  know  the  cost,  and  are  simply  guessing,  who  make 
prices  that  are  not  living  prices,  consequently  not  only 
destroying  their  own  business,  but  that  of  the  man 
who  is  trying  to  ol)tain  a  living  profit.  Every  dealer 
should  belong  to  the  Shoe  Retailers'  Association  in 
his  town,  and  province,  and  he  will  learn  from  the 
successful  ones  how  to  make  himself  successful,  and 
co-operate  with  the  local  and  provincial  dea'.ers  to 
build  up  his  own  l)usiness  in  general. 

One  of  the  discoveries  in  business  research  work 
is  that  the  owners  of  shoe  stores  rarely  change  their 
business  rental  for  the  buildings  owned  by  them,  or 
interest  upon  the  capital  invested  by  tiiem  in  their 
enterprises. 

Stop  for  a  minute  and  think  of  that.  Say  you  figure 
you  make  10  per  cent  net  on  your  annual  turnover. 
If  you  have  failed  to  charge  your  business  with  the 
4  per  cent  your  capital  would  earn  if  invested  outside, 
you  are  only  netting  6  per  cent  instead  of  the  10  per 
cent.  You  should  pay  yourself.  Perhaps  some  of 
these  things  explain  the  price-cutting  among  retailers 
that  we  all  hear  so  much  about. 

Now,  read  what  the  System  Service  Department 
of  the  Burroughs  Adding  Machine  Company  has  to 
say  about  only  one  phase  of  general  retailing. 

"Most  retailers  are  satisfied  with  their  methods. 
They  think  they  are  making  money.  But  here  is  a  let- 
ter which  suggests  a  reason  for  the  many  failures 
among  these  same  satisfied  retailers.  The  story  was 
told  in  a  letter  to  the  service  department  of  a  large 
manufacturer  of  store  equipment. 

"The  retailer,  whose  name  we  cannot  give  Ijecause 
it  might  afifect  his  credit,  is  in  business  in  Indiana.  He 
thought  until  a  week  or  so  ago  that  he  was  going  to 
make  a  good  profit  this  year  in  addition  to  his  salary, 
but  he  has  discovered  that  he  has  actually  lost  $1,125. 

"  '1  started  the  year,'  he  said  'with  $1,100  in  a  bank 
and  a  stock  inventory  of  $3,450.  Doing  a  cash  busi- 
ness I  had  no  outstanding  accounts,  and  my  accounts 
payable  amounted  to  only  $550.  Assets  $4,550;  Eiab- 
ilities,  $550. 

"  'My  business  for  the  year  aggregated  $40,600. 
My  stock  inventory  at  the  end  of  the  year  is  $3,350. 
My  bank  balance  is  $500.  Accounts  payable,  against 
me,  aggregate  $975.  I  have  drawn  nothing  from  the 
business  except  my  salary  of  $100  a  month.  Assets, 
$3,850;  Liabilities,  $975. 

"  'I  estimated  that  my  cost  of  doing  business  was 
22  per  cent,  including  my  salary.  1  figured  that  1 
should  make  a  profit  of  10  per  cent,  and  marked  all  my 
goods  at  an  advance  of  32  ])er  cent,  exi)ecting  that 
profit. 

"  'I  make  my  i)urchases  carefully,  so  that  my  stock 
does  not  pile  up.  f  handle  only  such  goods  as  1  am 
able  to  move  and  that  will  stand  the  32  per  cent,  ad- 
vance.    r>ut   1  find  my  inventory  smaller,  my  l)ank 


balance  smaller,  and  my  debts  higher  at  the  end  of  the 
year. 

"  'I  expected  a  profit  aljove  ex])enses  of  $2,500.  1 
thought  I  had  that  profit,  but  my  year-end  statement 
shows  that  1  have  lost  $1,125.  Can  you  tell  me  the 
answer  to  this  puzzle?'  " 

"He  has  less  money  in  the  bank.  He  owes  more. 
He  has  less  stock.  He  has  not  made  10  per  cent — 
that  is  plain.  Instead,  he  has  lost  the  amount  of  the 
decrease  in  stock  and  cash,  and  the  amount  of  the  in- 
crease in  debts. 

"Why?  The  service  department  of  the  manufac- 
turer to  whom  he  wrote,  figured  out  the  problem  for 
him.  He  thought  he  was  adding  enough  to  give  10  per 
cent  ijrofit,  but  in  reality  his  profit  was  but  2  per  cent. 

"Suppose  an  article  cost  him  $2.25.  He  wishes  to 
mark  it  so  that  it  will  cover  the  cost  of  doing  business, 
22  per  cent,  and  to  allow  him  10  per  cent  for  profit. 
He  added  32  per  cent  to  the  cost  of  the  article,  or  72 
cents,  making  the  selling  price  $2.97. 

"But,  he  estimated  his  cost  of  doing  business  as  22 
])er  cent  of  his  gross  business  or  selling  price.  Instead 
of  allowing  22  per  cent  of  the  selling  price  for  the 
cost  of  doing  business,  he  allowed  49.5  cents  (22  per 
cent  of  the  cost  price).  Instead  of  allowing  10  per 
cent  of  the  selling  price  for  profit,  he  added  22.5  cents 
(10  per  cent  of  the  cost  price)  to  the  cost  price. 

"Here  is  the  difference.  Had  his  cost  of  doing  busi- 
ness been  22  per  cent  (as  he  estimated),  the  article 
should  have  been  sold  for  $3.31  to  provide  for  the  ex- 
pense of  doing  business  and  a  profit  of  10  per  cent,  or 
10  cents  of  every  dollar  taken  in.  He  sold  the  article 
for  $2.97.  It  cost  $2.25  plus  65  cents  (22  per  cent  of 
his  selHng^price)  or  $2.90.  SelHng  it  for  $2.97,  his 
profit  was  7  cents.  Instead  of  10  per  cent  profit,  he 
had  just  a  trifle  over  2  per  cent. 

"Investigation  also  brought  out  the  fact  that  the 
expense  of  doing  business  was  considerably  higher 
than  he  figured,  because  he  had  failed  to  make  proper 
allowance  for  spoilage,  etc. 

"Thus,  through  a  mistake  of  almost  8  per  cent  in 
marking  his  goods  for  the  10  per  cent  profit  expected, 
aggravated  by  a  mistake  in  the  percentage  of  his  cost 
of  doing  business,  a  loss  of  $1,125  was  brought  about, 
as  shown  by  the  books." 

Some  Rules 

Where  the  fine  points  of  figuring  cost  of  doing 
business  are  desired,  the  retailer  will  do  well  to  thor- 
oughly absorb  the  following  rules,  which  are  recom- 
mended by  the  National  Association  of  Credit  Men. 

1.  Charge  interest  on  the  net  amount  of  your  total 
investment  at  the  beginning  of  your  business  year,  ex- 
clusive of  real  estate. 

2.  Charge  rental  on  all  real  estate  or  buildings 
owned  by  you  and  used  in  your  business  at  a  rate 
equal  to  that  which  you  would  receive  if  renting  or 
leasing  it  to  others. 

3.  Charge  in  addition  to  what  you  pay  for  hired 
hell)  an  amount  equal  to  what  your  services  would  be 
wortli  to  others;  also  treat  in  like  manner  the  services 
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of  any  member  of  your  family  employed  in  the  busi- 
ness not  on  the  regular  pay  roll. 

4.  Charge  depreciation  on  all  goods  carried  over 
on  which  you  may  have  to  make  a  less  price  because 
of  change  in  style,  damage,  or  any  other  cause. 

5.  Charge  depreciation  on  buildings,  tools,  fixtures 
or  anything  else  suffering  from  age  or  wear  and  tear. 

6.  Charge  amounts  donated  or  subscriptions  paid. 

7.  Charge  all  fixed  expenses,  such  as  taxes,  insur- 
ance, water,  light,  fuel,  etc. 

8.  Charge  all  incidental  expenses,  sucli  as  drayage, 
postage,  office  supplies,  livery  or  expenses  of  horses 
and  wagons,  telegrams  and  telepliones,  advertising, 
canvassing,  etc. 

9.  Charge  losses  of  every  character,  including  goods 
stolen  or  sent  out  and  not  charged,  ahowance  made 
customers,  bad  debts,  etc. 
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10.  Charge  collection  expense. 

11.  Charge  any  other  expense  not  emunerated  above. 

12.  When  you  have  ascertained  what  the  sum  of 
all  the  foregoing  items  amounts  to,  prove  it  by  your 
books,  and  3^ou  will  have  your  total  expense  for  the 
year;  then  divide  this  figure  by  the  total  oi  your  sales, 
and  it  will  show  you  the  per  cent,  which  it  will  cost 
you  to  do  business. 

13.  Take  this  per  cent,  and  deduct  it  from  the  price 
of  any  article  you  have  sold,  then  subtract  from  the  re- 
mainder what  it  cost  you  (invoice  price  and  freight) 
and  the  result  will  show  your  net  profit  or  loss  on  the 
article. 

14.  Go  over  the  selling  prices  of  the  various  articles 
you  handle  and  see  where  you  stand  as  to  profits,  then 
get  busy  in  putting  your  selling  figures  on  a  profitable 
))asis  and  talk  it  over  with  your  competitor  as  well. 


What  Retail  Advertising  is  Worth  as  a 

Selhng  Force 


By  Scrutator 


A  progressive  retail  business  must  have  four  sell- 
ing forces,  viz.,  the  goods,  the  customer,  the  sales- 
man, and  the  advertising.  Tlie  most  successful  busi- 
ness is  that  which  gets  the  most  out  of  each  and 
every  one  of  those  forces;  and  just  as  tiiey  gain  ir^ 
intensity  of  power  as  sales-creating  agents  will  your 
l)usiness  grow  with  corresponding  success.  Success 
in  retailing  depends  very  largely  on  your  ability  to 
extract  from  each  selling  force  its  proper  quota  of 
sales.  If  what  purports  to  be  a  selling  force  does  not 
produce  sales,  it  is  losing  money  for  the  retailer,  and 
the  sooner  it  is  remedied  the  better  for  his  bank  bal- 
ance. In  what  degree  does  each  of  these  selling  forces 
produce  sales  for  the  business?    Let  us  see. 

If  the  retailer  sells  sound,  honest  goods,  he  can  ex- 
pect those  goods  to  bring  repeat  purchases  from  the 
same  customer,  and  by  doing  so  the  goods  are  a  sell- 
ing force.  If  the  goods  give  satisfaction,  the  cus- 
tomer may  be  expected  to  recommend  the  retailer's 
goods  themselves.  In  fact,  satisfied  customers  by  re- 
commending the  retailer's  wares  to  others,  may  prove 
the  strongest  selling  force  for  some  businesses. 

The  Salesman's  Value 

The  personality,  knowledge,  and  skill  of  a  sales- 
man may  induce  prospective  customers  to  buy  certain 
goods  that,  otherwise,  would  not  have  been  bought. 
As  a  selling  force  the  salesman  is  stronger  than  the 
goods,  but  not  so  strong  a  selling-  force  as  the  satisfied 
customer,  mainly  because  the  salesman's  opportuni- 
ties are  naturally  limited  to  the  people  who  enter  the 
store. 

It  will  be  seen  that  these  three  selling-  forces — the 
goods,  tlie  customer,  and  the  salesman,  are  all,  more 
or  less,  limited  in  their  opportunities  of  creating  sales. 
On  the  other  hand,  it  can  be  said  of  aavertising  as  a 
selling  force,  that  it  has  unlimited  opportunities  of 
creating  sales.  By  advertising  you  can  reach  count- 
less numbers  of  possible  buyers;  and  with  the  help  of 
illustrations,  and  by  descriljing  the  selling  points  of 
your  goods  in  a  convincing,  interesting  way,  prospec- 
tixe  customers  can  be  persuaded  to  visit  your  store. 
Thrimgh  the  medium  of  an  advertisement  you  can  talk 
lo  (ine  possible  buyer  in  the  shop.    I  would  here  re- 


mind retailers  that  it  is  much  easier  to  effect  a  sale 
when  a  person  starts  out  from  home  with  the  inten- 
tion of  patronising  your  store,  having  become  inter- 
ested in  your  goods  through  reading  your  advertise- 
ments, than  it  is  with  a  person  not  so  interested.  This 
is  an  advantage  that  retailers  should  not  lose  sight  of. 

Publicity  a  Sales-Creating  Force 

The  first  three  selling  forces  are  generally  recog- 
nized as  necessary  to  a  retail  business,  but  many  shoe 
retailers  do  not  yet  fully  realize  that  advertising  can 
be  made  the  strongest  sales-creating  force  of  their 
business ;  though  it  should  always  be  remembered  that 
advertising,  like  the  other  selling  forces,  only  produces 
results  in  proportion  to  its  efficiency.  We  often  hear 
of  retailers  being  disappointed  with  their  advertising 
— I  mean,  of  course,  newspaper^  circular,  folder,  or 
similar  forms  of  advertising.  The  reason  is  not  far  to 
seek.  Very  few  retailers  appeal  to  the  public  through 
their  advertisements  in  anything  like  an  effective  man- 
ner. They  seem  to  think  that  their  name  and  address, 
and  some  simple  form  of  announcement,  is  all  the  ad- 
vertisement that  is  required.  Then  they  wonder  why 
they  are  not  flooded  with  customers  the  following 
day  !  If  shoe  retailers  who  advertise  could  bring 
their  advertising  up  to  anything  approaching  the 
same  degree  of  efficiency  as  their  other  selling  forces 
generally  reach,  there  can  be  no  doubt  as  to  the  results 
that  would  accrue  from  their  advertisements.  A  few 
of  the  larger  shoe  retailers  have  found  the  value  of 
good,  consistent  advertising,  and  are  reaping  the  bene- 
fit. The  single  shop  retailer,  speaking  generally,  has 
not  yet  "arrived."  Not  a  few  retailers  dabble  in  pub- 
licity spasmodically,  but  it  is  not  consistent,  nor  good 
enough  to  bring  returns  proportionate  to  its  cost. 

What  Is  An  Advertisement? 

We  often  hear  traders  say  they  do  not  advertise. 
But  we  all  advertise,  we  cannot  help  it.  When  a  man 
says  he  does  not  advertise,  he  employs  the  very  same 
means  that  he  condemns,  in  making  it  known.  The 
window  displays  of  the  modern  retailer  are,  broadly 
speaking,  advertisements.  If  the  man  who  does  not 
advertise  had  to  open  a  new  business  his  shop 
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window  ])aiiitc(l  over  and  withont  a  name  on  llie  sliop 
front,  so  tliat  people  in  passing  would  be  just  as  liable 
to  think  it  a  laundry  as  a  boot  store,  couul  he  hope  to 
do  mucli  business?  I  think  not.  It  v\oul(l  certainly 
be  an  extremely  foolish  and  unbusinesslike  way  oi 
(■( muuenciuL;  trading,  yet  if  lu'  didn't  advertise  it 
would  mean  doing  this,  ])ecause  the  moment  he  makes 
it  known  that  liis  shop  is  a  retail  boot  store  he  adver- 
tises. 

Would  anv  l)ool  retailer  of  to-day  tliink  of  dispens- 
ing with  his  window  display?  And  does  any  retailer 
doubt  tlie  value  of  a  well-dressed  window  as  a  sales- 
eieating  force?  One  has  only  to  glance  at  the  modern 
boot  retailer's  window  to  lind  the  answer!  Yet  win- 
dow disp!a\  s  onlv  touch  the  fringe  of  a  selling  force 
that  will  undoubtedly  play  a  \ciy  iuiporiant  |)art  in 
retail  business  in  the  future.  W  indnw  dressing  has 
])rogressed  very  considerably  during  recent  years.  A 
great  deal  of  time  and  thought  is  now  e.xjjended  on  se- 
curing an  attractive  display.  If  only  tiiosc  retailers 
who  are  pi^ogressive  enough  to  believe  in  advertising 
as  a  sales-creating  force  would  give  the  same  thought- 
ful attention  to  newsi)aper,  circular,  lolder,  poster, 
and  similar  forms  of  |)nblicity,  as  they  do  in  their 
window  dis])lays,  what  ;iu  impetus  it  would  give  to 
their  sales!  .And  the  conclusion  is — Make  your  ad- 
vertisements the  window  for  displaying  your  claim 
on  the  public  for  their  favours. — Shoe  and  Leather 
Record. 


New  Samples  of  Gook-FitzGerald  Company 

No  line  of  samples  for  the  coming  trade  shown  in 
Canada  will  be  more  complete  or  eml)race  more  in- 
novations than  that  of  the  Cook-Fitzgerald  Company, 
Limited,  of  London.  For  both  factories  there  are  in 
the  neighborhood  of  160  shoes  and  everyihing  that  is 
new  and  appealing  in  fine  footwear  for  men  is  demon- 
strated. Superintendent  Fred  Lovell  is  recognized  as 
an  unusually  well  qualified  style  expert,  his  many 
years  service  in  Masaschusetts  and  his  wide  accjuaint- 
ance  with  the  shoe  trade  in  general  oi'  the  United 
States  putting  him  in  touch  with  the  brightest  and  best 
minds  in  the  industry.  Two  weeks  in  June  spent  in 
Massachusetts,  New  York  and  New  Jersey,  in  com- 
pany with  other  members  of  the  firm,  resulted  in  the 
planning  of  a  style  campaign  that  is  bouna  to  be  mem- 
orable. Well-  equipped  already  for  the  up-to-the- 
minute  requirements  of  the  most  exacting  patron,  new 
lasts  and  patterns  have  been  added  until  there  is  no- 
thing left  to  be  desired. 

'J'he  Cook-Fitzgerald  Company's  lines  have  always 
been  distinctive.  They  have  shown  the  extreme  lasts 
always  and  have  set  the  pace  in  the  Canadian  trade 
in  that  respect  for  many  years.  It  was  their  high  toed 
models  that  first  commanded  the  general  attention 
of  the  dealer  and  the}-  showed  the  most  pronounced 
"English"  toe  last  fall.  Among  their  models  for 
spring  is  a  moderate  high  toed  freak  that  has  all  the 
ear-marks  of  a  winner.  At  any  rate  it  is  a  noveltv 
an<l  will  create  a  lot  of  interest  in  the  trade.  They 
are  also  showing  a  new  roll  toe  that  is  a  beauty  and 
a  winner  beyond  question.  Though  strongly  equipped 
with  receding"  toe  models  they  have  added  a  new  one 
that  is  straight  and  a  certain  fitter.  There  is  also  a 
"LondcMi"  model  that  will  make  friends  from  the  start. 

Many  novelties  are  shown  in  the  way  of  patterns 
and  fittings,  especially  among  the  oxford  samples. 
(  )nc  white  Nubuck  has  a  white  calf  lining  and  ivorv 


soles,  welt,  and  heels.  Flexible  .soled  outing  shoes  in 
tan  for  men  and  boys  are  included  in  the  array  and 
there  are  canvas,  tan  and  Nnbuck  shoes  with  rub- 
ber aiul  leather  soles  to  meet  the  taste  of  the  multi- 
tude. .\  golf  shoe  with  reinforced  vamp  will  be  popu- 
lar on  sight  with  all  those  who  are  fond  of  an  after- 
noon on  the  links.  There  is  a  bewildering  assortment 
of  high  class  models  in  tan  of  various  shades,  gun 
metals,  velours,  patents,  kangaroo  and  kid.  The  Lon- 
don firm  make  an  unusually  large  number  of  pairs  of 
kid  shoes  and  the  samples  they  show  lor  spring  in 
this  leather  should  mean  increased  business. 


A  Correction 

In  the  account  of  the  Canadian  Consolidated  Rub- 
ber (Ompany's  Convention  in  the  .August  issue  of 
"b'ootwear,"  we  referred  to  Mr.  R.  C.  Johnson  as 
(ieneral  Sales  Manager.  Thi.s  was  a:t  error.  The 
(ieneral  Sales  Manager  of  the  Comi)any  is  Mr.  R.  L. 
jamieson,  who  is  well  known  to  the  trade  throughout 
(.  anada. 


Hints  for  Selling  Baby  Shoes 

W  e  have  recently  received  a  copy  of  the  "Stork 
wSales  Suggestions,"  a  very  helpful  booklet,  full  of 
aids  and  ideas  for  getting  the  baby  footwear  trade, 
issued  by  the  Stork  Company  of  Boston,  Mass.  It  is 
planned  to  present  a  number  of  ideas,  rather  than  one 
complete  plan.  These  sales  schemes  have  been 
gathered  from  various  sources,  most  of  them  having 
been  tried  and  found  good.  The  advantages  of  a  book 
of  this  character  are  many,  as  instead  or  elaborately 
dealing  with  one  plan  wdiich  might  run  an  entire 
week,  and  which  might  be  entirely  unsuitable  for  the 
majority  of  customers  of  the  store  using  it,  this  work 
is  so  varied  in  its  contents  that  it  is  hardly  possible 
that  a  copy  will  fall  on  barren  ground. 


Footwear  Vagaries 

Colored  hose  are  the  thing.  Of  course  this  does 
not  mean  that  black  hosiery  will  not  be  worn.  Far 
from  this.    It  will  be  worn — and  in  quantity. 

What  is  true  of  hosiery  is  true  of  all  footwear 
styles.  Color  dominates  and  in  artistic  harmony  with 
this  season's  costume  requirements. 

Dressy  slippers  made  of  brocades  or  other  fancy 
materials  are  in  high  favor  owing  to  their  special 
value  for  wear  at  dancing  parties. 

Street  shoes,  pumps  and  walking  shoes  will  ofi'er 
allurement  in  the  shape  of  dark  red  leather,  edged  with 
black  and  mounted  with  jet  buckles,  as  well  as  blue 
and  green  leather  slippers  far  removed  from  the  shape- 
less boudoir  variety,  but  marshaled  into  trim,  fashion- 
able alertness  is  the  form  of  pumps,  ties  and  cothurns 
of  immediate  style  fashioning. 

Sandals,  called  Cleopatra  sandals,  beautifully  fash- 
i(jned,  are  for  sale  in  all  the  smart  shops  and  are  to  be 
seen  without  liose.  but  for  indoor  wear  alone. 


I'^armers  in  Germany  have  been  raising  rabbits  in 
large  numbers.  Rabbit  pie  is  a  good  nourishing  food, 
and  rabbit  skins  can  be  made  into  furs  for  garments, 
into  very  good  leather  for  fancy  articles,  or  used  even 
for  boots  and  shoes.  It  is  said  that  the  Germans  are 
profitably  tanning  rabbit  skins.  Shoes  made  of  it  are 
more  durable  than  was  expected. 
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Common  -  Sense 

Shoe 

FINDINGS  keep  me  all  fussed  up,"  said  a  shoe 
dealer  to  the, writer  just  the  other  day.  "I've 
a  suspicion  that  there's  a  lot  in  'em,  if  one 
could  only  get  into  the  game  properly — at 
least  the  trade  papers  and  the  glad-hand  salesfolk 
seem  to  think  so — but  I'll  be  jiggered  if  I  know  how 
to  get  the  citizenry  to  warm  up  to  findings.  I've  got, 
as  you  see,  a  little  of  pretty  much  everything,  but  I'm 
—you  know  what  they  say  about  an  honest  confession? 
— well,  I'm  non-enthusiastic  to  a  degree.  Appears  to 
me  as  if  it's  a  case  of  dinged  if  I  do,  and  if  I  don't — 
dinged." 

And  I  got  a  distinct  but  fleeting  impression  of  un- 
assumer  puzzlement,  which  registered  and  was  gone. 

And  yet  the  matter  of  selling  findings  on  a  profit- 
able scale  is  just  about  as  simple  a  little  old  merchan- 
dising proposition  as  one  is  apt  to  get  up  against. 

Some  things  appear  hard  to  do,  not  l3ecause  they 
are  really  difficult  of  accomplishment,  but  because  the}- 
are  frequentl}'  made  to  seem  so  by  the  attitude  of  mind 
in  those  approaching  the  task.  Mole-hill  difficulties 
are  exaggerated  into  mountainous  propositions. 

This  is  the  wa}^  it  is — oftener  than  some  of  us 
imagine — with  findings. 

Findings  present  few  real  selling  difficulties — as 
few,  I  think,  as  any,  and  far  less  than  many  classes  of 
merchandise.. 

Just  a  little  common  sense  goes  far  and  accom- 
plishes much  in  quick  turn-overs. 

Bauer's  Shoe  Polish  Talk 

In  order  to  get  down  to  cases,  let's  think  about  shoe 
polish. 

There  is  absolutely  nothing  new  and  exciting  about 
shoe  polish. 

And  yet,  according  to  the  law  of  averages,  the 
people  of  every  community  are  going  to  consume  about 
so  many  dozen — or  so  many  gross — per  season,  one 
year  with  another — whether  anybody  makes  any  par- 
ticular ado  about  shoe  polish  or  not. 

That  proves  that  shoe  polish  is  a  staple  commod- 
ity— or,  if  you  prefer  to  put  it  that  way,  an  indispens- 
able commodity. 

Now,  if  a  retail  shoe  dealer  of  the  lesser  commun- 
ity, or  anybody  else  handling  findings  there,  should 
really  become  interested  in  promoting  the  sale  of  shoe 
polish  along  practical  lines,  liberate  a  lot  of  common 
sense  talk  about  the  real  merits  of  good  shoe  polish  and 
how  to  use  it,  and  thus  make  a  real  ado  about  shoe 
polish — the  local  consumption  of  shoe  polish  will  be 
appreciably  increased  in  that  community. 

Many  people  who  had  previously  used  shoe  polish 
rather  sporadically  and  sparingly,  will  use  more  shoe 
polish — and  use  it  more  intelligently ;  and  many  a 
substantial  and  prosperous  person  who  hadn't  bought 
a  l)ox  of  shoe  polish  since  Heck  was  a  pup,  will  be- 
think him  that  it  might  not  be  a  bad  idea  to  have  a 
good  box  of  10  cent  shoe  polish  at  home  to  touch  up 
his  shoes  between  times,  thus  prolonging  the  10  cent 
shines  he  gets  twice  a  week  on  his  way  to  the  office. 

But  all  this  is  a  bit  aside  from  the  thing  I  had  in 
mind,  which  is  Bauer's  shoe  polish  talk. 


Methods  in  Selling 
indings 

Strictly  speaking,  Bauer  isn't  his  name  at  all,  but 
that  doesn't  make  a  bit  of  difference.  His  talk  rings 
just  as  true  under  a  non  de  plume  as  it  would  if  his 
real  name  were  emblazoned  here  in  black-faced  type. 

According  to  Bauer's  analysis  shoe  polish  does 
three  important  things,  viz:  (1)  Improves  the  appear- 
ance of  shoes.  (2)  Prolongs  the  life  of  leather.  (3j 
Keeps  leather  soft  and  pliant,  thus  promoting  foot- 
comfort  and  health.  From  time  to  time  Bauer  has 
said  a  good  deal  on  each  one  of  these  topics. 

According  to  Bauer  also  there  are  three  considera- 
tions that  should  prompt  intelligent  people  to  buy  shoe 
polish  from  time  to  time:  First,  the  desire  for  sani- 
tary apparelling,  even  down  to  one's  feet — "Polished 
shoes,"  says  Bauer,  "are  clean  shoes" ;  Second,  econ- 
omical considerations ;  and  third,  personal  pride  and 
the  pardonably  natural  desire  for  neatness  and  the  col- 
lateral benefits  of  that  well-groomed  appearance  of 
the  prosperous  person. 

Bauer's  Window  Cards 

"Why  do  people  comb,  brusii  and  rub-down  a 
horse?"  inquires  Bauer,  in  one  of  his  window  cards. 
"To  remove  dirt,  grit  and  dried  perspiration,"  he  pro- 
ceeds, "and  to  restore  to  the  horse's  coat  the  health 
and  gloss  and  beauty  Nature  gave  him  to  start  with. 
Wise  to  the  requirements  of  footwear  service,  tan- 
ners have  improved  and  beautified  the  grain  surface 
of  leather ;  and  shoe  manufacturers  have  built  it  into 
footwear  garmentry  of  enduring  goodness.  Why  do 
people  let  dirt  and  grit  spoil  Nature's  texture  and 
man's  handiwork?  Groom  your  shoes — keep  'cm 
spick-and-span — and  they'll  last  longer  and  look  bet- 
ter.   Get  the  polish  habit. 

"D'3^ou  ever  look  at  a  pair  of  shoes  under  a  mag- 
nifying lense?"  asks  Bauer,  in  one  of  his  famous  shoe 
polish  cards.  "If  the  shoes  have  been  worn  for  long- 
without  polishing,  the  surface  is  covered  with  a  fine 
glaze  of  dirt.  Necessarily  so,  for  humidity  of  the  air 
and  perspiration  from  the  feet  make  the  outer,  as  well 
as  the  inner,  surface  of  the  shoes  moist.  A  layer  of 
infinitessimal  particles — grime  and  grit — settles  on 
this  moist  surface  and  adheres.  If  a  shoe  could  talk,  it 
would  say:  'Moisture  and  grit  is  what  gets  my  An- 
gora.' If  it's  worth  while  to  buy  shoes  to  start  with, 
isn't  it  a  good  plan  to  keep  them  clean.''  Our  shoe 
polish  removes  today's  dirt  and  insures  against  the 
dirt  of  tomorrow." 

Findings  Specials 

I  could  easily  fill  up  the  space  allowed  for  this 
article  by  quotations  from  a  single  dealer  on  one  of 
the  commonest  little  commodities  of  the  findings  de- 
partment ;  but  the  shoe  polish  items  already  produced 
illustrate  what  I  mean  by  common-sense  methods  in 
pushing  findings.  It's  98  per  cent,  information:  just 
letting  people  know  things  about  the  merchandise — 
what  this  or  that  thing  is,  and  what  it's  for.  Don't 
get  the  idea  that  Bauer  is  strong  on  shoe  polish  and 
weak  as  pie  crust  on  other  findings  articles.  He  isn't. 
He's  always  handing  out  the  most  surprising  bits  of 
information  about  commodities  of  many  kinds,  from 
laces  to  shoe  trees — and  it's  the  common-sense  quality 
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in  what  he  says  that  constitutes  the  punch  of  his  ad- 
vertising. 

All  merchandisers  from  the  least  to  the  greatest 
understand  the  principle  of  reduced  quotations  for 
(|uick  selling,  and  the  stimulating  value  of  leaders  and 
specials. 

Stimulating  Value  of  Leaders  and  Specials 

Wiiy  isn't  this  commonest  principle  of  merchandis- 
ing more  frequently  employed  in  pushing  findings? 
Some  one  may  perhaps  suggest  it  is  because  the  ask- 
ing price  is  not  large  to  start  with — most  commodi- 
ties of  the  findings  lines  being  relatively  inexpensive, 
— 5,  10,  25  and  50c  articles.  And  the  price  of  a  given 
article  in  one  store  is  practically  the  price  in  all.  So 
the  mind  of  the  public  becomes  inured  to  a  fixed-price 
schedule;  and  thereby  many  are  lazed  and  lulled. 

The  psychology  of  the  situation  suggests  the  need 


of  a  mild  shock.  Impart  the  shock  by  changing  the 
price.  A  cent  or  a  cent  and  two  thirds  off  on  stand- 
ard 10c.  polish,  at  times,  isn't  going  to  break  you  ;  and 
attractively-priced  silk  laces,  on  occasions,  will  enable 
3'ou  to  sell  three  pairs  where  you've  been  selling  one. 

I  know  a  big  shoe  retailing  establishment  that  has 
a  continual  run  of  findings  specials,  and  does  a  big 
business  in  those  lines.  They  back  up  their  findings 
goods  with  first-class  advertising  and  high-class  sales- 
manship. 

But  what  is  all  this  but  simple  common-sense  in 
pushing  findings?  Nothing  especially  brilliant  or 
spectacular  about  it;  just  common-sense.  And  that's 
all  there  is  to  it  anyhow.  What's  the  use  of  making 
a  simple  matter  abstruse  and  difficult?  Just  apply  the 
rules  of  common-sense  to  selling  findings,  and  you'll 
be  surprised  to  see  how  easily  and  profitably  they  sell. 
— The  Shoe  Retailer. 


Pumping  Power  Into  the  Retailing  of 

Footwear 


By  Elbert  Hubbard 


BUSINESS  today  is  a  struggle  for  existence.  You 
can't  hope  to  succeed  unless  you  are  right 
in  line  with  the  best  that  the  world  is  doing 
and  thinking.    Any  man  who  says,  "This  is 
good  enough,  let  'er  go,  who  cares?"  is  putting  the 
skids  under  his  prospects. 

The  trade  paper  is  pumping  power  into  the  inisi- 
ness  of  every  subscriber. 

Just  here  I  think  a  little  expressed  gratitude  on 
the  part  of  the  subscriber  towards  the  editor  of  the 
trade  paper  is  not  out  of  order. 

If  3^ou  find  a  good  thing  in  your  trade  paper,  just 
write  to  the  old  man  and  tell  him  so. 

When  your  trade  paper  comes,  open  it  before  you 
do  any  other  publication ;  it  is  more  vital  to  you  ;  it 
means  more. 

Take  the  wrapper  of¥  at  once  and  read  it  from 
cover  to  cover,  advertisements  and  all,  for  in  the  ad- 
vertisements of  trade  papers  you  will  also  find  a  deal 
of  concentrated  wisdom. 

The  whole  business  is  built  up  on  brotherhood, 
and  when  you  write  the  editor  of  your  trade  paper 
just  remember  this;  that  you  are  practically  writing 
to  yourself,  for  the  man  who  reads  your  letter  has 
your  interests  at  heart,  and  he  is  going  to  protect  you 
and  benefit  you  in  every  way  possible;  otherwise,  he 
could  not  possibly  exist  at  all. 

Not  only  do  I  advise  a  man  to  read  his  trade  pa- 
per, but  I  suggest  that  he  pay  for  it  enthusiastically 
and  promptly.  The  very  fact  that  one  has  thus  paid 
his  subscription  will  help  him  to  appreciate  the  pub- 
lication. 

So  all  you  subscribers  to  trade  i)apers,  just  culti- 
vate a  little  of  that  beautiful  thing  called  gratitude, 
and  while  gratitude  may  be  a  lively  sense  of  satis- 
faction on  account  of  favors  about  to  be  received,  yet 
the  genuine  article  is  a  sense  of  gratitude  for  favors 
already  rendered. 

Out  of  every  issue  of  your  trade  i)apcr  you  should 
get  at  least  one  big  idea.  And  this  you  should  make 
a  note  of.    Write  it  out  briefly  and  put  it  in  a  pigeon 


hole  where  you  can  put  your  hands  on  it.  The  very 
act  of  writing  it  will  help  fix  it  in  your  memory. 

So  it's  all  together  all  of  the  time. 

Co-operation  is  the  keynote  of  success,  and  when 
you  read  and  absorb  your  trade  paper  you  co-operate 
with  the  ideas  which  help  your  business. 

The  Adscripts  and  the  Adcrafts  look  to  the  East. 
They  worship  the  rising  sun.  The  oleo  of  authority 
does  not  much  interest  them.  They  want  the  Kos- 
mic  Kerosene  that  supplies  Caloric. 

A  good  Advertiser  is  never  either  a  philophraster 
or  a  theologaster — he  is  a  pragmatist.  He  seeks  the 
good  for  himself,  for  his  customers,  and  for  the  whole 
human  race. 

The  science  of  advertising  is  the  science  of  psy- 
chology. 

And  psychology  is  the  science  of  the  human  heart. 

The  advertiser  works  to  supply  a  human  want ;  and 
often  he  has  to  arouse  the  desire  for  his  goods.  He 
educates  the  trade  or  public  to  what  it  needs,  and 
what  it  wants,  and  shows  how  and  where  to  get  it. 

We  are  living,  inventing  and  changing  so  fast,  and 
there  are  so  many  of  us,  that  he  who  does  not  ad- 
vertise is  left  to  the  spiders,  the  cockroaches  and  the 
microbes. 

All  that  Shakespeare  knew  of  Classic  Greece  and 
Rome,  and  the  heroes  of  that  far-oflF  time,  is  what  he 
dug  out  of  Plutarch's  Lives.  And  about  all  that  most 
people  know  of  Greece  and  Rome  they  got  from 
Shakespeare. 

Plutarch  boomed  his  Roman  friends  and  matched 
each  favorite  with  some  Greek,  written  of  by  Hero- 
dotus. Plutarch  wrote  of  the  men  he  liked,  some  of 
whom  we  know  put  up  good  mazuma  to  cover  ex- 
penses. 

Horatius  still  stands  at  the  Bridge,  because  a  poet 
placed  him  there. 

Paul  Revere  rides  adown  the  night  giving  his 
warning  cry.  because  Longfellow  set  the  meters  in  a 
gallop. 

Across  the  waste  of  waters  the  enemy  calls  upon 
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Paul  Jones  to  surrender,  and  the  voice  of  Paul  Jones 
echoes  back,  "We  have  not  begun  to  fight." 

And  the  sound  of  fearless  voice  has  given  courage 
to  countless  thousands  to  snatch  victory  from  the  jaws 
of  defeat. 

Commodore  Perry,  that  rash  and  impulsive  youth 
of  twenty-six,  never  sent  that  message,  "We  have  met 
the  enemy  and  they  are  ours,"  but  a  good  reporter  did, 
and  the  reporter's  words  live  while  Perry's  died  on 
the  empty  air. 

Lord  Douglas  never  said : 

"The  hand  of  Douglas  is  his  own 
And  never  shall  in  friendship  grasp 
The  hand  of  such  as  Marmion  clasp." 

Sir  Walter  Scott  made  that  remark  on  white  pa- 
per with  an  eagle's  quill,  and  schoolboys'  hearts  will 
beat  high  as  they  scorn  the  offered  hand^  on  Friday 
afternoons  for  centuries  to  come. 

Andrew  J.  Rowan  carried  the  Message  to  Garcia, 
all  right,  but  the  deed  would  have  been  lost  in  the 
dust-heap  of  time,  and  quickly,  too,  were  it  not  for 
George  H.  Daniels,  who  etched  the  act  into  the  mem- 
ory of  the  race,  and  fixed  the  deed  in  history,  send- 
ing it  down  the  corridors  of  time  with  the  rumble  of 
the  Empire  State  Express,  so  that  today  it  is  part  of 
the  current  coin  of  the  mental  realm,  a  legal  tender 
wherever  English  she  is  spoke. — Boot  &  Shoe  Re- 
corder. 


Start  New  Competition 

Following  up  their  Dominion  "Nobby  Tread"  tire 
birthday  competition,  the  Canadian  Consolidated  Rub- 
ber Company,  Montreal,  have  inaugurated  a  similar 
competition  for  the  shoe  retailers  of  Canada.  Prizes 
will  be  given  to  the  retailers  whose  birthday  proves 
to  be  most  popular.  To  those  born  on  this  day  the 
company  will  present  a  Dominion  waterproof  rain 
coat,  retail  value  $15;  to  those  shoe  retailers  born  on 
the  next  most  popular  day,  a  "Diamond"  hot  water 
bottle  will  be  given ;  while  to  those  shoe  retailers 
born  on  the  least  popular  day  a  consolation  award  in 
the  form  of  a  "Dominion"  tobacco  pouch  will  be  pre- 
sented. There  are  no  restrictions  or  conditions  con- 
nected with  the  of¥er,  except  that  it  is  limited  to  pro- 
prietors of  retail  shoe  stores  in  Canada  or  those  who 
retail  shoes  in  connection  with  other  goods.  A  re- 
tailer need  not  be  a  customer  of  the  Canadian  Con- 
solidated Rubber  Company,  Limited,  in  order  to  com- 
pete. The  name  and  address,  and  birthday  date  must 
be  filled  in  on  a  post  card,  which  can  be  obtained  from 
the  advertising  department  of  the  company.  The 
filled  in  post  card  must  reach  the  company  prior  to 
October  15. 


Rubber  Prices 

T.  H.  Rieder,  vice-president  and  general  manager 
of  the  Canadian  Consolidated  Rubber  Company,  Lim- 
ited, in  reply  to  a  question  as  to  the  propable  trend  of 
])rices  in  the  immediate  future,  for  manufactured  rub- 
ber goods,  stated : 

"While  the  price  of  crude  rubber  has  practically 
doubled  during  the  last  few  days,  we  have  not  yet 
advanced  the  price  of  anything  we  manufacture,  and 
we  hope  that  events  will  shape  themselves  so  that  we 
may  stick  as  closely  as  possible  to  our  present  figures. 

"Of  course,  while  the  Canadian  Consolidated  Rub- 
ber Company  is  in  business  to  make  as  much  money 


as  it  legitimately  can,  we  also  feel  that  we  are  in  ex- 
istence to  serve  the  Canadian  public  to  the  best  of  our 
ability. 

"Generally  speaking,  we  are  not  in  sympathy  witli 
a  trading  policy  whereby  a  merchant  or  manufacturer 
takes  advantage  of  an  international  calamity  in  or- 
der to  line  his  own  pockets,  Such  conduct  is  not  only 
grossly  selfish,  but  decidedly  unpatriotic. 

"Many  of  the  articles  we  produce  are  absolute 
necessities.  Take  rubber  footwear,  for  instance.  All 
classes  of  our  citizens  are  compelled  to  use  this  form 
of  foot  protection  during  the  winter  months  in  Can- 
ada, and  it  would  be  a  hardship  on  many  poor  people 
if  the  price  were  arbitrarily  doubled  or  advanced  by 
us  because  of  conditions  that  may  only  be  temporary. 

"You  may  rest  assured  that  we  are  not  seeking 
and  will  not  seek  to  lessen  the  buying  power  of  the 
Canadian  dollar.  We  believe  in  'service  first.'  Like 
honesty,  it  is  the  best  policy,  but  we-  believe  in  it  be- 
cause it  is  also  the  safest  policy  in  the  long  run — 
the  safest  for  us  and  our  customers. 


Shoes  Should  be  Packed  in  New  Wooden 

Cases 

Packing  shoes  in  new  wooden  cases  should  be  the 
rule  at  all  times,  unless  the  buyer  understands  that  he 
is  buying  damaged  shoes  or  stock  cases  at  a  low  figure. 

If  cases  have  to  be  labelled  over,  owing  to  the  fact 
that  the  cartons  have  been  marked  wrong,  be  sure  that 
it  is  done  in  a  clean  manner  and  that  the  corner  of  the 
labels  stick  down.  It  looks  slack  to  see  corners  of 
labels  sticking  up  on  any  cartons. 

It  is  a  good  plan,  and  one  now  required  by  many 
foremen,  to  have  the  cover  nailed  on  the  case  inside 
out  so  as  to  avoid  the  sawdust  that  is  found  sticking  to 
the  cover  where  it  is  resawed,  getting  into  the  cartons. 

Where  cases  are  packed  with  pairs  short  that  have 
been  thrown  out  for  damages,  it  is  a  safe  plan  to  have 
one  person  look  after  each  tag  before  the  case  is  nail- 
ed, and  the  empty  carton  placed  in  the  case  and  the 
number  of  pairs  so  marked  that  when  the  case  is  sten- 
ciled there  will  be  no  danger  of  marking  the  case 
wrong. 

All  wooden  cases  should  be  sent  out  of  the  factory 
in  good  condition,  and  if  a  weak  place  is  noted  in  a 
case,  it  is  better  to  strap  the  sides  of  the  box  so  that  it 
will  not  split  open  when  handled  by  the  teamster  or 
freight  men.  Some  cases  get  pretty  rough  usage  after 
they  leave  the  factory,  and  the  shipping  clerk  would 
do  well  to  watch  the  teamster  when  he  loads  the  case 
to  be  sure  that  he  is  not  the  guilty  one  In  starting  the 
case  to  kindlings  before  it  goes  on  the  road. 

Cases  should  be  marked  very  plain,  so  that  when 
they  reach  the  buyer  he  can  tell  at  a  glance  what  is  in 
the  case.  Broken  stencils  should  always  be  soldered, 
as  the  letters  can  easily  be  fixed  by  the  machinist. 
Stencils  should  hang  up  and  not  be  thrown  around. 
Do  not  throw  away  discarded  stencils,  but  put  them 
away  safely,  for  perhaps  a  part  of  the  wording  on  the 
stencil  may  come  in  handy  in  the  future. 

Bills  of  lading  should  be  carefully  made  out  so  that 
the  freight  agent  will  make  no  mistake  in  reading  the 
same. 

From  the  time  the  shoes  are  packed  until  the  case 
leaves  the  factory,  there  are  many  important  points  to 
be  looked  after,  and  it  is  every  essential  that  they  are 
not  neglected. — Shoe  Topics. 
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Use  of  Rubber  Growing 

1 1  is  now  76  years  since  Charles  Goodyear,  after 
truing  l)ankrupt  in  Philadelphia  in  the  hardware  busi- 
ness, discovered  the  process  of  vulcanizing  rubber  by 
mixing  the  crude  gum  with  sulphur.  His  process  was 
furtlier  perfected  in  1851  by  making  hard  rubber. 
Since  that  time  rubber  has  been  put  to  an  infinity  of 
uses.  It  has  become  one  of  the  leading  manufactur- 
ing industries  in  many  countries.  From  the  comb  in 
milady's  hair  to  the  shoes  on  her  feet,  trie  tiles  on  her 
floors,  and  the  tires  on  her  automobile  tliere  is  no  end 
of  intermediate  uses,  (ireat  quantities  of  rubber  are 
used  in  tlie  making  of  electrical  api^liances.  No  house- 
hold, even  the  meanest,  is  without  its  rubber  utensils 
in  some  form.    And  the  end  is  not  yet. 

At  a  late  exhibition  of  cotton  and  ruijuer  goods  in 
London,  at  which  were  representatives  of  fift)'  gov- 
ernments, a  feature  of  the  show  was  a  writing-room 
completely  furnished  in  rubber.  The  apartment  was  20 
by  15  feet  in  size.  The  walls  were  of  rubber  so  clever- 
ly designed  as  to  he  indistinguishable  from  ordinary 
wall  coverings.  The  pictures  on  the  walls  had  rub- 
ber frames.  Writing  tables,  chairs,  other  furniture, 
ink  stands,  ])enholders,  etc.,  were  of  rubber.  Pretty 
rubber  curtains  attached  to  rubber  rings  and  hung  on 
rubber  poles  adorned  the  windows.  Rubber  tiling  was 
on  the  floors.  There  was  also  a  rubber  tennis  court. 
Who  can  doubt  that  later  on  we  shall  have  rubber 
houses  to  live  in  ? 

Rubber  is  actually  one  of  our  most  indestructible 
materials.  Having  been  once  used  and  flung  in  the 
scrap  heap,  it  can  be  reclaimed  and  used  again.  We 
now  import  yearly  about  100,000,000  pounds  of  raw 
rubber,  and,  besides  making  use  of  our  own  home- 
gathered  scrap,  import  over  25,000,000  pounds  of  for- 
eign scrap,  from  which  the  rubber  is  recovered  and 
fashioned  to  new  uses.  By  judicious  adaptation  of  rub- 
ber and  cement  for  future  i)uilding  purposes  there  is 
a  possibility  of  durable  house  construction.  Luml)er 
is  getting  so  scarce  and  costly  that  some  substitute 
building  material  is  exceedingly  to  be  desired.    It  may 


l)e  ijctter  to  grow  more  rubber  trees  than  to  try  to  re- 
store our  pine  and  oak  forests. 


Sample  Show  Card  Advertisements 

Women's  White  Buckskin  Colonial  Pumps  for 
$3.50!  Any  woman  knows  that  for  such  a  low  price 
she  cannot  ordinarily  get  anything  better  than  imita- 
tion buckskin,  linen  or  canvas.  But  here  is  a  good 
quality  of  white  buckskin  made  up  into  colonial  tongue 
pumps — the  most  desired  style  in  women's  low  shoes 
this  summer.  One  model  has  a  high  heel  and  the  other 
has  a  low  military  heel.  Priced  so  low  because  the 
manufacturer  l)ought  the  leather  to  advantage. 

Children's  Shoes  for  Vacation  Plays.  ScufYers, 
l)arefoot  sandals,  ankle-strap  slippers,  white  shoes,  in 
higii  and  low  styles,  tennis  shoes,  and  bathing  sandals. 
All  designed  for  the  busy  little  feet  that  need  room 
to  grow  in  as  well  as  to  play  in.  Fitted  by  an  experi- 
enced corps  of  assistants.  Prices  range  from  50c  a  pair 
for  baby's  first  shoes,  to  $5.50  for  a  large  girl's  white 
buckskin  button  boot. 


A  very  attracti\e  little  folder  has  iccently  been 
got  out  by  the  B.  &  R.  Rubber  Company,  of  Xortii 
Brookfield,  Mass.,  which  states  concisely,  yet  in  de- 
tail, the  many  advantages  possessed  by  the  Armortred 
Rubber  Sole,  which  sliould  prove  a  benefit  to  bolli 
retailer  and  customer.  .Any  reader  of  Footwear  in 
Canada"  who  would  like  information  in  regard  to  tiiis 
innovation  should  drop  a  card  to  the  company.  Some 
of  the  advantages  claimed  for  the  "Armortred"  rub- 
ber sole  are  that  it  is  lighter  in  weight  than  either 
leather  or  ordinary  rubber,  will  not  crack  or  break 
out  at  stitching,  and  will  wear  much  better  than  the 
ordinary  rubber  or  leather  sole. 


Any  chum[)  can  tell  people  how  to  keep  out  of  t'ne 
pits  already  dug,  but  the  snappy  ones  of  this  age,  the 
men  who  are  getting  ahead,  are  the  ones  who  are  tell- 
ing the  people  how  to  do  things  so  that  there  will  be 
no  room  to  dig  any  ])its. 


General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


A  new  siioe  shop  has  been  opened  in  Woodstock,  N.B., 
by  George  Peoples. 

A.  Woolf,  Calgary,  recently  sutTered  a  lire  loss  in  his 
shoe  store. 

Mr.  Lipkin,  Winnipeg,  lias  discontinued  his  shoeniaking 
business. 

F.  J.  McKenna  has  recently  registered  in  Montreal,  as 
a  shoe  manufacturer. 

H.  D.  Rae,  retail  shoe  merchant  of  Vancouver,  was  call- 
ing on  the  trade  in  Toronto,  during  the  carlj-  part  of  last 
month. 

Gardner  &  Nadeau  have  recently  registered  in  Montreal, 
as  shoe  manufacturers. 

The  "Shoe-Fly"  sale  conducted  last  month  by  George 
W.  Cowan,  of  Chatham,  Ont.,  was  a  great  success. 

.Saunders  &  Aitchison  have  opened  a  retail  shoe  store 
and  repair  shop  at  Durham,  Ont. 

The  United  Shoe  Machinery  Company  of  Canada,  and 
Kobert  Taylor  &  Company,  of  Halifax,  who  took  Space  for 


the  IVovincial  Exhibition  to  be  held  in  Halifax,  have  been 
notified  the  Exhibition  will  not  take  place. 

A  new  shoe  store  is  being  erected  on  Danfortii  Avenue. 
Toronto,  by  A.  Chadwick. 

An  entire  equipment  of  new  machinery  for  the  manu- 
facture of  men's  Goociyear  welts  has  been  installed  by  Du- 
pont  &  l-'rere,  Maisonneauve,  in  their  factory. 

The  Canadian  Manager  of  the  Xugget  Polish  Company, 
Limited,  John  Harris,  A.C.I.S..  has  been  elected  to  the  To- 
ronto Board  of  Trade. 

J.  M.  Humphrey  &  Company,  St.  John,  N.B.,  suffered 
little  fire  loss  from  the  fire  which  recently  broke  out  in  tlicir 
boiler  house. 

Tiie  James  Muir  Shoe  Company.  o{  Maisonneuve,  Que- 
bec, held  its  first  annual  picnic  at  Tetraultville  Park,  early 
in  August  last.  Arriving  at  tiie  picnic  grounds  in  special 
cars,  the  first  item  was  a  baseball  game  between  the  married 
and  the  single  men,  the  married  men  being  captained  by 
^Joseph  Russell,  making  and  lasting  room  foreman,  while 
Louis  Mercier,  forejnan  of  the  sole  leather  and  heel  depari- 
meiu,    was    captain    of   the   single   men's   team.  General 
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superintendent  E.  W.  C.  Honen  umpired  the  game,  the  win- 
ners receiving  a  box  of  fifty  good  cigars,  while  the  losers  re- 
ceived received  ten  cigarettes.  One  of  the  most  diverting 
games  was  the  Fly  Paper  Scramble.  At  a  given  signal,  the 
contestants  placed  their  hands  on  sheets  of  fly  paper  laid 
before  them  on  a  long  table.  The  one  who  managed  to  get 
rid  of  both  sheets  of  the  sticky  paper  first,  won.  Much 
laughter  was  heard  on  all  sides.  Many  other  interesting 
races  and  sports  were  run  off,  and  after  an  excellent  dinner, 
dancing  was  enjoyed. 

Chas.  A.  Blachford,  -of  The  Blachford  Shoe  Manufactur- 
ing Company,  Limited,  is  now  calling  on  his  long  list  of  cus- 
tomers in  his  home  city,  Toronto. 

The  inaugural  annual  outing  of  the  John  Ritchie  Shoe 
Company,  Quebec,  was  held  at  St.  Catherine's  Grove,  Que- 
bec, early  in  August,  John  Ritchie,  W.  P.  Francis  and  J.  E. 
Warrington,  being  patrons.  The  following  is  a  list  of  the 
sporting  events,  and  the  names  of  the  winners:  Stags,  three- 
legged  race — Won  by  Rr.  Marcoux,  R.  Lemieur.  Open  race 
for  all — 1st,  M.  Cleary;  2nd,  M.  Fontaine.  Tug-of-war  be- 
tween office  staff  and  foremen — winners,  Office  Staff.  Base- 
ball game.  Swimming  race — Won  by  S.  Boudreau;  2nd,  J. 
Coutun.  Men's  100  final — 1st,  M.  Cleary;  2nd.  R.  Chamber- 
lond.  Married  women's  race — 1st,  Mrs.  Doois;  2nd,  Mrs.  Le- 
gros.  Men's  three-legged  race — 1st  M.  Cleary,  J.  Davis;  2nd, 
VV.  Hatch,  J.  Matte.  Stag  race— 1st,  A.  Moisow;  2nd,  R. 
Marcoux.  Girl's  race,  16  years  and  under — 1st,  A.  Moisou. 
Ladies,  IG  and  over — 1st,  Georgina  Ridlond.  Girl's  race,  100 
yards  final — 1st,  E.  Waters;  2nd,  Yvonne  Cote.  Ladies,  50- 
yard  dash — 1st,  E.  Waters;  2nd,  A.  Hennessey.  Standing- 
Jump — 1st,  C.  Desjardins;  2nd,  R.  Chamberlond.  Running- 
jump — 1st,  C.  Desjardins.  High  jump — 1st,  C.  Desjardins. 
Men's  shoe  race — 1st,  J.  Coutin;  2nd,  A.  Blouin.  Cutting 
room  100-yard  dash — 1st,  G.  Lacroix.  Lasting  room — M. 
Cleary.  Making  room — R.  Chamberlond.  Prize  waltz,  A. 
Hennessey,  M.  Assdin.  Much  of  the  credit  for  the  unquali- 
fied success  of  this  first  outing  of  its  kind  in  Quebec,  is  due 
to  those  who  served  on  the  various  committees,  and  to  Mr. 
Daniel  Hannigan,  who  was  in  charge  of  the  sporting  events. 

A  provisional  committee  has  been  formed  in  Montreal  for 
the  purpose  of  establishing  a  credit  men's  club.  Among  the 
members  of  the  committee  are  Messrs.  F.  A.  Todd,  Canadian 
Consolidated  Rubber  Company,  Limited;  J.  R.  Mirault, 
Ames-Holden-McCready,  Limited;  and  M.  L.  Packard,  L.  H. 
Packard  Company,  Limited.  The  fee  is  not  to  exceed  $10 
per  annum.  The  committee  state:  No  one  will  deny  the  con- 
stant need  of  improving  credit  conditions.  Many  will  con- 
cur in  our  opinion  that  the  present  unhealthy  state  of  affairs 
requires  urgent  redress.  Our  general  system  of  credit  af- 
fords insufficient  protection,  and  our  laws  are  inadequate. 
Would  a  body  of  five  hundred  men  "organized  for  protection 
and  educational  purposes  against  fraud,  injustice  and  imposi- 
tion to  agitate  and  effect  improvement  in  assignment  and 
other  legislation,  quell  abuses  and  establish  closer  ties  of 
business  relations  to  the  end  that  the  welfare  of  all  may  be 
more  highly  conserved,"  wield  any  power  in  any  project 
they  would  undertake?  Having  satisfied  ourselves  on  that 
point,  the  problem  is,  therefore,  to  find  how  it  can  best  be 
accomplished.  It  has  occured  to  us  that,  if  credit  men  were 
provided  with  suitable  quarters  where  they  could  assemble 
at  a  convenient  hour — say  at  lunch  time — they  could  culti- 
vate their  acquaintance,  improve  their  friendship,  and  dis- 
cuss, either  in  private  or  in  public,  matters  relating  to  their 
l)rofession.  In  addition  to  lunch  and  meeting  rooms,  the 
management  purposes  to  provide  for  free  offices  to  accom- 
modate the  members  of  similar  organizations  in  other  cities 
sojourning  in  Montreal. 

In  the  Process  Building  at  the  Canadian  National  Ex- 
hibition, Toronto,  it  will  be  possible  to  see  the  entire  pro- 
cess of  turning  a  hide  into  a  shoe.  This  is  by  the  joint  ex- 
hibit of  A.  R.  Clarke  &  Company,  The  United  Shoe  Machin- 
ery Company,  The  Minister-Myles  Company,  and  The  T. 
Eaton  Company. 

The  citizens  of  Calgary  have  undertaken  to  provide  the 
equipment  for  500  of  the  Legion  of  Frontiersmen.  R.  J. 
llutcliings  of  the  Great  West  Saddlery  Company  has  offer- 
ed the  horse  equipment  for  the  entire  regiment,  and  has 
promised  .$20,000  in  addition. 

.Slight  damage  was  done  the  contents  of  the  carding 
rooms  of  the  New  Hamburg  Felt  Works,  New  Hamburg, 
OtU.,  in  July  last,  when  fire  broke  out  just  at  closing  tin-ie. 


As  fire  was  discovered  and  an  alarm  sent  in  immediately, 
the  water  quickly  overcame  the  flames. 

Fire  broke  out  in  the  Anglo-American  Shoe  Store,  Win- 
nipeg, last  month,  which  did  considerable  damage  to  the  $15,- 
000  stock.  Mr.  Goodman,  the  proprietor  stated  about  $6,000 
insurance  was  carried. 

John  Palmer,  president  of  the  Hartt  Boot  &  Shoe  Com- 
pany, of  Fredericton,  and  head  of  the  board  of  trade  of  that 
city,  has  been  touring  the  west,  gathering  information  re- 
garding conditions,  at  first  hand. 

The  Cranbrook  Saddlery  Company,  Limited,  has  been 
incorporated  with  a  capital  of  $10,000.  The  head  office  of 
the  company  will  be  at  Cranbrook,  B.C.  The  company  has 
been  incorporated  to  make  and  sell  harness  and  saddlery, 
leather  goods,  and  trunks,  and  to  deal  generally  in  all  kinds 
of  merchandise. 

Jackson  &  Savage,  Limited,  Montreal,  makers  of  the 
Scout  Master,  Boy  Scout,  and  Girl  Guide  Shoes,  are  going 
after  trade  with  increased  activity.  Two  travellers — Messrs. 
J.  P.  McNamara  and  J.  W.  Burt— will  cover  the  Maritime 
Provinces.  The  former,  who  will  be  on  very  familiar  ground, 
will  visit  the  larger  centres,  while  Mr.  Burt,  late  with  James 
Linton  &  Company,  will  break  new  territory  for  Jackson  & 
Savage,  although  it  is  well  known  to  Mr.  Burt.  Mr.  William 
Davis  will  represent  the  firm  in  the  Northwest,  and  Mr.  U. 
LaRose,  late  of  Phaneuf  &  LaRose,  will  look  after  Jackson 
&  Savage's  interests  in  the  eastern  section  of  Montreal.  . 

H.  C.  Hatch  has  been  appointed  superintendent  of  the 
Scout  Shoe  factory  of  Jackson  &  Savage,  Limited,  Montreal, 
in  succession  to  Geo.  Fortin.  Mr.  Hatch  has  the  reputation 
of  being  one  of  the  best  superintendents  in  Canada,  with 
special  qualifications  in  the  direction  of  the  cost  of  manu- 
facture, and  Jackson  &  Savage  are  to  be  congratulated  on 
securing  his  services.  He  was  lately  with  Robert  Taylor  & 
Company,  Halifax,  and  has  also  been  connected  with  Ames, 
Holden,  McCready,  Limited,  and  Geo.  A.  Slater,  Limited. 
Mr.  Hatch  has  had  a  long  experience  in  the  United  States, 
being  in  the  employ  of  one  firm  for  15  years  and  another  for 
12  years — a  sufficient  indication  of  his  abilities. 

George  Cowling,  of  The  Blachford  Shoe  Manufacturing- 
Company,  Limited,  Toronto,  is  now  calling  on  the  trade  in 
Northern  Ontario,  and  his  return  in  about  a  week's  time, 
he  will  continue  his  trip  in  Western  Ontario. 

W.  F.  Tanner,  of  Picton,  N.S.,  has  received  his  complete 
range  of  samples  from  The  Blachford  Shoe  Manufacturing- 
Company,  Limited,  Toronto,  and  will  be  starting  out  in  a 
few  days  to  call  on  the  trade  in  the  Maritime  Provinces. 

Rowland  Hill,  the  well  known  shoe  retailer  of  London, 
Ont.,  has  taken  a  lease  of  the  store  at  189  Dundas  Street, 
and  is  putting  in  a  new  elevated  office  and  other  interior  im- 
provements. A  Kawneer  metal  store  front  is  also  being  in- 
stalled, and  will,  when  completed  be  a  big  mprovement  in 
the  exterior  of  the  building. 

Fire  broke  out  in  the  stores  department  of  the  Acton 
Tanning  Company,  Acton,  Ont.,  last  month,  but  was  extin- 
guished before  much  damage  was  done,  by  the  prompt  and 
strenuous  work  of  the  emplo3'ees. 

Orders  have  been  received  by  Waterloo  and  Berlin  fac- 
tories from  the  Militia  Department  ^t  Ottawa,  to  manufac- 
ture 7,000  sets  of  Oliver  equipment,  2,000  rifle  buckets  and 
5,000  rifle  slings.  Orders  for  20,000  pairs  of  men's  shoes 
have  been  divided  between  five  shoemaking  factories,  and 
10,000  service  shirts  are  to  be  made  by  one  factory.  The 
ei-itire  order  must  be  delivered  within  five  weeks,  and  if  a 
second  Canadian  contingent  goes  to  the  front,  the  order  will 
be  duplicated. 

The  need  of  an  Armoury  in  Amherst,  N.S.,  was  made 
very  evident  when  the  volunteers  who  were  furnished  with 
military  boots  by  the  Amherst  Boot  &  Shoe  Company,  had 
to  use  a  small  room  in  the  Rhodes-Fillmore  Block  for  fitting 
purposes. 

The  Davis  Tannery  at  Kingston  suffered  loss  by  fire  to 
the  extent  of  $80,000,  last  month,  when  piles  of  tanbark  ig- 
nited and  continued  to  burn  an  entire  day. 

Fire  completely  destroyed  the  building  and  stock  of  the 
Adams  Leather  Company,  at  the  rear  of  300  Yong'e  Street, 
last  month.    Loss  is  estimated  at  $10,000,  covered  by  insur- 
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ance.  About  $1,000  damage  was  done  the  main  building  on 
Agnes  Street,  by  water. 

Orders  for  military  saddles  and  harness,  to  be  ready  at 
a  specil'ied  time  for  the  troops  who  go  to  the  front,  are  keep- 
ing the  factories  of  Beale  Bros.,  and  the  Rudd  Company 
taxed  to  capacity.  Toronto  tanneries  are  in  receipt  of  com- 
munications from  Ottawa,  which  will  necessitate  their  con- 
serving their  stocks  of  raw  material. 

Mr.  J.  Daoust,  of  Daoust,  I^alonde  &  Company,  Montreal, 
the  treasurer  of  the  Wholesale  Rubber  Boot  &  Shoe  Asso- 
ciation, suggesting  that  the  money,  just  over  $1,600,  should 
be  distributed  amongst  the  50  members.  The  Association 
has  been  inactive  for  about  two  years,  and  Mr.  Daoust  feels 
that  as  the  object  for  which  the  society  was  formed  no  long- 
er exists,  the  balance  of  the  accounts  in  his  hand  should  be 
divided  among  the  members.  The  latter  are  to  be  consulted 
as  to  the  future  of  the  association. 

Since  the  installation  of  a  complete  Goodyear  shoe  re- 
pair outfit,  Geo.  Auger,  shoe  retailer  of  Sherbrooke,  Que., 
lias  found  business  away  ahead  of  his  expectations. 

J.  M.  Peterman  has  joined  the  travelling  staf¥  of  the  W. 
B.  Hamilton  Shoe  Company,  and  will  cover  Manitoba  and 
part  of  Saskatchewan.  He  was  formerly  with  the  Thomp- 
son Shoe  Company,  and  the  Slater  Shoe  Company  of  Mon- 
treal. 

E.  F.  Leonard  has  become  superintendent  of  the  New- 
foundland Boot  &  Shoe  Company,  of  St.  Johns,  Newfound- 


E.  F.  Leonard. 


land.  He  was  formerly  with  the  Slater  Shoe  Company,  Mon- 
treal. Mr.  Leonard  is  very  favorably  impressed  with  condi- 
tions in  Newfoundland,  as  regards  the  shoe  trade. 

A  most  enjoyable  day  was  spent  in  August,  by  the  em- 
ployees of  the  United  Shoe  Machinery  Company,  Montreal, 
at  Otterburn  Park.  An  interesting  programme  of  games  was 
keenly  contested,  and  all  voted  this  year's  picnic  the  best 
ever  held. 

Some  anxiety  is  felt  as  to  the  whereabouts  of  George 
Agnew,  of  the  Agnew  Shoe  Stores,  Brantford,  who  is  be- 
lievered  to  be  either  in  Germany  or  Belgium. 

A  complete  equipment  for  the  manufacture  of  men's 
Goodyear  welts,  has  recently  been  installed  in  the  factory  of 
J.  M.  Humphrey  &  Company,  St.  John,  N.B.,  by  E.  S.  Many, 
the  agent  of  the  United  Shoe  Machinery  Company. 

Mr.  Lorne  McGibbon,  president  of  Ames-Holden-Mc- 
Cready,  Limited,  who  is  hon.  lieutenant-colonel  of  the  6th 
Brigade,  Canadian  Field  Artillery,  has  undertaken  to  see  to 
the  needs  of  all  dependents  of  men  of  the  battery  who  have 
volunteered  for  the  front.  Mr.  McGibbon,  in  making  the 
otter,  explained  that  as  his  health  did  not  permit  him  to 
volunteer  for  active  service  he  felt  that,  as  head  of  the  bri- 
gade, he  should  do  something  in  aid  of  his  comrades;  hence 


the  offer  to  look  after  the  families  of  thos^  who  might  go  to 
the  field. 

Encouraged  by  the  success  of  their  store  at  St.  Cather- 
ine Street  West,  Montreal,  opened  just  over  a  year  ago,  the 
Brockton  Shoe  Company,  Limited,  have  just  opened  a  branch 
at  43  St.  Catherine  Street  East.  This  branch  is  modelled  on 
the  lines  of  the  first  store,  and  is  well  lighted  and  comfort- 
able. Tiie  company  make  a  specialty  of  men's  footwear  at 
$4. 

Interest  in  present  war  happenings  is  evinced  on  all 
sides.  Photographs  of  the  most  prominent  English  war 
lords,  among  whom  are  Field  Marshal  Lord  Roberts,  Field 
Marshal  Sir  Donald  Martin  Stewart,  Major-General  Lord 
ICilchener,  Lieutenant-General  Sir  H.  E.  Colirle,  and  Lieu- 
tenant-General  Robert  S.  S.  Baden-Powell  are  disployed  in 
the  show  windows  of  W.  J.  Lindsay,  164  Dundas  Street, 
Toronto,  along  with  the  shoes. 

Richard  Weston,  secretary-treasurer  of  the  Weston  Shoe 
Company,  Campbellford,  Ont.,  and  George  Weston,  another 
member  of  the  firm  were  recently  in  Toronto,  calling  on  the 
jobbing  trade  and  department  houses  with  their  spring  sam- 
ples. 

The  Government  placed  a  large  order  for  saddlery,  Oliver 
etpiipment,  rifle  slings,  etc.,  with  several  Canadian  firms. 
Tlie  saddlery  order  calls  for  saddles  of  the  Universal  type,' 
halters,  bridles,  straps  for  heel  ropes,  martingales,  etc. 

J.  A.  Valary,  formerly  of  the  Thompson  Shoe  Company, 
Montreal  has  joined  the  travelling  staff  of  the  Eagle  Shoe 
Company,  and  will  cover  from  Toronto  west. 

Messrs.  Chamberlain  and  Anderson  of  the  firm  of  Getty 
&  Scott  Limited,  Gait,  Ont.,  were  the  first  travellers  to  reach 
Toronto  with  the  new  lot  of  spring  samples  for  1915.  They 
brought  with  them  as  fine  and  snappy  a  lot  of  footwear  as 
it  has  been  our  pleasure  to  see  for  some  time,  and  so  great 
was  the  variety  that  it  took  three  of  the  hotel's  largest  sam- 
l)le  rooms  to  contain  them. 

It  is  understood  that  the  shoe  trade  will  be  well  repre- 
sented at  the  Thirtieth  Annual  Convention  of  the  Trades 
and  Labor  Congress  of  Canada,  which  will  be  held  at  St. 
John,  N.B.,  opening  September  21st  next.  Numerous  import- 
ant legislative  matters  afYecting  the  welfare  of  the  wage  earn- 
eis  of  Canada,  will  come  before  the  Convention. 

H.  J.  Cote  has  been  reappointed  to  his  old  position  of 
foreman  of  Ames-Holden-McCready's  No.  2  factory,  Mon- 
treal, Que. 

George  Wymer,  who  has  been  employed  in  many  of  the 
large  factories  in  the  United  States  and  Canada,  has  been  ap- 
pointed foreman  of  the  making  room  of  their  No.  2  factory, 
Montreal,  by  Ames-Holden-McCready. 

A  supplementary  provincial  license  to  conduct  business 
in  Ontario  to  the  extent  of  $100,000,  has  been  taken  out  by 
the  North  British  Rubber  Company,  Limited,  of  Toronto. 

The  John  Murphy  Company,  Montreal,  have  appointed 
H.  Gibbins,  formerly  of  Getty  &  Scott,  Limited,  of  Gait,  as 
manager  of  their  footwear  department. 

The  boot  and  shoe  stock  of  the  estate  of  Thompson  & 
Elam,  at  Moose  Jaw,  Sask.,  has  been  sold. 

J.  A.  Little,  boot  and  shoe  merchant.  Saskatoon,  is  nego- 
tiating to  admit  a  partner. 

Thos.  Connolly,  leather  buyer  for  The  John  McPherson 
Company,  Limited,  Hamilton,  recently  visited  the  Boston 
market. 

The  British  War  Office  has  asked  the  firm  of  Rice  & 
Hutchins,  for  estimates  on  1,000,000  pairs  of  shoes  for  the 
British  army,  to  be  ready  for  shipment  within  three  months. 
They  are  to  be  made  of  Russia  crome  calf,  as  far  as  possi- 
ble. 

Owing  to  the  recent  resignation  of  H.  H.  Lightfoot,  of 
the  Perth  Shoe  Company,  G.  H.  Ansley  will  look  after  the 
management  of  the  office  in  addition  to  the  selling  and  busi- 
ness generally.  John  McCrudden,  formerly  with  the  John 
Ritchie  Company,  Quebec,  has  been  appointed  superintend- 
ent. The  company  report  they  have  to  work  overtime  some 
days  of  the  week,  to  overtake  the  business. 

With  the  retirement  of  John  Taylor,  from  the  firm  of 
Wm.  Taylor  &  Company,  Halifax,  the  business  has  been  turn- 
ed into  a  joint  stock  company.    Mr.  Taylor  intends  to  make 


FOOTWEAR   IN  CANADA 


57 


a  business  of  apple  raising.  R.  N.  Eckersley,  as  secretary 
of  the  newly  formed  company,  will  have  charge  of  the  office, 
and  George  Taylor  will  continue  to  have  charge  of  the  buy- 
ing and  selling.  No  change  will  be  made  in  the  store  policy 
of  the  firm. 

Geo.  Shoebothom,  clerk  with  the  Raven  Shoe  Company, 
St.  Thomas,  Ont.,  died  recently  from  pneumonia. 

The  O.  B.  Shoe  Company  of  Drummondville,  Que., 
which  was  burned  some  time  ago,  has  been  rebuilt,  the  fine 
new  factory  having  practically  the  same  capacity  as  the 
former  one.  The  installation  of  machinery  has  been  com- 
pleted and  George  Fortin,  formerly  with  Jackson  &  Savage, 
Montreal,  has  been  appointed  superintendent. 

Pelletier  &  Vaillancourt,  shoemakers,  Montreal,  have  re- 
gistered. 

Henry  D.  Rae,  the  well  known  Vancouver  shoeman  with 
stores  at  23  Hastings  Street  East,  and  104-106  Cordova 
Street  West,  has  recently  returned  from  an  extensive  four 
weeks'  buying  trip  through  Eastern  Canada.  Several  car- 
loads of  fine  j(hoes  are  on  their  way  to  Vancouver,  as  a  re- 
sult of  the  trip.  On  one  occasion  Mr.  Rae  purchased  the  en- 
tire jobbing  stock  of  the  Tetrault  Distributing  Company, 
Montreal. 

The  Imperial  Hide  Company,  Montreal,  have  registered. 

The  Beaver  Tire  and  Rubber  Company,  Limited,  has 
been  incorporated  under  the  Ordinance  of  the  North  West 
Territories,  with  headquarters  at  Edmonton,  Alta.  The  capi- 
tal stock  is  $550,000. 

The  foundations  have  been  laid  for  the  $43,000  shoe  fac- 
tory of  Tourigny  &  Marois,  Arago  Street,  Quebec.  Build- 
ing will  be  of  stone,  granite,  brick,  hollow  tile  and  steel  con- 
struction. 

The  B.  C.  Tanning  Company,  Limited,  has  been  incorpor- 
ated with  a  capital  of  $30,000.  The  head  office  of  the  com- 
pany is  to  be  at  South  Vancouver,  B.C.  Among  the  objects 
of  the  company  is  to  take  over  the  tannery  and  business  of 
Frank  W.  Crowther  and  Felix  Nestler,  73rd  Ave.,  South  Van- 
couver. 

Two  Montreal  firms  have  heavy  lines  of  foreign  made 
slippers  held  up  by  the  war. 

The  Reliance  Shoe  Company,  Limited,  Toronto,  report 
a  very  satisfactory  year's  business  for  the  year  just  closed. 
In  spite  of  the  depressing  conditions  that  have  existed  in 
the  shoe  trade  they  have  been  able  to  keep  their  factory  run- 


ning at  full  time  for  the  whole  period,  and  attribute  this 
fact  to  the  popularity  of  their  goods.  Their  new  samples 
for  spring  are  now  in  their  travellers'  hands  and  comprise 
about  as  smart  a  range  of  boys'  and  youths'  MacKays  as 
v\!i\l  be  seen  this  season.  They  have  sent  out  a  line  of  sam- 
ples to  the  Northwest  Territory,  right  through  to  the  coast 
and  are  confident  that  the  "Canadian  Boy"  shoe  will  meet 
with  good  success  in  this  new  territory. 

F.  W.  Knowlton,  manager  of  the  United  Shoe  Mach- 
inery Co.mpany  of  Canada,  recently  visited  the  exhibitions 
held  in  Toronto  and  St.  John,  N.B.,  where  displays  of  the 
company's  machinery  were  made. 

Le  Magasin  des  Mutualistes,  Limitee,  with  a  capital 
stock  of  $20,000  has  been  registered  at  Montreal,  to  deal 
wholesale  and  retail  in  dry  goods,  groceries,  provisions, 
liquors,  hardware,  boots  and  shoes,  and  all  kinds  of  goods 
general. 

The  following  travellers  for  La  Parisienne  Shoe  Com- 
pany, Maisonneuve,  are  now  on  the  road — Messrs.  F.  Pow- 
ers, J.  J.  Duggan,  W.  C.  Myers,  and  F.  Hull. 

J.  A.  Johnston  &  Company,  wholesale  boot  and  shoe 
dealers,  Brockville,  Ont.,  having  outgrown  the  business 
premises  formerly  occupied,  are  now  installed  in  their  own 
block  on  the  corner  of  Buell  and  Church  Streets,  which  has 
been  remodelled  and  adapted  to  the  needs  of  this  enterpris- 
ing firm.  The  entire  store  premises  are  occupied  by  the 
company. 

The  Reject  Shoe  Company  is  the  name  of  a  new  con- 
cern who  have  recently  opened  up  in  the  basement  of  the 
King  Building,  Wellington  Street  West,  Toronto.  The  fol- 
lowing are  extracts  from  show  cards  hung  up  in  the  win- 
dows and  on  the  doors:  "We  handle  nothing  but  cancelled 
orders,  samples  and  other  goods  sold  at  factory  cost."  "We 
can  clothe  your  feet  at  half  the  retail  prices.  Complete 
stock,  all  sizes."  "We  can  save  you  the  retail  profit  and 
sell  you  perfect  shoes  at  less  than  factory  cost.  Come  in 
and  look." 

The  representatives  of  the  Williams  Shoe,  Limited,  of 
Brampton,  Ontario,  are  leaving  for  their  respective  terri- 
tories, with  the  highest  grade  of  samples  ever  turned  out  by 
this  old-established  firm.  Canada  will  be  covered  from  Van- 
couver to  Halifax. 

The  Minister  Myles  Shoe  Company,  Limited,  of  Toron- 
to, have  their  representatives  covering  Canada  from  Ocean 
to  Ocean,  carrying  many  new  and  attractive  lines  for  spring. 


General  Store  News  of  Western  Canada 

Where  the  Shoe  Manufacturer  May  Find  a  Customer 


Alberta 

The  general  store  stock  of  the  Mundare  Mercantile  Com- 
pany, Limited,  Mundare,  has  been  sold  to  C.  H.  Bright. 

S.  Sahara,  of  Lethbridge,  has  opened  a  branch  general 
store  at  Kipp,  Alta. 

The  Beehive  Stores  have  taken  over  the  general  store 
business  of  Asp  &  Rilunne  at  Wetaskiwin. 

R.  C.  Howat,  has  opened  a  general  store  at  Carvel. 

M.  Jones  has  succeeded  to  the  general  store  business 
hitherto  carried  on  by  J.  Anderson,  at  Coal  Spur. 

British  Columbia 

D.  F.  Baxter  has  taken  over  the  department  store  form- 
erly carried  on  by  James  Stark  &  Sons,  Limited,  Vancouver. 

The  Hillbank  Supply  Stores  have  bought  the  general 
store  business  to  G.  R.  Mitchell,  at  Cowichan  Station. 

Mineard  &  Kraus,  general  storekeepers,  at  Rose  Lake, 
have  dissolved  partnership.  The  business  will  be  continued 
by  H.  W.  Kraus.  ; 

Saskatchewan 

Tett  Bros,  have  opened  a  general  store  at  Bratton. 

The  Fee  Co-Operative  Trading  Association,  Limited,  has 
commenced  business  at  Fee. 


The  Wilton  Co-Operative  Trading  Association,  Limited, 
has  commenced  business  at  Lashburn. 

The  Overland  Stores  Limited,  have  opened  a  general 
store  at  Shaunavon. 

J.  P.  Schumm  has  succeeded  to  the  general  store  busi- 
ness of  A.  Zeigler,  of  Halbrite. 

P.  Cramer,  dealer  in  men's  furnishings,  at  North  Battle- 
ford,  has  opened  a  general  store  at  Speers. 

J.  J.  Bond  has  opened  a  general  store  at  Elstow. 

G.  Capling,  general  storekeeper  of  Rouleau,  has  removed 
to  Bengough. 

The  Speers  Trading  Company,  Limited,  have  incorpor- 
ated at  Speers. 

C.  H.  Griffiths  has  bought  the  branch  general  store  at 
Hazenmore,  from  Mr.  J.  A.  Stewart,  of  Vanguard. 

Manitoba 

C.  M.  East  has  opened  a  general  store  at  Kildonan. 

R.  A.  Crosby  has  bought  the  general  store  business  of 
W.  J.  Murphy  &  Company,  at  Binscarth. 

H.  Madder  has  taken  over  the  general  store  business 
lately  carried  on  by  W.  Madder,  at  Madder. 
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Sandals  and  Cool  Feet 

Cliildren  have  the  advantage  of  their  elders  in  sum- 
mer time.  Woe  to  the  parent  who  refuses  to  furnisli 
sandals  for  little  feet.  It  must  be  sandals  or  nothing, 
with  risk  of  hare  feet  suffering  injury  more  or  less 
serious. 

We,  of  the  elder  period,  however,  are  I)eginning  to 
cultivate  comfort  with  less  regard  to  criticism.  It  is, 
therefore,  not  surprising  that  stra]Ji)cd  sandals  are 
fashionable  on  the  famous  I'roadwalk  at  Atlantic  City. 

And  the  ever  enter])rising  shoe  manulacturer  must 
be  given  credit  for  making  the  new  stra[)ped  sandals 
the  nattiest  things  in  footwear  that  this  season  has 
])roducc(l.  Tiiey  are  somewhat  broad  of  toe  and  not 
extremely  iiigh  of  heel,  with  black  i)atent  leather  straps 
running  up  over  the  instep  and  around  the  ankles  and 
higher. 

We  care  nothing  for  the  fact  that  jet  earrings  and 
Roman  stripped  tiniics  and  skirts  were  worn  witli  the 
sandals.  That  represents  decorative  refinement.  The 
main  point  is  that  we  want  to  see  leather  sandals,  as 
well  as  all  other  kinds  of  leather  merchandise,  fash- 
ioned ingeniously  or  not,  in  such  active  demand  as  to 
keej)  our  shoe  and  leather  factories  bu.sy  and  theii 
owners  plump  and  prosperous.  We  might  have  used 
as  head  lines  for  this  article.  "Will  the  Leather  Situa- 
tion I'e  Saved  by  Sandals?"  but  it  would  mean  so  little 
to  the  unlearned  or  the  imobservant  that  we  prefer 
merely  throwing  out  the  sandal  suggestion  as  a  sop  to 
tlie  cvnical. 


I  lold  fast  a  spirit  of  hopefulness  and  faith 
in  the  future,  and  in  the  Providence  that  guides 
and  guards  the  present,  however  dark  it  may 
seem    to  be. 


Shoe  Traveller  wanted  for  Western  and  N'orthern  ( >n- 
taria.    .Apply  Box  76,  Footwear  in  Canada,  Toronto.  '.i 


Wantefl — Shoe  traveller  of  experience  for  line  of  Ladies' 
High-Cirade  Welt  and  Turn  Shoes.  Ground  east  of  To- 
rcjnto  to  Montreal.  Would  not  object  to  carrying  another 
line.  .Apply  giving  full  particulars  to  Box  7.t.  Footwear  in 
Canada,  Toronto, 


Salesmen  Wanted 

Large  .\ew  England  lirni  making  ladies'  fine  boots,  siioes 
and  slippers  want  salesmen  in  various  parts  of  Canada, 
(jrand  chance  for  experienced  men.  Write  stating  experi- 
ence to  Box  77,  Footwear  in  Canada.  Toronto.  9-10 


Sales  Agents  ^A/^anted 

We  are  large  producers  of  Boot  component  parts  from 
sole  leathers,  viz.,  soles,  half-soles,  heels,  typ-tops  pieces, 
etc.,  and  recjuire  a  good  wholesale  firm  of  the  best  repute 
to  handle  our  goods  in  Canada.  Correspondence  solicited. 
The  Cut  Leather  Company.  2:i  .Stockley  stre.et.  .Vorthamp- 
lon,  luigland.  9-i() 


We  want  to  Buy  tor  CASK  all 
th«  PIECED  HEEl  STOCK  you 

Brockton  Heel 
Company 

BROCKTON,  MASS. 


Why  Worry 

about  your  choice  of 

Serviceable  Shoes  for  Men  ? 

**Everyday^*  Shoes 

the  famous  solid  leather  shoe  for  men, 

will  solve  your  buying  problems.  "Everyday"  Shoes  are  made  under 
the  Maple  Leaf  and  will  stand  favorable  comparison  from  every  point 
of  vantage  with  foreign  shoes  selling  at  higher  prices. 

T.  Sisman  Shoe  Co.,  Limited 

Aurora,  Ont. 


FOOTWEAR    IN  CANADA 


59 


Spring  1915 
Announcement 

To  Our  Customers  Old  and  New 

Our  spring  samples  of  boys'  and  youths'  fine  and  medium 
McKays,  the  "Canadian  Boy"  brand,  are  on  the  road.  They 
are  the  best  and  most  complete  line  we  have  ever  sent  out,  and 
we  have  every  confidence  that  they  will  meet  with  your  instant 
approval. 

Smart,  stylish,  up-to-date  goods  in  all  leathers,  on  snappy  lasts 
that  sell  easily  and  repeatedly,  giving  you  a  good  margin  of 
profit  and  ensuring  you  the  boys'  trade  of  your  locality. 

"Canadian  Boys"  sell  well,  look  well  and  wear  well.  Make 
sure  of  them  for  your  spring  opening. 

Made  and  Sold  Only  by 


The  Reliance  Shoe  Co.,  Ltd. 

Toronto 


6o 
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Seasonable  Shoes 


In  Stock 

iVoif  Ready  for  Immediate  Delivery 

Write  for  descriptive  circular  of  styles  in  stock 

P.  J.  Harney  Shoe  Company 

Lynn,  Mass.,  U.  S.  A. 


GOODYEAR  WELT 
BOOTS 

At  $2.35 


Canadian  Dealers  can  make 
a  LONG  PROFIT  with 
these  goods. 


Manufacturers  of  Womens  High  Grade  Shoes  at  Medium  Prices. 

P.  J.  HARNEY  SHOE  COMPANY,  massTs  a 
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Beckwith  Box  Toes 

for  Boots  and  Shoes 

"MADE  IN  CANADA" 


Patented  in   Canada  Process  Patented 

Sept.  24,  1912.  Dec   13,  1913. 


PRESERVES  STYLE  OF  LAST 
INCREASES  FACTORY  PRODUCTION 
GIVES  LONGEST  SERVICE  TO  WEARER 
OF  ANY  BOX  TOE  MADE 

Temporary  Address 

Beckwith  Box  Toe  Co. 

119  Board  of  Trade  Telephone  Main  2299  MONTREAL 
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SOMETHING  NEW.      I  HAVE  THEM 
La  Valier  Slipper  Ornaments.         Also  Cleopatra  Slipper  Ornaments. 

The  coming  ornaments  for  slippers.  They  will  be  greatly  worn  this  Fall  and 
Winter.  If  you  have  none  in  stock  I  will  be  glad  to  quote  prices  and  send 
samples. 

Manufactured  by 


M.  B.  Martine,  Inc. 


COLONIAL  BUCKLES  WITH 
TONGUE 

Patent  and  Gun  Finish  S3.00,  $3.», 
$4.80  per  doz.  Leather  is  going  up. 
Protect  yourself  by  placing  your  orders 
for  Spring  delivery.  Samples  on  re- 
quest. 


New  York  City 


Blind  eyelet  shoe  laces  of  all  descriptions,  cotton,  mercerized  and  silk.  All  colours, 
all  lengths.  36  inches  long  $1.00,  $1.25  for  cotton,  $2.00  and  $3.00  for  mercerized,  $3.25 
for  silk.  Also  a  good  cotton  tubular  lace  at  60c.  All  prices  F.O.B.  Montreal.  Samples 
on  request. 

Manufactured  by 

THE  MITCHELL  MANUFACTURING  CO.,  Portsmouth,  Ohio 


Satin  Slipper  Dyes  of  all  shades — $3.00  per  dozen 

Bronze  dye  for  the  bronzing  of  chocolote  or  black  kid  slippers.  Bronze  slippers  are 
the  new  "up  to  the  minute"  slipper  for  the  coming  season.  Also  black  odorless  dye,  never 
fades,  for  staining  tan  shoes,  $2.50  per  dozen.  Suede  liquid  dressing  for  suede  shoes,  $2.00 
per  dozen.    Better  stock  some  of  these  as  they  will  be  asked  for. 

Manufactured  by 

THE  CALIFORNIA  LEATHER  DRESSING  CO.,  San  Francisco,  California 


Exclusive  agents  in  Canada  for  the  above  lines,  all  goods 
carried  in  stock  ready  to  ship,  all  prices  F.  O.  B.  Montreal 


G.  J.  TRUDEAU, 


365  Ontario  St.,  East 
MONTREAL 
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in 


Misses 


an( 


Childrens 


In  the  face  of  increased  cost  in  raw  materials  re- 
sulting from  restricted  European  supplies,  our  quality 
is  being  maintained  at  same  prices  as  last  season. 

We  are  the  only  house  to-day  supplying  Matt  Calf 
tops  in  Patent  buttons  and  Bluchers  and  the  superiority 
of  this  leather  over  all  other  substitutes  cannot  be 
questioned. 

We  have  adopted  the  American  sizing  which  saves 
you  approximately  six  cents  per  pair  over  the  old  sys- 
tem of  sizes.  Our  travellers  are  now  on  their  territory 
and  will  be  glad  to  demonstrate  this  point  to  you. 

Don't  close  before  seeing  our  complete  range  for  spring. 

lit  Shoe  Mfg.  Co. 


Gait,  Ontario 


Limited 
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THE  QUESTION: 

Why  is  your  Stock  of 


SHOES 

Like  an  Expert  Acrobat  ? 

THE  ANSWER: 

Because  it  turns  over  quickly 

Last  month  we  offered  to  give  a  pair  of  our  new  Women's 
Tango  Pumps  to  any  shoe  retailer  or  clerk  in  a  shoe  store  who 
who  sent  us  the  correct  answer  before  September  ist. 

As  a  result,  we  are  working  overtime  sending  out  quantities 
of  complimentary  pairs  of  these  dainty  shoes.    Now  we  ask  : 

When  is  Your  Birthday  ? 

If  you  are  a  proprietor  of  a  shoe  store,  don't  overlook  the 
circular  and  card  enclosed  in  the  September  issue  of  Foot  Prints. 
It  is  interesting. 

If  you  do  not  get  Foot  Prints  regularly,  send  us  your  name  and  address, 
and  we  will  be  glad  to  send  it  to  you  every  month  with  our  compliments. 

Canadian  Consolidated  Rubber  Co. 

Montreal,  P.Q.  Limited 

28  "Service"  Branches  Throughout  Canada 
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You  could  walk  from 


PARIS 


to 


BERLIN 

in  a  pair  of 

Williams  Shoes 

without  getting  footsore 

BECAUSE 

there  is  built  into  Williams  Shoes 
a  combination  of  strength  and  plia- 
bility that  tends  to  produce  the 
acme  of  comfort  and  footease. 

You  are  probably  considermg  your 
Sprmg  stock.  If  satisfied  custom- 
ers count  for  anything,  see  that  your 
Solid  Leather  Shoes  are 

"  Williams  " 


Spring  Models  of  Williams  Solid  Leather  Shoes  include  many  new 
and  attractive  lasts.    See  this  bumper  line, 

Williams  Shoe  Limited 

Brampton       :  Ontario 
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The  Wet  Season 


The  wet  season  is 
now  on.  Is  your 
stock  of  light  rub- 
bers complete  ? 
If  not  sort  up 
with  Dainty 
Mode  and  Bull 
Dog  Brand. 


Independent  Rubber  Company 


Merritton,  Ont. 


Limited 


Any  of  the  following  can  supply  you  with  Independent  Brands 

James  Robinson,       -      -       -       Montreal,  Que.  The  London  Shoe  Co.,      -      -  London,  Ont. 

Amherst  Boot  &  Shoe  Co..  Limited,    Amherst.  N.  S.  T^e  Amherst  Central  Shoe  Co.,  Regina.  Sask. 

The  Kilgour-Rimer  Co..  Limited.      Winnipeg,  Man. 


The  A.  W.  Ault  Co.,  Limited 
Garside  &  White 


McLaren  &  Dallas. 


Ottawa,  Ont. 
Toronto,  Ont. 


Toronto,  Ont. 


The  J.  Leckie  Co.,  Limited, 


Vancouver,  B.  C. 
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Light  Weight 
Rubber  Soles 
That  Wear 
and 

Don't  Crack 


Armortred 


The  Sole  of  Honor 


Rubber  Soles 


Are  much  lighter  than  leather  soles  and  25%  to 
50%  lighter  than  the  average  rubber  sole. 

They  are  the  lightest  rubber  soles  made,  and 
wear  better  than  leather  or  other  rubber  soles. 

The  lightness  of  ARMORTRED  SOLES  is 
very  apparent  when  comparisons  are  made  with 
the  ordinary  kind.  For  example  —  a  pair  of 
ARMORTRED  SOLES  size  9  were  matched 
up  with  a  pair  of  ordinary  soles  of  the  same  size, 
shape  and  iron.  The  ordinary  soles  weighed  17 
ounces  and  the  ARMORTRED  SOLES  but  10 
ounces,  a  clear  saving  of  7  ounces  in  weight. 
Other  sizes  show  a  proportionate  saving. 

The  purity  of  ARMORTRED  RUBBER 
SOLES  is  largely  responsible  for  their  success 
and  we  could  not  make  so  light  a  sole  or  so  satis- 
factory a  product  if  we  did  not  adhere  strictly  to 
pure  new  rubber  and  high  grade  materials 
throughout. 

There  is  a  wide  spread  demand  for  rubber  soled 
footwear  that  will  wear  and  be,  in  all  other 
respects,  the  equal  of  leather  soled  shoes. 

ARMORTRED  RUBBER  SOLES  equal 
leather  in  all  respects  and  surpass  them  in  man}-. 
They  are  waterproof  and  don't  dry  out  with  age. 

You  can  make  more  sales  and  sell 
your  shoes  to  better  advantage  if  you 
specify  ARMORTRED  RUBBER 
SOLES.  You  can  back  them  to 
the  limit,  as  we  do. 

The  B  &  R  RUBBER  CO. 

NORTH  BROOKFIELD,  MASS. 
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CHAMPION  SHOE  and  REPAIR  MACHINERY 

The  Largest  and 
Most  Complete  Line 
in  the  Market 

When  you  gel  ready  to  equip  yourself  with  shoe  repair 
machinery,  bear  two  important  features  in  mind — Work- 
ing Efficiency  and  Selling  Conditions  under  which  you 
can  equip  yourself  with  the  machinery  you  want. 

Champion  Standard  Straight  Needle 
and  Awl  Shoe  Stitcher 

is  expressly  designed  for  the  repair  shop — It  has  working 
features,  such  as  no  other  machine  in  the  market.  You 
don't  have  to  trim  down  a  sole  in  advance  and  then 
stitch  it.  That's  one  big  feature  on  this  stitcher.  It 
saves  time  and  that's  what  counts. 

Champion  Ideal  Stitchers 

Especially  designed  for  new  custom  work  and  for  repairing.  This  machine  has  the 
proper  radius  on  needle  and  awl,  and  a  large  stitching  range,  consequently  every  claSS 
of  work  can  be  properly  taken  care  of  — from  the'heaviest  to  the  finest. 


Champion  Standard  Straight 
Needle  Shoe  Stitcher. 


Champion  Ideal  Model  Curved  Needle 
and  Awl  Shoe  Stitcher. 


Champion  No.  35  Shoe  Repair  Outfit. 


Champion 
Shoe 
Repair 
Outfits 

are  equipped 
with  the  best 
and  most  com- 
plete equipment 
on  both  scour- 
ing 'and  burn- 
ishing shafts. 


Champion  Power  Loose  Nailers  and  Power  Metallic  Fastener 
or  String  Nailing  Machines 

Profitable  and  indispensable  in  the  repair  shop.  Soles  are  waterproof  when  nailed  on  properly — 
Both  these  machines  will  lake  care  of  a  great  deal  of  trade,  that  maybe  you  now  let  go  by. 

Champion  Combination  Harness  and  Shoe  Stitchers 

are  just  the  machine  for  that  shop  where  har- 
ness is  stitched  and  shoe  repairing  work  is  done. 


Champion  Shoe  Machinery  Co. 

Please  send  me  particulars  on  

Name  

dd  ress  


CHAMPION  Machines  are  not  sold  on  roy- 
alty—They are  sold  outright,  for  cash, 
or  on  time  payments. 

Write  us  for  catalogue,  price*  and  terms. 


Champion  Metallic  Fastener 
Machine  or  String:  Nailer. 
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Champion  Shoe  Machinery  Company 

3727-3741  Forest  Park  Blvd.,  St.  Louis,  Mo.,  U.S.A. 
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The  Secret  of  Success 


The  Success  of  the 

"NUGGET"  POLISHES 

is  due  to  the  fact  that  we  give  all  we  can  for 
what  we  get  instead  of  getting  all  we  can  for 
what  we  give. 

That's  the  article  to  recommend  and  sell. 


9-11-13  Davenport  Road 


TORONTO,  ONT. 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting  Machines 


Model-C 
Ideal  Clicking 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging 
Machines 


Heel  Protector,  Driving,  Heel  Compressing,  Loading  and  Attaching 
Machines,  Heel  Trimming,  Breasting,  Scouring  and  Finishing 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines;  Gem  Insole  Machines,  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada 


122  Adelaide  Street  West,  TORONTO  MONTREAL,  QUE. 


492  St.  Valier  St.,  QUEBEC. 


FOOTWEAR    IN  CANADA 


7' 


MR.  FOREMAN— 


A  FEW  LEADING  SHOE  FACTORIES— MONEY  MAKERS— are  Plumping  nearly  every 
Quarter  and  Foxing,  because  it  improves  shoes  and  costs  little. 

Foxing  and  Quarters  are  all  cut  out  of  the  Bellies  and  thin,  wrinkled  parts  of  the  skins ;  Plump- 
ing-Backing  smooths  out  all  wrinkles,  Plumps  them,  and  gives  them  a  Mellow,  Rubbery  feel. 

Every  Shoe  Factory  on  Earth  will  do  this  in  a  few  years :  Mr.  Foreman  be  a  Leader,  get  into 
the  best  Shoe  Brains  Company ;  don't  be  a  Waiter. 

We  supply  Backing-Plumping  Cloths  at  all  prices  and  guarantee  best  possible  value  and  satis- 
faction at  every  price;  we  have  done  so  for  three  generations. 


Write  for  samples 


^VJHYorfcfty''  Petcvs  Manufucturmg  Co. 


43-53 Lincoln  St. 
Boston,  Mass. 


Backhig  Specialists— 3  Genetations 


To  get  results,  YOU  must  have  the 
best  material. 

That  is  why  the  Wise  Foremen  in- 
sist on  getting 


C!#  B«  C!« 


Inks,  Dressings,  Waxes,  Toe  Gum 

and  Cements 

Each  Product  Guaranteed  to  be  A  i  Quality 
Made  in  Canada  by 

Canadian  Blacking  &  Cement  Company 

Hamilton,  Ontario 


All  Leather 

Prices  and  Samples  on  Application. 


Cheaper 
Satisfaction 


Your  customer's 
customer  will  pay 
less  for  more  satis- 
faction if  you  put 
Guay  All-Leather 
Counters  in  your 
shoes.    It  pays. 


EUGENE  GUAY, 


230  St.  Marguerite  Street 
MONTREAL 


We  also  make  Union,  Standard  and  Leather  Board  Counters. 
TORONTO  REPRESENTATIVE-638  Shaw  St. 


ill  git 


Shoes  Joi-  J!)aby 


appeal  to  exacting  mothers,  both  as  to  fit  and  style. 
They  look  dainty  and  are  comfortable. 

,--HURLBUT  C°,M.» 


PRESTON  CANADA 
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HAVE  UP-TO-DATE 
METHODS 

Nothing  gets  business  like 
being  thoroughly  on  the  job. 
Don't  stretch  the  new  try- 
on  all  out  of  shape  when 
fitting  a  bunion  deformed 
foot.  It  stamps  you  as  a 
"Has-Been."  Use  the  Fis- 
cher Bunion  Protect- 
or and  get  results  worth 
having. 


The  Fischer  Mfg.  Co.,  Milwaukee,  Wis. 

Sole  Owners,  Manufacturers  and  Patentees 


It  Pays  to 
Have  an 
Attractive 
Store 


A  System  of  the 
Milbradt  Rolling  Step 
Ladders  will  pay  for 
themselves  in  a  short 
time  by  enabling  you  to 
wait  on  more  trade,  save 
the  wear  and  tear  on 
your  fixtures  and  goods, 
as  well  as  bring  the 
appearance  of  your  store 
up-to-date.  Write  for 
catalogue  which  shows 
various  styles  of  ladders 
we  manufacture. 


Milbradt  Mfg. 

2410  N.  10th  Street 
ST.  LOUIS,  MO. 


o. 


BOX  TOES  THAT 
COME  ALIKE 


INDEPENDENT  BOX  TOE  CO., 


Misses  and  Children 

BENCH  MADE  McKAYS 


We  are  specializing  in  the  manu- 
facture of  Misses*  and  Children's 
Solid  Leather  Shoes. 

TTie  Ideal  shoe  is  made  on  new 
and  stylish  lasts  in  a  variety  of  shapes 
and  sizes.    No  cut  off  tips  used. 

Write  us  for  prices,  etc. 

The  Ideal  Shoe  Co. 

Limited 
ELMIRA,  ONTARIO 


COUNTERS  and  BOX  TOES 

We  manufacture  all  kinds  of  Union  and  Leather  Counters, 
Leather  Box-Toes. 


Let  us  submit  samples  of 
these.  A  test  will  convince 
you  of  the  value  of  our  coun- 
ters for  your  shoes. 


Lamontagne,  Racine  &  Co. 

115  Arago  St.,  Quebec 


TORONTO  Hep. 
R.  Lewis,  21  Scott  St. 


MOXTItEAT.  Uep. 
V.  Champigny,  1276  Ontario  St. 


NEW  CUTS 

Halftone  $1.00 
Outline  50c. 

Send  for  our  new  sheet 
of  cuts  for  catalog  and 
newspaper  use. 

Ramsdell  Eng.  Co. 

Exchange  St. 

Rochester,  N.Y. 
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CATS  PA>^ 

RUBBBR  HEELS 


Walpole  Rubber  Co.,  Limited 

8  McGill  College  Avenue,  MONTREAL 


Dominion  Die  Co. 

MANUFACTURERS  OF 

Cutting'  Dies 

of  Every  Description 


For  Cutting 

Leather,    Rubber,  Paper 
Cloth,  Etc. 

ALL  WORK  WARRANTED 

321  Aird  Ave.,  Montreal 


HEELS 


Men's,  Boys*  and  Women's  Heels 

All  Grades 

High  grade  box  toes  for  Goodyear  work, 
also  combination  toes  of  all  kinds. 

Write  for  Prices 

The  Montreal  Box  Toe  Co. 

321  Aird  Ave.,  Montreal 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a   satisfactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  villagfc,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Every  General  Merchant  sells  boots  and  shoes — there  are  no 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer. 


ajVM,  run  WKVWW^MIa.OKUt  VVUt. 

Over  29  years  in  its  field 

''CANADA'S    GREATEST   TRADE  PAPERS 

bsued  every  Saturday  Morning  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reachmg  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean 

Get  a  sample,  and  advertising  rates,  of  "That 
Western  Psper  that  brings  results," — "THE 
COMMERCIAL" 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 
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A  Peerless  Shoe 

The  Ahrens  Solid  Leather  Shoe  for  men  is  a  specialized 
product.  The  efforts  of  experienced  and  careful  workers 
are  concentrated  on  the  manufacture  of  this  one  class  of  shoe. 
Ahrens  Shoes  are  especially  suitable  to  the  Western  retail 
trade  by  reason  of  their  strength  and  wearing  power. 
Our  representatives  cover  Canada  and  Fall  samples  are 
now  in  stock. 

BERLIN.ONT. 


The  Shoeman 


This  Trade  Mark  represents  the 
cleanest,  handsomest,  most-useful-to- 
the-dealer-and-clerk  shoe  journal  in  the 
United  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  shoe  salesman  who  asks  us 
for  a  specimen  copy  will  find  at  least  two 
big  useful  features  they  won't  find  else- 
where— send  in  for  a  copy  and  find  out 
what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request 

Published  by 

The  Arthur  L.   Evans  Co. 

183  Essex  St.,  Boston,  Mass.,  U.S.A. 


Inc. 


Buy  British  Laces 

HERE  IS  YOUR  CHANCE 
Ours  Are  British  Made  Throughout 


ORIENT  Silk  Finish  Lace, 
lieaiitifully  soft  and  lustrous. 
f)ur  best  quality.  Fast  color. 
Will  stay  tied  even  when  new. 
.Ml  lengths,  both  for  boot  and 
shoe.  Everyone  likes  this  lace. 
The  quality  is  well  known  to 
most  of  the  better  shoe  stores, 
and  bring  good,  steady  busi- 
ness. They  are  dependable, 
well  dyed,  well-finished,  banded 
in  pairs,  one-gross  boxes,  nice- 
ly made  and  labeled,  wrapped 
in  transparent  tissue  paper  so 
labels  can  be  .seen. 

Can  be  sold  10c  pair  at  splen- 
did profit. 


We  also  sell  complete  range  of  ordinary  laces 
as  well  as  finer  qualities,  both  boxed,  or  in 
bulk  for  factory  use.    Prices  unchanged. 


Canadian  Agent : 


E.  W.  McMARTIN 

READ  BLDG.  45  ST.  ALEXANDER  ST..  MONTREAL 

Phone  Main  2371 

20  WELLINGTON  ST.  WEST      -      -  TORONTO 

Phane  Main  2994 

Made  in  England  by 

BROUGH,  NICHOLSON  &  HALL,  LIMITED 

at  Leek,  Staffordshire,  England 
City  Offices  and  Warerooms,  112  Wood  St.,  London,  E.G. 


For  $  1 .50  per  year  we  will  mail  you  free  the 
journal : — 

THE  SHOE  MANUFACTURERS' 
MONTHLY  (2-), 

and  the  directory  : — 

THE  SHOEMAN'S  GUIDE  (3  6). 

Both  are  concerned  with  the  British  Wholesale 
trade.  (Exports  of  footwear  1913  over  twenty 
million  dollars.) 

The  "  Monthly "  does  not  advertise  boots  and 
shoes,  but  machinery  and  materials  only.  Will 
keep  you  posted  on  what  is  going  on  in  Great 
Britam,  the  World's  open  market. 

The  Guide  tells  you  what  the  thousand  British 
manufacturers  produce.  Also  gives  facts  as  to 
makers  of  leather,  machinery,  inks,  stains,  mer- 
cery, findings,  etc. 

The  Halford  Publishing  Co.,  Ltd. 

26  Corridor  Chambers 
LEICESTER,  ENGLAND 
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Footwear 


W 


arehouse 


5  Floors  To  Let 
Adelaide  St.  W. 
Toronto 

This  warehouse  building  is  the 
most  attractive  in  the  city. 

It  is    well    situated    for  foot- 
wear or  finding"  stocks. 
Centrally  situated 
Light  on  four  sides 
Passenger  and  freight  elevator 
Vaults 

Low  insurance 

One  block  from  four  car  lines 
Floor  area,  6,300  sq.  feet,  each 
floor. 

For  further  particulars  ask 

Hugh  C.  Maclean^  Limited 

220  King  Street  West,  Toronto 

Phone  Adelaide  929 


The  Custom  Made  Folding  Slipper 
for  Home  and  Travel. 

Comfortable— Durable 
Dressy 


Footgluv 

Made  in  Russia  calf,  soft  kid  and  morroco,  silk  lined,  and 
furnished  with  carrying  cases  of  the  same  material;  made  in 
standard  sizes  only:  women's  2  to  7,  men's  7  to  12.  Prices 
from  $13.20  to  $27.00  per  dozen. 


Footgluv  Encased 

 rJS>S<^ 


Mary  Jane  Footgluv 

Made  in  all  colors  of  embossed  leathers,  soft  kid  and  morocco; 
in  standard  sizes,  2  to  7,  without  carrying  cases,  silk  lined, 
price  $18.00  per  dozen. 

We  manufacture  a  line  of  gymnasium  slippers  for  men,  women 
and  children  to  retail  from  $1  up. 

They  are  year 'round  selling  and  profit  producers  of  75°^* 

Samples  sent  prepaid. 

The  Sultana  Mfg.  Co. 

313-319  Findlay  St.,  Cincinnati,  Ohio 
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An  Insurance  Policy  for 
Retailer  and  Manufacturer 


The  stamp  of  the  Boot  and  Shoe  W  orker's 
Union  marking  the  union  made  shoe,  is  an 
insurance  pohcy  for  retailer  and  manufacturer. 

It  is  a  positive  guarantee  of  the  steady  production 
of  shoes  throughout  the  year. 

There  can  be  no  strikes,  lock-outs  or  labor 
trouble  that  interferes  wi  th  shoe  manufacturing  in 
factories  that  use  the  Union  Stamp. 

Retailers  who  sell  Union  Stamp  shoes  can 
depend  apon  receiving  their  shoes  regularly  through- 
out the  year  and  they  are  aiding  the  fair  policy  of 
arbitration  with  no  strikes. 

There  is  no  makeshift  or  substitute  for  a  Union 
Stamp  shoe.  Only  one  stamp  is  genuine  and  this 
stamp  is  a  necessary  seal  of  the  Union  made  shoe. 

Retailers  who  appreciate  prompt  deliveries  of 
shoes,  and  manufacturers  who  desire  uninterrupted 
and  steady  labor  endorse  the  constant  value  of  the 
Union  Stamp. 

Write  for  our  list  of  manufacturers  making 
Union  Stamp  shoes. 


INSIST  ON  UNION  MADE  SHOES 
WITH  THE  STAMP  OF  THE 


Boot  and  Shoe  Worker's  Union 

Affiliated  with  American  Federation  of  Labor 

246  Summer  Street 
BOSTON,  MASSACHUSETTS 

JOHN  F.  TOBIN  CHAS.  L.  BAINE 

General  President  General  Sec.  Treasurer 
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IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada 

Montreal,  Que. 

122  Adelaide  Street  West,  Toronto  492  St.  Valier  Street,  Que. 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Aird  &  Son   :i'.> 

Alircns  Company,  C^lias.  A   74 

American  -  British  -  Canadian  Distri- 

l)ulers    ;.".) 

Anu-s-Iloldcn-McC'ready    Hi 

Arnistronfi,  W.    I)   .SO 

ilcckvvitli  liiix  Toe  C  ompany   (il 

r.hu-liford  Shoe  Mf^.  ("o   :; 

11.   I\.   Uul)her  Company    (i? 

llrownin.^  Company,  C  .  A  

lirockton   Heel  Comjjan}-   r>H 

Uoot  and  Shoe  Workers'  Cnion  ....  7(1 

IJoston  Last  C"ompany   '>i 

California  I.eatlu-r  Company    !S2 

Canadian  .\rro\vsmitli  Mfg.  Co.  ...  .SO 
Canadian  Consolidated  i\ubl)er  Co.  :iO-(ll 

Clarke  &  Company,  .\.  K   <s-l 

Cook-Fitzgerald  C  ompany   18 

Corbeil,  Limited  a:2-:':i 

Cote,  J.  A.  &  M   \:i 

Canadian  Blacking  &  Cement  Co.  ..  7  1 

Commercial   7:i 

("oon  Company,  W.  B   14 

Champion  Slioe  Machinery  Co   OS 

iJuminion   Die  Company   7:! 

Dunlop  Tire  &  Rubber  Goods  Co..  7  9 

Duponl  iS:  k'rere   ^'i 


libbert  Shoe  Co..  Jidin   27 

E\ans  Company,  Arthur  L   74 

I'isclier  Mfg.  C  ompany    7:i 

J*'ortuna  Machine  Co   .s:i 

Cialt   Shoe    Mfg.   Conipanv    o;! 

Getty  &  Scott   0-7 

Guay,  Eugene   7  1 

Halford  Publishing  Co   74 

Harney  Shoe  Company,   I'.  J   00 

llurll)ut  Company   7  1 

Ideal  Shoe  ('ompany   7:3 

Independent  Box  Tcje  Co   72 

Independent  Rubber  Co   00 

Jackson  &  Savage    J  7 

Kawneer  Mfg.  Comp^iny    1'' 

Keith  Company,  Geo.  E   2.'j 

Kent  &  Smith   2t 

Lambert,  Alfred   10 

Lamontagne,  J\acine  &  Co   72 

McMartin,  E.  VV   74 

Milbradt  Mfg.  Company   72 

Montreal  Box  Toe  Co   7.) 

Minister  Myles  Shoe  Co   i) 

Miner  Rubber  Company   1 

Murray  Shoe  Company    ]'.> 


Xugget  Polish  Company   >i'j 

Oberholtzer,  G.  V   82 

)scar-f )nken  Co..  Kolland   I.! 

1 'anther  Rubber  Company    2 

Ceters  Mfg.  Company   71 

Progressive  .Shoe  Machinery  Co.  ...  21 

!\amsdell  Eng.  Co   72 

Keliance  Shoe  Co   :>'.) 

Pice  &  Hutchins   ii 

Robinson.  Jas   4-.'; 

Rolland,  A.  B   80 

Shoeman    74 

Sisman  Shoe  Company.  T   .")8 

.Star  Shoe  Company   24 

.Stork  Company   20 

Sultana  Mfg.  Company    1:, 

Tebbuti  Shoe  &  Leather  Co   8 

'J'etreault  Shoe  Company   26 

Trudeau.  Ci.  J   62 

Cnited  Shoe  Machinery  Co..  70-77-81-8:; 

United  States  Hotel   80 

\\  aliJole  Rubber  Co   73 

W'hittemorc   Bros   78 

Williams  Shoe  Co   O-l 

Wright   iS;  Company.  E.  T   2S 


Finest 
Quality 


^Aittemores  Shoe^Polishes 

The  Oldest  and  Largest  Manufacturers  of  Shoe  Dressings  in  the  World. 


Largest 
Variety 


DRESSING 


SOFTENS 

PRESERVES 

LEATHER 

••••RESTORES" 
COLOR 

LUSTRE 


"GILT  EDGE" 

The  only  black  dressing 
for  ladies'  and  children's 
shoes  that  positively  con- 
tains OIL.  Softens  and 
preserves.  Imparts  a  beaut- 
iful black  lustre.  LARG- 
EST QUANTITY.  FIN- 
EST (JUALITY.  Its  use 
saves  time,  labor  and 
brushes,  as  it  Shines  with- 
out brushing.  Sponge  in 
every  bottle  so  Al'ways 
Ready  for  Use. 

Also  for 
gents'  kid, 
kangaroo, 
etc. 
25c  size. 


ROYAL  GLOSS 

For  Ladies'  and  Child- 
ren's Black  Shoes. 

Restores  the  color  and 
lustre  to  all  faded  or  worn 
black  shoes,  softens  and 
preserves  the  leather.  Ap- 
ply with  sponge  attached 
to  cork.  Always  ready 
for  use.  Shines  without 
brushing. 

10c  size. 


A  Trial 

Will  Conmnce  You 


If  you  will  only  place  a 
trial  order  at  once  with 
your  jobber's  salesmen  and 
then  make  a  counter  or 
showcase  display  of  these 
shoe  polishes,  you  will  at 
once  be  convinced  that  it 
is  the  easiest  thing  in  the 
world  to  make  sales. 

The  name  Whittemore 
stands  for  more  than  shoe 
polish;  it  stands  for  quality 
first  and  then  quantity. 


ELITE  BLACK 
COMBINATION" 

The  only  polish  endor- 
sed by  the  manufacturers 
of  Box  Calf  leathers. 

Contains  oil  and  posi- 
tively nourishes  and  pre- 
serves leather  and  makes 
it  wear  longer.  Blacks 
and  polishes.  Cover  re- 
mover attached  to  each 
box. 

10  &  25c.  sizes. 


"OIL  PASTE" 

For  ALL  kinds  of 
Black  Shoes 

Blacks,  Polishes  and 
Preserves.  Contains 
no  acid  to  injure  the 
leather.  Will  polish 
Wet  or  Oily  shoes. 
Boxes  open  with  a  key 
(see  cut  I. 

Also  tan  oil  paste. 


feOILPASTt^ 
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This  is  One  of  the  Many  Ways 
We  are  Creating  Sales  for  You 


NEW  DUNLOP 
PEERLESS 

HEELS 


Prepare  for  that  desire  to  wear  Dunlop  Peerless 
Heels  which  is  reaching  nearly  every  dealer's  store 


8o 
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•  V.D.t\RMSTR,OT^0' 

ENGRAVEROF  FINE  STEELSTAMPS  &.DIES 
230-c,A>NES^M0NTREAL.PH0/w^  675 
CRf^^^c^^-fp)  e  Q"^  0  (^^^  ^^^^ 

MY  STAMPS  ARE'UPTO  DATE"  IN  DESIGN 
&  ADD  AN  ARTISTIC  FINISHTO  VOUR  SHOES 

•  VWHICH  WILL  INCREASE  YOUR  SALES  • 
°"friT-'  ftt,SIGNS   3UBMITTE.O 


Children's  Shoes 

good  turn  sewed  shoes. 


JOBBERS, 

LARGE  DEALERS' 

trade  solicited, samples  made  to 
order,  write  the  manufacturer. 

A.  B.  Rolland 


Montreal 


TRADE 


»  Arrowsmiti  I 


MARK 


Arch  Props  and  Foot  Specialties 

We  claim  the  distinction  of  being  the  only  manufacturer  of 
arch  props  and  foot  specialties  not  soliciting"  the  business  of  drug 
stores,  and  other  price-cutting  institutions. 

7'his  means  that  our  high  class  goods,  for  which  there  is  a 
growing  demand,  can  only  be  obtained  through  proper  channels 
and  at  the  right  price.     It  means  more  profit  to  the  dealer. 

A  post  card  request  will  bring  you  our  new  Illustrated  Style 
Book  and  Price  List. 

The  Canadian -Arrowsmith  Manufacturing  Co.,  Limited 

NIAGARA  FALLS,  ONTARIO,  CANADA 


The  United  States  Hotel, 

Boston,  Mass.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  center  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shopping  di^lrid,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 
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D.  &  F,  SHOES 

They  speak  for  themselves.  Are  made 
of  the  best  materials  and  by  the  most 
highly  skilled  workmanship.  D.  &  F. 
shoes  have  won  the  confidence  of  Cana- 
dian shoemen. 

Their  .style  and  finish  is  the  best. 
Watch  our  new  lines  of  medium  welts. 

Ask  our  traveller  to  call. 

DUPONT  &  FRERE 

301  Aird  Ave.  MONTREAL 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extL'iisi\  cly  by  ,Maiiiifiic;lui  ei-s  of 

Shoes,  Box  Toes,  Trisimings.  Insoles,  Ankle 
Supporters,  AVelting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortune   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Satin  Slipper  Dyes 
"Neverfade" 


Satin 

Slipper  Dye 

"NfiifrfaJip" 

f'yein?  White  Satin 

Slippers,  Satin  and 

Silii  Ribbons,  Silk 

I    Hnsiery,  Etc. 

t 

CAllFORNir 

'  «»THER  DRESSING 

COMPANY 

S«H  FRWCISCD 

1 

made  in  120  colors, 
enable  you  to  do  a 
larger  business  on 
a  smaller  stock,  by- 
dyeing  white  satin 
slippers  to  any 
color  demanded. 

Color-card  sent  on 
request. 

Carried  in  stock  bv 


B. 


G.  J.  Trudeau,  Montreal 
C.  Leather  &  Findings  Co. 


Vancouver,  B.  C. 


Spring  Styles 


in 


Solid 
Shoes 


^  The  extremes  of  footwear  fash- 
ions have  been  carefully  modified 
and  incorporated  in  Oberholtzer 
shoes  for  sprinfj".  Comfort  and 
service  are  the  first  consideration 
in  the  design  and  construction  of 
our  sprinjj"  goods. 

Mail  orders  promptly  filled. 

G.  V.  OBERHOLTZER  CO. 

BERLIN  ONTARIO 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  cle\elopnient  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  eciuipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automaticall}'. 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directh-  to  the  main  shaft.  This  ar- 
rangement gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following 
equipment: — 


2  Split  Bottom  Buffing  Rolls 

2  Flat  X-Ray  Heel  Scouring  Wheels 

2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 


1  Heel  Breast  Scouring  Wheel 
1  Pin  Wheel  Pad  complete 


A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work: — 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 


3  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley.  «o  that  it.is  neces- 
sary to  use  only  those  machines  which  the  operator  may  reciuire.  This  feature  means  a  saving  of 
power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  ad- 
justed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  e\  ery  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 

122  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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1852 


1914 


Canada  First 

Clarke's  Patent  Leathei  is  generally  acknowledged  to  be  the 
best  made.    We  are  prompted  by  this  conviction  to  urge 
manufacturers  to  place  their  orders  within  the  Dominion  and 
not  pay  money  out  of  Canada  on  foreign  shipments. 
Buy  Canadian  products.      We  are  accounted 

The  Largest  Manufacturers  of 

PATENT  LEATHER 

in  the  British  Empire 


Covers  6  Acres  of  land 


OUR  TORONTO  PLANT 
Floor  space  115,000  sq.  ft. 


Over  350  employees 


A.  R.  Clarke  &  Company,  Limited 


^^Makers  for  the  Nation^^ 
633-661  Eastern  Ave. 

Toronto,  Ont. 


Montreal 


Quebec 


Vol.  IV— No.  10 


Toronto,  October,  1914 


Greyhound  Tennis 


When  you  are  buying  next  season's  tennis  and 
outing  shoes  be  sure  and  see  the  samples  of  the 
M  iner  man.  He  has  the  Greyhound  Brand 
which  is  the  best  sporting  shoe  on  the  market. 


The  Miner  Rubber 

Company,  Limited 

Granby    Quebec    Montreal    Ottawa  Toronto 


LIST  OF  SELLING  AGENTS 

Blachford.  Davies  &  Co.,  Limited,  60-62  Front  Street  West,  Toronto,  Ont. 

Coates.  Burns  &  War.less  London,  Ont. 

Dowling  &  Creelman  Brandon,  Man. 

R.  B.  Griffith  &  Co  Hamilton,  Ont. 

J.  M.  Humphrey  &  Co  St.  John,  N.B. 

J.  M.  Humphrey  &  Co  Sydney.  C.B. 

Jackson  and  Savage,  Limited  78  St.  Peter  St.,  Montreal,  Que. 

The  Wm.  A.  Marsh  Co..  Western,  Ltd.,  72  Princess  St.,  Winnipeg,  Man. 

The  Miner  Rubber  Co.,  Limited   225  Queen  St.,  Ottawa,  Ont. 

The  Miner  Rubber  Co.,  Limited  21  Notre  Dame  St.,  Quebec,  Que. 

The  Miner  Rubber  Co..  Limited,  146  Wellington  St,  West,  Toronto  Ont 
The  M  iner  Rubber  Co.,  Limited  72  St.  Peter  St.,  Montreal,  Que. 


Alphabetical  Index  to  Advertisers  Page  62 
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Panther  So'es  are  made  of  the  best  live  rub- 
ber and  are  unequaled  for  wearing  quality. 

Guaranteed  Not  to  Break  or  Crack 

We  guarantee  every  pair  of  rubber  soles  bearing 
the  Panthei-  Guarantee  trade-mark.  Should 
any  pair  break  or  crack  we  will  refund  $1.00,  or 
give  a  new  pair  of  soles  free. 

We  also  make  other  good  soles 
and  heels  of  every  description. 

Soles  with  cut  off  toes. 
Soles  with  Spring  heels. 
Soles  without  heels. 
Combination  Soles. 
Three-quarter  length  soles. 

All    Grades,    Shapes,   Colors    and  Gauges. 

Ask    Your    Manufacturer    to    Equip    Your    Shoes  with 
PANTHER  GUARANTEED  RUBBER  SOLES. 


Gmmnteed 

RUBBER 
SOLES 


fy,  ^ 


WBumammm 


Makers  of  this  Heel  in  the  Green  Bo>. 
Every   Pair  Guaranteed. 


Panther  Rubber  Mfg.,  Co. 

STOUGHTON,  MASS. 


FOOTWEAR    IN  CANADA 


Mr.  Retailer 

^  Canada's  future  was 
never  brighter  than  it 
is  to-day. 

^  Crops  in  most  locations  are 
record-breakers,  and  look  at 
the  prices ! 

^  People  will  continue  to  wear 
good  shoes  war  or  no  war. 

^  Stock  our  product  and  be  cer- 
tain that  you  have  a  winner. 

^  Samples  will  shortly  be  shown 
in  your  town. 


The  Cook-FitzGerald  Co., 

Limited 

London 

Makers  of  Fine  Shoes  for  Men  exclusively. 
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THE    WILLIAMS  SHOE 

combines 

The  Strength  of  a  Dreadnaught 

with 

The  Comfort  of  an  Ocean  Liner 

There  is  built  into  Williams  Shoes  a  combin- 
ation of  strength  and  pliability  that  tends  to 
prod  Lice  the  acme  of  comfort  and  footease,  and  to 
develop  to  a  high  degree  their  wearing  qualities. 


Spring  Models  of  Williams  Solid  Leather  Shoes  include  many  new 
and  attractive  lasts.    See  this  bumper  line. 


Williams  Shoe  Limited 

Brampton       :  Ontario 
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I£  it  is  your  intention  to  install  a  new  Store  Front 
merely  for  the  sake  of  remodeling,  and  in  the  end  have 
just  such  a  Front  as  your  neighbors'  or  possibly  a  style 
like  your  present  Front,  you  might  as  well  give  up  the 
idea  and  put  your  money  out  at  3%.  In  order  to  make 
the  investment  pay  profits  you  must  individualize. 

Your  Store  Front  investment  will  pay  but  very  little 
interest  if  it  does  not  place  your  Store  in  a  position  by 
itself — if  it  does  not  make  it  individual.  This  year  there 
will  be  thousands  of  new  Fronts  erected  and  those  that 
pay  profits  will  be  the  ones  that  make  sales — the  ones  that 
will  pull  more  people  inside.  And 
those  are  the  individual  kind,  not 
the  "ordinary"  kind  so  often  de- 
cided upon. 

When  you  think  of  buying  a 
new  Store  Front  just  place  yourself  in  the  same  position 
as  you  would  if  you  were  to  hire  a  new  salesman.  You 
wouldn't  hire  any  man  that  comes  along  until  you  had 
satisfied  yourself  of  his  fitness  for  the  business  —  unless 
you  knew  he  could  mal(e  money  for  you.  You  wouldn  t 
hire  him  if  you  thought  he  could  sell  only  enough  to  pay 
his  salary.  Every  dollar  you  pay  out  in  salary,  rental, 
delivery,  etc.,  should  pay  you  a  few  cents  net  profit — ■ 
so  why  consider  a  Store  Front  in  a  less  business-like 
manner? 

Just  base  your  calculations  on  the  experiences  of 
thousands  of  other  retailers  who  have  adopted  KAW- 
NEER  STORE  FRONTS  and  are  making  money  on 
their  investments.    Pick  out  any  of  them.    Probably  some 


icawneer 


of  your  neighboring  retailers  are  facing  the  people  with 
KAWNEER  FRONTS.  Just  step  in  and  ask  them  what 
they  think.  Ask  them  if  they  would  buy  KAWNEER 
STORE  FRONTS  again.  Find  out  how  long  it  took 
their  KAWNEER  STORE  FRONTS  to  "pay  out"— also 
what  percentage  of  their  total  business  they  accredit  to 
their  Fronts.  In  fact,  ask  every  question  you  can  think 
of  —  then  you  will  write  us  for  "Boosting  Business  No. 
25"  —  it's  an  authentic  book  on  Store  Fronts. 

It  will  pay  you  to  investigate.  See  "Boosting  Busi- 
ness No.  25  " — look  at  the  photographs 
of  many  of  the  most  successful  big 
and  little  Store  Fronts  in  the  country. 
Find  out  what  other  Merchants  have 
done    to  make   money   in  this  way. 


FMiraS 


During  your  entire  business  career  you  will  build  only 
one  or  two  Store  Fronts — it  is  a  big  thing  to  you  so  why 
not  take  advantage  of  our  experience  in  working  with 
thousands  of  Merchants  in  the  construction  of  Store  Fronts 
that  pay  profits?  Just  this  coupon  for  "Boosting  Business 
No.  25"  will  bring  it  to  you  without  obligation. 


Manufacturing  Company 

Limited 
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THE  SHOE  HUB 


James  Robinson  has  built 
up  one  of  the  biggest 
wholesale  shoe  houses  in 
Canada,  until  now  he  is 
called  upon  from  season 
to  season  to  fill  orders  in 
every  province  of  the 
Dominion.  The  secret  of 
his  success  lies  in  his  pol- 
icy of  value  plus  service. 


Why  not  let  James  Robin- 
son's experience  help  you 
solve  your  buying  prob- 
lem ?  An  intimate  know- 
ledge of  trade  conditions 
and  the  immediate  de- 
mands of  the  consumer 
enables  him  to  supply 
you  with  stock  best  suited 
to  your  trade. 


JAMES  ROBINSON 


James  Robinson 


Montreal 
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A  Shoe  of  Quality 


BOSTONIANS 

Will  keep  your  trade  moving  during 

The  War  Crisis 


Bostonian  Shoes  possess  cha- 
racter. They  make  easy  sales. 
They  fit  and  give  comfort. 
Their  wearing  qualities  guar- 
antee the  Retailer  a  satisfac- 
tory and  permanent  trade. 
They  have  strong  soles  and 

are  made  over  neat  and  com- 
fortable lasts. 

Bostonians  make  the  wearing 
of  medium  weight  footwear  a 
pleasure. 

The  Robinson  Travellers  are 
in  their  respective  territories. 
An  inspection  of  their  samples 
is  invited. 


James  Robinson 

Montreal 
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Here  is  the  Window  that  Won  Our  1st.  Prize  of  $100.00 
for  the  Best  Dressed  Window  Displaying 

ESSEX  RUBBER  HEELS  and  SOLES 


To  Mr.  D.  J.  Guertin  has  been  awarded  ist  prize  of  $ioo.co  for  this  splen- 
did and  appropriate  display  in  the  window  of  Thos.  S.  Childs,  Holyoke, 
Mass.    The  winner  of  the  2nd  prize  will  appear  in  an  early  issue. 


The  oomDlttoe  appolntatl  to  oumlne  and  award  tho 
prlzoB  offered  by  the  Eeeex  Rubber  Company  met  I'rlday, August 
28th  and  after  due  examination  and  deliberation  have  declared 
that  In  their  opinion*  the  prlsee  should  be  awarded  ae  followoi 
Flret  Prlre-    to  D.J. Guertin  for  the  display  In  the  window  of 
Tbomae  S.  Childs,  HolyoketUase. 

Second  Prite-  to  K.O.  Miller  for  the  display  In  the  wlnt'^iw 
of  the  Jorauld  Shoe  Company,  Hsrrleburg.Pa. 
Third  Prlge-  to  j.j.Uhrloh  for  the  display  in  the  window  of 
A.  Simon  4  Oo.,  Altoona.Pa. 

Reepeotfully^ eubmltted  by: 


COfOlITTEB. 


It  pays  to  buy  only  shoes  equipped  with  Essex 
Rubber  Soles  and  Heels  from  your  Shoe  manu- 
facturer. 

It  pays  to  carry  a  good  stock  of  these  goods  at 
all  times. 

It  pays  to  display  Essex  Shod  Shoes  in  your 
window. 


It  pays  to  recommend  Essex  goods  to  your  cus- 
tomers and  to  give  them  nothing  else  when  they 
ask  for  them — because  in  the  season  just  ending 
over  8,000,000  Essex  Rubber  soles  were  boupht 
and  used  by  the  high  grade  shoe  manufacturers  of 
America.  This  is  the  greatest  endorsement  of  quality  accorded  to  any  one  manufacturer. 

NOW  IS  THE  TIME  to  stock  up  with  ESSEX  RUBBER  HEELS  for  Fall  and  Winter 
trade.   Highest  in  quality — wear  longest — most  satisfactory  in  service.   50cts.  attached. 


Essex  Rubber  Co.,  Inc. 

Majiufaciurers  of  Essex  Rubber  Heels  and  Soft  Spot  Heel  and  Arch  Cushions. 
Principal  Offices  and  Factory  :  Trenton,  N.  J. 

BRANCHES:  New  York  Boston  Chicago  Cincinnati 
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A  Progressive  Finisher  Soon  Pays  for  Itself 


SEND  FOR  CATLOG  M 


SEND  FOR  CATALOG  M 


Sold  on  the  pay- 
ment plan  or  for 
cash. 


A  Progressive  Fin- 
ishing Machine  soon 
pays  for  itself  in  the 
increased  business  and 
profits  it  brings  to 
your  shop.  It  en- 
ables you  to  do  bet- 
ter work  and  more 
of  it. 

You  can  start  with 
any  size  Progressive 
Finisher  you  want 
and  add  to  it  as  your 
needs  increase.  You 
simply  add  the  new 
sections^  and  equip- 
ment without  throw- 
ing away  any  of  tlie 
original  machine. 

Progressive  Mach- 
ines are  giving  the 
best  of  service  in 
shoe  repair  shops 
west,  east,  north,  and 
south. 


Edward  Weiss,  of 
Bridgeport,  Connect- 
icut, writes  —  I  am 
well  pleased  with  the 
Progressive  Finislier. 
Would  not  be  with- 
out it.  It  does  fine 
and   quick  work. 


PROGRESSIVE  SHOE  MACHINERY  CO.,  SKf 

The  Best  Shoe  Finishing  Machinery  Manufactured. 


Paints  and  Stains 

For  Leather  Goods 


WE  are  experienced  specialists  in  the  manufacture  of  shoe  paints,  stains 
and  dyes,  and  can  furnish  any  specialties  in  this  line.     If  you  are  in 
the  market  for  any  of  the  following  we  will  be  pleased  to  quote  you  : 

Edge,  shank  and  heel  blackings,  Shank  and  bottom  stains  in  all  colors, 
Perfectos  and  paints  for  red  leather.  Russet  and  patent  leather  repairers, 
Scouring  inks,  Burnishalls,  and  waxes  of  all  kinds. 


330  Broad  Street 
Lynn,  Mass. 


Kent  &  Smith 
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"Tebbutt" 

As  England  stands  for  freedom,  liberty, 
honor  and  civilization  among  the  nations  of  the 
world,  so  does  "Tebbutt"  stand  for  honest 
value,  good  leather  and  faultless  workmanship 
among  the  shoe  brands  of  Canada. 

Tebbutt  "Doctors" '  and  "Professor"  shoe 
contains  special  antiseptic  and  health  features 
that  win  for  them  a  place  in  every  modern  shoe 
establishment.  Carried  in  stock  by  all  leading 
Jobbers  throughout  Canada. 

Do  you  sell  them  ? 

Tebbutt  Shoe  &  Leather  Co.^  Ltd. 

Three  Rivers,  Que. 


FOOTWEAR 


IN  CANADA 


KEEP  THE  FEET 
IN  GOOD  TRIM! 


Ill-Fitting,  toe 
cramping  foot- 
wear means 
weakened  foot- 
muscles  and 
twisted  bones. 


The  present  great  crisis  has  demonstrated  the  continued  im- 
portance of  the  Foot-Soldier.  When  he  has  arrived  the 
town  is  taken;  when  he  moves  the  Army  moves;  when  he 
halts,  the  Army  halts.  He  is  the  Army.  The  mounted 
arms  and  the  flying  corps  have  their  place,  but  they  are 
valuable  only  as  they  aid  the  foot-soldier. 

All  thanks  to  the  shoe  dealers  who  have  helped  these  men  to 
sturdy  feet;  and  all  thanks  to  the  shoe  dealers  who  are  now 
trying  to  do  their  part  in  shoeing  right  the  citizens  of  today, 
the  soldiers  of  to-morrow. 

To  these  dealers  we  would  recommend  the  Rice  &  Hutchins 
Educator  Shoe,  with  its  "room  for  five  toes."  Its  primary 
aim  is  to  fit  the  foot  right, — in  other  words,  to  fit  the  foot  as 
Nature  intended;  it  is  made  by  manufacturers  who  have  been 
in  business  for  a  half-century.  We  would  call  it  to  the  atten- 
tion of  shoe-dealers  who  want  to  make  good  citizens  and 
good  soldiers. 


Educator. 


EducatorShoes 
mean  barefoot 
freedom  and 
healthy  feet. 

See  how 
straight  the 
bones  lie. 


Canadian  Distributors 

Western  Shoe  Distributing  Company 

719  Main  Street,  Winnipeg 


RICE  &  HUTCHINS 

Incorporated 

24  High  Street  m  .  Boston,  U.  S.  A. 
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Classic^^ 

Women's  and 
Growing  GirF 
Lines  in  Stock 


Terms:-Net  60  or  2  per  cent.  10  days  from  shipment. 


Sample 

Description 

Last 

Price 

901 

Women 

's  Patent  Iliitton,  plain  tip, 

Black  Cloth 

Top 

C  8 

c  D    900  Welt 

3 

.00 

912 

W^omen 

s  Patent  liutton,  Patent  tip. 

I'.lack  Cloth 

T(  ip 

C 

c  D    ')02  Welt 

3 

.35 

985 

W  omen 

s  I'atent  Button,  Patent  tip. 

Dull  Top 

c 

c  D    901  Welt 

3 

.00 

986 

W  omen 

s  G.M.  Button,  Self  tip. 

Dull  Top 

C  8 

z  D    901  W^elt 

3 

.00 

987 

Women 

s  Kid  Button,  Patent  tip. 

Dull  Top 

D 

c  E    901  Welt 

2 

.85 

988 

Women 

s  Patent  Button,  Patent  tip, 

Black  Cloth 

To]) 

D 

901  Welt 

3 

.00 

996 

Women 

s  Patent  Button,  Patent  tip. 

Dull  Top 

C  cS 

:  D    902  \Velt 

3 

.00 

9106 

Women 

s  Patent  Button,  Plain  tip, 

Black  Cloth 

Top 

D 

905  Welt 

3 

.00 

9107 

Women 

s  Patent  Button,  Patent  tij). 

Dull  Top 

D 

905  Welt 

3 

00 

9108 

W  omen 

s  Patent  Button,  Plain  tip. 

Black  Cloth 

Top 

D 

900  Welt 

3 

00 

9109 

Women 

s  Patent  Button,  Patent  tij), 

Dull  Top 

D 

901  Welt 

3 

00 

9113 

Women' 

s  Kid  Button,  Self  tip, 

Kid  Top 

D 

901  We!t 

2 

85 

800 

G.  Girls 

Patent  Button,  Patent  Tii), 

Dull  Top 

D 

950  McKay 

2 

65 

801 

G.  Girls 

Patent  Ijluclier,  Patent  l"ii).Dull  Top 

D 

950  McKay 

2 

65 

802 

G.  Girls 

G.M.  Button,  Self  Tip, 

Dull  Top 

D 

950  :McKay 

2 

65 

803 

G.  Girls 

G.M.  Blucher,  Self  Tip, 

Dull  Top 

D 

950  McKay 

2. 

65 

831 

G.  Girls 

G.M.  Button,  Self  Tip, 

Dull  Top 

D 

'^64  McKay 

2. 

65 

833 

G.  Girls 

Patent  Button,  Patent  Tiji. 

r.lack  Cloth 

Top 

D 

'^64  McKay 

2. 

65 

829 

G.  (iirls 

Kid  Button,  Patent  l  ip, 

Kid  Top 

D 

964  McKay 

2. 

50 

Getty  &  Scott,  Limited 

Gait,  Ontario 
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Classic  Misses'  and  Children's 
Youths'  and  Little  Gents' 

In  Stock 

Terms :  Net  60  or  2  per  cent.  10  days  from  shipment. 


Sample        Description  Last  Price 

105  Infs.  Pat.  Butt  ,  Dull  Top  100  Turn  fl.OO 

205  Uhds. 1.20 

106  Infs.    "   Blue.      "    "  "      "  1.00 

206  Uhds.  "      "         "    "  "      "  1.20 


Sample  Description 
1120  Infs.  Kid  Butt. 
2120  (ihds.  •• 
1119  Infs.   "  Blue. 
2119  Chds.  " 


Last 


Price 


100  Turn  $  .75 
1.00 

"  "  .75 
"      "  1.00 


it     '     '  > 

1  ~® 

1 

Sample  Description 

4163  Miss  G.  M.  Butt. 

3163  Girls 

2163  Chds. 

4169  Miss      "  Blu. 

3169  Girls 

2169  Chds. 


Last  Price 
136  McKay  $1.90 
1.55 
1.30 
L90 
1.55 
1.30 


Sample 


Description 


Last 


Price 


4190  Miss  Pat.  Bt.  Blk.  CI.  Top  136  McKay  |1.90 


3190  Girls 
2190  Chds.  "     "     "      •'  " 
4167  Miss  Pat.  Blu.,  Dull  Top 
3167  Girls 
2167  Chds.  " 


1.55 
1.30 
1.90 
1.55 
1.30 


Sample  Description  Last  Price 

4071  Miss.  Kid  Butt.,  Dull  Top  136McKay  $1.75 

3071  Girls  "      "        "  1.45 

2071  Chds.  "      "        '•  "     "      "  l.W 

4166  Miss  '•   Blue. '      "  1.75 

3166  Girls  "       "        "  "      "       "  1.45 

2166  Chds.  "      "        "  "      "      "  1,25 


Sample  Description 

520  Lads  Pat.  Blu.,  Dull  Top  60 

620  Gents   "      "       ^'  " 

720  Youths" 

521  Lads  G.  M.  Blu. 

621  Gents  " 

721  Youths  " 

626  Lads      "  Butt. 

626  Gents  " 

726  Youths  " 

527  Lads  Pat.  Butt.,  Dull  Top 

627  Gents 

727  Youths 


Last 
McKay 


Price 
$1.30 
1.55 
2.00 
1.30 
1.55 
2.00 
1.30 
1.55 
2.00 
1.30 
1.55 
2.00 


Getty  &  Scott,  Limited 

Gait,  Ontario 
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In  Stock 

AT 

St.  Thomas 

E.  T.  WRIGHT  fif  CO.,  Inc., 

St.  Thomas,  Ont.  Date^  " 


Gentlemen: — Please  ship  us  via- 
the  sizes  checked  below  


Lot  No 

Width 

5 

6 

7 

8 

8M 

9 

9'/, 

10 

lOM 

201 

D 

206 



D 





(  i 



1 

i 

Firm   —  

Cit,   Province- 


Use  this  Coupon  To-day.  Every  size  you  mark  means  a  happy 
customer  and  a  profitable  sale  for  you -Try  it  now  and  be  glad. 


SEND  FOR  THE  NEW  IN-STOCK  CATALOGUE 

E.  T.  WRIGHT  &   CO.,  INC. 

ROCKLAND,  MASS.  ST.  THOMAS,  ONT. 
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Spring  Shoes 

CleOy  Murray-Madey  Derby 

Trade  should  be  brisk  in  the 
Spring.  Are  you  stocked  to  meet 
the  demand  ?  Never  before  have  the 
clothing  styles  for  both  men  and 
women  made  it  so  necessary  to  wear 
neat  footwear. 

Murray- made  and  Derby  shoes 
for  men  are  made  in  the  newest 
lasts  of  high-class  footwear. 


The  Cleo  shoe  is  a  stylish  line  for 
women. 

These  three  brands  will  enable  you 
to  meet  every  demand  for  fashionable 
footwear  for  either  men  or  women. 

See  our  samples. 

The 

Murray  Shoe  Co. 

Limited 

LONDON,  ONTARIO 
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Nothing  But  Leather 

in 

"Acton"  Pegged  Shoes 

We  make  this  statement  knowingly  because  we  tan 
all  our  leather  in  our  own  tannery  at  Acton  Vale,  Quebec. 
We  buy  the  best  hides  to  start  with,  and  then  tan  them 
thoroughly.  "Acton"  is  a  substantial  shoe  for  workingmen. 
Made  in  all  varieties  of  pegged  and  standard  screw. 

"Acton"  shoes  are  waterproof. 

Alfred  Lambert,  Inc. 


The  "Royal"  is  a  particularly  highgrade  line  of  welts 
and  McKays  for  men  and  women. 

"Royal"  shoes  are  suited  to  a  high  class  trade  demand- 
ing the  newest  in  footwear  styles  and  lasts. 

We  also  carry  a  full  line  of  staples.    Write  us. 


Alfred  Lambert,  Inc. 

(Sole  distributor  for  Acton  Shoes) 

14-16  Notre  Dame  St.  West  Montreal 
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"OUTSIZE"  (Welt) 

F7;)— Aunt  Polly's  Patent  Leather  Out- 
size Welt,  Cloth  Top,  U  Buttons,  13-8 
Heel,  Leather  Box,  Plain  Toe,  EEE 
(looks  like  a  C).  2'/<  to  10  $2.60 


"OUTSIZE"  (Welt) 

F80-Gun  Metal,  circular  vanap  and  fox- 
ing, dull  top,  gun  metal  tip,  button,  l^s 
Cuban  Heel,  2',^  to  10  EEE  $2.00 


"OUTSIZE"  (Welt) 

F77H-Vici  Kid  Button.  V/s  Leather 
Heel.  Welt.  Short  Vamp,  Plain  Toe  $i.'do 
F77— Same  in  Lace  $2.35 


Fits  For 
Difficult 
Feet 

The  best  and  most 
faithful  customers  of 
your  store  are  those 
whose  feet  are  difficult 
to  fit  but  whom  you 
can  satisfy. 

It  is  for  just  such 
difficult  fits  that  Aunt 
Polly's  Specialties  are 
made.  They  combine 
comfort  and  style  and 
even  the  largest  sizes 
look  small. 

Even  with  your  com- 
plete variety  of  sizes, 
widths  and  styles  you 
will  find  a  profitable 

place  for  Aunt  Polly's 
Specialties. 


"OUTSIZE"  (McKay) 

F73— Aunt  Polly's  I>ouble  Sole  Flexible 
"Outsize"  McKay,  11-8  Leather  Heel, 
Vici  Kid,  Patent  Tip  $2.00 
r72— Same  in  Lace  |2.00 


"SOLACE"  (Turn) 

F400— Solace,  Turn,  Vici  Kid,  Seamle.^s 
Cushion  Sole,  "Calspaw"  Rubber  Heel;  C 
and  D,  2J4  to  9;  E  and  EE,  iM  to  11  11.85 


"OUTSIZE' 

F7(3_Vicl  Kid,  Button,  Stock  Tip,  Cals- 
paw Rubber  Heel.  Goodyear  Welt,  IN 
.>-TOCK.  2'A  to  10,  EEE  Width  .|2.35 
F75— Same  in  Lace  .S2.35 


Write  us  for  Information. 


W.  B.  Coon  Co.,  Rochester,  N.Y. 


IS 
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Your  Opportunity 
For  Spring,  1915 

WE  have  arranged  for  goods  for  Spring,  1915,  at  prices  we  shall  be  able 
to  maintain,  at  least  until  our  travelers  cover  their  routes.  But  no 
one  can  say  what  advances  there  may  be  later  on.  It  is  certain  that  no  reduc- 
tions will  be  made,  and  the  wise  merchant  will  buy  his  reasonable  requirements 
immediately. 

Our  range  of  samples  is  unusually  attractive,  being  replete  with  modern  and 
popular  lasts  in  all  leathers  and  fabrics.  The  values  offered  cannot  be  sur- 
passed anywhere,  nor  will  another  range  offer  larger  possibilities  for  profits. 


THE  IMPERIAL  SHOE 

Made  in  all  fine  leathers,  Goodyear 
Welts  and  McKay  Sewn. 

BEAU  BRUMMEL 

Superior  quality  Goodyear  Welts. 
All  with  last  minute  touch. 

BEAVER  BRAND 

An  extra  fine  line  Men's  Good- 
year Welts. 

RUBBERS :  Kant  Krack,  Dainty  Mode,  Royal,  Bull  Dog 

Your  Immediate  Orders 

can  be  speedily  and  satisfactorily  handled  by  us.  We  are  specially  well  able 
to  assist  you  in  filling  in  depleted  lines  of  English  Slippers,  ELMIRA  Felts, 
Moose  Moccasins,  Oil  Tan  Packs,  Hockey  Boots  and  Rubbers,  all  of  which 
are  most  timely  lines  to  consider. 

McLaren  &  Dallas 

Boots    Shoes  Rubbers 

30  Front  Street  West  TORONTO 


The  SPORTSMAN  Boot 

Made  in  Chocolate  Calf,  Pearl, 
Black  and  Smoked  Elk. 

The  Famous 
WITCH-ELK  " 

Hunting  and  Sporting  Boots. 

ELMIRA  FELTS 

English  Slippers. 


MAPLE  LEAF  BRAND 

Solid  Leather  working  shoes,  every 
pair  guaranteed. 

VARSITY  BRAND 

Men's    Boys'    Youths.  Medium 
fine  shoes,  McKay  Sewn. 

LITTLE  CANADIAN 

An  extra  fine  fine  of  Misses'  and 
Children's  Shoes. 
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Canada  expects  every  retailer  to  do  his  duty  and  buy  Canadian  shoes. 
Remember  that  every  pair  of  "Made  in  Canada"  shoes  you  purchase  means 
work  for  Canadian  employees  and  lessens  the  number  of  unemployed.  Every 
shoe  imported  into  Canada  lessens  the  purchasing  power  of  the  Canadian 
workman.  Confine  your  orders  to  Canadian  manufacturers  and  keep  every 
factory  in  the  Dominion  working  as  usual. 

N.  B.— (as  to  prices.)  Figure  this  out!  A  few  months  more  war  and  it 
will  mean  no  leather  at  any  price. 
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Corbeil 
Shoes 

The  name  "Corbeil"  as  applied  to  the 
shoe  industry  stands  for  value — excellent  shoes 
at  a  popular  price. 

Buy  your  Stock  of  shoes  for  the  coming 
season  from  a  Canadian  house  and  give  your 
customers  value  instead  of  giving  the  Custom 
House  dollars. 


See  our  Spring  lines  at  $2.60,  $2.70  and 
$2.85,  to  retail  at  $4.00. 


Our  $4.00  retail  shoe  is  better  value  than 
has  ever  been  offered  on  the  Canadian  market. 


OUR  TRAVELLERS  ARE  TRAVELLING  TO  YOU 


Corbeil  Limited 

Manufacturers  of  good  shoes  to  retail  at  $3.50,  $4.00  and  $5.00. 
Makers  of  BENCH  MADE  and  LEADER  Brands. 

Montreal 

Office-71  St.  Paul  Street        Factory  and  Warehou»e    63.71     St.  Paul  Street 
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Every  Spring  since  the 
first  Corbeil  Shoe  was  made 
we  have  been  ready  to  show 
our  many  patrons  the  pick  of 
the  season's  newest  styles  and 
lasts. 

Spring  1915  finds  us  ready 
again  with  a  fine  selection. 

In  our  line  for  1915  we 
have  added  15  new  lasts  which 
gives  us  an  unusual  choice. 
Receding  toes,  medium  toes, 
modified  high  Toes,  London 
toes,  and  all  other  popular  toe 
lasts  are  included  in  our  large 
range  of  samples. 


Our  travellers  are  on 
their  way  to  you. 

Corbeil 

Limited 

Montreal 


A.  CORBEIL, 
President 


Spring 
1915 
Finds 

Corbeil 
Ready 
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EXCLUSIVE  MODELS 

"John  Ebberts''  Shoes  for  Women 


The  beautiful  lines  in  our 
exclusive  Spring  styles  will  attract 
your  best  trade. 

Careful  inspection  will  only 
serve  to  bring  out  value  as  expres- 
sed in  handsome  new  lasts  and 
patterns,  in  material  and  work- 
manship. 

Quality  first  and  always. 
Salesmen  are  on  the  road. 


These  shoes  will  sell  to  your  better  trade  at  prices  that  mean  a 
long  profit  for  you.  Your  customers  want  STYLE,  QUALITY 
and   WEAR.       ^'John  Ebberts'*  Shoes  never  disappoint. 


JOHN  EBBERTS  SHOE  CO. 

200  Clinton  Street,  Buffalo,  N.  Y. 
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Its  the  Value  that  counts  in 

WALK-OVER  Shoes 


"RESTOE"  MODEL 
Stock  Dept.  No.  5556  — Russia  Viking. 
Heavy   Single  Sole.     Sizes  5  to  11. 
Widths  A  to  D. 


"MILADY"  MODEL 
Stock  Dept.  No.  2095.  —  Patent  Colt 
Vamp.  Kid  Top.  Sizes  2  ',  to  7.  Widths 
AA  to  D.  Except  AA  3',  to  7,  A  3  to  7. 


Value  is  the  last  word  in 
every  tradinj^  transaction. 
Value  shows  itself  in 
time.  It  is  the  unseen 
somethinji^  that  is  tested 
by  use.  Wiien  (|uality  of 
material  and  attractive- 
ness of  appearance  are 
l)crceived  and  approved 
tlie  buyer  has  still  to 
make  up  his  mind  as  to 
the  value,  for  it  is  ])o.^- 
sible  to  get  quality  and 
style  and  not  get  your 
money's  worth.  It  is  the 
ambition,  the  pride,  and 
we  are  happy  to  say,  the 
reputation  of  WALK- 
OVER Shoes  to  give  the 
utmost  real  value  money 
can  buy. 

Our  stock  catalog  beau- 
tifully illustrated,  show- 
ing over  150  different 
styles  of  Men's  and  Wo- 
rn e  n  '  s  WALK-OVER 
shoes  carried  in  stock,  at 
St.  Louis,  Mo.,  and  Camp- 
ello,  Mass.,  ready  to  ship 
tile  same  day  your  order 
is  received,  will  be  sent 
ui)on  request  providing 
tliere  is  no  WALK- 
OVER dealer  in  your 
town. 

Our  traveller  is  now 
on  the  territory  and  will 
welcome  the  opportunity 
of  showing  the  WALK- 
OVER line  and  explain- 
ing the  proposition  to  you 
in  detail. 


•  MODISTE'  MODEL 
Stock  Dept   No.  2049.— Patent  Vamp. 
Cloth  Top  and  Quarter.    Paris  Button. 
Sizes  2h  to  7.  Widths  AA  to  D.  Except 
AA  3i  to  7,  A  3  to  7. 


•CARLTON"  MODEL 
Stock  Dept.  No.  5014.  —  Patent  Colt 
Vamp.    Box  Kid  Top.    Plump  Single 
Sole.    Sizes  5  to  11.    Widths  A  to  D. 


I8Aiiiit«itniiiaof5;i;;  o[»tK(iiiiaw«(f 


Geo.  E.  Keith  Company 

Manufacturers  of  WALK-OVER  SHOES  for 
MEN  AND  WOMEN 

Campello,  (Brockton)  Mass. 
St.  Louis,  Mo.,    1117-19  Locust  St. 


RUC  mif^nkii^m  orraBuzn  oorfiwr 
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To  Retailers 


Shoes  that  can  be  retailed  as  value  for  their 
merchandise  appearance  are  profit  makers  for 
any  merchant. 

The  stock  and  workmanship  entering  John 
Strootman   Shoe  Co.'s  Shoes  are  absolutely 
honest  and  will  give  wear  value  in  keeping  7142 
$3.40,  F.Tb.  Toronto      with  their  Style  expression.  $3.15.  F.  O.  B. Toronto 

We  are  the  Canadian  Distributers  for 
John  Strootman  Shoe  Company,  Buffalo,  N.  Y. 

Maker's  of  Women's  Fine  Welts. 

Nathan  D.  Dodge  Shoe  Company,  Newburyport,  Mass. 

Makers  of  Women 's  Slippers  and  Turns. 

Ashby  Crawford  Company,  Marlborough,  Mass. 

Makers  of  Troc.Moc  "Back  to  Nature"  Shoes. 
Write  for  Advertising  Literature  to 

American  «  British  *  Canadian  «  Distributers 

TORONTO         310  Yonge  Street  CANADA 

Boston         Montreal  Winnipeg        London,  Eng. 


AIRD  &  SON,  Montreal 


New  Lasts      New  Heels 
New  Styles 


^  Jobbers  are  invited  to  call  and  see  our  new  samples 
when  in  Montreal. 

^  They  include  new  styles,  new  heels  and  new  lasts  in 
McKays  and  Turns  for  men,  boys,  youths  and  women. 

^  They  provide  a  good  margin  of  profit  and  are  Ai 
footwear. 


WRITE  OR  CALL. 
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Fill  Up  the  Gaps 

In  the  ranks  of  your  stock  of  rubber 
footwear,  by  sending  us  your  Sorting 
order  to-day. 

Our  Reserve  Forces 

are  held  in  readiness,  awaiting  your 
commands,  at  each  and  all  of  our 

28  "Service^  ^  Branches  throughout 

Canada 

Write  Our  Nearest  Branch 

Canadian  Consolidated  Rubber  Co. 

Montreal,  P.Q.  UmHed 
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^^^^^ 


FOOTWEAR    IN  CANADA 


27 


A  Man  Above  the 
Ordinary 


A  Journal  of  its  Findings,  Making  and  Sale. 
Published  Monthly  for  the  Good  of 
the  Trade  by 

HUGH  G.  Maclean,  limited 

HUGH.   C.   MacLEAN,   Winnipeg,  President. 
THOMAS   S.    YOUNG,   General  Manager. 


HEAD  OFFICE  -  347  Adelaide  Street  West,  TORONTO 
Telephone  A.  2700 

MONTREAL  -  Tel.  Main  2299  -  Room  119,  Board  of  Trade 
WINNIPEG  -  Telephone  Garry  856  -  303  Travellers'  Bldg. 
VANCOUVER  -  Tel.  Seymour  2013  -  Hutchison  Block 
NEW  YORK  -  Telephone  3108  Beekman  -  931  Tribune  Bldg. 
CHICAGO  -  Tel.  Central  6403  -  1155  Peoples  Gas  Building 
LONDON,  ENG.    ------    3  Regent  St.,  S.W. 

Authorized  by  the  Postmaster  General  for  Canada,  for  transmission  as 
second  class  matter. 

Entered  as  second  class  matter  July  ISth,  1914,  at  the  PostofiSce  at 
Buffalo,  N.Y.,  under  the  Act  of  Congress  of  March  3,  1879. 

SUBSCRIPTION  RATES 
Canada  and  Great  Britain,  $1.00.    U.  S.  and  Foreign,  $1.50. 
Single  copies  15  cents 


Vol.  4 


October,  1914 


No.  10 


New  Offices  of  "Footwear  in  Canada" 

The  illustration  herewith  shows  the  new  ofhces  of 
"Footwear  in  Canada"  in  the  MacLean  Building,  347 
Adelaide  Street  West  (corner  Charlotte  Street),  To- 
ronto.   Readers  are  requested  to  note  the  change  of 


New  offices,  Adelaide  and  Charlotte  Sts.,  Toronto. 

address.  The  Telephone  numbers  have  also  been 
changed  and  a  switchboard  installed  to  provide  a  more 
adequate  service.  Hereafter  all  Departments  will  I)e 
readied  bv  calling  Adelaide  2700. 


Don't  get  the  idea  that  it  is 
easy  to  be  a  shoe  salesman.  It's 
not.  Compare  the  work  entailed 
in  the  sale  of,  say,  a  man's  hat  with  that  required  in 
fitting  a  customer  with  a  pair  of  shoes.  Yet  the  sum  of 
money  involved  is  about  the  same.  Shoes  are  more 
difficult  to  sell  than  most  other  articles  of  personal  at- 
tire, because  they  must  be  fitted  both  to  look  and  feel 
right.  Some  so-called  salesmen  fail  because  they  think 
their  work  is  largely  a  matter  of  routine,  no  chance  for 
intelligence,  skill  or  personality.  Get  rid  of  this  idea. 
It  requires  a  man  above  the  ordinary  to  be  a  successful 
shoe  salesman.  There  is  plenty  of  scope  in  your  day's 
work  for  enthusiasm,  ambition  and  ability. 


Use  Lighter 
Fabrics 


The  increasing  scarcity  of  calf- 
skins, which  is  doubtless  accen- 
tuated by  the  European  war,  has 
caused  manufacturers  to  turn  their  attention 
seriously  towards  some  substitute  that  will  be 
cheaper  and  equally  satisfactory  to  the  wearer 
of  shoes.  This  has  resulted  in  frequent  predictions 
by  leading  shoe  men  that  next  spring's  stock  will  con- 
tain a  large  percentage  of  kid  and  cloth  tops.  It  is 
argued  that  tlie  use  of  calfskins  for  tops  is  unneces- 
sary and  has  been  followed  more  through  habit  than 
because  of  any  real  advantage,  and  the  present  mo- 
ment, when  the  fancy  of  the  public  appears  to  be  turn- 
ing towards  lighter  weights,  is  a  most  opportune  one 
for  forcing  the  situation,  and  manufacturing  a  much 
larger  percentage  of  cloth  and  kid  tops. 

The  whole  calf  leather  situation  is  surrounded  with 
uncertainty  as  long  as  the  European  war  lasts.  While 
there  is  probably  sufficient  leather  in  stock  to  carry 
the  manufacturers  along  six  months  or,  in  some  cases, 
for  a  year,  it  is  certain  that  a  war  lasting  from  eighteen 
months  to  two  years  or  longer  will  very  seriously 
diminish  the  supply  of  this  leather.  In  the  latter  case, 
manufacturers  would  be  forced  at  the  last  moment  to 
look  for  substitutes,  and  it  seems  only  the  part  of  wis- 
dom that  immediate  steps  should  be  taken  looking  to 
a  possible  long  drawn  out  war.  Suggestions  have 
often  been  made  that  a  boot  with  full  cloth  upper  for 
men  as  well  as  women  would  meet  with  considerable 
popular  favor,  but,  though  this  may  be  the  case  in 
Canada  during  the  summer,  it  does  not  appear  prob- 
able that  such  a  shoe  would  meet  the  requirements  of 
our  severe  winter  weather,  unless,  of  course,  every 
one  should  make  up  his  mind  to  wear  an  overshoe.  A 
no  less  prominent  authority  than  A.  W.  Donovan, 
president  of  the  E.  T.  Wright  Shoe  Company,  Rock- 
land, Mass.,  urges  the  increased  use  of  cloth  fabric, 
however,  in  the  making  of  shoes  for  men.  Mr.  Dono- 
van holds  that  the  shoe  manufacturer  can  make  40  per 
cent,  more  cloth  shoes,  that  this  shoe  will  give  excel- 
lent service,  that  it  will  offer  a  way  to  control  the  ris- 
ing price  of  leather,  and  that  it  will  contribute  materi- 
ally towards  the  reduction  of  the  cost  of  living.  He 
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Last  Impressions 
are  Lasting 


adds  that  there  is  n<)tliin<;  radical  in  the  su<^<^e.stion. 
More  and  more  cloth  fabric  is  l)cin<^  used  in  shoes  for 
women,  and  there  is  no  reason  why  the  tops  at  least 
should  not  be  made  of  cloth.  I '.earing  in  mind  that 
about  one-half  of  the  area  of  the  shoe  is  in  the  top,  one 
can  easily  grasp  tlic  economic  importance  of  the  pro- 
position wliich,  happily,  has  common  sense  to  recom- 
mend it. 

*      *  * 

The  itu])ression  a  customer 
gets  on  lea\ing  a  store  is  natur- 
ally uppermost  in  his  mind,  and 
often  it  is  the  deciding  factor  whether  or  not  he  will 
return.  The  heav-y  purchaser  can  always  depend  on 
coiu-teous  treatment,  even  to  the  pleasant  word  as  the 
door  closes  behind  him,  but  what  of  the  man  or  woman 
who  proves  somewhat  hard  to  suit  and  vvlio  may  be 
a  little  sensitive  over  some  fancied  or  real  jiliysical 
])ccularity?  These  often  leave  the  store  with  the  feel- 
ing that  they  have  been  made  conspicuous,  the  sub- 
ject ])ossibly  of  remarks  on  the  part  of  idle  clerks. 
Such  a  customer,  in  all  ])robal)ility,  will  never  return, 
and  the  loss  of  his  custom  means  a  great  deal  to  this 
store,  because,  on  account  of  his  very  peculiarity  and 
sensitiveness,  he  will  cling  nnich  longer  and  more 
loyally  to  the  salesman  who  gains  his  confidence,  than 
any  other  class  of  customer  will. 

The  average  custoiuer  would  ten  times  rather  feci 
he  has  been  cheated  than  that  he  has  been  made  the 
subject  of  uncomplimentary  remarks  or  jokes.  Vov 
this  reason  the  manager  of  a  store  cannot  be  too  care- 
ful or  insistent  on  the  courteous  attitude  of  his  clerks 
towards  every  customer.  Every  clerk,  in  so  far  as  it 
is  possible,  should  consider  each  customer  more  or 
less  in  the  light  of  a  guest.  P^or  example,  the  particu- 
lar service  for  which  the  customer  enters  the  store  may 
lie  rendered  at  some  distance  from  the  entrance  door. 
In  such  a  case,  the  clerk  who  renders  the  service  can- 
not, under  ordinary  circumstances,  see  his  customer  to 
the  door.  An  idle  clerk  nearer  the  front  will  add  tre- 
mendously to  the  good  imi)ression  the  customer  car- 
ries away  if  he  shows  some  little  interest  in  passing, 
such  as  a  friendly  nod,  showing  a  new  style  of  shoe 
which  the  customer  may  ])ause  to  inspect,  closing  the 
door  as  the  custttmer  retires,  and  so  on. 

First  imi)ressions  are  good,  but  it  is  the  linal  im- 
pressions that  bring  the  customer  back.  W  hether  he 
comes  back  or  goes  to  another  st(jre  is  the  supreme 
test  of  ''salesmanship." 


Bringing 
Customers  "in" 


Tlu'  art  of  attracting  people  into 
tlie  store  is  so  important  that  it 
would  appear  to  justify  much 
more  study  than  the  axerage  retailer  gives  it. 
What  percentage  of  customers  who  enter  a 
shoe  store  actually  make  a  purchase  is  diffi- 
cult to  determine,  but  it  would  certainly  be  safe  to 
estimate  more  than  .^0  i)er  cent.    That  l)eiug  so,  it  is 


evident  that  right  here  we  have  the  most  important 
factor  in  successful  shoe  business — to  attract  the  cus- 
toiuer into  your  store.  Comi)etition  in  the  sh<-)e  busi- 
ness to-day,  as  in  almost  every  line,  is  so  keen  that 
only  those  who  keep  on  bringing  new  grist  to  the  mill 
can  hope  to  continue  in  the  race. 

One  of  the  big  developments  of  the  retail  business 
in  the  last  few  years  is  in  the  art  of  bringing  in  new 
customers.  An  attractive  store  ( and  especially  the 
windows)  is  the  first  necessity.  You  must  catcli  the 
customer's  eye.  That  means  good  light  and  the  strik- 
ing arrangement  of  goods.  A  closer  inspection  by 
your  prospective  customer  must  reveal  scrupulous 
cleanliness,  good  quality  of  the  shoes  displayed,  a 
pleasing  store  interior,  and,  above  all,  clerks  attend- 
ing to  their  i)usiness;  no  staring  out  of  the  window  or 
gossiping  or  lounging  looks  attractive  to  the  stranger, 
nine  out  of  ten  of  whom  would  prefer  to  enter  a  store 
without  attracting  attention. 

A  useful  hint  on  the  value  of  little  things  in  this 
connection  is  contained  in  the  following  story,  which 
we  print  from  a  recent  issue  of  the  lioot  &  Shoe  Re- 
tailer. The  item  itself  is  one  that  would  probably 
never  receive  even  a  passing  thought  from  the  aver- 
age retailer,  yet  this  experienced  and  observant  deal- 
er was  convinced  of  its  value.  The  keynote  to  this 
man's  business  methods  was  to  remove  all  possible  ob- 
stacles in  the  way  of  customers  entering  his  store. 
He  recognized  the  value  of  getting  people  inside  the 
door,  feeling  that,  then,  the  sale  is  more  than  half 
made. 

"Don't  put  any  obstacles  in  the  way  of  customers 
entering  your  shop.  I  remember  l)eing  invited  to  view 
the  new  premises  of  a  man  who  from  small  beginnings 
— as  an  assistant — had  risen  to  be  the  owner  of  a  dozen 
modern  shops  in  the  town  in  which  he  had  started 
business.  We  rode  together  in  iiis  motor  car — and 
when  we  arrived  at  the  new  shoj),  I  was  prepared  to 
])ass  my  opinion  on  it  as  the  last  word  in  modern  sho]) 
architecture. 

"To  my  surprise  ni}-  friend  said  "Most  annoying. 
You  see  what's  wrong,  don't  you?'  I  had  to  confess 
I  didn't.  We  got  out  of  the  car  and  walked  over  to 
the  entrance.  'Xow,'  said  he  as  we  stood  in  the  door- 
way, 'Surely  you  sec  what's  wrong?'  Xo — I  couldn't. 
It  seemed  to  me  that  the  shop-front,  at  any  rate,  couKl 
not  be  improved. 

'■  'Well,'  lie  said,  'I'll  tell  you.  You  see  that  step?' 
— There  was  a  step  up  into  the  doorway — not  more 
than  three  or  four  inches  iiigli.  '1  won't  have.'  he  said 
with  nuich  firmness,  'any  obstacle  placed  in  the  way  of 
customers  entering  any  of  my  shops.  Years  ago — 
when  I  was  only  an  assistant,  an  old  gentleman  who 
was  about  to  enter  our  shop  which  had  just  such  an- 
other step  as  that,  did  not  notice  the  step  as  he  entered. 
He  stubbed  his  toe  and  nearly  pitched  on  his  face  re- 
covering his  balance  only  with  an  effort,  and  at  the 
expense  of  a  shaking,    lie  went  out  again.    X'ext  day 
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he  called  and  said  to  uuv  nianaycr.  'I  was  about  to 
place  an  order  with  you  yesterday,  but  you  put  ob- 
stacles in  the  way  of  my  coming  into  your  shop  and 
I  have  placed  it  elsewhere.'  That  was  all.  He  went 
out  without  another  word.  He  was  one  of  the  wealthi- 
est men  in  the  town  and  this  order  would  have  been 
worth  having.  I  have  never  forgotten  it.  1  determined 
if  and  when  I  had  a  shop  of  my  own  I  would  never 
place  an  obstacle  in  the  way  of  customers  entering  the 
shop." 

Then  he  sent  for  the  man  who  had  the  job  of  the 
alterations,  and  said  :  T  told  you  there  was  to  be  no 
step  up  into  the  shop.'  The  man  was  proceeding  to 
say  it  was  such  a  small  elevation  that  he  thought  it 
would  not  matter,  l)ut  my  friend  stopped  him.  T 
don't  want  to  hear  anything  of  what  you  thought,  or 
of  your  difficulties  in  carrying  out  my  instructions.  I 
say  there  is  to  be  no  step  up  into  my  shop.  Have  it 
altered  at  once,'  and  the  interview  was  finished. 

"It  is  not  possible  for  everyone,  I  know,  to  carry 
out  structural  alterations  that  would  involve  consider- 
able expenditure.  But  I  want  to  make  this  point.  The 
men  who  have  made  a  success  as  boot  retailers — I  am 
thinking  now  of  the  multiple  shop  owners  in  particular 
— have  succeeded  not  so  much  on  account  of  the  quality 
of  the  goods  they  stock,  but  because  they  first  of  all 
attract  people  to  their  shops  with  brightness  and  light, 
then  make  it  easy  for  customers  to  enter  the  shop,  and 
practically  wait  on  the  doorstep  to  receive  them." 


Business  Surprisingly  Good 

Mr.  C.  F.  Walker,  manager  of  the  shoe  department 
of  Browns'  Limited,  Portage  La  Prairie,  Man.,  advises 
that  business  is  surprisingly  good  and  that  the  first 
six  months  of  this  year  has  shown  a  substantial  in- 
crease over  the  same  period  in  1913.  Mr.  Walker 
writes  as  follows : 

"With  regard  to  trade  in  Portage,  up  to  the  time 
of  writing  it  has  been  very  good. 

"The  first  six  months  of  this  year  has  shown  sui)- 
stantial  increases  over  the  same  months  of  last  year. 
During  July  and  August  there  was  a  medium  heavy 
decrease.  September,  our  opening  fall  month,  is  pro- 
gressing very  favorably,  however,  and  with  ordinary 
conditions  of  weather,  prospects  look  very  good  for 
a  heavy  fall  trade. 

"Considering  the  present  conditions,  I  am  surprised 
at  the  amount  of  high  priced  shoes  that  are  selling. 
Leathers  in  kid,  kangaroo,  and  patents  are  selling 
well ;  also  patents  with  cloth  tops  and  a  few  brocades 
are  finding  their  way  to  the  front  with  a  limited 
amount  of  mahogany  shade  of  tan. 

"In  high  priced  shoes  the  receding  toe  is  becoming 
\  ery  popular,  but  the  middle  west  is  still  very  strong 
nn  the  medium  short  lasts  and  I  am  glad  to  say  that 
the  people  in  the  west  are  buying  good  shoes  in  plain, 
serviceable  leathers  and  styles. 

"I  think  we  have  less  cheap  shoes  this  year  than  in 
the  past  few  years.  People  are.  finding  out  more  every 
year  that  it  pay^  to  l)uy  the  better  grade  of  shoes." 


Aiidlher  nptimi>tic  letter  regarding  the  retail  boot 
and  shoe  trade  ccjmes  from  Windsor,  N.S.  Apparentl)' 
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neither  the  financial  strain  nor  the  European  war  have 
so  far  affected  to  any  appreciable  extent  the  eastern 
business.  This  letter  is  from  Mr.  Flarry  Mosher,  of 
the  firm  of  Smith  Bros.,  Windsor,  N.S.  Mr.  Mosher 
writes  as  follows : — "This  has  been  a  splendid  season 
for  pumps  in  gun-metal  calf  and  patent  leathers.  In 
women's  fine  grade  shoes,  colonials,  turned  soles,  both 
in  gun-metal  and  patent,  have  been  a  leader,  and  for 
a  street  pump,  colonials  with  a  light  goodyear  welt 
sole.    The  sale  of  white  goods  was  splendid. 

"The  general  tendency  of  women's  styles  in  patent 
leathers  will  be  in  the  direction  of  black  cravenette 
tops.  The  receding  toe  is  gradually  coming  in.  The 
medium  high  toe  is  still  taking,  and  gun-metal  shoes 
for  street  and  general  wear  should  prove  popular. 

"In  men's  qualities,  the  receding  toe  and  low  heels 
are  gradually  working  in.  They  are,  however,  not  the 
sellers  that  the  medium  toe  and  heel  are.  Button  boots 
seem  to  be  dropping  off  a  little. 

"The  merchants  in  Windsor,  N.S.,  have  not  felt 
any  serious  effect  in  the  shoe  sales  as  the  result  of 
the  European  struggle,  but  they  feel  that,  if  it  is  pro- 
longed any  length  of  time,  it  will  lessen  the  returns." 

Mr.  Mosher  closes  his  letter  with  the  much  appreci- 
ated remark : 

"I  have  found  that  your  journal,  "Footwear  in 
Canada,"  is  certainly  the  thing  for  me." 


W.  J.  Mills,  secretary-treasurer  of  the  Sussex  Mer- 
cantile Company,  Limited,  Sussex,  N.B.,  also  writes 
in  an  encouraging  strain.    Mr.  Mills  says : — 

"AVe  are  glad  to  say  that  we  have  no  reason  to 
complain,  the  great  struggle  in  the  East  having  little 
or  no  efl"'ect  on  business,  and  while  war  is  one  of  the 
chief  topics  of  conversation  there  is  no  uneasiness  re- 
garding the  final  outcome  and  the  people  in  general 
hold  an  optimistic  view  of  things  and  look  for  a  much 
more  prosperous  Canada  after  the  war. 

"This  has  been  what  we  might  well  term  a  "white 
season,"  the  sales  of  canvas  and  nubuck  pumps  and 
colonials  far  exceeding  any  other  year,  which  is  hard 
to  understand,  as  we  have  had  very  little  real  sum- 
mer weather.  Tan  goods,  especially  in  women's,  were 
practically  dead,  while  patent  was  the  favorite  mater- 
ial in  the  black  leathers  with  gun-metal  a  close  second. 
Oxfords  were  very,  very  slow,  both  in  men's  and  wo- 
men's, the  men  preferring  the  high  cuts  and  the  wo- 
men the  chic  colonial  or  pump,  which  had  an  enor- 
mous sale.  Button  boots  were  also  very  strong,  par- 
ticularly cloth  tops.  The  increased  demand  for  the  bet- 
ter class  of  goods  has  been  very  noticeable. 

Tennis  and  outing  goods,  including  the  tan  oxford, 
with  rubber  sole  and  heel,  enjoyed  a  large  sale.  Medi- 
um round  toes  and  the  semi-recede  are  the  favorites, 
the  former  style  being  stronger  with  both  sexes. 

"We  think  next  year's  sales  will  be  proportioned 
in  much  the  same  way  and  have  placed  our  orders  ac- 
cordingly." 


The  tendency  in  the  new  shoe  styles  is  evidently 
against  freakishness.  While  it  w\\\  always  be  neces- 
sary to  manufacture  a  certain  percentage  for  custom- 
ers of  exceptionally  ornate  tastes,  it  can  be  said  with 
certainty  that  the  present  general  demand  is  steadily 
tending  towards  a  shoe  which  combines  a  maximum  of 
comfort  with  a  good  design.  There  is  always  a  danger 
of  overstocking  extreme  styles,  and  retailers  will  do 
well  to  watch  this  item  carefully  in  the  immediate 
future. 
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Shoe  Trade  Conditions  at  the  Coast 

Considerable  Improvement  During  the  Last  Month — Retailers  Report  a  Gratifying  Increase 
in  Sales— People  Apparently  Have  Means  to  Buy,  and  Quality  Being  Maintained 


The  shoe  trade  at  the  Pacihc  Coast  has  undergone 
considerable  improvement  since  the  beginning  of  Sep- 
tember and  reports  from  practically  all  sources  tend 
to  substantiate  the  belief  that  the  ])resent  activity  will 
be  fully  maintained  during  the  entire  fall  season.  For 
the  past  eighteen  months  lauying  from  the  retail  trade 
lias  been  very  limited  and  stocks  at  retail  are  there- 
fore in  first  class  condition,  resulting  in  the  deveolp- 
ment  of  a  fall  sorting  business  which  in  point  of  vol- 
•  ume  is  fully  equal  to  that  handled  at  the  same  period 
last  year.  Wholesalers  anticipate  an  active  sorting 
trade  during  the  coming  winter  and  spring,  basing  their 
expectations  on  the  probability  that  placing  orders  for 
spring  will  probably  prove  lighter  than  formerly,  tnis 
necessitating  heavier  buying  for  sorting.  Moreover, 
there  is  a  general  impression  in  wholesale  circles  that, 
in  consequence  of  the  increased  sorting  demand,  the 
volume  of  business  in  the  aggregate  for  the  ensuing 
months  will  compare  very  favorably  with  the  record 
of  previous  corresponding  seasons. 

The  principal  factor  contributing  to  the  prevailin.g 
satisfactory  movement  of  goods  at  wholesale  has  un- 
doubtedly been  the  extremely  wet  weather  experienced 
at  the  Coast  for  practically  the  first  three  weeks  of 
September.  Moderate  weights  in  boots  were  natural- 
ly the  most  strongly  favored  by  retailers  this  month, 
comparatively  few  orders  for  the  heavier  grades  hav- 
ing been  received  as  yet.  The  sale  of  rubbers  started 
at  least  three  weeks  earlier  than  usual  and  proved 
generally  satisfactory  while  the  heavy  weather  lasted. 
The  expectations  are  that  owing  to  the  early  rains 
there  should  be  a  good  turn  over  in  rubbers  this  year, 
it  being  assumed  that  the  earlier  the  public  is  obliged 
to  purchase  rubbers  in  a  damp  climate  such  as  this, 
the  more  frequently  will  it  be  necessary  to  renew  them 
before  the  winter  is  over. 

Fears  that  were  expressed  in  some  quarters  last 
month  anent  the  tendency  to  buy  cheaper  grades  of 
shoes  on  account  of  the  strained  situation  brought 
about  by  the  war  appear  to  have  been  without  sub- 
stantial foundation,  recent  orders  indicating  the  pre- 
sence of  a  big  demand  for  moderately  priced  goods, 
while  the  movement  of  the  more  expensive  styles  in 
the  last  few  weeks  shows  an  improvement  over 
August. 

Vancouver  Factories  at  Full  Capacity 

Vancouver  shoe  factories  are  working  to  full  cajj- 
acity  at  the  present  time  in  order  to  cope  with  the 
numerous  large  rush  orders  for  winter  shoes  that 
have  been  coming  in  since  the  fore  part  of  September. 
Many  retailers  who  were  caught  napping  with  incom- 
plete stocks  of  heavy  footwear  when  the  wet  weather 
set  in  gave  their  business  to  the  local  industry  with 
the  certainty  of  getting  prompt  delivery,  and  the 
Coast  manufacturers  are  therefore  handling  an  ex- 
tensive trade  at  the  present  time  which  under  normal 
conditions  would  undoubtedly  have  been  placed  in  the 
Eastern  centres.  In  conversation  with  a  representative 
of  "Footwear"  last  week,  the  superintendent  of  a  Van- 
couver factory,  which  does  a  large  business  in  this 
territory,  put  forward  the  claim  that  local  shoes  are 
growing  more  and  more  in  favor  here  every  year,  due 


to  their  being  built  with  a  peculiarly  intimate  know- 
ledge of  British  Columbia  trade  requirements.  As  a 
I)roof  that  the  merits  of  the  home  product,  especially 
in  the  heavy  styles,  are  being  more  widely  appreciated, 
he  was  in  a  i)osition  to  produce  evidences  of  business 
booked  ahead  into  the  winter  from  all  parts  of  the 
province. 

There  is  continued  firmness  in  the  leather  market 
liere.  Sole  leather  has  advanced  a  cent  with  the  pros- 
pect (){  becoming  another  cent  dearer  in  the  immedi- 
ate future,  while  the  price  of  fine  calf  leathers  is  said 
to  have  reached  the  prohibitive  stage.  Hides  are  not 
obtainable  and  the  tanners  refuse  to  make  quotations, 
the  only  condition  on  which  orders  are  accepted  being 
that  the  lowest  possible  figures  will  be  quoted  at  the 
time  of  shipment. 

An  Optimistic  Note 

There  is  a  pronouncedly  optimistic  note  this  mr)nth 
in  the  views  of  retailers  with  respect  to  the  present 
state  of  trade  and  the  outlook  for  the  future,  the  pro- 
prietors and  managers  of  representative  Vancouvei 
stores  with  few  exceptions  reporting  a  gratifying 
increase  in  sales  and  appearing  to  regard  the  future 
with  a  feeling  of  greater  confidence.  There  is  no 
doubt  whatever  that  expectations  of  a  larger  volume 
of  business  in  September  have  been  pretty  generally 
realized,  evidences  existing  in  every  part  of  the  city 
of  the  freer  movement  of  footwear  goods.  Along 
Granville  street  and  the  western  end  of  Hastings  street, 
where  stores  which  cater  to  the  wealtheir  class  of 
customers  for  the  most  part  are  located,  some  inter- 
esting comments  have  been  forthcoming  from  the 
trade  regarding  the  prevailing  trend  of  conditions. 
One  well-known  retailer  remarking  on  his  firm's  busi- 
ness during  the  month  said  that  sales  of  men's  mod- 


The  "Albany"— a  classy  product  of  the  Brandon  Shoe  Co.— Spring  1915  styles. 

erately  heavy  and  winter  weight  boots  have  been  fully 
as  numerous  as  for  the  same  period  of  last  year,  prices 
ranging  on  an  average  between  S6.00  and  $10.00.  "Our 
receipts  for  the  day  following  Labor  Day  were  the 
heaviest  for  any  single  day's  business  in  months,  and 
quite  as  satisfactory  as  after  a  holiday  in  the  good 
times  here,"  he  added.  "In  moderate  weights  we  have 
been  selling  a  large  number  of  shoes  with  recede  toes 
and  low  heels,  while  in  the  heavier  grades  the  more 
staple  lasts  are  meeting  with  greater  favor.  In  wo- 
men's lines  there  is  an  active  call  lor  patent  leather 
styles,  mostly  shoes  with  narrow  toes  and  the  longer 
vamps.  Brocaded  tops  and  cloth  tops,  mostly  in  pat- 
ents, are  also  going  well  and  from  present  indications 
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we  anticipate  that  ladies'  spats  of  different  colors  will 
be  as  popular  as  ever  this  season.  Rubbers  for  both 
sexes  have  been  selling  quite  freely  of  late  owing  to 
the  change  in  the  weather.  Our  outlook  is  for  con- 
tinued activity  this  fall." 

Mahogany  Shade  is  Popular 

Another  shoe  man  discussing  the  styles  most  pop- 
ular in  Vancouver  at  the  present  time  gave  the  fol- 
lowing- view  of  the  situation :  "In  men's  good  shoes  the 
English  bals  or  straight  laced  styles  and  tan  lines 
are  moving  strongly,  the  latter  in  a  little  darker  shade 
than  formerly.  The  new  mahogany  shade  has  taken 
on  exceptionally  well  at  the  Coast.  Toes  appear  to 
be  lengthening  out  a  little  more  even  compared  with 
last  spring.  The  moderate  high  toe  is  favored  only 
by  purchasers  of  $6.00  lines  and  under,  the  customer 
who  prefers  a  more  expensive  shoe,  almost  invariably 
choosing  the  recede  toe.  The  medium  high  toe  in 
women's  lines  is  still  much  the  best  seller  although 
we  notice  in  the  superior  grades  that  longer  toes  are 
being  regarded  with  more  favor.  Many  of  our  wo- 
men customers  object  to  the  longer  toes  on  the  ground 
that  they  make  their  feet  appear  too  prominent.  Short 
toes  are  said  to  have  the  opposite  effect  and  we  have 
noticed  an  overwhelming  desire  on  the  part  of  women 
to  buy  shoes  with  this  feature.  Light  effects  are  go- 
ing to  be  popular  this  winter  in  dull  kids  and  dull  kids 
with  all  cloth  quarters.  The  French  Cuban  heel  has 
taken  very  well  in  Vancouver  and  it  is  evident  will 
continue  to  be  a  feature  of  the  more  dressy  shoe.  Pat- 
ent leathers  are  of  course  our  best  sellers  by  long  odds 
at  present  and  at  least  80  per  cent,  are  sold  with  cloth 
tops  and  plain  toes.  Brocaded  tops  in  both  black  and 
grey  are  strong  favorites.  The  bulk  of  the  pumps  sold 
during  the  winter  will  in  all  probability  be  Colonials." 
This  retailer  wound  up  his  remarks  with  the  terse  ob- 
servation that  nowadays  women  seem  to  be  obsessed 
with  the  idea  of  wearing  showy  footwear  regardless 
of  its  service  giving  qualities. 

Steady  Run  of  Business 

The  collective  impressions  of  that  section  of  the 
trade  which  for  the  most  part  caters  to  customers  of 
moderate  means  are  practically  summed  up  by  the 
manager  of  a  large  establishment  which  handles  men's, 
women's  and  children's  lines.  This  informant  says : 
"Fall  and  winter  lines  are  moving  strongly  and  des- 
pite the  war  talk  people  seem  to  still  possess  the 
means  to  purchase  a  fairly  good  grade  of  shoes.  In 
men's  footwear  we  are  experiencing  a  really  good  de- 
mand for  $4.50  and  $5.00  lines,  while  women's  shoes 
at  $4.00,  $4.50,  $5.00  and  $6.00  are  selling  much  more 
freely  than  a  few  weeks  ago.  Women's  black  cloth 
tops  and  gunmetals  are  strong  at  present.  September 
has  been  a  surprisingly  good  month  for  rubbers,  and 
the  wet  spell  coming  so  early  in  the  season  seems  to 
have  persuaded  the  public  that  a  long  winter  may  be 
anticipated,  hence  we  are  having  no  difficulty  in  dis- 
posing of  a  good  serviceable  brand  of  leather  goods 
as  well.  In  men's  fall  and  winter  stuff,  recede  and 
medium  toes  appear  to  be  selling  in  about  the  same 
proportion.  We  look  for  a  steady  run  of  business  this 
fall  and  winter." 


A  report  from  Quebec  states  that  the  shoe  factory 
of  Messrs.  Marier  and  Trudel,  Nelson  and  Colomb 
Streets,  has  been  gutted  by  a  fire,  while  the  shoe  fac- 
tories of  Luc  Routier  and  F.  Blouin,  which  adjoin, 
were  also  damaged.    The  property  was  insured. 


The  Future  of  Rubber  Soled  Footwear 

Now  that  tanners,  sole  cutters,  shoe  manufacturers 
and  shoe  retailers  realize  that  there  is  a  definite  short- 
age in  the  supply  of  hides  and  leather,  the  chances 
for  the  more  general  use  of  rubber  soles  are  very  much 
improved.  Heretofore  the  word  "leather"  has  had  a 
sort  of  a  magic  charm  because  of  its  adaptability  as  a 
soling  for  footwear  and  because  of  its  being  credited 
with  excellent  wearing  qualities.  Somehow  or  other 
we  have  not  been  able,  up  to  this  time,  to  get  very 
far  away  from  the  idea  that  the  soles  of  shoes  should 
not  be  made  of  leather.  With  a  curtailed  supply  and 
a  largely  increased  demand  for  heavy  leather,  such  as 
would  ordinarily  be  cut  into  soles,  the  market  has 
steadily  advanced  until  even  poor  sole  leather  is  quite 
prohibitive  in  price  for  certain  grades  of  shoes.  This 
low  grade  sole  leather  does  not  wear  well  and  does  not 
satisfy  the  consumer  as  it  should  and  consequently  the 
shoe  manufacturing  and  retailing  minds  have  turned  to 
rubber  soles,  because  they  are  apparently  the  most 
logical  and  satisfactory  substitute  for  sole  leather. 

For  years  a  class  of  rubber  soles  has  been  produced 
which  had  limited  wearing  qualities  and  a  number  of 
faults  too  common  and  unsatisfactory  to  permit  of  their 
even  attaining  a  high  degree  of  popularity.  Rubbei 
soles  such  as  these  were  tolerated  by  many  because 
they  could  be  featured  for  outing  wear  and  other  spe- 
cialized products.  Experiments  by  rubber  manufactur- 
ers, however,  have  resulted  in  a  much  improved  out- 
put and  at  least  one  manufacturer  has  succeeded  in 
producing  a  rubber  sole  which  is  exceptionally  ligiit 
and  which  will  outwear  either  leather  or  rubber  soies. 
The  lightness  of  these  soles  is  a  great  improvement 
over  the  weight  of  any  former  products  of  the  rubber 
sole  factories,  but  the  particular  claim  in  connection 
with  this  rubber  sole  is  its  splendid  wearing  qualities. 

Sole  leather  purchased  today,  of  an  average  quality, 
is  quite  likely  to  be  filled  with  epsom  salts  and  various 
other  plumping  ingredients  and  in  actual  wear  the 
sole  absorbs  water  readily  and  will  not  stand  hard 
usage  or  long  wear  without  showing  it  quickly.  ^\ 
prominent  shoe  manufacturer  tells  us  that  the  soles 
such  as  are  ordinarily  put  on  shoes  retailing  at  $4.50 
or  $5.00  do  not  wear  more  than  ten  weeks  in  continued 
service  and  many  of  them  do  not  last  as  long  as  that. 
Of  course,  these  facts  and  figures  are  based  entirely 
on  the  particular  pair  of  soles  which  are  used  for  the 
test,  but  we  believe  that  there  are  many  retailers  and 
shoe  manufacturers  who  will  unite  in  the  verdict  that 
three  months  wear  is  as  much  as  can  be  reasonably 
expected  of  the  average  leather  sole  today.  The  aver- 
age rubber  sole  will  not  give  anywhere  near  this 
amount  of  service  and  very  many  of  them  will  not 
last  six  weeks  before  they  will  crack,  split  or  tear  away 
at  the  stitches.  Authoritative  records  are  at  hand, 
however,  showing  that  certain  light  weight  rubber 
soles  have  worn  21,  24  and  27  weeks,  which  is  an  aver- 
age of  six  months  continuous  service,  quite  unusual 
for  a  leather  sole.  In  an  earlier  issue  we  spoke  at 
some  length  of  the  practice  which  some  rubber  sole 
manufacturers  have  adopted  of  guaranteeing  their  rub- 
ber soles  to  wear.  This  means  much  more  than  the 
previous  guarantee  which  had  simply  meant  that  they 
were  first  quality  goods,  but  which  did  not  specify  any 
definite  benefits  which  might  derive  from  their  so 
being. 


South  Africa  buys  about  $9,000,000  worth  of  shoes 
from  England  annually. 
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Most  Toronto  Retailers  Are  Optimistic 

Excellent  Prospects  for  Fall  and  Winter  Trade — Government  Orders  Have  Helped  to 
Revive  Business — Cloth  and  Kid  Tops— Hosiery  Being  Carried 


A  representative  of  "I"\jotwear  in  Canada"  a  few 
days  ago  made  the  rounds  of  a  number  of  prominent 
Toronto  retailers  and  it  is  gratifying  to  report  that  op- 
timism was  decidedly  the  most  promising  note  in  their 
conversations.  The  consensus  of  opinion  is  that  busi- 
ness is  astonishingly  good  considering  the  present  un- 
settled conditions.  It  is  true  that  a  slight  depression 
is  manifest,  but  this  began  long  before  the  war  com- 
menced, and  things  have  improved  rather  than  become 
vyorse.  The  complaint  of  some  is  that  business  is 
"quiet,"  but  the  general  opinion  is  that  the  prospects 
of  an  excellent  fall  and  winter  campaign  are  very 
promising. 

Certain  of  the  Yonge  Street  dealers  declared  that 
the  war  has  not  affected  sales  at  all,  but  is  rather  act- 
ing as  a  stimulus,  increasing  the  output  of  both  re- 
tailer and  manufacturer.  For  the  ])ublic  arc  encour- 
aged to  buy  when  they  observe  that  prices  of  boots 
and  shoes  have  remained  the  same  as  before  the  war, 
and  the  retailer,  aware  of  the  fact  that  a  considerable 
amount  of  leather  (coltsl#in,  calfskin,  and  much  kid) 
has  hitherto  been  imported  from  countries  now  en- 
gaged in  the  great  European  struggle — Russia,  Aus- 
tria, Germany — is  taking  advantage  of  the  old  prices  or 
prices  slightly  advanced,  which  the  manufacturer  is  of- 
fering, by  placing  large  orders.  Consequently,  manu- 
facturing houses  which  were  formerly  working  on  half 
time  are  now  working  full  time,  and  some  have  even 
increased  their  staff.  The  manager  of  one  of  the  large 
King  Street  firms  observed  that  business  showed  a  de- 
cided improvement  over  what  it  was  about  six  or  seven 
weeks  ago.  He  said  a  representative  of  a  large  Cin- 
cinnati shoe  manufacturing  concern  had  just  been  in 
and  was  hurrying  around  to  his  various  customers  to 
induce  them  to  benefit  from  the  old  prices. 

Several  dealers  spoke  of  an  increase  in  the  quota- 


The  "Eclipse"— a  smart  new  style  for  misses'  wear  by  the 
Gait  Shoe  Mfg.  Co. 

tions  made  by  manufacturers.  One  received  a  telegram 
informing  him  that  there  had  been  an  advance  of  five 
per  cent.  Another  stated  that  a  Rochester  traveller, 
who  had  called  on  him  recently,  notified  him  that  their 
prices  had  increased  from  five  to  fifteen  cents  a  pair, 
at  the  same  time  sul)mitting  letters  from  leather  manu- 
facturers which  asserted  that,  if  the  war  continues, 
the  prices  by  January  next  will  be  from  twenty-five  to 
fifty  cents  higher  than  they  were  l^efore.  A  i)rominenl 
Queen  Street  retailer  said  he  was  fortunate  in  hav- 
ing nearly  all  his  orders  placed  for  next  season,  as  he 
would  now  have  to  pay  an  advance  of  nineteen  cents  a 


pair  on  the  Canadian  lines  which  he  handled,  and  fifty 
cents  a  pair  on  the  American. 

The  manager  of  one  of  the  best  known  firms  on 
Yonge  Street  stated  that  Boston  manufacturers  fore- 
casted a  rather  considerable  advance  in  the  wholesale 
price  in  consequence,  some  saying  that  this  might  be 
even  as  high  as  a  dollar  a  pair  by  next  spring.  How- 
ever, the  retailers'  prices  are  remaining  normal,  and 
the  general  feeling  is  that  manufacturers  are  fairly  well 
protected  and  that  the  majority  have  stocked  up  a  good 
supply  of  material  to  cover  their  requirements  until 
conditions  readjust  themselves. 

Many  of  the  dealers  spoke  of  various  expedients 


Another  style  in  the  "  Eclipse  "—Children's  and  Misses' — 
Gait  Shoe  Mfg.  Co. 

devised  by  boot  and  shoe  manufacturers  in  order  to 
anticipate  a  possible  shortage  of  leathers  which  have 
heretofore  been  coming  from  Europe.  One  manager 
stated  that  the  popular  demand  for  kid  is  very  fortun- 
ate, as  this  is  obviously  more  readily  obtainable  on  this 
continent  than  patent  colt  and  calf.  Xo  doubt  manu- 
facturers will  take  advantage  of  this  and  will  endeavoi 
to  push  the  sale  of  kid.  Another  method  of  relieving 
the  situation  is  by  using  fabrics  as  much  as  possible, 
especially,  of  course,  in  women's  footwear.  Here 
again,  popular  tastes  luckily  coincide  to  a  certain  ex- 
tent with  the  requirements  of  the  market,  as  cloth  tops 
are  in  big  demand,  while  some  prefer  cloth  quarters 
as  well  as  tops,  with  patent  vamps.  Another  promin- 
ent dealer  spoke  of  having  stocked  several  pairs  of 
men's  boots  with  cloth  tops,  to  "educate  the  public  de- 
mand" in  this  direction.  He  brought  down  some  very 
attractive  pairs  of  this  type,  with  mediutu  recede  toe, 
low  heel,  patent  colt  vamp,  and  black  cravenette  top, 
and  remarked  that  he  felt  that  this  would  be  a  good 
seller  in  the  coming  season.  Besides  this  type  for  dres^ 
wear,  he  also  showed  a  stronger,  heavier  last  with  dull 
calfskin  vamp,  cloth  top  and  medium  high  toe,  whicii 
was  handsome  and  at  tlie  same  time  very  serviceable 
for  everyday  wear. 

The  manager  of  another  large  Yonge  Street  lirm 
observed  that  the  war  would  undoubtedly  have  had  a 
disadvantageous  effect  upon  his  trade,  had  this  not 
been  offset  by  an  extensive  sale  of  boots  to  military 
men,  as  the  house  he  represented  was  equipping  nearly 
all  the  officers  with  footwear.  .A.  leading  cutsom  boot 
manufacturer  on  King  Street  also  spoke  of  this  new 
channel  for  business  which  has  been  opened,  and  .show- 
ed the  writer  a  couple  of  bench-made  riding  boots,  as 
well  as  boots  of  ankle  height  made  for  military  wcvr. 
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These  were  of  exceedingly  strong  calfskin,  leather- 
lined,  with  low  heels  and  thick  soles,  which  were  fur- 
nished with  Hungarian  nails,  to  enable  the  wearer  to 
get  a  secure,  firm  footing  in  slippery  places,  as  well  as 
to  increase  their  durability. 

In  interviews  with  some  of  the  retailers,  the  con- 
versation turned  on  the  subject  of  the  large  amount  of 
leather  that  is  now  being  consumed  by  automobile 
manufacturers  as  a  very  important  factor  in  keeping 
down  the  leather  surplus.  One  dealer  stated  that  the 
amount  of  leather  annually  consumed  by  automobile 
manufacturers  would  be  sufficient  to  make  millions  of 
pairs  of  shoes,  and  that,  while  he  was  on  a  business 
trip  in  the  Eastern  States  recently,  he  learned  that 
they  were  discussing  the  advisability  of  holding  a  con- 
vention to  confer  on  the  use  of  cloth  in  place  of  leather 
as  far  as  possible.  This  substitution,  he  pointed  out, 
would  tend  to  relieve  the  shortage  considerably. 

On  the  question  of  including  hosiery  in  the  foot- 
wear stock,  it  is  rather  strange  to  note  what  diversity 
of  opinion  there  is  in  this  regard.  Some  of  the  leadir.g 
Yonge  Street  dealers  think  it  is  quite  the  proper  thing, 
and  a  portion  of  the  shop-window  is  assigned  to  hosi- 
ery— men's  silk  socks  being,  as  a  rule,  displayed  in  the 
window  with  men's  shoes,  and  women's  stockings  with 
women's  footwear.  One  dealer  stated  that  he  had  not 
handled  this  line  very  long,  and  therefore  was  not  pre- 
pared to  say  whether  the  innovation  has  been  a  paying 
one,  but  he  firmly  believes  that  this  branch  of  the  busi- 
ness will  prove  to  be  profitable.  A  Queen  Street  re- 
tailer stated  that  he  handled  hosiery  but  made  no  dis- 
play of  it.  He  remarked  that  he  did  not  regard  it  as  a 
pa3'ing  item,  and  carried  it  merely  for  his  customers' 
convenience,  as  many  ask  for  socks  or  stockings  when 
buying  boots  and  shoes.  On  the  other  hand,  several 
do  not  carry  hosiery  in  stock  at  all,  some  because  it 
would  not  pay  them,  others  because  they  consider 
that  they  would  thereby  arouse  the  enmity  of  liaber- 
dashers  and  dealers  in  gents'  furnishings,  and  feel  that 
they  should  handle  boots  and  shoes  and  findings  ex- 
clusively. 

The  majority  of  travellers  booking  spring  orders 
are  rather  late  in  starting  their  rounds  this  year.  One 
shoe  man  observed  that,  whereas  a  large  number  of 
travellers  are  usually  conspicuous  in  the  rotunda  of 
the  King  Edward  Hotel  from  the  1st  to  the  10th  of 
September,  this  year  there  were  very  few  to  be  seen. 
Reports  from  travellers  already  out  are  very  pro;nising, 
however,  but  many  manufacturers  are  hesitating  as 
they  do  not  care  to  conclude  contracts  they  may  have 
difficulty  filling  at  the  prices  stipulated.  Some  travel- 
lers are  covering  a  certain  portion  of  their  field,  until 
they  secure  sufficient  orders  to  cover  the  supply  of 
leather  which  has  been  stacked  up  in  the  factories. 


The  "Dominion" 

We  have  just  received  a  couple  of  issues  of  the 
"Dominion,"  a  very  bright  and  interesting  semi- 
monthly published  in  the  interests  of  the  Dominion 
Rubber  System,  by  the  Canadian  Consolidated  Rub- 
ber Company,  Limited.  These  issues  deal,  in  a  very 
breezy  way,  with  the  war  situation,  and  give  some 
very  excellent  advice  regarding  the  proper  attitude 
111"  manufacturers  in  a  time  of  stress  like  the  present. 

One  of  the  articles  deals. with  the  efi^ect  the  war 
has  had  upon  the  price  of  rubber.  It  is  said  that  the 
stocks  in  manufacturers'  hands  at  the  time  the  war 
was  declared  were  very  low,  and  that  prices  ha\  e  al- 
most doubled  as  one  of  the  immediate  effects. 


That  Hosiery  Department 

It  is  a  vexed  question  with  many  a  retailer  whether 
or  not  to  establish  a  hosiery  department.  Reasons 
vary  for  delaying  this  innovation,  the  chief  of  which  is, 
of  course,  the  all-important  one  as  to  whether  it  will 
pay.  A  number  of  shoe  men  hesitate  also,  because 
they  are  not  quite  sure  that  it  is  good  business  eti- 
quette to  cut  into  what  has  come  to  be  considered  as 
exclusively  the  field  of  the  dry  goods  man  or  haber- 
dasher. Gradually,  but  apparently  surely,  opinion  is 
veering  round  to  the  idea  that  shoes  and  stockings, 
since  they  are  so  closely  related  after  purchase,  should 
be  obtainable  at  the  same  store.  It  seems  about  as 
natural  a  combination  as  collars  and  neck-ties.  That 
being  the  case,  the  deciding  factor  is  the  financial  one, 
and  it  is  instructive  to  note  the  opinions  of  a  number 
of  retailers  as  expressed  in  current  trade  journals  and 
elsewhere  all  over  America.    Here  is  one  of  them : 

Manager  Lloyd,  AValk-Over  Store,  Racine,  Wis: — 


One  of  the  attractive  Spring  styles  being  shown  by  the 
P.  J.  Harney  Shoe  Co. 

"I  find  that  hosiery  gives  us  less  trouble  to  handle  than 
even  our  findings,  and  that  it  is  lots  easier  to  sell.  We 
carry  the  "Phoenix"  brand  for  men  and  women  in  both 
lisle  and  silk.  Our  men's  grades  run  25c.,  50c.,  75c., 
$1.00  and  $1.50.  We  sell  at  least  three  pairs  of  men's 
hose  to  every  one  of  women's  stockings.  Our  women's 
shoe  customers  buy  most  of  their  hosiery  in  the  depart- 
ment stores — possibly  because  they  are  in  them  more 
frequently  than  they  are  in  my  shop.  We  have  a  good 
many  hosiery  customers  who  do  not  even  buy  their 
footwear  here. 

"Of  course  I  was.  a  little  shy  about  putting  in  a 
hosiery  section  at  first,  but  I  couldn't  see  why  we  shoe 
men  should  not  be  able  to  sell  that  sort  of  merchandise 
quite  as  logically  as  a  clothier,  a  haberdasher,  or  a  hat- 
ter. So  I  wrote  to  a  number  of  other  stores  whose 
managers  had  put  in  hosiery  departments  and  the  re- 
commendation of  every  one  of  them  was : 

"Go  ahead !  Put  it  in  !  There's  big  money  in  it  and 
no  nuisance  to  speak  of. 

"Since  installing  the  department  I  have  had  every 
reason  to  congratulate  myself  upon  having  taken  their 
advice." 

In  the  United  States  the  custom  of  including  hosi- 
ery with  the  boot  and  shoe  stock  is  much  more  general 
than  in  Canada,  but  the  custom  is  gradually  creeping 
in  here.  We  believe  the  day  is  not  far  distant  when 
every  good  store  will  include  such  a  department,  and 
that  it  will  be  found  very  remunerative.  There  is  no 
fitting  required  and  vei-y  little  time  consumed,  so  that 
in  many  stores  no  addition  to  the  stafi'  would  be  neces- 
sary. 


"Show  me  a  man  who  subscribes  to  and  reads  his 
trade  paper,"  says  Elbert  Hubbard,  "and  you  will  "show 
me' — a  man  alive,  alert,  ambitious,  educated,  success- 
ful.   Me  has  learned  to  ask,  to  seek,  and  to  find." 
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Store  Window  Decorating  and  Lightin 

The  Value  of  the  Window  in  Drawing  Trade    Must  Distinguish  "Over"  Decoration  from 
"Effective" — Criticisms  and  Suggestions  for  a  Number  of  Typical  Locations 

By  Mr.  E.  N.  Hyde* 


When  the  shoe  merchant  or  Iiis  comijetent  assist- 
ant glances  at  a  pair  of  shoes  in  a  competitor's  store, 
lie  very  frequently  can  tell  at  a  glance  the  quality  of 
the  shoe,  the  price  it  cost  the  merchant,  the  retail 
price  to  the  user  and  the  consequent  gross  profit.  His 
mental  calculation  does  not  stop  there,  however.  He 
sees  the  sometliing  further  in  the  last.  Either  it  is 
extreme  here  or  there,  or  it  lacks  certain  lines  needed 
to  make  it  a  good  seller,  or  it  is  designed  to  look  well 
at  the  expense  of  comfort,  or  it  has  in  its  proportions 
something,  which  with  a  few  is  popular  and  with  many 
undesired,  or  vice  versa — and  he  knows  too  that  it 
will  sell  better  in  some  parts  of  the  city  than  in  his 
own  store.  In  other  words,  he  sees  the  shoe  as  a  com- 
mercial possibility. 

When  a  person  in  need  of  a  pair  of  shoes  walks 
along  a  street  he  looks  in  the  shoe  shop  window  for 
ideas  of  latest  styles,  latest  colors  in  light  leathers, 
such  as  tans,  and  he  imagines  he  can  see  his  foot  as 
it  would  appear  in  this  or  that  or  another  shoe  exhil)- 
ited.  The  price  interests  him  and  he  looks  for  the 
tag  on  a  certain  shoe  which  appeals  to  him  most 
strongly.  Thus  attracted  by  the  shop  window  samples 
he  steps  inside  and  it  is  only  once  out  of  a  dozen  or 


Window  No.  1— Little  to  criticize. 

more  times  that  he  comes  away  without  purchasing. 
He  has  in  this  act  done  three  things  without  being 
very  conscious  of  any  of  them.  First,  he  has  con- 
firmed the  merchant's  commercial  acumen  in  the  choice 
of  his  lasts,  styles,  colors,  etc.,  as  first  mentioned. 
Secondly,  he  has  secured  what  he  wanted  or  had  in 
mind  when  he  started  out,  and  thirdly,  he  has  suc- 
cumbed to  the  silent  selling  power  of  the  shop  window, 
which  was  the  magnet  that  drew  him  into  the  store. 
It  is  this  magnetic  power  of  the  window  at  night  that 
forms  the  theme  of  this  article.  If  there  was  no  way 
of  lighting  it,  its  hours  of  usefulness  would  be  those 
before  daylight  failed.    To  do  the  same  service  at 

♦  Illuminating  Department  Northern  Electric  Company,  Limited. 


night,  when  more  than  ever  people  nowadays  do  their 
buying,  those  shop  windows  must  Ije  lighted  so  that 
their  attractiveness  at  9  p.m.  is  no  less  than  at  12 
o'clock  noon.  A  lighted  window  to  be  right  must  aid 
the  eye  in  taking  in  every  detail  and  bring  clearly  into 
vision  of  each  one  who  looks  all  the  characteristics  of 
the  lines  on  view,  or  else  the  merchant's  acumen  in 


Window  No.  2— Attractively  dressed. 

choosing  his  lines  is  not  reaping  its  fullest  reward,  and 
the  skill  in  dressing  the  window  is  wasted.  To  one 
who  knows,  the  number  of  defects  that  exist  in  light- 
ing shop  windows  of  all  kinds  is  appalling.  The  good 
window  is  not  hard  to  obtain  when  a  few  fundamentals 
are  considered  and  observed,  and  neither  is  a  technical 
explanation  necessary  to  make  the  essentials  fully 
cotuprehended.  There  is,  however,  a  woeful  lack  of 
understanding  of  just  what  happens  to  the  light  given 
off  by  light  sources  when  surrounded  by  different  light 
redirecting  media  and  what  follows  is  presented  to  our 
readers  in  hope  that  they  will  not  permit  themselves 
to  be  victimized  by  faulty  designs  in  appliances  used 
or  incorrectly  designed  systems  of  lighting.  To  better 
illustrate  six  photographic  reproductions  of  windows 
are  given  and  the  good  and  bad  features  of  their  light- 
ing systems  pointed  out  with  suggestions  as  to  how 
to  correct  some  of  the  faults  where  they  exist.  The 
photographs  were  taken  with  this  in  view  and  be- 
cause they  represent  typical  cases  most  frequently 
encountered.  Before  discussing  the  photographs,  how- 
ever, a  few  general  details  for  consideration  are  out- 
lined. 

Conspicuousness :  The  objects  to  be  sold  must  in 
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all  cases  be  the  most  conspicuous  and  attention-attract- 
ing objects  that  meet  the  eye.  This  must  be  construed 
to  mean  that  shoes  must  not  be  less  conspicuous  but 
must  be  more  conspicuous  than  anything  else  in  the 
window,  if  it  is  a  shoe  shop  window. 

Comfort :  When  the  glance  falls  on  the  shoes  the 
eye  must  not  be  offended  by  any  discomforting  sen- 


Window  No.  3— Lettered  sign  a  clever  device. 

sation,  but  on  the  other  hand,  must  receive  a  sensa- 
tion that  is  agreeable  to  the  owner,  so  that  the  longer 
he  gazes  the  more  pleasing  are  his  sensations. 

Contrast :  A  clear  distinct  outline  of  the  shoes  must 
be  observed  so  that  their  proportions  are  unmistakably 
defined.  Their  colors  must  show  distinctly  and  defi- 
nitely when  compared  with  each  other.  The  back- 
ground must  set  off  the  first,  the  trimming  on  which 
the  shoes  rest  must  accomplish  the  last. 

Quantity  of  Light :  The  window  must  be  bright 
inside.  A  quantity  of  light  is  needed  to  make  it  very 
much  brighter  than  the  outside  lighting  due  to  signs, 
street  lights,  ornamental  standards,  or  neighboring 
windows.  The  contrast  varies  with  the  number  of 
lights  or  their  size,  depending  on  surroundings. 

AA'indow  Construction:  Dimension,  shape,  height, 
colors  of  woodwork,  etc.,  forming  the  background,  the 
])resence  or  absence  of  a  "false  ceiling,"  the  presence 
or  absence  of  a  transom  of  translucent  or  other  kind 
of  glass  above  the  false  ceiling,  and  the  depth  with  its 
consequent  floor  area,  and  lastly  but  of  great  import- 
ance, the  presence  or  absence  of  a  sash  of  clear  glass 
or  mirror  at  the  back  or  store  side  of  the  window. 
Oepending  on  these  simple  observations  one  has  am- 
munition to  get  the  best  results. 

Equipment:  The  reflecting-  devices  which  can  be 
used  or  which  are  used  must  depend  on  the  kind  of 
window,  but  they  are  simple  of  classification.  Let  us 
analyze  Avindow  No.  L  This  is  a  well-lighted  window 
that  was  no  harder  to  illuminate  properly  than  are 
many. 


Window  No.  1 

Feature  1 — Has  a  false  ceiling. 

2 — Has  a  glass  transom  above  false  ceil- 

"       3 — Is  very  shallow. 

4 —  Has  light  wood  trimming  in  oak. 

5 —  Has  no  wood  shelves  projecting  to  in- 
tercept light  falling  from  overhead. 

"  6 — Recedes  from  the  sidewalk  and  has 
little  light  from  nearby  sources  falling 
on  it. 

7 — Height  of  false  ceiling  not  over  7  ft. 
above  floor  of  window. 
Present  Equipment : — 

1 —  Glass  prismatic  reflectors  placed  over  round 
holes  cut  on  false  ceiling.  The  prismatic  re- 
flectors let  light  through  to  illuminate  glass 
transom  (Note — opaque  reflectors  would  not 
have  accomplished  this  lighting  in  two  direc- 
tions). 

2 —  Window  being  shallow  a  wide  band  at  the  top 
translucent  at  night  cuts  view  of  lamps  and  re- 
flectors out  of  range  of  vision  thereby  avoiding 
glare.    Splendid  feature. 

3 —  Transparent  band  provided  with  letters  giving 
the  trade  mark  a  clear  expression  to  people  on 
opposite  side  of  the  street.    Splendid  feature. 

4 —  Has  small  lamps  using  comparatively  little  cur- 
rent as  larger  ones  are  not  needed  (see  feature 
6  above).    So  window  is  bright  by  contrast  and 


Window  No.  4— Badly  illuminated. 

is  not  over  illuminated,  with  consequent  low 
cost  for  lighting. 

5 —  Wood  background  not  highly  polished  or  vai- 
nished  does  not  reflect  the  light  sources  or  blur 
the  image  of  the  shoes. 

6 —  Windows  being  very  shallow,  to  keep  the  light 
sent  out  by  reflectors  within,  these  reflectors 
should  l)e  concentrating.  Those  in  use  distri- 
buting. This  is  the  only  defect  in  the  whole 
scheme,  and  in  view  of  results  is  a  minor  one. 

Advantages  to  be  noted: — Shoes  are  clearly  de- 
fined.   Little  glare,  from  direct  or  reflected  image  of 


36 


FOOTWEAR    IN  CANADA 


light  source,  in  range  of  vision  to  cause  the  observer 
to  squint  or  feel  uncomfortable  or  to  tire  the  eye  as  it 
looks  and  sees  each  shoe  and  its  color  by  rellccted  light 
aided  by  sharp  contrast. 

Window  No.  2 
Feature  1 — Ceiling  high. 

2 —  No  false  ceiling. 

3 —  No  transom. 

4 —  Has  light  wood  trimming. 

5 —  Has  no  wood  shelves  projecting  to  in- 
tercept light  falling  from  alcove. 

6 —  Recedes  from  the  sidewalk. 

7 —  Has  large  exposure  parallelling  street. 

8 —  Has  lots    of    light  from  surroimdings, 
making  outside  illumination  very  high. 

9 —  Has  sub  show  case  on  level  with  pave- 
ment. 

10 —  Is  comparatively  deep. 

11 —  Has  low  background  arrangement 
above  which  are  glass  paned  window 
sashes,  perfectly  transparent,  obviously  to 
let  light  into  the  store  room. 

Present  equipment: — 

1 —  Has  two-light  opaque  mirrored  reflectors  of  tin- 
trough  pattern,  wide  of  mouth.  Set  at  inter- 
vals and  close  to  plate  glass  window  front,  vis- 
ible from  street. 

2 —  Lamps  comparatively  small  and  ccjnscquenth 
quantity  of  light  not  great. 

3 —  Contrasted  with  outside  high  illumination,  win- 
dow not  very  bright. 

4 —  Reflectors  designed  to  keep  the  light  in  the  win- 
dow not  on  the  sidewalk.    Splendid  feature. 

5 —  Clear  image  of  reflectors  seen  in  glass  of  back 
sashes,  contributing  glare. 

6 —  Sub  show  case  properly  lighted,  no  light  sources 
being  seen  and  shows  showing  clearly  and 
brightly.    Could  not  be  improved  upon. 

Suggestions  for  Improvements: — 

Reflectors  are  of  wrong  type,  should  he  opaque  ; 
mirror  very  deep — (X-Ray  Helmet  suitable). 

Lamp  should  be  100  watt  size  but  only  one  used 
where  two  are  now  to  bring  u])  illumination  so  as  to 
better  outshine  the  illumination  of  the  sidewalk. 

Some  very  flimsy  silk — fabric  white  in  color  should 
be  draped  over  back  window  sash  to  shut  out  reflec- 
tion of  the  light  sources  whose  images  and  their  glare 
ef¥ect  would  disappear.  This  draping  permits  daylight 
to  enter  store  much  the  same  as  before. 

A  silk  or  appropriate  drape  not  more  than  18  inches 
deep  should  be  stretched  at  top  of  window  inside  so  as 
to  intercept  view  of  "helmets."  This  would  improve 
appearance  as  now  seen  with  "poke  bonnets"  which 
instead  of  helmets  are  being  used. 

With  these  changes  the  writer  can  think  of  nn 
criticisms  that  could  be  offered.  As  it  is  tiie  window 
gives  a  fair  appearance  and  is  very  attractively  and 
tastefully  dressed. 

Window  No.  3 

Feature  1 — Ceiling  fairly  high. 
2 — False  ceiling. 
"       3 — No  transom  above  false  ceiling. 
■'       4 — \\'ood  trimmed — finished  white. 
"        5 — Has  no  wood  shelves  to  intercept  light 

falling  from  above. 
"       6 — Recedes  from  sidewalk. 
"       7 — Medium  depth. 

"       8 — Has  white  ])ackground  (not  pulisliedl 
running  from  bottom  to  top. 


"       9 — Surroundings  fairly  bright  in  vicinity. 
Present  equii)ment: — 

1. — Cased  7-in.  green  outside,  white  within  glass 
reflectors,  set  over  hcjles  cut  in  false  ceiling. 

2 —  Proad  band,  translucent  with  trade  mark  as  in 
window  No.  1.    Same  effect. 

3 —  Lamps  small  in  size — but  plenty  large  enough 
due  to 

4 —  Low  absorption  of  white  background. 
Suggestions : — • 

System  of  lighting  all  right. 

A  reduction  of  large  white  area  inside  with  some 
relieving  tone  in  panels  would  give  warmth  now  lack- 


Window  No.  5— Good  for  certain  localities. 

ing.  Otherwise  a  fine  window.  The  lettered  sign  is  a 
clever  device,  the  reading  of  which  can  be  changed  at 
will,  and  calls  attention  to  the  latest  in  fall  footwear. 

Window  No.  4 

I-'eature  1 — Glass  mirror,  panel  ceiling. 

2 —  Bare  lamps  protruding  from  centre  of 
each  panel  ( 12-in.  x  12-in.  approx.) 

3 —  Mirrors  for  background. 

-I — Large  exposure  parallel  to  street. 

5 —  Medium  depth,  exaggerated  by  mirrcjr. 

6 —  Surroundings  not  overly  bright  on  near 
side,  opposite  side  yellow  flame  arcs. 

Present  equipment: — 

1 —  Lamps  as  above  described  set  in  mirror  panels. 

2 —  No  other  reflectors. 

3 —  No  translucent  band. 

-I — Every  lamp  filament  in  plain  sight,  each  lamp 
making  a  bright  spot  more  conspicuous  than 
any  shoe  in  the  window. 

Suggestions  for  improvement : — 

This  window  is  wholly  wrong  from  a  good  light- 
ing standpoint.  The  glare  of  the  lamps  attract  and 
ofi^end,  and  take  attention  from  the  shoes.  The  eye  is 
(|uickly  fatigued  and  seeks  relief  elsewhere.  The  flat 
mirrors  in  the  ceiling  besides  e.xaggerating  the  glare, 
by  reason  of  their  regular  or  specular  reflecting  pro- 
perties, and  because  they  are  perfectly  flat,  send,  or 
])ermit,  as  much  or  more  light  to  pass  out  of  the  win- 
dow on  to  the  street  as  on  to  the  shoes  beneath  them. 
The  mirrors  below  reflect  the  back  of  the  heels  and 
when  the  shoes  are  tilted  toe  downward  reflect  the 
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soles  besides  destroying  clearness  in  outlines  and  con- 
fusing shapes. 

To  permanently  improve,  rip  out  the  whole  equip- 
ment and  follow  scheme  No.  2  and  suggested  additions 
to  No.  2  in  the  way  of  draperies. 

To  temporarily  improx  e,  drape  with  white  the  lower 


Window  No.  6— Good  at  all  points. 

mirrors  and  curtain  windows  at  top  with  at  least  18- 
in.  deep  opaque  curtains. 

Window  No.  5 
Feature  1 — Ceiling  moderately  high. 
2 — No  false  ceiling. 
"       3 — No  transom. 
"  4 — No  translucent  band. 
"       5 — Background  obscure. 

6 —  Front  parallels  pavement. 

7 —  Side  right  angles  to  front. 
"       8 — Moderately  deep. 

"       9 — No  sash  on  store  side. 
"      10 — Flame  arc  outside. 
Present  equipment: — 

1 —  Pendent  glass  reflectors. 

2 —  Lamps  for  which  reflectors  are  not  designed. 

3 —  Lamps  very  large  size,  filament  all  in  range  of 
vision. 

4 —  Window  piled  with  shoes  tight  against  the  plaie 
glass. 

Comment : — 

The  suggestions  for  improving  this  window  are 
made  on  the  basis  of  the  proprietor's  idea  of  what  con- 
stitutes a  successful  show  shop-window.  Commercial 
success  depends  on  knowing  the  people  in  the  vicinity 
of  your  store.  They  may  have  no  idea  of  the  style  or 
fashion  in  shoes.  They  buy  only  because  necessity 
compels  them  to  part  with  money  for  something  that 
will  protect  their  feet.  The  long  wearing  quality  and 
the  strength  to  resist  rough  usage  are  the  features 
most  desired  by  this  class  of  buyer,  who  is  likely  to  be 
imj^ressed  by  the  size  of  the  stock,  its  mechanical  con- 
struction of  durability,  and  the  apparent  show  and  bril- 
liancy of  the  shop  window — and  store,  more  than  any- 
thing else.  The  proprietor  of  Shop  Window  No.  5  has 
made  his  window  display  to  attract  this  class  of  buy- 
er. I'"rum  the  standpoint  of  illuminating  engineering 
the  window  is  a  failure.  .\s  a  means  of  getting  cus- 
tomers for  the  goods  sold  within,  the  window  is  a  suc- 
cess.   Thus  psychology  plays  its  important  part  in  the 


affairs  of  all  and  sets  aside  the  best  meant  schemes 
of  scientific  preparation. 

Suggestions : — There  is  no  perspective  to  a  window 
piled  to  the  front  until  the  soles  of  boots  and  shoes 
heaped  promiscuously,  press  against  the  plate  glass 
front ;  also  boots  and  shoes  being  opaque  do  not  let  the 
light  within  the  window  pass  through  the  heap.  The 
only  way  to  show  the  jumble  is  by  an  outside  light. 
Hence  the  flame  arc  is  good  for  the  purpose. 

The  lamps  within  the  window  are  put  in  reflectors 
for  which  they  were  never  intended  and  boldly  glare 
in  every  person's  eyes,  but  they  make  the  window 
bright.  They  should  be  covered  with  reflectors  de- 
signed for  them,  and  the  vacuum  lamps  could  be  re- 
placed with  a  fewer  number  of  nitrogen  filled  lamps 
which  would  still  more  greatly  increase  the  over-bril- 
liancy of  the  window. 

The  flame  arc  lamp  outside,  hung  low  as  it  is — is 
certainly  to  be  condemned  as  a  disagreeable  source  of 
glare  for  all  persons  passing  on  both  sides  of  the  street, 
but  it  is  the  great  illuminant  needed  to  show  off  the 
heaped  shoes  within  the  window.  To  eliminate  the 
glare  and  to  still  further  illuminate  the  shoes  press- 
ing against  the  glass  front,  a  shade  reflector  which 
would  intercept  all  light  radiating  from  the  lamp  up 
and  down  the  street  or  backwards  to  the  opposite  side 
of  the  street,  should  be  put  around  the  lamp  and  the 
rays  thus  intercepted  redirected  to  the  shoe  shop  front, 
which  would  be  much  more  highly  illuminated  than 
it  is  now.  The  spot  where  the  store  is  located  would 
be  more  conspicuous  by  far  than  it  is  now,  to  anyone 
riding  or  passing  along  the  thoroughfare  where  it  is 
located. 

Window  No.  6 

This  window  is  next  mentioned  because  it  is  in  such 
contrast  to  window  No.  5.   Everything  within  is  shown 


Fig.  7— Showing  great  concentration  of  light  by  special  reflector. 

to  appeal  to  good  taste  and  elegance,  and  each  sample 
has  a  distinctive  feature  to  be  clearly  revealed : — 
Feature  1 — Window  high. 

2 —  No  false  ceiling. 

3 —  No  transom  above  false  ceiling. 
"  4 — Is  very  deep. 

"       5 — Trimmings — rather  light  in  hue. 
"       6 — Wide  space  parallel  to  sidewalk. 
"       7 — No  obstruction  to  light  distribution  by 
shelves. 

"  8- — Outside  lighting  rather    high  but  not 
glaring. 

"       9 — Ornamental  post  standards  give  char- 
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acter  to  the  store  location  and  having 
large  diameter  globes  the  effect  is  not  of- 
fensive from  standpoint  of  glare,  but  on 
the  other  hand  attention  attracting  and 
conspicuous. 

Equipment : — 

Prismatic  glass  reflectors  suspended  from  ceiling. 
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Fig.  8— Poke  bonnet  reflector  directs  the  light  where  most  required. 

Windows  furnislicd  with  curtains  controlled  from  in- 
side. 

Wood  Arches: — increasing"  perspective. 
Suggestions : — 

Window  fine.  Higher  intensity  to  increase  con- 
trast with  outside  lighting  desirable.  Concentrating 
reflectors  instead  of  distributing  now  installed,  would 
do  this  without  increasing  cost  for  current. 

Window  curtains  on  street  exposure  should  be  kept 
18  inches  below  window  top  to  cut  light  sources  from 
view. 

Heavier  diffusing  quality  of  glass  balls  on  post 
standards,  should  be  used  so  that  no  bright  spot  can 
be  seen  indicating  the  location  of  the  lamp  filaments. 
Aside  from  these  minor  changes  the  window  is  fine 
from  all  standpoints. 

Types  of  Reflectors 

Prismatic  reflectors  are  used  with  greater  frequency 
in  show  windoAvs  of  all  kinds  than  is  any  other  type. 


Fig.  9— Curve  showing  unsymmetrical  distribution  of  light  by  helmet  reflector. 

They  are  made  to  give  several  degrees  of  concentration 
and  Figure  No.  7  shows  a  characteristic  curve  of  ex- 
treme concentration.  For  shallow  windows,  or  for 
high  windows,  these  are  suitable.   They  can  be  instal- 
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led  with  the  receptacle  placed  close  to  the  plate  glass 
of  the  window  and  when  necessary  to  throw  the  light 
high  on  the  background  they  can  be  "staggered,"  that 
is  to  say,  the  lamp  tip  is  made  to  point  at  the  desired 
spcjt  on  the  background,  and  the  next  lamp  placed  with 
the  tip  pointing  to  the  floor  of  the  window.  If  a  tran- 
som is  used  as  in  Window  No.  1,  they  have  a  decided 
advantage,  in  permitting  about  thirty  per  cent,  of  the 
available  light  to  radiate  above  or  in  the  "upper  hemi- 
sphere," and  lighting  the  transom,  while  the  balance  is 
concentrated  below. 

The  Poke  Bonnet  is  a  convenient  unit  type  A 
trough  reflector.  The  characteristic  curve  given  (Fig. 
8)  shows  how  it  changes  the  direction  taken  by  an 
ordinary  lamp.  It  is  opaque  and  gives  no  upper  hemi- 
spherical light  but  is  efficient.  It  is  wide  at  the  mouth 
and  displays  the  lamp  within.  The  view  of  the  reflec- 
tors in  Window  No.  2  is  wholly  due  to  reflections. 
The  poke  bonnets  w^ere  not  in  range,  but  their  image 
in  the  clear  glass,  window  sashes  on  the  inside  or 
store  side  of  the  window  reflected  them  very  clearly 
— as  shown.    Had  the  helmet  reflector  been  used,  this 


Fig.  10— Distribution  of  light  using  no  reflector. 

would  not  have  been  the  case.  The  deep  bowl  shaped 
reflector  gives  wonderful  concentration,  besides  send- 
ing the  light  towards  the  background.  The  uneven 
kind  of  distribution  shown  clearly  in  Fig.  9  is  known  as 
assymmetric.  The  units  in  all  cases  should  be  kept 
from  view  either  by  means  of  transparent  band,  or  by 
drapery.  If  used  where  there  is  a  transom  to  be  light- 
ed above  the  window,  additional  lights  must  be  in- 
stalled, just  to  light  the  transom.  When  making  com- 
parisons of  the  way  light  is  directed  by  reflectors  it  is 
necessary  to  know  how  light  radiates  from  a  bare  lamp, 
big.  10  gives  the  characteristic  curve  of  a  mazda  lamp, 
with  the  drawn  wire  tungsten  filament  burning  in 
vacuum. 

In  conclusion  we  suggest  that  each  show  window 
be  regarded  as  a  stage.  The  shoes  as  the  conspicuous 
objects,  the  background  as  the  background  of  the 
window,  the  lights  concealed  except  for  ornamenta- 
tion, as  are  concealed  the  foot  lights,  the  border  lights 
and  strip  lights,  which  throw  all  their  radiations  to 
the  stage  without  being  in  range  of  vision.  The 
darkness  of  the  auditorium  accentuates  the  effect. 
The  lowness  of  the  outside  illumination  likewise 
makes  the  window  look  brighter  by  contrast.  Special 
])ains  were  taken  by  Mr.  E.  P.  Wallace  to  photograph 
windows  selected  by  the  author  and  the  skill  with 
which  the  work  was  done  deserves  special  mention 
and  appreciation. 
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Reasons  Why  Shoe  Retailers  Fail 

The  Causes  Are  Often  Apparent  and  Preventable — A  Number  of  the  Commonest 
Reasons  Discussed— Poor  Book-Keeping  One  of  the  Most  Frequent 
— Advertise  and  Don't  Overbuy. 


■  There  are  dertnite  causes  for  non-success — A  num- 
ber of  reasons  are  given  in  the  following  valuable  ar- 
ticle, a  report  of  an  address  by  Mr.  E.  W.  Burt,  Presi- 
dent Massachusetts  Retail  Shoe  Merchants'  Associa- 
tion. 

My  studies  of  the  retail  shoe  stores  throughout 
the  country  have  shown  me  there  are  eleven  reasons 
why  retailers  fail,  and  I  have  classified  them  accord- 
ing to  their  importance,  and  I  will  present  them  to 
you. 

Eleven  Reasons  Why  Shoe  Dealers  Fail 

1.  Over-buying  of  merchandise. 

2.  Too  small  merchandise  profit. 

3.  Expenses  too  large. 

4.  Lack  of  capital-bank-turning  of  stock. 

5.  Shrinkage  of  surplus  and  stock. 

6.  Inefficient  executive  ability. 

7.  Old-time  methods. 

8.  Lack  of  store  service. 

9.  Advertising. 

10.  Too  long  credits. 

IL  Failure  to  take  stock  monthly. 
Reason  No.  1.  Did  you  ever  hear  of  a  shoe  re- 
tailer failing  because  he  did  not  have  enough  shoes? 
But  nine  out  of  ten  fail  because  they  have  too  many 
shoes.  The  shoe  manufacturers  are  to  blame  for  half 
of  the  retail  failures  because  they  sell  the  retailer 
every  kind  of  a  last,  pattern  and  leather  on  the  face 
of  the  earth.  Buy  shoes  on  staple  lasts  and  leathers 
and  keep  away  from  the  fancy  footwear  that  goes  by 
in  a  year.  Buy  shoes  not  affected  by  mark-down 
sales  and  shoes  stocked  by  the  manufacturer.  Don't 
buy  more  than  one  pair  of  large  and  small  sizes. 

Reason  No.  2.  The  gross  profit  on  your  mer- 
chandise should  be  not  less  than  twenty-eight  per 
cent,  if  you  expect  to  make  any  money  in  the  retail 
business.  You  can't  make  money  selling  $3.50  shoes. 
Those  days  have  gone  by.  Cheap  grades  of  shoes 
never  show  a  large  profit.  The  wear  is  poor  and  the 
allowances  to  customers  too  great,  and  it  eats  up 
your  profits.  Postpone  your  mark-down  sales  until 
August  1  and  February  1.  Customers  wait  for  mark- 
down  sales  and  you  sell  goods  at  a  loss  when  you 
could  make  money.  The  mark-down  sales  are  the 
curse  of  the  shoe  business  and  over-buying  and  wrong 
merchandise  are  responsible.  Give  your  men  charge 
of  different  departments.  You  can't  run  your  entire 
business  yourself.  Make  it  their  duty  to  decrease  the 
stock  and  increase  the  sales  each  six  months. 

Sell  rubbers  at  a  profit.  What's  the  use  in  buying 
rubbers  and  giving  them  away?  LIundreds  of  re- 
tailers in  this  country  don't  make  a  cent  of  profit  on 
rubbers.  You  can't  stay  in  the  shoe  business  and 
do  it.    Get  a  profit  or  don't  sell  them. 

Reason  No.  3.  The  question  of  expenses  is  a  vital 
one.  Rent,  salaries  and  advertising  are  the  three 
most  important.  A  small  rent  with  a  growing  chance 
is  better  than  big  rent  and  sure  failure.  You  don't 
have  to  own  the'  best  store  in  town  to  do  business. 
Educate  the  public  to  come  to  you  on  a  side  street, 


because  you  have  shoes  they  want.  A  small  rent 
wins.  Pay  your  clerks  good  salaries.  A  man  at  $18 
a  week  is  worth  two  at  $9  a  week,  because  ignorant 
clerks  misfit  shoes,  dissatisfy  customers,  and  ruin 
your  business,  and  your  success  depends  upon  your 
selling  force.    Advertising  I  will  consider  under  No.  9. 

Reason  No.  4.  This  is  important.  Buying  shoes 
is  an  easy  matter,  but  to  sell  them  is  a  hard  problem. 
When  the  bills  come  due,  the  manufacturer  jumps  on 
you  for  payment,  and  they  must  be  paid  from  shoes 
sold,  and  this  is  true  of  all  your  expenses,  rent  and 
salary.  Do  not  go  to  the  bank  for  $5,000  or  $10,000 
to  pay  your  bills.  It  is  like  the  mining  company  that 
borrows  money  to  pay  dividends.  It  means  your 
capital  is  gone.  Nail  this  over  your  desk:  $1,000  in 
the  bank  is  worth  $2,000  in  shoes,  every  day  in  the 
week  and  twice  on  Sundays. 

Turn  your  stock  at  least  four  times  a  year,  you 
can  do  it  if  your  merchandise  is  the  right  kind.  You 
Avill  turn  it  once  if  it  is  the  wrong  kind. 

Reason  No.  5.  This  is  answered  in  mark-down 
sales  which  reduce  your  surplus  and  capital  one-third 
each  season  and  cut  out  your  sale  shoes  and  increase 
your  surplus.  A  "P.M."  on  shoes  is  another  bad 
habit  of  the  shoe  business.  Clerks  will  misfit  shoes 
and  make  dissatisfied  customers  and  injure  your  busi- 
ness, and  you  are  paying  for  your  bad  judgment  in 
buying.  Pay  your  clerks  a  good  salary  and  stop  the 
"P.M."  habit. 

Unreasonable  allowances  given  to  customers  re- 
duce your  surplus.  Why  don't  you  charge  for  wear 
on  shoes?  There  is  a  lot  of  talk  about  the  retailer 
defrauding  the  public,  but  I  think  many  people  are 
abusing  the  retailers.  They  can't  buy  a  new  hat  or 
suit  and  get  free  wear,  then  why  shoes?  Simply  be- 
cause you  have  always  done  it,  but  do  business  on  a 
principle,  not  habit. 

Reason  No.  6.  Many  men  fail  because  there  is  no 
S3fstem.  It  costs  money,  but  it  pays.  Your  buying, 
selling,  office  department,  correspondence,  and  every- 
thing must  be  systematized,  and  the  system  lived 
up  to. 

Join  the  Shoe  Organizations 

Reason  No.  7.  The  opening  part  of  my  talk  to- 
night told  you  that  to  succeed  it  is  necessary  for  you 
to  belong  to  organizations.  I  am  an  optimist  at  all 
times.  Old-time  methods  have  passed  away.  The 
shoe  business  is  different  to-day  to  what  it  was  five 
years  ago,  and  it  will  change  five  years  from  now. 
Increased  population,  broader  ideas,  competition,  de- 
mand it.    You  learn  all  this  in  your  association  work. 

Reason  No.  8.  Lack  of  store  service  means  failure. 
Customers  demand  service,  and  you  must  meet  the  is- 
sue. Educate  your  clerks  to  be  courteous  (which  is 
tlie  first  and  important  requirement  of  all  salesmen). 
Quick  attention,  ability  to  serve,  patient  and  correct 
fitting,  should  be  pasted  in  the  hat  of  all  salesmen. 
What  has  the  individual  shoe  store  to  offer  the  public 
in  competition  with  the  department  store  selling 
shoes?    They  have  the  advantages  of  closer  buying, 
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t^rcatcr  achcrtisiii.L;,  hcttcr  locations  and  llunisaiuls  of 
slio])])cr.s.  All  lie  can  offer  is  efficient  service  and 
specialized  shoes.  Remember  this,  as  it  is  important 
to  your  success. 

Reason  Ncj.  9.  When  I  was  in  Cleveland,  Ohio, 
last,  1  made  an  address  before  the  Cleveland  Advertis- 
ing- Club  on  fraudulent  advertising,,  but  in  a  few 
words  '1  w  ill  L;ivc  you  the  "formula"  for  successful 
adxertisin;,;-.  The  basic  princil)lcs  upon  which  y(ju 
should  build  are  : 

1.  Attract  the  eye  (by  color  or  drawings'). 

2.  Hold  the  attention   (by  clear  statements). 

3.  Interest  the  reader  (honest  facts). 

4.  CouN-ince  the  buyer  (proving  your  statements). 
Small  ads  run  often  are  better  than  large  ads 

run  occasionally.  Use  selected  papers  of  smaller  cir- 
culation in  preference  to  large  circulation,  because 
vour-  ad  is  lost  with  others,  and  the  effect  is  wasted. 
1  get  the  best  results  in  one  city  from  a  paper  of 
eiglity  thousand  circulation,  with  a  9j/2  cents  a  line 
rate,  than  from  one  with  four  hundred  thousand  cir- 
culation with  a  25  cents  a  line  rate, — these  are  facts 
and  not  theories. 

Reason  No.  10.  Credits  are  a  big  trade  builder  and 
money  maker,  but  long  credits  are  disastrous.  In 
my  opinion,  shoes  charged  out  are  better  than  shoes 
on  the  shelves.  The  credit  system  is  bad  during  sales, 
as  customers  load  u]^  with  shoes  at  cut  prices,  and 
they  often  return  them  later,  after  the  sale  is  over, 
because  they  "don't  need  them." 

Reason  No.  11.  The  11th  and  last  reason  needs 
vour  attention.  If  a  retailer  pays  his  clerks  and  his 
rent  and  draws  his  salary,  he  is  satisfied,  but  it  is  a 
bad  way  to  do  business.  Let  him  find  out  monthly 
where  he  stands.  If  there  are  any  leakages,  he  ought 
to  know  it.  See  if  the  stock  agrees  with  the  correct 
number  of  pairs,  and  compare  increase  of  sales  on 
stock  from  month  to  month  by  years.  Keep  a  chart 
of  sales  and  it  will  surprise  you. 


The  Army  Boot 

I'hc  following  comments  on  the  type  of  boot  most 
suitable  for  war  purposes,  by  the  Boot  and  Shoe 
Trades  Journal,  are  of  especial  interest  at  this  time. 
There  is  no  doubt  much  truth  in  the  statement  that 
many  so-called  army  boots  have  been  designed  by  men 
wdio  either  are  unfamiliar  with  the  practical  require- 
ments of  an  army  boot,  or  else  were  convinced  that 
no  such  thing  would  ever  be  required  for  actual  ser- 
vice : — 

"The  French  Army  is  not  so  particular  as  to  pat- 
terns as  the  British,  and  a  three-pieced  Blucher  would 
suit  the  purposes  of  the  French  Army.  We  suggested 
last  week  that  a  durable  boot.  Standard-screwed,  could 
be  made  for  about  8s.  We  have  received  some  sharp 
criticisms  with  regard  to  this  proposition,  but  they  are 
all  rubbish,  and  display  an  utter  ignorance  of  what  is 
wanted.  The  machine  welted  boot  is,  in  the  opinion 
of  some,  the  only  possible  or  proper  Army  boot ;  but 
its  advocates  seem  to  forget  that  the  soldier's  life  in 
the  trenches  is  very  much  analogous  to  that  of  the 
navvy,  and  little  like  that  of  the  Territorial  on  parade. 
{  )n  vvct  da\  s  the  trenches  are  not  scientifically  drained 
for  hini.  and  he  may  ha\e  to  remain  for  hours  in  mud 
and  water,  and  maybe  sleej)  there.  The  consequence 
is  that  he  wants  a  sound,  substantial  boot,  and  for 
that  i)ur|)ose  there  is  nothing  in  the  wide  world  to 
equal  a  Standard-screwed  boot.  The  pegged,  waisted, 
and  sewn  forepart  or  the  double  sewn  waist,  rivetted 


or  ])egged  forepart,  are  types  of  footwear  invented  by 
impractical  men.  The  new  boot,  which  is  Standard- 
screwed  and  stitched,  is  more  or  less  a  fad,  but, 
fortunately,  it  is  a  harmless  fad  because  if  the  stitches 
give  way  the  nails  will  hold  the  sole  on.  Its  biggest 
absurdity  is  that  it  has  a  braced,  or  what  is  known  as 
a  (ierman,  seat ;  but  the  heel  is  nailed  on  just  the  same. 
When  France  and  Belgium  do  make  up  their  minds  U) 
buy  I'.ritish  boots,  and  unless  the  war  ends  with  unex- 
l)ectcd  suddenness,  they  will  have  to  do  the  boot  which 
they  will  need  within  the  regicm  of  8s.  or  8s.  6d.  It 
will  be  a  Blucher,  blocked  front,  and  maybe  with  gores 
or  tongues,  Standard-screwed  throughout,  maybe  a 
high-class  red  leather  sole,  and  round  hobs  in  the 
sole." 


A  Liberal  Donation 

Emulating  the  example  set  by  a  number  of  other 
companies,  the  Canadian  Consolidated  Rubber  Com- 
pany, Limited,  asked  all  the  employees  of  the  Domin- 
ion Rubber  System  throughout  Canada  to  contribute 
one  day's  earnings  to  the  Canadian  National  Patriotic 
f\ind.  As  the  Dominion  Rubber  System  comprises 
al)out  twenty  branches  and  warehouses  from  Coast 
to  Coast,  together  with  factories  in  Montreal,  Granby 
and  St.  Jerome,  P.Q.,  and  Port  Dalhousie  and  Berlin, 
Out.,  and  employs  several  thousand  Canadians,  their 
contribution  will  be  a  large  one.  In  addition,  this 
company  have  made  several  donations  of  hot  water 
bottles,  ice  bags  and  rubber  surgical  supplies  to  the 
Red  Cross  Society  and  other  similar  organizations. 

None  of  the  factories  of  the  Dominion  Rubber  S\  s- 
tem  have  been  shut  down  owing  to  the  war.  nor  have 
the  hours  of  the  workmen  been  reduced.  In  fact,  in 
some  cases,  a  ten-hour  day  has  been  substituted  for  an 
eight-hour  day. 

With  regard  to  prices  on  their  manufactured  goods, 
this  firm  advises  that  there  have  been  no  changes  as  a 
result  of  the  war,  although  the  price  of  crude  rubber 
is  very  much  higher  to-day  than  it  w^as  before  hostili- 
ties were  commenced.  They  do  not  anticipate  any  ad- 
vance in  the  price  of  rubber  goods  during  the  winter 
months  and  expect  to  run  their  factories  as  at  present 
all  through  the  wdnter,  thus  taking  care  of  their  em- 
ployees and  their  customers  in  a  normal  way. 


Lack  of  Chemicals  May  Prevent  Adulteration 

A  very  probable  result  of  the  war  is  that  adultera- 
tion or  "loading"  of  leather  to  make  it  weigh  heavier 
may  cease  or,  at  any  rate,  become  much  less  common 
than  formerly.  The  practice  of  loading  leather  has 
gradually  come  into  use  by  stress  of  competition  and 
the  demand  for  prices  that  are  only  possible  under 
conditions  of  adulteration.  The  common  adulterants 
are  glucose,  epsom  salts  (magnesium  sulphate)  and 
barium  chloride.  On  July  1st  the  latter  was  quoted 
at  $3.^.00  a  pound,  and  on  September  1st  at  $60.00  a 
pound.  Epsom  salts  have  advanced  from  one  to  five 
cents  a  pound.  These  prices,  it  is  believed,  will  prac- 
tically prohibit  the  use  of  these  chemicals  for  adul- 
terating sole  leather. 


A  Little  Library 

ii  costs  coniparacively  little,  ana  uiav  mean  nuicli, 
to  ha\e  a  corner  in  your  store  where  a  few  books 
and  journals  on  the  shoe  and  leather  trade  are  kept.  A 
single  idea  gained  from  a  trade  journal  may  be  worth 
many  times  the  yearly  subscription  price. 
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The  Making  of  Clerks  Into  Salesmen 

There  is  an  Abundance  of  Clerks  but  Comparatively  Few  "Salesmen"—  Requires  a  First 
Class  Man— Lots  of  Room  for  Brains  and  Initiative  -The  Value  of  "Service" 

By  Frank  Farrington  in  The  Shoeman 


There  is  no  shortage  of  clerks.  An  advertisement 
of  "Clerk  Wanted"  will  always  bring  an  abundance  of 
replies.  It  recpiires  no  special  ambition,  intellect  or 
effort  to  go  behind  a  counter  and  take  something  out 
of  a  showcase  or  from  a  shelf  when  asked  to  do  so, 
and  to  put  the  money  into  the  cash  register. 

If  this  machine-like  selling  comprised  the  whole 
of  building  up  a  successful  retail  business,  any  one 
could  be  a  successful  merchant — and  most  people 
would  be. 

Unfortunately,  however,  handing  out  goods  as  a 
slot  machine  might  hand  them  out  does  not  produce 
pleased  buyers  and  it  never  helps  to  sell  more  to  a 
customer  than  the  customer  came  expecting  to  buy. 

The  public  has  been  educated  to  expect  something 
more  for  its  money  than  the  actual  goods  bought. 
For  several  years  there  has  been  an  increasing  tend- 
ency to  teach  people  to  expect  SERVICE  as  well  as 
goods,  and  the  store  that  gives  the  best  service  along 
with  the  money's  worth  in  material  things  is  the  store 
that  is  going  to  get  the  trade. 

Service  and  salesmanshiap  go  hand  in  hand.  They 
mean  more  than  selling  goods.  They  mean  selling 
good  goods,  the  best  goods  the  customer  can  afford 
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to  buy,  not  the  best  he  can  be  induced  to  buy.  It  is 
possible  to  sell  a  customer  sometimes  goods  of  too 
high  a  qualit}^  to  be  economical  and  this  will  not  re- 
sult in  satisfaction. 

Satisfactory  salesmanship  is  salesmanship  that  is 
satisfactory  to  the  buyer  as  well  as  to  the  seller.  It 
is  the  kind  that  sends  the  customer  away  feeling  that 
he  has  received  his  money's  worth  and  that  he  likes 
to  trade  at  that  particular  store. 

The  kind  of  salesmanship  a  clerk  or  sales-person 
exhibits  in  your  store  depends  as  much  upon  you  and 
upon  your  assistance  and  example  as  upon  the  man 
himself.  When  you  take  on  a  new  employee,  green 
or  expert  in  selling  methods,  thgt  employee  is  going 
to  be  influenced  by  your  methods.  If  this  employee 
is  trying  to  improxe,  he  will  take  notice  of  all  the 
ways  in  which  your  methods  are  an  improvement  on 
his  own.  If  he  does  not  care  whether  he  improves  or 
not,  you  will  lind  it  profitable  either  to  try  to  instil! 
some  better  spirit  into  him  or  to  let  him  go  forthwith. 

There  is  now  and  then  a  clerk  who  is  so  anxious 
in  amount  to  something  that  he  will  learn  salesman- 
ship and  otlicr  things,  whether  he  receives  any  help 
and  encouragement  or  not.  This  kind  is  not  found  on 
every  bush.  When  you  get  hold  of  one,  keep  hold 
of  him. 


One  good  salesman  looking  out  for  the  interests 
of  the  store  and  of  its  customers,  too,  is  worth  a  score 
of  aimless,  helpless  chaps  who  are  simply  holding 
down  jobs  until  something  else  more  inviting  turns  up. 

Your  work  with  3^our  selling  force  must  be  edu- 
cational rather  than  compulsory. 

You  cannot  compel  a  clerk  to  become  a  salesman. 

You  can  educate  him  to  become  one  if  he  has  any 
brains  at  all. 

If  you  are  going  to  increase  your  trade  steadily, 
you  must  have  salesmanship  of  the  right  sort. 

You  cannot  compel  the  business  to  grow  solel}^  by 
a  big  volume  of  advertising  with  nothing  to  sell  but 
goods. 

The  salesperson  stands  between  you  and  the  cus- 
tomer. 

You  may  be  the  best  of  merchants  and  the  most 
courteous  and  polite.  Your  goods  ma}-^  be  the  best 
values.  Your  customers  may  be  favorabl}^  disposed. 
But  if  the  man  who  represents  you  with  the  buying 
public  is  nothing  but  a  machine,  and  not  very  well 
oiled  at  that,  people  will  not  come  back. 

No  business  will  ever  develop  into  a  success  on 
one-time  customers.  You  must  have  a  trade  that  re- 
peats. 

In  the  average  store  there  are  not  so  many  clerks 
that  the  proprietor  cannot  give  each  one  some  personal 
attention.  If  your  store  is  the  big  one,  and  the  ex- 
ception, then  you  need  a  sales  manager  who  can  take 
the  place  of  proprietor  with  the  clerks,  and  make  his 
personal  influence  felt  in  your  stead. 

Each  employee  has  some  individual  characteris- 
tics that  require  consideration. 

E.ach  clerk  is  fitted  better  for  some  one  kind  of 
work  than  for  any  other  kind. 

A  little  study  of  such  peculiarities  will  enable  you 
to  adjust  the  work  so  that  each  will  be  occupied  in 
the  way  best  fitted  to  his  talents. 

You  cannot  employ  a  corps  of  specialists,  but  you 
can  make  specialists  of  each  employee — to  some  ex- 
tent. 

Induce  to  Read  Trade  Papers 

There  is  one  way  in  which  you  can  improAC  the 
capacity  of  your  clerks  without  much  additional  work 
on  your  part,  and  that  is  by  inducing  them  all  to 
read  the  trade  papers. 

Each  trade  journal  that  comes  into  your  store  con- 
tains matters  of  interest  and  value  to  any  one  en- 
gaged in  selling.  If  you  can  get  the  employees  to 
read  this  good  matter  it  will  give  them  ideas  and  de- 
velop them  right  along  the  line  they  need. 

You  ought  to  read  your  trade  papers  3'ourself 
from  cover  to  cover. 

You  never  know  on  what  page  of  reading  or  ad- 
\'ertising  matter  you  are  going  to  get  an  idea  that  will 
be  worth  hundreds  of  dollars  to  you. 

Don't  stop  with  your  own  reading.- 

Keep  those  papers  where  the  employees  can  get 
them  and  ask  them  to  look  them  over  when  they  have 
odd  time  to  spare  on  quiet  and  dull  days. 

If  you  like,  mark  with  a  blue  pencil  the  items  you 
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particularly  want  them  to  study.  I.ct  tlicni  take  tlie 
papers  home  with  them. 

Subscribe  for  additional  copies  to  be  sent  to  their 
home  addresses  if  they  are  appreciative  and  take  the 
right  interest  in  reading  them. 

The  dollar  or  so  it  costs  to  send  a  trade  journal 
to  a  clerk  for  a  year  will  be  well  spent  and  will  re- 
tin-n  to  you  a  hundredfold  in  the  twelve-month. 

()f  course,  if  you  show  no  interest  in  the  employee, 
this  fact  will  not  pass  unnoticed. 

Mow  can  you  expect  a  clerk  to  work  his  head  off 
to  licl])  you  when  you  will  not  turn  over  your  hand 
to  do  anything  extra  for  him? 

Tiic  adherence  to  a  .system  of  strict  justice,  giving 
a  mere  scant  dollar's  worth  of  work  for  the  dollar  re- 
ceived, or  a  mere  dollar  and  no  extra  help  or  good- 
will for  the  dollar's  worth  of  work  received,  may  be 
all  right  as  far  as  honesty  is  concerned,  but  it  does  not 
tend  to  develop  between  employer  and  employed  that 
feeling  of  mutual  interest  that  makes  for  the  best 
results. 

It  is  all  right  to  expect  a  good  deal  of  the  people 
who  work  in  your  store  and  it  is  well  to  show  that  you 
expect  a  good  deal.  Show  them  you  want  them  to 
amount  to  something.  Then  do  all  you  can  to  help 
them  to  make  good. 

When  a  clerk  becomes  wortli  more  money,  when 
he  develops  out  of  clerkship  and  into  salesmanship 
by  virtue  of  his  determination  to  get  ahead,  raise  his 
wages  without  waiting  for  him  to  demand  a  raise. 

Show  appreciation  without  being  asked  to  show  it 
and  it  will  be  valued  much  higher. 

Responsibilities 

If  you  would  fit  an  employee  for  carrying  respons- 
ibility, put  responsibilities  upon  him.  If  you  never 
let  any  of  your  help  carry  any  of  the  burdens  of  the 
Inisiness,  you  will  never  see  the  day  when  you  can  let 
uj)  in  your  work — and  you  will  fill  an  early  grave. 

The  retail  merchant  who  is  carrying  on  his  own 
shoulders  all  the  weight  of  all  the  duties  and  responsi- 
bilities of  the  store  is  keeping  his  business  organiza- 
tion wrong  end  up. 

Your  store  organization  should  represent  a  pyra- 
mid with  yourself  at  the  top  and  only  such  matters 
coming  up  to  you  as  really  need  some  higher  super- 
vision than  that  of  the  employees  under  you.  To  try 
to  attend  to  the  details  yourself  is  to  support  the  pyra- 
mid alone,  point  down. 

You  cannot  pose  for  long  as  Atlas  and  not  sufTer 
for  it  mentally  and  physically. 

Teach  your  clerks  the  theory  of  salesmanship  and 
then  give  them  a  chance  to  put  the  theor}-  into  practice. 

^'our  clerks  are  going  to  want  more  money  next 
year  and  then  the  next  and  the  next  after  that.  Un- 
less you  make  them  worth  more,  you  will  have  to  let 
them  go,  only  to  replace  them  with  others  perhaps 
not  as  good,  certainly  unaccustomed  to  your  store  and 
stock. 

There  is  no  economy  in  hiring  cheap  help  for  a 
good  job. 

Cheap  clerks  will  not  please  even  the  cheap  cus- 
tomers. If  the  man  who  starts  in  cheap  does  not 
show  the  al)ility  to  develop  into  a  higher  class,  he  is 
not  the  kind  of  man  you  need  in  building  up  your 
business. 

There  is,  of  course,  a  limit  to  wdiat  you  can  afford 
to  pay  in  the  way  of  wages,  but  that  limit  is  subject 
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to  expansion,  and  the  salesman  can  keep  raising  it  as 
Ictug  as  lie  can  keep  raising  his  sales. 

Developing  Ability 

There  is  no  object  in  keeping  it  a  secret  to  your 
employees  that  you  are  trying  to  develop  their  ability. 
Talk  it  over  with  them.  Make  it  co-operative.  Sliow 
them  your  interest  in  helping  them  to  make  good,  and 
get  them  striving  to  excel  their  own  and  the?r  fellow 
clerks'  records.  Hold  meetings  of  the  clerks  after 
store  hours  and  discuss  in  open  .session  the  way.?  of 
increasing  sales  and  pleasing  the  trade  better. 

Let  the  clerks  go  out  on  little  purchasing  expedi- 
tions to  other  retail  stores  and  return  to  relate  how 
they  were  served  and  what  mistakes  were  made  oy 
those  who  waited  on  them. 

Any  method  you  can  take  to  develop  interest  and 
a  personal  feeling  of  part  ownership  in  the  business 
will  work  to  produce  salesmanship  of  a  better  order 
Salesmanship  competitions  may    be    started,  giving 
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each  of  the  selling  force  a  quota  or  gross  amount  they 
may  be  reasonably  expected  to  sell  and  then  ofiferinga 
small  prize  for  the  greatest  excess  sold  over  and  above 
quota. 

If  you  can  get  the  force  working  to  increase  its 
sales,  you  will  soo.n  find  the  receipts  exceeding  those 
of  the  previous  year  each  month. 

Weed  out  the  fellows  who  do  not  sell  enough  goods 
to  pay  their  salary. 

Don't  keep  any  deadheads  or  "boarders." 

Know  what  each  employee  is  doing  and  what  part 
of  his  pay  he  is  earning.  Get  on  a  systematic  basis 
with  your  whole  selling  force  and  use  every  fair  and 
proper  way  to  speed  them  up. 


Shoe  and  Leather  Day 

By  vote  of  the  management  of  the  Panama-Pacific 
Rxposition,  to  be  held  in  San  Francisco  next  year, 
Tuesday,  August  3,  has  been  set  aside  as  a  National 
Shoe  and  Leather  Day.  This  announcement  follows  a 
conference  held  at  the  rooms  of  the  New  England 
Shoe  and  Leather  Association  between  F.  D.  Mullin, 
president  of  the  San  Francisco  Shoe  Travellers'  Asso- 
ciation, and  representatives  of  the  New  England  Shoe 
and  Leather  Association,  Boston  Shoe  Travellers'  As- 
sociation and  other  organizations. 

Mv.  Mullin,  who  represents  Lewis  A.  Crossett, 
Inc.,  on  the  coast,  has  been  the  leading  spirit  in  work- 
ing out  this  idea,  and  he  expresses  the  hope  that  the 
entire  shoe  and  leather  industry  of  the  United  States, 
through  its  organizations,  will  co-operate  to  bring 
about  a  large  attendance  of  the  trade  on  this  day,  and 
that  as  many  associations  as  possible  will  arrange  to 
hold  conventions  in  San  Francisco  about  that  time. 
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The  Shoe  Retailer  Must  Advertise 

There  are  Many  Ways  and  Different  Localities  Require  Different  Treatment— Local  Papers, 
Circulars,  Telephone  Calls,  Etc.— The  Value  of  Well  Dressed,  Well  Lighted  Windows 


The  majority  of  successful  shoe  retailers  advertise 
their  wares  systematically  like  other  stores,  and  in 
many  cases  a  fixed  pefcentage  of  the  year's  turn-over  is 
set  aside  for  this  purpose.  This  may  be  done  through 
the  newspapers,  by  circular  letters,  or  in  other  ways, 
such  as  attractive  windows  or  electric  signs.  In  this 
age  of  advertising  the  purchasing  public  is  coming  to 
depend  more  and  more  on  special  announcements  of 
this  sort,  and  the  store  that  has  the  attention  of  the 
purchaser  at  the  psychological  moment  when  he  de- 
cides he  must  have  a  new  pair  of  boots,  will,  other 
things  being  equal,  secure  the  sale.  For  this  reason  it 
is  as  important  to  keep  the  name  of  your  store  before 
your  regular  customers  as  to  try  to  attract  new  trade. 

Good  store  lighting  and  attractive,  attracting  win- 
dows are  much  more  valuable  as  advertisements  than 
is  generally  recognized.  Correct  interior  lighting 
sends  the  customer  away  with  a  restful,  satisfied  feel- 
ing that  he  is  apt  to  remember.  The  window  display 
is  especially  valuable  in  many  localities,  because,  dur- 
ing the  evenings,  the  public  has  a  habit  of  strolling- 
out  with  an  open,  receptive  mind,  and  the  impressions 
gained  at  that  time  are  certain  to  be  carried  home  and 
stand  a  good  chance  of  developing  into  good  business 
the  following  day.  A  complete  display,  to  be  most 
effective,  surely  also  requires  a  plain  show  of  prices. 
The  prospective  customer  is  not  only  looking  for  a 
certain  style  of  shoe,  but  he  is  looking  for  a  particular 
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shoe  at  a  particular  price.  To  display  the  shoe  with- 
out the  price  gives  almost  as  little  information  as  dis- 
playing the  price  without  the  shoe. 

The  value  of  advertising  was  treated  in  a  very 
interesting  manner  recently  by  Mr.  C.  A.  Pevear,  ad- 
vertising manager  of  the  B.  Forman  Company,  of 
Rochester,  N.Y.,  at  a  meeting  of  the  Rochester  Retail 
Shoe  Dealers'  Association.  We  give  extracts  of  Mr. 
Pevear's  remarks  below. 

"The  shoe  store  has  as  much  use  for  advertising  as 
has  any  sort  of  retail  business.  The  kind  of  advertis- 
ing to  be  done  by  a  shoe  merchant  depends  on  many 
tilings — the  kind  of  store,  its  location^  the  volume  of 
business,  the  kind  of  shoes  sold  and  the  class  of  people 
numbered  among  the  customers.  Advertising  and 
merchandising  are  very  closely  linked  together,  as  mer- 
chandising is  buying  and  selling,  and  advertising  is  a 
part  of  selling.  Advertising  goes  on  right  in  the  store. 
Vou,  as  a  shoe  merchant,  are  a  part  of  your  appropria- 
tion.   Your  store  advertising  includes  your  personal- 


ity— and  store  service,  the  appearance  of  your  store, 
and  store  windows. 

"Advertising  is  used  to  increase  the  normal  growth 
of  your  business.  The  percentage  of  growth  varies 
according  to  several  conditions,  such  as  the  character 
of  the  business  you  do,  the  location  of  your  store,  and 
the  length  of  time  your  business  has  been  established. 
In  long  established  businesses^  there  is  a  normal  in- 
crease of  about  7  per  cent,  in  volume  of  trade.  There 
is  something  wrong  if  the  increase  is  less.  Of  course, 
if  one  season  you  do  not  get  7  per  cent,  increase,  do 
not  feel  worried,  as  you  may  expect  a  greater  increase 
the  following  year,  and  the  law  of  averages  works  out 
a  normal  balance.  If  you  are  a  good  merchant  you 
must  go  beyond  the  7  per  cent.,  and  the  right  thing  to 
do  is  to  figure  your  advertising  appropriation  on  the 
basis  of  what  you  expect  to  do  the  coming  year,  ratlier 
than  on  what  you  have  done  the  past  year. 

"In  determining  the  amount  of  your  advertising  ap- 
propriation it  is  well  to  know  that  stores  appropriate 
from  1  to  5  per  cent,  of  the  gross  volume  of  business. 
The  smaller  the  store  the  higher  should  be  the  per- 
centage of  money  spent  in  advertising.  I  would  sug- 
gest 4}4  or  5  per  cent,  as  a  practical  figure  for  the 
small  shoe  store. 

Many  Ways  to  Advertise 

"The  selection  of  ways  to  advertise  a  shoe  store  is 
an  interesting  one.  In  the  case  of  large  stores,  cen- 
trally located,  the  use  of  newspaper  space  is  wise.  In 
smaller  stores,  with  a  restricted  area  in  which  they 
may  serve  the  pubhc,  the  question  is  easily  answered, 
as  there  is  nothing  better  than  store  literature,  letters 
and  remembrances  sent  out  direct.  The  proprietor 
of  such  a  store  should  make  up  a  list  containing  the 
name  and  address  of  every  householder  in  his  com- 
munity. This  direct  advertising  may  not  always  bruig 
large  and  immediate  returns,  but  if  persisted  in  will 
get  results,  as  some  of  your  prospects  will  buy  shoes 
of_3^ou  if  reminded  of  your  store  at  the  time  they  are 
thinking  of  buying  shoes.  Advertising  must  not  he 
done  haphazard.  Determine  upon  the  appropriation 
you  are  to  expend,  then  spend  it  carefully,  regularly, 
even  though  you  do  not  see  results  for  months.  Keep 
up  your  advertising  consistently  and  you  will  get  re- 
sults. 

"I  want  to  say  a  word  about  the  trade  papers.  I 
have  been  a  student  of  the  leading  trade  papers  in 
many  lines  for  a  number  of  years.  It  is  essential  for 
me,  as  an  advertising  man,  to  study  these  journals. 
Naturally,  I  have  to  talk  a  great  deal  about  merchand- 
ise, and  these  journals  give  me  the  necessary  informa- 
tion about  the  goods.  I  expect  to  study  trade  papers 
just  as  long  as  human  nature  is  as  it  is  and  styles 
change.  I  frequently  find  in  their  pages  that  valuable 
hints  and  suggestions  are  being  given  by  men  who 
draw  high  salaries  for  doing  so.  As  an  advertising 
man,  I  would  like  to  associate  with  all  the  big  advertis- 
ing men  and  merchandise  men  of  the  country.  For 
many  reasons  this  is  a  physical  impossibility.  The 
next  best  thing  is  the  trade  journal,  and  the  trade  jour- 
nal meets  this  need." 
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Going  After  Business  the  Only  Way  to  Get  It 

The  Present  is  No  Time  to  Rest  on  One's  Oars    Business  Lost  Now  will  be  Hard  to 
Regain— New  Customers  Gained  Now  will  be  Doubly  Valuable  When  Trade  Revives 

By  Mr.  A.  A.  Briggs 


I  l".(lit(iri;il  note — In  view  of  the  fact  tliat  tlic 
Dunlo])  'I'irc  c\:  Rubber  Goods  Company.  Cimited, 
have  decided  to  increase  their  advertisin<4-  appropria- 
tion at  the  present  time,  this  summary  of  conditions 
wliich  inHuence  national  advertisers  in  making  such  a 
decision,  will  undoubtedly  be  read  with  ^reat  interest.] 

Retrench — "To  lessen,  to  abridge,  to  curtail" — 
that's  what  the  dictionary  especially  calls  it. 

I!ut  hasn't  the  war  so  far  shown  that  to  retrench 
means  particularly  to  dig  out  a  fresh  trench,  to  secure 
the  means  and  the  assistance  to  make  a  new  assault  (ju 
the  enemy?  In  the  latter  inter])retation  we  undoubt- 
edly find  what  ought  to  be  the  keynote  for  the  present 
advertising  situation  in  Canada. 

The  truth  is  that  on  one  side  of  the  Dominion  are 
ranged  people  who  are  following  the  dictionary's  main 
stipulation  of  "retrench"  for  their  publicity  guidance. 
They  may  have  reasons  for  so  doing  which  no  one  in 
a  different  line  of  production  can  justly  pass  an  opinion 
on  ;  but  it  is  also  true  that  on  the  other  side  are  ranged 
people  who  are  leading — not  following  anything  or 
anybody  in  their  advertising  policy  which  does  not  at 
once  spell  Action.  It  cannot  be  denied  that  the  people 
who  have  decided  "to  lessen,  to  abridge,  to  curtail" 
their  publicity  are  in  tlie  ascendancy  at  the  present 
time.  And  everywhere  the  reason  advanced  is;  "The 
War." 

So  far,  frum  the  stand])oint  of  salesnianshii),  no  one 
has  adduced  a  solitary  economic  reason  why  Canadian 
manufacturers  who  inaugurate  advertising  campaigns 
as  a  regular  portion  of  their  selling  effort  should  dis- 
continue that  programme  at  the  present  time.  And,  is 
it  not  strange  that  in  all  our  mental  hurrying  to  and  fro, 
no  one  has  yet  proclaimed  the  fact  that  the  war  did 
not  alter  the  Canadian  consumer-purchasing  market 
one  iota?  It  must  be  understood  that  in  making  the 
above  statement  we  are  not  dealing  with  any  isolated 
cases  where  this  particular  business  or  that  particular 
])usiness  may  Ifave  been  affected  in  countless  ways 
other  than  the  selling  end.  It  is  true,  a  manufacturer 
may  have  to  pay  more  for  his  raw  materials  as  one  re- 
sult of  the  war,  but  if  he  can  get  the  materials  at  all, 
he  always  has  the  instrument  of  retail  price-increase 
to  wield  in  offsetting  his  losses,  if  necessary. 

What  really  did  alter  the  possibilities  of  the  con- 
sumer purchasing  field  in  Canada?  Not  the  war,  but 
the  lull  that  antedated  the  war.  A  number  of  reasons 
precipitated  the  lull — most  (jf  which  the  public  are 
conversant  with.  In  other  words;  dull  times,  if  one 
chooses  to  call  them  such,  were  here  anyway — here  in 
the  sense  that  while  the  consumer  was  willing  to  a 
considerable  extent  to  make  purchases,  the  middleman 
had  in  many  cases  gone  rather  askew  in  his  hnancing. 
The  war  simply  accentuated  the  fast-spreading  inclina- 
tion to  sit  tight. 

Naturally,  during  a  portion  of  1913  and  most  of 
1914,  manufacturers,  in  the  main,  were  conservative  in 
the  matter  of  building  extensions  and  such  like,  and 
sales  efforts  were  always  linked  to  due  caution.  This 
year,  probably  more  than  usual,  attention  was  centred 

♦Advertising  Manager  Dunlop  Tire  &  Rubber  Goods  Co.,  Limited. 


on  the  outcome  of  the  Western  wheat  crop.  That 
crop  virtually  has  arrived,  and,  if  reports  are  true,  it 
is  a  good  deal  larger  than  advance  estimates  intimated. 
Then,  notice  the  price  per  bushel  paid  for  some  wheat 
at  the  elevators.  The  farmers  shoidd  now  assist  basic 
money  circulation,  which,  of  course,  always  com- 
mences the  upward  trend  in  the  retail  line. 

In  seeking  out  forces  for  advertising  stimulus,  it  is 
one  thing  to  deal  with  the  possibilities  of  new  fields  of 
endeavor  for  Canadian  manufactiu^ers  and  another 
thing  to  explain  away  the  measure  of  uncertainties  at- 
tached to  them.  It  cannot  be  gainsayed  that  con- 
sideration of  new  fields  may  mean  consideration  of 
bonuses  and  tariffs.  What  ought  to  be  emphasized  is  * 
that  the  Canadian  manufacturer  has,  at  least,  as  much 
area  market  as  he  had  previous  to  the  war  and  the  gen- 
eral lull  in  consumer-buying  conditions.  Therefore, 
instead  of  risking  new  fields,  wdiich  at  best  may  be  a 
costly  experiment,  the  natural  course  seems  to  be  that 
of  again  seeking  the  old  field — but  seeking  it  ten  times 
more  forcibly.  This  fact  is  Ijrought  home  to  us  with 
doul)le  force  when  we  have  evidence  aplenty  that  our 
friends  to  the  South,  in  the  widespread  revival  of  the 
export  propaganda,  are  considering  the  commercial 
blanketing  in  this  country.  It,  therefore,  behooves  the 
Canadian  manufacturer  who  has  advertised  in  the  past, 
not  only  to  advertise  again  to  create  consumer  de- 
mand for  his  wares,  but  to  advertise  as  a  means  of 
actually  holding  what  he  already  has.  While  sugges- 
tions are  being  made  to  flank  some  of  the  European 
countries'  export  business  to  Canada,  we  should  not 
allow  ourselves  to  be  flanked  in  a  commercial  sense 
by  our  neighbors  across  the  line. 

Those  advertising  men  who  passed  through  the 
trade  siege  of  1907  and  others  before  it — wdiich  sieges 
or  lulls,  or  whatever  yoti  wish  to  call  them,  some 
bankers  say  cast  their  sly  glances  our  way  approxi- 
mately every  seven  years — know  well  that  the  manu- 
facturers who  assumed  the  defensive  in  publicity  mat- 
ters on  those  occasions  had  a  difficult  time  regaining 
their  stride  when  normal  times  returned.  That  is 
natural  law  in  the  commercial  world.  There  is  no 
profit  in  manufacturing,  no  excuse  for  a  factory's  ex- 
istence, unless  the  selling  end  is  vigorous.  The  energy 
which  keeps  the  selling  end  vigorous  in  abnormal  times 
is  identically  the  same  energy  which  keeps  it  vigorous 
in  normal  times — only  it  is  in  abnormal  times  that 
keeping  up  the  stride  is  fraught  with  more  discour- 
agements. One  hundred  courageous  manufacturers 
and  five  hundred  i)atric:itic  purchasing  agents  are  worth 
more  to  Canada  at  the  present  moment  than  a  million 
sermons  or  editorials  on  humaneness  in  war. 

Realizing  that  one  of  the  big  sticks  in  the  com- 
mencement of  Canada's  Comeback  is  to  be  wielded  by 
the  purchasing  agent,  every  man  occupying  such  a 
position  in  Canada,  should  have  a  creed  something  to 
this  effect  hung  over  his  desk  where  he  who  nms  in 
for  an  order  may  read  : — 

"I  have  hitched  the  firm's  wag\)n  to  the  Made-in- 
Canada  star. 

"1  will  specify  on  all  purchases  that  Canadian  ma- 
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terials  must  be  used  or  the  order  will  be  subject  to 
cancellation. 

"1  know  in  so  doing  that  I  will  thereby  be  encour- 
aging the  other  fellow — whose  traveller  calls  on  me — ' 
to  buy  my  firm's  goods  and  possibly  at  a  higher  price, 
too,  than  he  would  have  to  pay  for  the  foreign  article."" 

Let  us  be  assured  that  Canadian  purchasing  agents 
as  a  body  have  lined  up  behind  the  Made-in-Canada 
s!ogan,  and  we  can  expect  to  see  Canadian  advertising 
manufacturers  assume,  the  ofi^ensive.  They  will  know- 
that  if  they  can  secure  a  portion  of  the  trade  which 
formerly  went  out  of  the  country,  they  can  afford  to 
write  off  certain  business,  the  loss  of  which  was  con- 
sequent on  a  measure  of  consumer  retrenchment.  And 
let  consumers  see  with  their  own  eyes  manufacturers" 
copy  running  in  the  papers  and  those  self-same  con- 
sumers— assured  that  the  factory  in  which  they  are  em- 
ployed is  going-  to  keep  running  or  the  copy  wouldn"t 
be  running — will  commence  again  to  make  purchases 
with  some  measure  of  freedom. 

Canadian  manufacturers  as  a  body  must  of  neces- 
sity exist  on  Canadian  orders;  to  the  great  majority 
"export"'  is  an  unused  word.  Orders  will  not  be  se- 
cured in  dull  times  by  methods  that  would  fail  in  good 
times.  One  of  the  established  beliefs  of  merchandiz- 
ing is  that  properly-placed  and  properly-managed  ad- 
vertising is  a  force  for  facilitating  sales.  If  this  were 
not  true,  why  would  certain  manufacturers — sixty  per 
cent,  of  whose  output  might  be  styled  luxiu'ies — in- 
crease rather  than  decrease  their  advertising  at  this 
very  moment  ? 

They  realize  they  have  a  big  job  on  hand — that  of 
securing  orders  when  orders  are  unusually  hard  to  se- 
cure. And  they  know  full  well  that  following  the  sim- 
ple instinct  of  going  after  business  is  the  only  solu- 
tion to  the  problem. 


The  Effect  of  War  on  Tanners 

There  has  existed  in  certain  cjuatrers  an  impres- 
sion that  the  European  war  will  affect  supplies  of 
chrome  for  tanning  in  Canada  and  the  United  States. 
There  is  probably  no  serious  cause  for  apprehension, 
as  bichromate  of  soda  can  readily  be  manufactured  in 
America.  It  is  only  the  potash  bichromate  for  which 
we  are  dependent  on  Germany,  and  United  States  tan- 
ners claim  to  believe  they  will  still  be  able  to  obtain 
their  German  supplies,  though  the  price  will  likely  be 
somewhat  higher. 

The  A'alue  of  chrome  as  a  necessary  ingredient  in 
tile  manufacture  of  chrome  sole  leather  makes  the  fol- 
lowing opinion,  the  expression  of  a  practical  man,  in 
Hide  and  Leather,  of  unusual  interest. 

"There  is  a  lot  of  talk  and  worry  among  the  tan- 
ners of  chrome  leather  in  North  America,  over  chemi- 
cals, on  account  of  the  great  European  war.  Some 
leather  manufacturers  have  the  impression  that  all 
ciiemicals  used  in  making  leather  come  from  abroad. 
It  is  not  so.  We  have  on  this  continent  raw  materials 
from  which  could  be  made  about  all  the  chemicals  that 
are  used  in  the  manufacture  of  leather. 

"As  to  chrome,  there  is  plenty ;  in  fact,  there  is 
enough  chrome  ore  to  supply  all  this  country  can  use 
for  tanning,  paint  making,  and  all  the  other  indus- 
tries for  years  and  years  to  come.  Tliere  is  no  reason 
why  the  price  of  bi-chromate  of  soda  should  advance 
materially,  as  all  the  chemicals  that  are  used  in  the 
manufacture  of  it  can  be  obtained  in  North  America. 
J'\)r  bi-chromate  of  potash,  we  must  depend  on  the 


potash  industries  of  Germany,  and  it  is  to  be  expected 
that  the  price  of  the  bi-chromate  of  potash  will  be  high. 

"Before  the  war,  we  received  a  large  part  of  chrome 
ore  from  Turkey  in  Asia,  which  came  to  this  country 
in  oil  boats,  as  ballast.  The  oil  industries  of  this 
country  shipped  oil  to  Asia,  and  brought  back  chrome 
ore  as  ballast ;  in  this  way  it  was  brought  here  at  a 
very  low  shipping  cost.  VVe  also  get  a  large  amount  of 
chrome  ore  from  Canada,  in  the  province  of  Quebec, 
where  there  are  large  deposits  of  chrome  iron.  We 
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also  have  chrome  ore  in  Vermont,  California,  South 
Carolina,  and  in  Newfoundland.  There  is  a  large 
amount  of  the  very  best  grade  of  chrome  ore 
in  South  Africa.  Of  course,  chrome  ore  is  like 
all  other  mineral  deposits.  It  runs  into  many 
different  grades,  some  very  rich  in  chrome  iron, 
while  others  run  very  low.  It  also  comes  in 
different  forms.  The  chrome  ore  from  Turkey  is  of 
a  soft,  clay-like  formation,  while  that  from  South 
Africa  is  a  hard  black  rock.  Then  there  are  other 
grades  that  run  like  coarse  grain  gun-powder. 

"The  soda  that  is  used  in  the  manufacture  of  bi- 
chromate of  soda  comes  from  Syracuse,  N.Y.,  and 
Wyandotte,  Mich.  The  acid  used  all  comes  from  this 
country.  The  manufacture  of  bi-chromate  of  soda  and 
potash  recpiires  a  large  amount  of  capital,  as  it  recpiires 
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a  large  plant  to  make  it  in  a  practical,  commercial  way. 
The  chrome  ore  that  came  from  Turkey  was  put  down 
at  the  manufacturing  plants  for  less  cost  than  any  oi 
the  other  ores,  for  the  reason  that  it  was  of  such  shape 
that  it  could  be  handled  cheap,  and  the  labor  in  Asia  is 
the  cheapest  in  the  world.  It  may  be  that,  as  we  are 
compelled  to  use  the  North  American  product,  where 
labor  is  high,  we  may  be  compelled  to  pay  a  slight  ad- 
vance for  chrome,  as  soon  as  the  supplies  on  hand  are 
worked  up. 

"The  tanners  as  well  as  the  textile  trade  will  sufi'er 
for  some  time  to  come  for  aniline  dyestuffs.  But  for 
much  leather  wood  dyes  can  be  used,  and  while  we 
cannot  get  as  bright  colors  with  wood  d3-es  as  with 
coal  tar  dyes,  there  is  one  thing  that  we  can  get,  and 
that  is  colors  that  will  not  fade  as  fast,  so  where  there 
is  some  loss  there  is  also  some  gain." 
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Goods  Well  Bought  Are  Half  Sold 

Stock  Must  Meet  the  Public  Demand-^Buyer  Must  Be  in  Close  Touch  With  His 
Store's  Sales  Department    Each  Locality  Has  Its  Peculiarities 


Careful  buying  is  one  of  tlie  must  important  fac- 
tors in  the  shoe  retailer's  success.  There  is  no  phase 
of  his  work  that  requires  tiie  exercise  of  more  intelli- 
gence, individuality  or  personal  attention.  No  dealer 
can  safely  be  guided  by  the  course  of  another,  for  the 
reason  that  no  two  stores  serve  exactly  the  same  class 
of  trade.  Past  experience  in  the  locality  is  of  prime 
value,  and  the  purchaser  must,  to  be  successful,  be  in 
close  touch  with  the  day-to-day  sales  either  as  a  sales- 
'man  himself  or  by  following  the  operations  of  the  sales 
staff  very  closely. 

More  than  all  else,  the  buyer  must  recognize  that 
his  mission  is  not  so  much  to  educate  the  public  as  to 
please  and  satisfy  them,  lie  may  have  decided  ideas 
of  his  cnvn,  but  these  must  be  suppressed  where  they 
are  apt  to  clash  with  the  popular  demand.  Many  a  re- 
tailer has  tried,  with  disastrous  results,  to  carry  only 
such  styles  as,  in  his  opinion,  the  public  ought  to  wear. 
Size  up  the  demand  of  the  coming  season  and  buy 
carefully.  Perhaps,  after  all,  the  judgment  of  the  man 
or  woman  who  wears  the  shoe  is  as  good  as  that  of  the 
man  wh( )  sells  it. 

An  interesting  paper  was  recently  read  before  the 
Iowa  Retailers'  Convention  by  Mr.  J.  A.  Ireland  on 
the  subject  of  Cautious  Buying.  The  paper  says:  use 
caution  and  underbuy  rather  than  overstock.  Mr.  Ire- 
land's paper  is  in  part  as  follows : 

There  is  an  old  saying  that  "goods  correctly  bought 
are  half  sold"  or  something  to  that  effect^  and,  while 
there  are  a  great  many  old  sayings  and  old  customs 
which  may  not  be  applicable  to  our  present  day  mer- 
chandising, yet  there  are  a  few  basic  principles  which 
apply  now  the  same  as  fifty  years  ago.  The  few  re- 
marks which  I  have  to  make  to  you  are  based  on  my 
experience  in  buying  for  a  store  situated  in  a  town 
of  about  five  thousand  inhabitants,  a  concern  doing  a 
business  of  less  than  a  hundred  thousand  dollars  a 
year;  consequently  some  of  my  ideas  may  not  be  appli- 
cable to  some  of  those  who  are  more  fortunately  situ- 
ated.  In  that  case,  just  forget  them. 

Buy  Carefully 

To  get  down  to  the  matter  of  careful  buying.  The 
first  thing  to  be  considered  is  the  goods  you  already 
have  in  the  store — stock  you  have  on  hand.  No  man  is 
capable  of  buying  intelligently  for  a  store  unless  he  is 
perfectly  acquainted  and  thoroughly  conversant  with 
the  goods  that  are  in  the  store.  If  you  do  not  belong 
to  the  selling  force  and  are  not  on  the  floor  continually, 
or  each  day  enough  to  keep  track  of  the  goods  which 
sell  readily,  the  lines  which  are  easily  sold  or  the  lines 
that  have  to  be  pushed,  turn  the  buying  over  to  some 
one  who  is;  he  will  do  a  better  job  for  you  than  you 
can  do  yourself.  Careful  buying  consists  first,  in  the 
selection  of  the  lines  to  be  bought ;  second,  in  the  num- 
bers to  be  bought  from  that  line,  and  the  sizes  and 
widths  to  buy  in  those  mnnbers.  In  all  of  these  the 
l)uyer  should  keep  before  him  the  demand  and  needs 
of  the  trade  of  his  particular  locality.  Because  Mr. 
Smith  of  this  place  can  buy  and  successfully  merchand- 
ise sixty  pairs  of  this  particular  shoe  is  no  sign  that 


shoe  would  be  a  good  one  for  me  to  buy ;  or  because 
Mr.  Brown  of  another  place  has  bought  four  cases  of  a 
certain  number  might  be  a  good  reason  for  my  passing 
that  number. 

I  believe  one's  personality  and  individuality  should 
show  all  through  his  stock,  but  don't  lose  sight  of  the 
fact  that  the  buying  public  will  insist  upon  having 
about  what  they  want,  and  your  particular  idea  of 
what  constitutes  a  good,  practical,  successful  shoe 
won't  help  your  clerk  very  much  in  making  a  sale  if  he 
has  a  customer  that  wants  a  French  heel,  Louis  VI 
turn,  and  he  has  nothing  to  show  her  but  a  gun  metal 
high  welt.  So  be  careful  to  buy  what  the  trade  de- 
mand. If  they  do  not  get  it  from  you,  they  will  get  it 
from  the  otiier  man. 

Better  Run  of  Sizes  and  Widths 

Buy  fewer  numbers  and  a  better  run  of  sizes  and 
widths  in  those  numbers.  The  reasons  are  many  and 
manifest;  you  know  them  as  well  as  I,  if  you  will  only 
stop  and  consider  them.  There  are  men,  so  I  am  told, 
successful  shoe  men,  who  can  go  into  a  sample  room, 
look  over  a  line  of  shoes,  pick  out  ten  or  fifteen  num- 
bers and  in  as  many  minutes  give  their  order  on  those 
numbers.  I  can't  do  it.  I  have  to  consider  the  heel, 
toe,  edge,  the  width  of  the  sole,  and  just  what  place  in 
the  stock  the  shoe  will  fit  in,  and  it  takes  me  more  time 
to  do  my  buying  than  it  does  some  others. 

In  placing  your  future  orders,  don't  buy  as  though 
you  did  not  expect  to  be  able  to  get  any  more  of  those 
shoes  during  that  season.  If  your  selection  has  been 
a  good  one,  the  probabilities  are  that  shoe  W'ill  be  stock- 
ed by  the  factory,  and  you  can  get  more  of  them  any 
time  you  need  them.  If  your  selection  has  been  a  poor 
one,  well,  you  will  have  fewer  shelf  warmers  at  the  end 
of  the  season.  Any  man  with  a  decent  rating  can  buy 
enough,  but  it  takes  a  careful  buyer  to  order  what  he 
needs. 

Don't  Try  to  Have  Everything 

Don't  try  for  the  reputation  of  having  everything 
for  which  somebody  with  a  distorted  idea  may  come 
into  your  store  and  ask.  The  probabilities  are  if  you 
had  it  they  would  not  buy  it.  Go  strong  on  staples ; 
light,  very  light,  on  freaks.  If  you  have  bought  an 
extreme  novelty  and  "come  clean"  with  it,  don't  try 
and  repeat  the  dose.  If  you  have  to  have  something  of 
that  kind  on  which  to  gamble,  try  a  new  one.  The 
charts  for  buying,  as  prepared  by  Mr.  Rail,  are  a  splen- 
did guide  and  worth  your  very  careful  study,  but  along 
with  these  as  well  as  any  other  good  system  which 
you  may  have  of  your  own,  you  must  use  good  judg- 
ment, and  here  again  local  conditions  must  govern 
largely.  We  have  found  it  quite  practical,  as  well  as 
profitable,  to  educate  that  part  of  our  trade  requiring 
the  extreme  in  sizes  and  widths  and  demanding  the 
extreme  in  regard  to  style  to  allow  us  to  make  special 
orders  for  them ;  and  in  this  way  we  avoid  piling  up  a 
lot  of  bad  sizes  and  widths,  and  have  better  fitted  and 
consequently  better  satisfied  customers. 

I  will  say  in  conclusion  that  loose  and  careless  buy- 
ing will  sooner  or  later  bring  any  man  into  financial 
difficulties,  if  not  utter  failure. 
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Canadian  Shoe  Industry  Sustains  Big  Loss  in 
Death  of  Mr.  Fleetwood  H.  Ward,  Vice- 
President  and  General  Manager  Ames- 
Holden-McCready,  Limited 

The  shoe  and  rubber  industries  have  lost  by  death 
one  of  their  brightest  business  men  in  the  person  of 
Mr.  Fleetwood  H.  Ward,  vice-president  and  general 
manager  of  Ames-Holden-McCready,  Limited,  Mon- 
treal, and  director  of  the  Canadian  Consolidated  Rub- 
ber Company,  Limited.  Mr.  Ward  was  killed  on  the 
morning  of  September  29  by  a  Grand  Trunk  Railway 
train  while  crossing 
the  tracks  to  catch  a 
C.  P.  R.  train  at 
Strathmore,  near 
Montreal,  where  he 
resided  during  the 
summer.  Lie  was 
born  in  Ohio  in  1875, 
but  came  to  Canada 
when  a  boy.  After 
being  appointed  au- 
ditor to  the  Lauren- 
tide  Paper  Company, 
he  went  to  New 
York,  and  received 
an  appointment  to 
the  Panama  Canal, 
but  within  an  hour 
resigned,  Mr.  D. 
Lorne  McGibbon,  to 
whom  he  was  related 
by  marriage,  offer- 
ing him  a  position 
in  Montreal,  as. com- 
ptroller of  the  Can- 
adian Rubber  Com- 
pany of  Montreal, 
Limited.  In  this 
company  he  held  the 
ofifices  of  treasurer, 
general  manager  and 
vice-president,  being, 
at  the  time  of  his 
death  a  member  of 
the  board  of  the  Can- 
adian Consolidated 
Rubber  Company  as 
well  as  a  director  of 
all  the  subsidiary  in- 
terests of  that  com- 
[jany.  He  had  been 
for  some  years  a  di- 
rector of  Ames-Hol- 
den-McCready,  Lim- 
ited, and  in  July  last  on  the  retirement  of  Mr. 
Clarence  F.  Smith  was  made  vice-president  and  gen- 
eral manager.  Mr.  Ward  was  also  associated  with 
other  industrial  companies.  He  was  at  one  time  an 
officer  of  the  3rd  Victoria  Rifles  and  was  vice-commo- 
dore of  the  Royal  St.  Lawrence  Yacht  Club. 


Mr.  Fleetwood  H.  Ward. 


Operate  on  Conservative  Basis 

At  a  meeting  held  in  Xew  ^'o^k  Sepleml)er  10th,  re- 
!)resentatives  were  present  from  the  National  Asso- 
ciations of  tanners,  shoe  manufacturers,  morocco 
manufacturers,  shoe  wholesalers  and  shoe  retailers 
The  present  conditions  in  the  trade,  as  brought  about 


by  the  European  war,  were  fully  and  freely  discussed 
during  a  session  which  lasted  the  entire  day.  From 
the  information  brought  to  the  meeting  by  the  various 
delegates,  the  following  facts  relating  to  the  industry 
were  developed.  The  meeting  was  held  on  the  initia  - 
tive of  the  president  of  the  National  Shoe  Retailers' 
Association,  Mr.  A.  C.  McGowin. 

"In  consequence  of  the  European  war  now  in  pro- 
gress the  normal  importations  of  hides  and  skins  has 
been  seriously  curtailed.  This  restricts  the  output  of 
the  tanner  and  limits  the  supply  of  material  available 
for  the  use  of  the  manufacturer.  The  embargo  on  the 
exportation  of  chemicals,  dye  stuffs,  and  other  neces- 
sary materials  has 
caused  an  increase 
in  price  which  must 
be  considered.  These 
conditions,  in  con- 
nection with  the  well 
known  and  most  ser- 
ious depletion  of  the 
herds  of  cattle  in  this 
country  and  Mexico, 
has  caused  such  a 
short  supply  of  hides 
of  all  classes  as  to 
make  unavoidable  a 
substantial  increase 
in  the  cost  of  leather 
of  every  sort. 

In  consequence  of 
these  conditions  the 
cost  of  shoes  to  the 
manufacturer,  to  the 
wholesaler,  and  to 
the  retailer  must  l^e 
increased  and  the 
scarcity  of  leather 
will  ultimately  make 
itself  felt  to  the  con- 
sumer. 

It  is,  therefore,  ob- 
vious  that  while  man- 
ufacturers are  opti- 
mistic as  to  business 
for  the  future,  it  is 
felt  that  merchants 
shou'd  be  conservat- 
ive in  their  purchases 
lor  the  present  sea- 
son and  the  public 
should  b  e  m  a  d  e 
aware  that  the  op- 
-  portunity  afforded 
them  by  the  stocks 
of  shoes  now  in  the 
hands  of  their  deal- 
ers is  one  that  will  not  soon  recur." 

In  summing  up  the  result  of  the  meeting  Mr.  Mc-' 
Gowin  said : 

"Personally,  I  believe  that  this  meeting  cleared  up 
many  misunderstandings  between  different  branches 
of  the  trade,  and  that  the  shoe  retailers  of  the  United 
States  can  feel  assured  that  there  is  no  element  of  spec- 
ulation in  the  advancing  markets.  Retailers  should 
not  speculate ;  you  should  handle  your  stocks  and 
make  your  purchases  on  a  conservative  basis. 


France  has  forbidden  exports  of  leather  suitable 
for  army  shoes  and  also  exports  of  hides  and  skins  and 
materials  suitable  for  use  in  making  army  shoes. 
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Congratulations  to  Mr.  A.  R.  Angus 

I  hc  many  friends  tjf  Mr.  Alec.  R.  Angus,  of  the 
Montreal  office  of  Amcs-Holden-McCready,  Limited, 
will  join  in  congratulations  on  his  marriage  on  Septem- 
ber 23  to  Miss  Adele  Dupuy,  daughter  of  Mr.  &  Mrs. 
H.  S.  Dupuy,  of  Amherst,  N.S.  The  marriage  was  cele- 
brated at  Christ  Church,  Amherst,  the  ceremony  be- 


Mr.  A.  R.  Angus. 

ing  performed  by  the  Rev.  Horace  Dibblee.  The  bride 
was  given  away  by  her  father,  manager  of  the  Amherst 
])ranch  of  the  Bank  of  Montreal.  Mr.  Angus  has  been 
connected  with  the  boot  and  shoe  business  all  his  life, 
and  has  been  with  tiie  present  firm  for  al)out  20  years. 


The  Situation  in  Dyestuffs 

Dyestuf^s  hold  an  important  place  in  the  shoe  and 
leather  industries.  Up  to  the  present  our  supply  has 
Ijeen  obtained  largely  from  Germany  and  Switzerland, 
where  large  factories  have  been  built  up  for  the  manu- 
facture of  aniline  dyes.  The  present  war  has  neces- 
sarily stopped  their  expt)rt  to  a  very  large  extent  as 
well  as,  on  account  of  the  large  number  of  workmen 
engaged  in  actual  warfare,  the  production  of  these 
dyes. 

Discussion  has  already  turned  on  the  possibility  of 
manufacturing  aniline  dyes  on  the  North  American 
continent,  which  has  not  been  attempted  on  a  commer- 
cial scale  to  date.  This  is  a  line  requiring  high  scien- 
tific skill,  for  which  the  Germans  are  particularly  noted 
and,  though  in  theory  these  dyes  can  be  manufactured 
in  America,  it  will  be  difficult  indeed  to  procure  a  suffi- 
cient number  of  highly  trained  chemists  for  it.  Pro- 
gress has  already  been  made,  however,  and  we  note  the 
meeting  of  a  special  committee  of  the  National  Asso- 
ciation of  Finishers  of  Cotton  Fabrics,  appointed  to 
learn  what  can  be  done  towards  producing  dyes  in  this 
country.  It  is  announced  to  be  the  intention  of  this 
committee  to  thoroughly  investigate  the  possibilit}' 
of  inducing  American  manufacturers  of  dyestuffs  to 
make  the  necessary  products  in  this  country,  so  that 
this  continent  will  not  be  dependent  upon  foreign  pro- 
ducts. 


"Footwear  in  Canada"  is  certainly  tiic  magazine 
for  me." — Mr.  Harry  Moshcr,  Windsor,  N.S. 


IN  CANADA 

London  Shoe  and  Leather  Fair  Postponed 

Owing  to  conditions  in  England  and  luircjjjc,  Mr. 
John  T.  Day,  j)ublisher  of  the  London  Shoe  and  Leath- 
er Record  and  manager  of  the  London  Shoe  and  Leath- 
er I'airs  has  decided  t()  postpone  the  Fair  scheduled 
for  October  5th  to  10th  until  conditions  become  settled. 
Mr.  Day's  action  is  in  deference  to  the  trade  at  a  sacri- 
fice of  personal  interests  and  should  be  fully  appreci- 
ated. The  London  Shoe  and  Leather  I-'airs  have  been 
held  successfully  each  year  for  nearly  20  years  under 
the  management  of  Mr.  Day.  The  date  of  the  next 
Fair  will  de])en(l  upon  conditions  abroad  and  will  be 
announced  as  soon  as  decided  ui)on. 


Combination  Soles 

American  manufactiu-crs  are  succeeding  in  mak- 
ing soles  of  rubljer  and  leather,  also  coml)inations  of 
canvas  and  leather.  One  new  kind  of  a  shoe  has  a 
canvas  sole,  McKay  sewed  to  the  shoe,  and  a  leather 
sole,  welt  sewed  to  the  canvas  sole.  Another  kind  of 
a  shoe  has  a  sole  that  is  made  up  of  a  layer  of  thin 
leather,  then  a  layer  of  rubber,  and  then  a  light  leather 
outersole.  The  three  soles  are  cemented  and  sewed 
together.  The  leather  outside  gives  them  a  good  wear- 
ing surface,  the  rubber  makes  them  springy  and  soft  to 
the  foot,  and  the  other  leather  sole  serves  to  prevent 
the  rubber  from  sweating  the  feet. 


Meeting  with  Best  of  Success 

Mr.  A.  Brandon,  managing  director  of  the  Brand- 
on Shoe  Company,  Brantford,  Ont.,  states  that  gun- 
metal  is  still  taking  the  lead  with  mahogany  and 
brown  Russia  following  it  closely.  Patent  leathers 
are  still  selling  heavily.    Mr.  Brandon  believes  that 


Gun  metal  bal..  full  round  toe,  on  "Yale"  last  -  By  Brandon  Shoe  Co. 

merchants  not  placing  orders  now  will  find  themseh  es 
short  when  spring  comes,  as  the  tendency  is  for  the 
leather  market  to  go  higher;  also  a  shortage  of  hides, 
which  will  mean  higher  prices  for  the  merchants.  All 
the  travellers  of  the  Brandon  Shoe  Company  are  on 
the  road  and  meeting  with  the  best  of  success. 


Among  Canada's  growing  concerns  is  the  Ideal 
.Shoe  Company,  Limited,  of  Elmira,  Ont..  who  have 
])een  in  existence  for  the  past  season.  Right  from  the 
start  it  appeared  that  they  would  prove  to  be  one  of 
the  biggest  com])etitors  in  the  particular  line  in  which 
they  specialize.  In  fact  they  are  already  in  the  larger 
class  of  our  present  shoe  manufacturers  and  intend  to 
be  in  a  class  by  themselves  in  a  very  short  time,  judg- 
ing from  the  pace  thc_\  have  been  setting. 
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Test  the  Lightness  of  Your  Rubber  Soles 

Shoe  manufacturers,  shoe  retailers  and  others  who 
desire  to  make  a  simple  but  correct  and  scientific  test 
for  the  weight  of  the  rubber  soles  they  are  using  or 
wearing,  may  try  the  following  primitive  plan,  which 
is  suggested  by  the  B.  &  R.  Rubber  Company  of 
North  Brookfield,  Mass. : — Add  one  pound  of  com- 
mon table  salt  to  one  gallon  of  water  and  stir  until 
the  salt  is  thoroughly  dissolved.  The  process  of  ad- 
ding salt  to  the  water  increases  the  specific  gravity  of 
the  solution  in  proportion  to  the  quantity  of  salt  ad- 
ded. In  the  above  case  the  specific  gravity  becomes 
1.09.  Pieces  of  ordinary  leather  placed  in  this  solu- 
tion will  sink  to  the  bottom  as  soon  as  the  water  has 
penetrated  their  pores.  The  B.  &  R.  Rubber  Com- 
pany make  use  of  this  solution  to  prove  that  their  rub- 
ber soles  are  lighter  than  any  other  rubber  sole  of 
the  same  color. 


A  Sure  Fit 

Mr.  Jones,  a  heavy  advertiser  of  a  certain  Indiana 
town  entered  the  manager's  ofiice  of  the  daily  paper, 
and  in  angry  and  disgusted  tones  complained  : 

"What's  the  matter  with  this  sheet,  anyway  ? 
That  was  a  fine  break  you  made  in  my  advertisement 
yesterday  ?" 

"Why,  what  seems  to  be  the  trouble?"  asked  the 
manager,  anxiously. 

"Read  it  yourself  and  see !"  said  the  advertiser ; 
and  he  thrust  a  copy  of  the  paper  into  the  manager's 
hands. 

What  the  manager  read  was:  "If  you  want  to 
have  a  fit,  wear  Jones'  shoes." 


brands  are  the  leaders.  The  repair  department  is  un- 
der the  personal  management  of  Mr.  Knapton.  W. 
E.  Tait  &  Company  also  operate  an  exclusive  store  in 
Kamloops. 


Cultivate  a  Cheery  Manner 

In  these  days  of  war  and  tight  money,  when  the 
average  person  is  more  or  less  gloomy  and  depressed, 
a  bright  face  and  manner  is  a  worth-while  asset  to  the 
shoe  salesman.  This  faculty  of  being  happy  is  one  it 
pays  to  cultivate  at  all  times,  as,  if  a  salesman  has  the 
ability  to  remove  some  of  the  habitual  gloom  from  his 
customer's  mind,  he  has  gone  some  distance  towards 
making  a  sale.  Do  not,  however,  let  your  endeavor  to 
be  cheery  and  helpful  develop  either  into  flippancy  or 
over-familiarity.  Serve  your  customer  in  such  a  way 
that  he  will  get  the  impression  that  you  enjoy  your 
work  and  are  happy  in  it  and  proud  of  it. 


Because  you  are  making  a  living  from  your  store 
without  the  aid  of  modern  business  methods  and  equip- 
ment may  be  a  tribute  to  your  selling  ability,  but  it  is 
no  compliment  to  3'our  good  judgment. 


Your  promise  to  a  customer  is  your  employer's 
promise.  A  broken  promise  shows  unreliability  and, 
however  trivial,  prejudices  the  customer  against  you 
and  your  store.    Keep  your  promises  without  fail. 


As  one  of  the  signs  of  the  times,  Mr.  Oscar  Rum- 
pel, manufacturer  of  footwear,  Berlin,  Ontario,  an- 
nounces that  he  has  received  several  large  size  orders 
for  goods  which  were  formerly  purchased  in  Germany. 


The  City  Shoe  Stores,  Kelowna,  B.C. 

Mr.  W.  E.  Tait,  the  proprietor  of  the  City  Shoe 
Stores,  Kelowna,  B.C.,  gained  his  experience  in  the 
shoe  trade  with  George  Ryan,  of  Winnipeg,  and 
Stark's  shoe  store.  Vancouver.  Since  the  opening  01- 
this  store  in  March,  1913,  it  has  been  under  the  man- 
agement of  Mr.  W.  D.  Morgan.  Among  the  exclusive 
lines  carried,  -the    "Walk-Over"  and  "J.  &  T.  Bell" 


E.  T.  Wright  &  Company,  Inc.,  St.  Thomas,  Ont., 
advise  us  they  are  featuring  cloth  toppings  to  a  large 
extent  this  season,  and  vici  kid  shoes  also  have  a  pro- 
minent place  in  the  line.  Recede  toe  lasts  will  be  in- 
creasingly popular. 


The  P.  J.  Harney  Shoe  Company,  Lynn,  Mass.,  are 
authority  for  the  statement  that,  while  there  will  be  a 
fair  number  of  pumps  and  colonials  sold  during  the 
coming  season,  there  will  also  be  a  large 
variety  of  1,  2,  3,  4,  5,  and  6  strap  Ox- 
fords and  slippers  in  various  designs. 


Mr.  E.  R.  Tabrum,  late  manager  and 
buyer  in  the  shoe  department  of  Pryce- 
Jones,  Limited,  departmental  store,  Cal- 
gary, has  taken  over  the  management  of 
the  James  Rae  shoe  store  at  139-141  Hast- 
ings Street  West,  Vancouver. 


It  is  said  that  in  some  of  the  shoe  fac- 
tories in  London  the  manufacturers  are 
cutting  an  inch  of¥  the  top  of  men's 
boots  to  save  money  on  the  leather  bill. 
If  a  manufacturer  made  1,000,000  pairs 
and  saved  an  inch  a  pair  that  would  be 
worth  some  monev. 


City  Shoe  Stores,  Kelowna,  B.C. 


The  Silver  Lining 

The  inner  side  of  every  cloud 
Is  ever  bright  and  shining ; 
I  therefore  turn  my  clouds  about. 
And  always  wear  them  inside  out, 
To  show  the  silver  lining. 
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England's  Exports  of  Boots  and  Shoes 

'J  hc  Monthly  Jioard  of  Trade  Jvcturns  show  the 
cx|)(jrt  of  boots  from  Britain  to  other  countries  as  an 
important  item.  The  figures  herewith  give  particulars 
(if  the  shipments  for  tlic  month  of  July  last. 

Doz.  Value 
Pairs  £ 


Doz. 

Value 

Pairs 

£ 

26 

150 

.'!'.( 

DO 

J)cnmark  (including 

Faroe    Islands )  ... 

52~> 

1,.'!()7 

Iceland  and  (irccniand. 

2S 

()!J 

Danish  West  India  Is- 

12 

(Icrman    West  Africa. 

li()4 

()2'{ 

fieriTian    East  Africa.. 

7.S 

20S 

German  Possessions  in 

].j 

40 

Java   

1,21S 

J)utcli   Possessions  in 

Indian  .Seas  

y(i 

153 

Dutch  West  India 

Islands   

16 

67 

Dutch  Guiana  

251 

410 

Krencli   West  Africa.. 

80 

223 

Madagascar  

7 

50 

.Switzerland  

4(i.'! 

1,S73 

Portuguese  W.  Africa. 

li 

23 

Portuguese   E.  .Xfrica. 

l.H! 

."lOl 

l.j 

70 

Canary    Islands  ... 

S7 

230 

Sjjanish    Ports  in  N. 

Africa  

5 

27 

•Spanish    West  Africa 

(including  Fernando 

Po)   

;{ 

14 

Italy   

52 

227 

Italian   East   .Africa.  . 

4G 

192 

.■\ustria-Ilungary .  ... 

1.207 

4,587 

11 

37 

Roumania   

111 

448 

Turkey,  European. 

951 

2,578 

Turkey,  Asiatic  

4i:s 

1,400 

Tripoli  

56 

188 

11 

62 

Morocco   

170 

564 

Congo   Free  State   .  . . 

22 

51 

Liberia  

42 

110 

Abyssinia  

ly 

34 

24 

74 

05 

390 

China  (exclusive  of  Ilong 
Kong,  Macao  and  Wei- 
haiWei)   404 

U.   .S.   of  America.    ..  1,152 

Philippine  Islands  and 
(lUam   

Mexico  

Guatemala  

Nicaragua  

Colombia   

I'anama  

Peru   

Chile   

Prazil  

Uruguay   

Bolivia  

Channel  Islands  

Gibraltar  

Malta   and   Gozo. . 

Cyprus  

Gambia  

.Sierra  Leone   

Gold  Coast  

Nigeria   299 

St.  Helena  

Zanzibar    and  Pemba. 

British  E.  Africa 

Protectorate. 

Uganda  Protectorate.. 

Nyasaland  Protectorate 

Mauritius  

Seychelles  

Aden  

Hong  Kong   425 

Canada — 

On  the  Atlantic.    ..  5,720 
(J)n  the  Pacific  ....  62 
Newfoundland  and 
Coast    of    Labrador.  58 

British  West  India 
Islands   

British  Honduras. 

Falkland  Jslands  . 


6 
23 
2 
14 
G 
20 
243 
!?62 
63 
249 
2(i 
1,321 
190 
454 
72 
11 
174 
771 


117 

250 
19 

10 
79 
30 
133 


70 
19 
6 


1,36:! 
3,128 

20 
296 
18 
21 
16 
13 
554 
2,537 
1.53 
396 
77 
2,974 
6.84 
867 
174 
21 
596 
1,459 
991 
15 
418 

863 
85 
41 
2.50 
102 
367 
1,362 

9,914 
121 

106 

259 
85 
25 


Imports  for  the  same  period,  with  the  countries 
from  which  the  goods  were  consigned,  were  as  fol- 
lows : — 


Pairs 

Russia  

Sweden  

Norway  

Germany  2,350 

Netherlands   392 

Belgium   992 

France  1,5S6 


Doz.   Value  Doz.  Value 

£  Pairs  £ 

....       Switzerland   5,.548  17,61? 

....  Spain  

  Italy    21  123 

.5.285      .\ustriaHungary   1,317  3,993 

1,181      China   6  21 

2,489      United  States  3,0.30  17,124 

7,608      Canada   51  63 


Soft  Soles  Advanced  in  Price 

The  soft  sole  shoe  manufacturers  of  the  United 
States  attended  a  conference  at  the  Hotel  Seneca, 
Rochester,  N.Y.,  on  September  9th,  and  formed  an 
association  to  be  known  as  the  National  Soft  Sole  Shoe 
Manufacturers'  Association.  This  organization  is  the 
result  of  recent  conferences  held  between  eastern  and 
western  soft  sole  manufacturers  and  representatives  ot 
Rochester  manufactures.  It  is  the  desire  of  the  ofifi- 
cials  of  the  new  association  that  every  soft  sole  shoe 
manufacturer  become  a  member.  Statements  made 
during  the  meeting  indicate  that  the  European  war  is 
having  an  effect  on  the  soft  sole  industry.  The  in- 
ability to  secure  dyestufifs  reflects  itself  in  the  advanc- 
ed price  of  certain  colored  leathers.  Pink  and  blue 
skins  have  advanced  in  price,  and  it  is  said  to  be  im- 
possible to  produce  soft  soles  in  these  colors  at  less 
than  $5.00  per  dozen  pairs,  as  compared  with  the  form- 
er ])rice  of  $4.50.  Some  of  the  delegates  insisted  that 
the  ])rice  would  go  to  $6.00  a  dozen.  Patents  are  also 
higher  with  the  present  price  $5.00  ])er  dozen  pairs. 
The  $2.25  soft  soles,  a  cheaper  line,  have  gone  to  $2.50 
a  dozen  pairs. 


Hides  Not  So  Scarce 

I'^arlier  predictions  of  generallv  advanced  prices 
for  raw  materials  are  not  being  born  out  by  facts,  ac- 
cording to  Mr.  E.  W.  Burt,  president  of  the  Massachu- 
setts Retail  Shoe  Merchants'  Association,  who  is  quot- 
ed as  follows:  "While  it  is  true  that  the  cost  of  leather 
has  been  advanced  by  certain  leather  concerns,  and  in 
many  cases  more  than  I  believe  necessary,  the  retailers' 
price  is  bound  to  advance  in  consequence,  but  before 
long  the  market  will  steady  itself,  assisted  by  the  stop- 
I)ing  of  exportation  of  leather  to  foreign  countries, 


One  of  the  latest  styles  of  the  Cook-FitzGerald  Co. 

which  will  add  considerably  to  the  supply  on  hand  in 
this  country.  It  will  not  be  long  before  the  United 
States  will  be  importing  hides  and  skins  in  large  quan- 
tities from  India,  Africa,  Australia,  South  America,  and 
I  believe  from  the  various  centres  of  Europe." 

This  is  in  line  with  the  remarks  of  a  successful 
Canadian  tanner  to  a  representative  of  "Footwear  in 
Canada,"  to  the  effect  that  the  market  was  a  difficult 
thing  to  predict,  but  there  seemed  little  apparent  cause 
for  increased  prices.  A  shipment  of  hides  has  just 
been  received  by  this  dealer  from  New  Zealand. 


Lines  on  the  Death  of  a  Worthy  Shoemaker 

My  friend  the  aged  Crispin's  dead. 

Drawn  to  its  utmost  tax 
His  thread  of  life  asunder  snapped 

For  lack  of  vital  wax. 

A  man  was  he  of  gentle  parts, 

Beloved  of  young  and  old. 
Though  true  he  ne'er  sold  half  his  goods. 

Yet  they  were  oft  half  soled. 

Though  paradoxical  it  seems, 

And  of  a  doubtful  cast. 
Yet  when  unto  his  toil  he  went 

His  first  thought  was  his  last. 

"All  work,  no  play,  makes  one  but  dull," 

Words  of  the  proverb  say. 
Thus  he  was  never  dull  because 

Awl  work  to  him  was  play. 

Boots  though  his  task,  bootless  it  was 

To  gather  worldly  pelf. 
So  though  he  kept  others  well  heeled 

He  ne'er  was  so  himself. 

Peace  be  his  rest!    And  when  around 

The  day  of  judgment  rolls, 
As  free  from  flaws  may  be  his  soul 

As  ever  were  liis  soles ! 

— Ed.  Mott  in  X.  Y.  Sun. 
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Shorter  Skirts  Means  Longer  Boots 

The  shorter  skirts  worn  during  the  coming  sea- 
son will  probably  have  a  considerable  influence  on  the 
demand  for  boots.  It  is  recalled  that,  when  the  short 
skirts  were  last  in  vogue,  there  was  a  very  great  de- 
mand for  boots,  many  of  which  were  extra  high  cut 
patterns.  It  is  believed  that,  for  the  same  reason,  a 
very  fair  proportion  of  next  spring's  orders  will  be  for 
the  hio'h  cuts. 


More  Attention  to  Rags  than  to  Silks 

Few  merchants  pay  as  much  attention  as  they 
should  to  the  services  they  render  their  customers. 
The  success  of  many  great  retail  merchants  has  been 
due  in  a  large  measure  to  their  genial  manner,  and 
the  welcome  they  give  customers  upon  entering  their 
store.  A  merchant  may  have  good  window  displays, 
good  stock  and  right  prices,  but  this  will  not  neces- 
sarily build  up  a  big  business.  Service  is  what  in- 
duces and  retains  customers.  It  is  difficult  to  define 
"Service."  It  is  like  tact,  personality  or  diplomacy, 
which  are  usually  possessed  by  successful  business 
men,  but  which  are  not  easy  to  describe.  A  successful 
city  retail  merchant  asserts  that  he  attributes  his  suc- 
cess to  the  fact  that  he  instructed  his  stafl:  to  give  as 
much  or  even  more  attention  to  rags  than  to  silks, 
which  meant  that  the  poor  people  should  have  first 
consideration.  While  not  neglecting  the  highest  class 
trade,  still  no  extra  special  effort  should  be  put  forth 
to  pander  to  it.  "Of  course,"  he  says,  "we  naturally 
get  a  certain  amount  of  the  latter  patronage,  but  it  is 
generally  worth  all  that  you  get  out  of  it.  Why,  if  a 
very  humble  person  comes  in  this  store,  there  is  a 
member  of  our  staff  ready  to  serve  him  just  as  quickly 


as  any  head  of  a  prosperous  family  who  may  leave  us 
hundreds  of  dollars  in  the  course  of  a  year.  In  a  word, 
service  means  familiarity  with  your  stock,  obliging 
disposition,  a  right  appreciation  and  study  of  the  cus- 
tomer's needs,  combined  with  courtesy,  tact  and  judg- 
ment." 


Tango  Foot— The  Fashionable  Disease 

Tango  foot  is  the  very  newest  disease.  It  is  be- 
coming prevalent  wherever  the  new  dances  are  in 
vogue,  and  physicians  in  all  the  large  cities  report  a 
steadily  increasing  number  of  cases. 

The  trouble  is  all  due  to  the  immense  strain  put 
upon  the  muscles  and  tendons  by  the  latter  day  dances, 
especially  the  tango  and  the  maxixe,  and  to  some  ex- 
tent the  complicated  figures  of  the  hesitation  waltz. 
As  everybody  who  has  attempted  the  new  dances 
knows  they  call  for  great  flexibility  of  the  ankle.  Over 
indulgence  in  dancing  can  easily  set  up  the  inflamma- 
tion which  doctors  now  identify  as  tango  foot. 

The  first  symptom  is  usually  a  dull  pain  on  the 
front  of  the  leg  just  above  the  ankle.  During  the  next 
few  days  the  pain  becomes  more  marked  and  there  is 
considerable  stiffness  when  the  foot  is  bent.  Going  up 
and  down  stairs  is  painful,  especially  the  latter. 

Simple  cessation  from  dancing  and  a  limited 
amount  of  walking  is  all  that  is  usually  necessary  to 
aft'ect  a  cure.  Putting  the  foot  in  a  plaster  cast  or 
binding  it  with  an  adhesive  plaster  does  more  harm 
than  good,  for  the  pressure  irritates  and  causes  need- 
less stiffness.  Massage  with  alcohol  or  a  simple  soap 
liniment  is  recommended,  and  good  results  are  often 
obtained  by  applying  a  mixture,  consisting  of  one  part 
of  aconite,  one  part  of  belladonna  tincture  and  two 
parts  of  iodine. 


General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


Marier  &  Trudel,  Limitee,  Quebec,  manufacturers  of 
boots  and  shoes,  suffered  loss  by  fire  recently,  which,  how- 
ever, was  covered  by  insurance. 

A  recent  fire  of  unknown  origin  was  responsible  for  a 
small  damage  at  the  Korrect  Shoe  Company's  factory,  3 
Richmond  Street  East,  Toronto. 

Goodman  Bros,  have  succeeded  to  the  general  store  busi- 
ness of  Rotshtein  &  Goodman,  in  Cadillac. 

Robinson  &  Company,  Limited,  have  purchased  the  stock 
of  the  boot  and  shoe  store  of  the  Estate  of  the  Quebec  Shoe 
Company,  Winnipeg,  Man. 

The  boiler  and  leach  house  of  A.  Davis  &  Son,  Limited, 
Kingston,  suffered  by  fire  some  time  ago,  but  only  a  slight 
delay  was  occasioned  and  business  is  now  being  carried  on 
as  usual. 

One  of  the  largest  and  most  interesting  exhibits  at  the 
recent  St.  John  Exhibition  was  that  of  the  United  Shoe  Ma- 
chinery Company  of  Canada.  The  whole  process  of  the 
manufacture  of  Goodyear  welt  shoes  was  exhibited. 

A.  A.  Durkee,  of  the  A.  A.  Durkee  Company,  Limited, 
shoe  manufacturers,  Truro,  N.S.,  who  served  in  the  late 
Boer  War,  is  captain  of  an  Artillery  Corps  which  has  gone 
to  Europe. 

The  shoe  business  of  T.  W.  Beamish,  Georgetown,  Ont., 
has  been  purchased  by  T.  H.  Rumford,  formerly  traveller  of 
Blachford,  Davies  &  Company,  Toronto. 

A.  G.  Saunders,  St.  Thomas,  formerly  or  the  firm  of 
John  Lennox  &  Company,  Hamilton,  is  representing  Blach- 
ford, Davies  &  Company  in  the  Niagara  Peninsula. 


S.  J.  Edmondson,  together  with  M.  E.  Franklin,  formerly 
with  the  A.  B.  C.  Distributors,  Toronto,  will  represent  Blach- 
ford, Davies  &  Company  in  Ottawa  and  the  adjacent  terri- 
tory. 

A.  E.  Hogarth,  Oshawa,  is  now  in  charge  of  the  sample 
room  of  Blachford,  Davies  &  Company,  Toronto. 

E.  M.  Maier,  formerly  of  Rochester,  N.Y.,  is  employed 
in  the  stock  room  of  Blachford,  Davies  &  Company,  Toronto. 

The  wholesale  shoe  business  of  the  Webster-Charles 
Company,  Montreal^  has  been  discontinued.  They  hav'e 
merged  their  interest  with  the  Coburg  Felt  Company,  Limit- 
ed, recently  formed  by  them. 

The  boot  and  shoe  store  of  J.  W.  Gingras,  Montreal, 
was  burnt  out  recently.  The  loss  was  partially  covered  by 
insurance. 

The  Parisienne  Shoe  Company,  Montreal,  has  been  dis- 
solved. 

Molstad  &  Johnson  have  succeeded  to  the  general  store 
business  of  Wight  Bros,  in  Domremy. 

Frank  Dunlop,  Sydney  Mines,  Cape  Breton,  has  installed 
a  U.  S.  M.  Goodyear  shoe  repairing  equipment  with  the  neces- 
sary accessories.  He  will  now  carry  on  a  first-class  shoe  re- 
pairing business. 

James  Linton  &  Company,  Montreal,  a  well-known  shoe 
manufacturing  firm,  are  discontinuing  business. 

Andrews  &  Egerdie  have  succeeded  to  the  general  store 
business  of  Krienke  Bros.,  Southey. 

The  Amherst  Boot  and  Shoe  Company,  Limited,  have 
expended  a  large  amount  in  remodelling  their  new  quarters 
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on  Granville  Street,  Halifax,  which  are  splendidly  equipped 
and  spacious.  'J"he  office  and  sample  room  are  especially  at- 
tractive and  serviceable,  the  floors  being  hardwood,  and  the 
illumination  excellent. 

D.  McTavish,  formerly  of  the  T.  Eaton  Company,  Win- 
nipeg, has  recently  accepted  a  position  in  the  Simpson  Shoe 
department. 

The  I-'oster  Shoe  Store,  Calgary,  has  been  sold  to  George 
Nickle,  formerly  proprietor  of  the  Yale  Shoe  Store  and  the 
Nickle  Boot  Shop,  Winnipeg.  Mr.  l-'oster  is  leaving  on  a 
trip  to  California. 

Accent  advices  are  that  the  re<|uirements  of  the  European 
military  forces  will  have  a  very  stimulating  efTect  on  the  shoe 
manufacture  of  this  continent.  Indeed  one  estimate  places  the 
reejuirements  of  Europe  at  1 .5,000,000  pairs  over  and  above 
their  domestic  supply.  A  number  of  these  orders  have  been 
and  will  be  placed  in  Canada. 

E.  W.  McTear,  eastern  representative  of  P.  Jacobi,  deal- 
er in  shoe  store  supplies,  Toronto,  is  on  an  extended  busi- 
ness trip  in  the  eastern  provinces.  W.  D.  Fox  is  represent- 
ing the  same  firm  in  north-western  Ontario. 

R.  A.  Ellison  has  been  appointed  foreman  of  the  fitting 
department  of  the  y\lberta  Shoe  Manufacturing  Company, 
Redclilfe,  Alta.  Mr.  Ellison  was  formerly  with  the  Perth 
Shoe  Company,  Perth,  Ont.,  and  the  Brockton  factories. 

The  Riverdale  Shoe  Company.  Toronto,  are  making  an 
addition  to  their  U.  S.  M.  Goodyear  shoe  repairing  equip- 
ment. An  order  has  been  placed  by  them  for  a  second  U.  S. 
M.  installation. 

James  Patterson,  Mansfield  Street,  Montreal,  is  increas- 
ing his  Goodyear  shoe  repair  equipment  l)y  adding  new  ma- 
chinery. Mr.  Patterson  is  among  the  most  prominent  cus- 
tom shoe  manufacturers  in  the  country. 

J.  M.  Pirritte,  Toronto,  is  now  covering  the  Owen 
Sound- Wiarton  district  formerly  covered  hy  Mr.  Rumford. 
of  Blachford,  Davies  &  Company. 

C.  L.  Lumsden,  of  Vancouver,  B.C.,  is  now  representing 
the  Williams  Shoe,  Limited,  of  Brampton,  Ont.,  in  the  pro- 
vince of  British  Columbia.  Sample  room  and  office  are  lo- 
cated in  Welton  Block,  Room  809,  Vancouver,  B.C. 

Geo.  A.  Fortin  has  resigned  his  position  with  the  Scout 
Shoe  Company,  Montreal,  to  accept  the  position  of  superin- 
tendent of  the  O.  B.  Shoe  Company,  Drummondville,  Que. 

R.  J.  Mack,  stitching  room  foreman  of  the  Perth  Shoe 
Company,  was  a  recent  visitor  to  Boston  and  other  eastern 
shoe  centres. 

F.  W.  Slater,  of  the  Eagle  Shoe  Company,  Montreal,  has 
taken  a  position  with  Aird  &  Son,  Montreal. 

E.  Paige  has  been  appointed  manager  of  the  Regal  Shoe 
Company,  Toronto,  succeeding  Mr.  H.  Litchfield,  who  has 
returned  to  Boston. 

Percy  Harris,  a  member  of  the  staff  of  Ames-Holden- 
McCready,  Limited,  Toronto,  is  with  the  10th  Royal  Grena- 
diers in  Europe. 

The  Rena  Footwear  Company,  Montreal,  have  added 
several  new  machinery  parts  to  their  factory  equipment. 

F.  C.  Young,  superintendent  of  the  Albert  Shoe  Manu- 
facturing Company,  Redcliffe,  Alta,  recently  returned  from  a 
business  trip  east. 

Thomas  Connolly,  of  the  John  McPherson  Company. 
Limited,  Hamilton,  was  a  recent  visitor  in  Boston. 

P.  A.  Doig,  of  Fisk,  Limited,  Montreal,  paid  a  recent 
visit  to  the  Boston  leather  market. 

A.  Plean,  for  some  time  foreman  of  the  stock  room  of 
the  John  Ritchie  Company,  has  accepted  a  similar  position 
with  the  Louis  Gauthier  Company,  Montreal. 

James  Flett,  lasting  room  foreman  of  the  Perth  Shoe 
Company,  Perth,  Ontario,  has  resigned.  Mr.  Prince,  of  Mon- 
treal, has  been  appointed  to  the  vacant  position. 

H.  C.  Hatch  has  been  appointed  superintendent  in  charge 
of  the  factory  of  the  Scout  Shoe  Company.  Mr.  Hatch  was 
formerly  with  the  .Ames-Holden  Company  and  also  with  the 
G.  A.  Slater,  Limited,  and  more  recently  superintendent  of 
the  plant  of  John  Taylor  &  Company,  Halifax. 

The  Haml)urg  Felt  Boot  Factory,  New  Hamburg,  Ont., 
has  resumed  full  operations. 

J.  H.  Porter,  for  many  years  with  the  l\ol)ert  Simpson 
Company,  has  purchased  Ye  Booterye,  at  lilO  Yonge  Street, 
Toronto.    A  second  store  is  being  opened  at  1346  Queen 


Street  West.  The  stores  will  be  known  as  the  J.  H.  Porter 
Shoe  Stores. 

Mr.  Desborough  has  been  appointed  manager  of  the  turn 
department  of  the  J.  W.  Hewetson  Company,  Firampton. 
He  is  resigning  his  position  as  manager  of  the  making  room 
of  the  Berlin  Shoe  Manufacturing  Company,  fJerlin,  Ont. 

Harry  Watkins,  formerly  of  Rochester,  succeeds  Mr. 
Desborough  as  manager  of  the  making  room  of  the  Berlin 
.Shoe  Manufacturing  Company,  Berlin,  Ont. 

.'\rthur  Blackwell's  new  shoe  repairing  and  findings 
store  at  .'i8.'{  Woodbine  Avenue.  Toronto,  is  already  doing  a 
good  business. 

The  Parlour  Shoe  Store,  Montreal,  has  been  registered. 

G.  H.  Taylor  has  removed  from  Hamilton  to  Toronto. 
Mr.  Taylor  represents  the  Kingsbury  I-'ootwear  Company, 
Montreal,  in  Ontario. 

F.  W.  Laskey  has  succeeded  F.  E.  Greaney  as  the  Mari- 
time Province  representative  of  the  Star  Shoe  Company, 
Montreal. 

F.  W.  Hill  has  opened  a  new  shoe  store  in  Ottawa,  at 
1091  Bank  Street.    He  is  also  continuing  the  repair  business. 

John  Brotherton  is  preparing  to  remove  to  attractive 
new  quarters  at  578-580  Yonge  Street,  Toronto. 

N.  Oliver  has  been  appointed  assistant  in  the  shoe  repair 
trade  department  of  the  United  Shoe  Machinery  Company, 
Toronto.    Mr.  Oliver  was  formerly  with  Eli  Goldin,  Toronto. 

J.  Gordon  is  closing  his  store  in  Diamond  City,  Alta., 
and  will  resume  his  boot  and  shoe  and  men's  furnishing  busi- 
ness in  new  quarters  in  Bellevue,  Alta. 

J.  J.  Ambrose,  formerly  of  Geo.  G.  Gales  &  Company, 
has  accepted  a  position  as  window  dresser  in  the  firm  of  \V. 
H.  Scroggie,  Limited,  Montreal. 

J.  Harris,  formerly  of  Jas.  Linton  &  Company,  Montreal, 
has  been  appointed  manager  of  the  cutting  room  of  Jackson 
&  Savage,  Montreal. 

Wm.  Davidson  has  recently  entered  the  employ  of  C.  C. 
Begg,  shoe  dealer,  Collingwood.  He  formerly  held  positions 
with  the  Owl  Shoe  Store  and  the  White  Shoe  Company,  of 
Toronto. 

H.  C.  Keith  has  succeeded  Daniel  Toomey  as  foreman  of 
the  fitting  room  of  the  Hartt  Boot  and  Shoe  Company,  Fre- 
dericton,  N.B. 

T.  J.  Winn  has  been  appointed  foreman  of  the  cutting 
department  of  the  Blachford  Manufacturing  Company.  To- 
ronto. He  was  formerly  emiiloyed  by  the  Relindo  Shoe  Com- 
pany. 

Victor  Vaisey,  Toronto,  has  accepted  a  position  in  the 
Walk-over  Shoe  Store,  Montreal. 

New  machinery  installations  have  been  made  in  the  fac- 
tory of  Dufresne  &  Locke,  Maisonneuve. 

Harold  Pearson,  traveller  for  Ames-Holden-McCready. 
Limited,  has  been  laid  up  witli  typhoid  fever.  We  are  glad 
to  hear  that  he  is  recovering. 

J.  Degan  has  been  appointed  foreman  of  the  bottoming 
room  of  Jackson's  &  Savage,  Montreal.  Mr.  Degan  previous- 
ly held  the  same  position  with  James  Linton  &  Company, 
Montreal. 

A.  W.  Redden  &  Company,  dealers  in  boots  and  shoes  in 
Sydnei',  N.S.,  recently  suffered  loss  by  fire. 

It  is  reported  that  H.  S.  Massey  is  considering  the  pur- 
chase of  the  boot  and  shoe  store  of  J.  A.  Little,  in  Saska- 
toon, Sask. 

Arinand  Chenuz  recently  opened  a  store  in  Cranbrook, 
where  he  will  carry  on  a  shoemaking  business. 

W.  G.  Parsons,  of  C.  Parsons  &  Son,  Toronto,  has  been 
visiting  various  cities  in  the  Eastern  States. 

The  dry  goods  and  shoe  store  of  H.  Leff,  Port  .\rtlnir, 
Ont.,  recently  suffered  loss  by  fire. 

Geo.  H.  Grills  will,  in  future,  act  as  representative  in 
Eastern  Ontario  of  the  Star  Shoe  Company,  Montreal.  Mr. 
Grills  was  previously  a  salesman  of  J.  &  T.  Bell,  Montreal. 

The  Beaver  Tire  &  Rubber  Company,  Calgary.  .\lta.,  has 
been  formed;  capital  stock.  $550,000. 

J.  J.  Connor  recently  left  on  a  business  trip  to  the  Prairie 
Provinces,  for  McLaren  &  Dallas,  Toronto. 

W.  Northey.  Millbrook,  Ontario,  advertises  his  shoe 
business  for  sale. 

Hugh  Murray,  of  Murray's  Limited,  Calgary,  has  been 
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on  a  business  trip  in  Eastern  Canada  and  the  shoe  centres  of 
the  Eastern  States. 

R.  F.  Eadie,  secretary-treasurer  of  the  Rannard  Shoe 
Company,  Winnipeg,  Man.,  spent  a  lioliday  recently  in  his 
old  home  town,  Brampton. 

A.  R.  Rannard  has  resigned  his  position  on  the  Apprais- 
er's Staff  in  the  Winnipeg  Customs  Office,  to  associate  him- 
self with  the  Rannard  Shoe  Company,  Winnipeg,  Man. 

The  Scout  Shoe  Company,  Montreal,  have  recently  in- 
stalled some  new  machinery  in  their  factory. 

Mills  C.  Simpson,  of  the  Tom  Stedman  Shoe  Company, 
the  western  agents  of  the  Williams  Shoe  Company,  Bramp- 
ton, is  now  covering  Saskatchewan  and  Manitolaa. 

Amos  Cooper,  St.  Thomas,  Ont.,  will  continue  his  shoe 
repairing  business  in  a  new  store  which  he  has  opened  on 
Talbot  Street. 

C.  L.  Owens,  manager  of  the  Royal  Shoe  Store,  Toronto, 
lias  made  a  number  of  business  trips  to  Boston  recently. 

The  name  of  the  tirm  W.  A.  Marsh  Company,  Winnipeg, 
Man.,  will  shortly  be  changed  to  Congdon  &  Marsh,  Limited. 
A.  N.  Douglas,  formerly  of  H.  G.  Middleton  Company,  will 
be  secretary-treasurer  and  general  manager;  Mr.  Congdon 
will  be  president. 

The  Dominion  Leather  &  Shoe  Findings  Company  has 
lieen  registered  in  Montreal;  proprietors,  Solomon  a'nd 
Abraham  Ruckenstein. 

The  name  of  the  wholesale  boot  and  shoe  firm  of  Garside 
&  White,  Toronto,  has  been  changed  to  the  White  Shoe 
Company. 

F.  J.  Weston  &  Sons,  wholesale  boots  and  shoes,  10 
I'ront  Street  West,  Toronto,  have  removed  to  larger  offices 
at  51-53  Wellington  Street  West. 

The  new  shoe  factory  of  Clarke  Brothers,  St.  Stephen. 
N.B.,  has  been  destroyed  liy  fire.  The  factory  had  been  in 
operation  about  three  months  and  was  equipped  with  ma- 
chinery supplied  by  the  United  Shoe  Machinery  Company  of 
Canada  for  making  high  grade  women's  McKays,  the  capa- 
city being  about  500  pairs  per  day.  The  building  was  the 
property  of  the  town  and  was  leased  by  Clarke  Brothers. 
The  firm  had  a  large  number  of  orders  in  hand.  In  addi- 
tion to  the  great  damage  to  the  machinery,  large  quantities 
of  leather  and  many  pairs  of  shoes  were  destroyed.  The  ma- 
chinerj',  building,  etc.,  were  insured.  It  is  probable  that  the 
factory  will  be  rebuilt. 

The  Hamilton  Shoe  h'actory  in  Sherbrooke,  Que.,  is  now 
completed.  The  machinery  will  be  installed  shortly,  and  Mr. 
Hamilton  expects  that  they  will  be  manufacturing  shoes 
within  a  few  weeks. 

The  Canadian  Consolidated  Rubber  Company  has  de- 
monstrated the  satisfactory  condition  of  business  in  their 
line,  by  declaring  the  regular  dividends  payable  October  1st 
on  both  the  preferred  and  common  stock  of  the  company. 
The  total  disbursement  amounted  to  $62,384. 

Letters  patent  have  been  issued  to  the  New  York  Sal- 
vage Companj',  Limited,  for  the  purpose  of  carrying  on  the 
business  of  wholesale  and  retail  merchants,  including  boots 
and  shoes;  head  office,  Winnipeg,  Man. 

The  Canada  Gazette  contains  an  announcement  that  the 
name  of  the  O.  B.  Shoe  Company,  Limited,  has  been  chang- 
ed to  the  Drummond  Shoe,  Limited. 

The  employees  of  the  Tetrault  Shoe  Manufacturing  Com- 
pany, Montreal,  contributed  ,$443.50  in  one  day  to  the  Cana- 
dian Patriotic  Fund. 

A  Walk-Over  Boot  Shop  will  soon  be  opened  in  the 
liandsome  new  building  which  is  now  in  course  of  construc- 
tion, at  290  Yonge  Street,  opposite  Wilton  Avenue.  The  firm 
claim  that  this  store,  when  finished,  will  be  the  most  com- 
plete shoe  store  in  Canada.  The  exact  opening  date  will 
l)c  announced  later. 

Ames-Holden-McCready  and  Tetrault  Shoe  Com- 
panies, Montreal,  have  received  repeat  orders  for  army  shoes 
from  the  Canadian  Government.  We  understand  the  addi- 
tional order  amounts  to  approximately  25,000  pairs. 

E.  W.  C.  Honen,  superintendent  of  the  James  Muir  Com- 
pany, Maisonneuve,  has  severed  his  connectioin  with  that 
company. 

A  new  interior  and  front  have  been  installed  in  the  shoe 
store  of  Rowland  Hill,  shoe  retailer,  189  Dundas  Street,  Lon- 
don. The  work  was  installed  by  the  Kawneer  Manufacturing 
Company.    A  parcel  carrying  system  has  also  been  installed 
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in  the  new  store  by  the  Gipe,  Hazard  Store  Service  Company, 
Toronto. 

The  American  Footwear  Company  will  build  a  new  fac- 
tory in  Hamilton  and  employ  100  hands.  The  estimated  cost 
is  $40,000. 

Mr.  Sharrock,  packing  room  foreman,  and  Mr.  R.  Mason 
n  charge  of  the  finishing  department,  of  the  Perth  Shoe 
Company,  Perth.  Ontario,  and  Mr.  E.  Walker,  in  charge  of 
the  welt  department  and  making  room  of  the  same  company, 
have  resigned. 

H.  B.  Dorson,  cutting  and  fitting  room  foreman  for  the 
John  McPhe  rson  Shoe  Company,  Hamilton,  Ontario,  has  re- 
signed and  accepted  a  position  with  the  Gray  Shoe  Company, 
Syracuse,  N.Y. 

Mr.  A.  Martin,  who  represents  Ant.  Bonin,  907  Cartier 
Street,  Montreal,  has  a  wide  connection  in  the  province  of 
Quebec,  particularly  in  the  French-Canadian  districts.  He 
carries  for  Mr.  Bonin  men's,  youths',  and  boys'  McKays, 
and  women's,  misses',  children's,  and  infants'  footwear. 
The  Bonin  brands  are  the  "Comfortable"  in  men's,  youths' 


Mr.  A.  Martin 


and  l5oys'  to  retail  at  $3.50,  and  the  "Canadian"  in  women's 
to  retail  at  $3.00.  Mr.  Martin  has  also  represented  in  the 
province  of  Quebec  for  over  twenty  years  the  Tetrault  Shoe 
Manufacturing  Company.  Montreal.  This  is  for  Goodyear 
welts.  A  third  line  carried  by  Mr.  Martin  is  the  "Gracia,"  a 
women's  McKay  made  in  Berlin,  Ont. 

The  Johansen  Brothers  Shoe  Company,  of  San  Fran- 
cisco, has  been  registered  under  the  Companies  Act.  and  is 
authorized  to  carry  on  business  in  the  province  of  British 
Columbia.  The  head  office  of  the  company  will  be  situated 
at  107  Union  Bank  Building,  Victoria. 

L.  Ballard  has  resigned  his  position  with  Ames-Holden- 
McCready,  Limited,  Montreal,  and  is  now  with  the  Pingree 
Shoe  Company,  Detroit,  in  charge  of  the  lasting  and  making 
departments. 

Burt  Cota  has  accepted  a  position  with  Ames-Holden- 
McCready,  Limited,  Montreal,  as  foreman  of  the  welt  and 
turn  lasting  departments. 

Montreal  firms  connected  with  the  boot  and  shoe  and 
ru])ber  industries  were  liberal  contributers  to  the  Canadian 
Patriotic  Fund.  The  following  are  among  the  larger  dona- 
tions: Ames-Holden-McCready.  Limited,  $2,500;  employes  of 
the  same  company,  $1,500;  employees  of  the  Canadian  Con- 
solidated Rul)ber  Company,  Limited,  and  associated  com- 
panies, $4,283  (a  day's  pay,  contributed  by  the  entire  Domin- 
ion Rubl)er  System);  G.  A.  Slater,  Limited,  $1,500;  Dufresne 
&  Locke,  $1,000;  Paul  Galibert,  $1,000;  Kingsbury  Footwear 
Company,  $1,000;  Anglo-Canadian  Leather  Company,  $1,000. 
Mr.  James  Robinson  donated  a  60  horse-power  automobile 
to  be  employed  in  the  service  of  the  country.  The  offer  was 
made  to  the  Minister  of  Militia,  who  expressed  his  pleasure 
at  the  gift,  and  asked  that  it  be  handed  over  for  shipment 
direct  to  England. 
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General  Store  News  of  Western  Canada 

Where  the  Shoe  Manufacturer  May  Find  a  Customer 


Quebec 

La  Compagnie  Simon  Tremhlay  &  Fils,  Tnc,  Joncquieres, 
have  ol)tained  a  charter. 

Phileas  Parent,  general  storekeeper  in  P)eauport,  died 
recently. 

H.  E.  Langlois  has  been  registered  as  general  store- 
keeper in  Montreal;  Mrs.  Hector  Langlois,  proprietor. 

J.  H.  Hurling  has  lieen  registered  as  general  storekeeper 
in  Montreal. 

The  Eastern  Townships  Distributing  Company,  Cowans- 
ville,  have  been  registered.  They  will  carry  on  a  general 
■store  business. 

The  Rainbow  General  Store  has  been  registered  in  East 
Angus,  Henry  A.  Beaudoin  manager. 

Gouin  &  Bedard,  owners  of  a  general  store  in  Tingwick, 
have  dissolved  partnershij). 

Manitoba 

The  general  store  of  A.  R.  McPherson  &  Company,  Dur- 
ban, has  been  purchased  by  Shaw  &  Sons. 

The  Elgin  Cash  Trading  Company  have  succeeded  to 
the  general  store  business  of  the  Smith  Trading  Company, 
Elgin. 

The  general  store  of  Aaron  &  Feinstein  in  Kelloe  was 
recently  destroyed  by  fire. 

Nelson  Mabee  has  succeeded  to  the  general  store  busi- 
ness of  Martha  J.  Hutton,  Grandview. 

Saskatchewan 

Valentine  &  Kerr  have  succeeded  to  the  general  store 
business  of  J.  A.  Valentine,  Lawson. 


The  Woodrow  Trading  Company  have  purchased  the 
general  store  of  Froehlick  McLaughlin  &  Company,  Wood- 
row. 

The  general  store  of  A.  Wedin  &  Co.  in  Midal  recently 
suffered  loss  by  fire. 

G.  T.  Yeates  has  succeeded  to  the  general  store  business 
of  D.  R.  Parsons,  Palmer. 

The  Estate  of  A.  G.  Parker  have  sold  the  stock  of  their 
general  store  in  Hafford  to  B.  Allman. 

D.  Barish  has  purchased  the  stock  of  the  general  store 
of  the  Estate  of  Lebovitch  &  Shapiro,  in  Morse. 

The  Estate  of  J.  Chivers  have  sold  the  stock  of  their 
general  store  in  Vonda. 

VV.  A.  S.  McGrath  has  succeeded  to  the  general  store  of 
W.  G.  McCrindle  in  Foam  Lake. 

The  Adams  General  Store  in  Fenton  has  discontinued 
business. 

Mrs.  J.  F.  Diemert,  owner  of  a  general  store  in  Pangman, 
has  sold  out  to  Stewart  Bros. 

Nova  Scotia 

Kelouf  &  Company  have  been  registered  in  Florence, 
Frank  &  Michael  Kelouf  proprietors.  They  will  carry  on  a 
general  store  business. 

British  Columbia 

S.  Witton,  manager  of  a  general  store  in  Murrayville, 
has  sold  out  his  Langley  Prairie  branch  to  A.  C.  McXabb. 

New  Brunswick 

Co-partnership  has  been  registered  between  John  V. 
Johnston  and  H.  G.  Kitchen,  who  will  carry  on  a  general 
store  business  in  Fredericton. 


Make  the  stock  on  hand  go 
as  far  as  possible.  Back 
all  the  Scraps  which  the 
Boys  in  the  Cutting  Room 
now  throw  on  the  floor. 
Back  all  Flanks  and  Bellies. 


Lack  of  Leather 

Will  Force  Up  Prices  of  Upper  Leather  and  Shoes 


forcing  Cloth  will  turn  into 
profit,  much  Leather  now 
going  to  waste. 
Make  the  Boys  acquire  the 
habit  of  saving  now  ;  they 
will  retain  it  long  after  the 
Create  a  source  of  supply,  from  your  old  fV aste  Bags,     present  troubles  have  passed. 

Plump-Back-Reinforce  all  thin  light  Upper  Leathers.  Free  samples  if  you  write  us  :  it  is  as  easy  to  Back 
Use  every  Scrap.  Leather  as  it  is  to  Iron  a  Pocket  Handkerchief.  We 

Our  Soft,  Easy  Stick,  Acme  Plumping  -Backing-Re-In-    make  all  grades,  at  all  prices,  from  the  cheapest  up. 


304-310  E.  22nd  St. 
New  York  Citv 


Peters  Manufacturing  Co. 


Backing  Specialisis~j  Generations 


43-53Lincoln  St. 
Boston,  Mass. 


Cheaper 
^  Satisfaction 


All  Leather 


Your  customer's 
customer  will  pay 
less  for  more  satis- 
faction if  you  put 
Guay  All-Leather 
Counters  in  your 
shoes.    It  pays. 


Prices  and  Samples  on  Application. 


EUGENE  GUAY, 


230  St.  Marguerite  Street 
MONTREAL 


We  also  make  Union,  Standard  and  Leather  Board  Counters. 
TORONTO  REPRESENT ATIVE-638  Shaw  St. 


Fuss  a  little  with  your  "Mother's  Trade".  It  w  ill 
pay.    "Soco»y"  shoes  make  it  easy  and  profitable. 

HURLBUT  C=L, 


PREETON  CANADA 
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Seasonable  Shoes 


In  Stock 

Now  Ready  for  Immediate  Delivery 

Write  for  descriptive  circular  of  styles  in  stock 

P.  J.  Harney  Shoe  Company 

Lynn,  Mass.,  U.  S.  A. 


GOODYEAR  WELT 
BOOTS 

At  $2.35 


Canadian  Dealers  can  make 
a  LONG  PROFIT  with 
these  goods. 


Manufacturers  of  Women's  High  Grade  Shoes  at  Medium  Prices. 


P.  J.  HARNEY  SHOE  COMPANY, 


LYNN, 


MASS.,  U.  S.  A. 
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Prices  from  50c  to  $2.50  per  pair  including  strap. 
Ask  for  samples. 

Manufactured  by 


M.  B.  Martine,  Inc. 


LaValier 

Shoe 
Ornaments 

are  specially  desig^ned  for 
the  converting  of  any  pump 
or  slipper  into  a  La  Valier 
Shoe,  the  most  up-to-date 
slipper  on  the  market. 


New  York  City 


tMAC  MIW 

pea.  w.  0'  *o* 


Shoe  Laces 

in  Cotton,  Mercerized  or  Silk  carried  in  stock.  Blind  eyelet  or  tubular.  From  50  cents 
per  gross  up. 

Satin  Slipper  Dyes 

will  enable  you  to  do  a  larger  business  with  a  smaller  stock  by  dyeing  white  slippers  any 
shade  desired.    Ask  for  color  card.    Price  $3.00  per  dozen  4  oz.  bottles. 

Also  Black  Dye  for  Dyeing  Tan  Shoes 

Six  dollars  per  gallon.  Suede  Dressing  Liquid  $2.00  per  doz.  French  Bronze  for  bronz- 
ing kid  shoes  $2.00  per  doz. 

Manufactured  by 

THE  CALIFORNIA  LEATHER  DRESSING  CO.,  San  Francisco,  California 


I  also  have  in  stock  ready  to  ship  Shoe  Dressing  of  all  kinds,  Buttons, 
Button  Fasteners,  Bow  Fasteners,  Tools  of  all  description  for  fasten- 
ing the  above.  Shoe  Hooks,  Power  Hook  Setting  Machines,  etc. 

All  goods  carried  in  stock  ready  to  Ship, 


G.  J.  TRUDEAU, 


365  Ontario  St.,  East 
MONTREAL 
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Eclipse  Shoes 

for 

Misses  and  Children 


Do  you  realize  a  saving  of  over  six  cents  per  pair 
in  one  year  on  your  children's  trade  would  more 
than  cover  your  coal  bill  ? 
Our  new  system  of  sizes  reduces  your  purchase  price 

  five  per  cent.    Ask  our  travellers  to  demonstrate 

this  feature  to  you. 

Although  Matt  Calf  Tops  have  been  eliminated  from  all  other  high  grade  lines  yet  you  will  find  no 
substitutes  in  our  range.    Protect  yourself  against  inferior  materials  by  handling  Eclipse  goods. 

Prices  Same  as  Last  Season 
If  our  travellers  have  not  called  wait  for  them  and  try  heating  your  store  at  our  expense. 


W.  T.  FORSYTHE 


R.  M.  FORSYTHE 


W  J  ALLEN 


Three  Stores  FORSYTHE^S  Three  Stores 

OENERAU  DRY  OOODB.  BOOTS  and  SHOES.  ETC. 

FORSYTHE  &  At-I-EN  FORSYTHE  BROS. 

W     T     F"  Q  R  S  Y  T  H  E 

l«B  KK.V1N  STHKIT  ■  .  w        =  .    .  n  ^  887  OSOOBNl!  STBCirr 

167  Osborne  Strect 
(deplt  10  abovi  aoobcsli 


The  above  is  one  of  the  many  unsolicited  testimonials  received  from  satisfied  customers. 


Gait  Shoe  Mfg.  Company,  Limited    Gait,  Ontario 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 


If  there  is  anything 
you  want,  write  us 


United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 
Toronto  Quebec 
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STILL  LEADERS 


Each  successive  season  sees  the  superiority  of  "KANT  KRACK," 
"DAINTY  MODE,"  "ROYAL"  and  "BULLDOG"  Rubbers 
more  strongly  emphasized. 

They  are  leaders  in  their  respective  classes  and  a  SMr^  source  of  profit 
to  the  dealers  who  handle  them.  All  shapes  and  sizes  carried  in 
stock  by  the  under-mentioned  agents.  Your  orders  to  any  of  them 
will  receive  prompt  and  careful  attention. 

Next  Season's  Tennis  Samples 

are  now  ready  for  your  inspection.     It  will  pay  you  to  look  ihem  over 
before  placing  your  orders  for  next  season. 

The  Independent  Rubber  Co. 


Merritton,  Ont. 


INDEPENDENT  RUBBER  CO.  BRANDS 
ARE  SOLD  BY 

The  Amherst  Boot  &  Shoe  Co.,  Limited,    Amherst,  N.  S. 

The  Amherst  Central  Shoe  Co.,  Regina,  Sask. 

The  A.  W.  Ault  Co.,  Limited  -          Ottawa,  Ont. 

White  Shoe  Co.         -        -  .            Toronto,  Ont. 

Kilgour,  Rimer  &  Co.,  Limited,  Winnipeg,  Man. 

The  J.  Leckie  Co.,  Limited,  Vancouver,  B.  C. 

The  London  Shoe  Co.,         -  -          London,  Ont. 

McLaren  &  Dallas,          -        -  -       Toronto,  Ont. 

James  Robinson,          -      -  -         Montreal,  Que. 


Limited 
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Our  Plant  is  Still  Running 


and  our  employees  still  busy  producing 


J^*  SHOE 


Spring  samples  are  now  being  shown  and'  we  are 
ready  to  fill  orders  without  delay. 


The  famous 
solid  leather 
shoe  for 
men. 


Worn  by  the 
business  man 
in  the  East 
and  the 
farmer  and 
miner  out 
west. 


A**  limited 

BERLIN.ONT. 


The  Shoeman 


This  Trade  Mark  represents  the 
cleanest,  handsomest,  most-useful-to- 
the-dealer-and-clerk  shoe  journal  in  the 
United  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  shoe  salesman  who  asks  us 
for  a  specimen  copy  will  find  at  least  two 
big  useful  features  they  won't  find  else- 
where— send  in  for  a  copy  and  find  out 
what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request 

Published  by 

The  Arthur  L.  Evans  Co. 

183  Essex  St.,  Boston,  Mass.,  U.S.A.  '"'^ 


Your  Staple  Lines 

Are  they  shoes  of  real  merit  that  will  ^and 
up  to  rough  and  heavy  service  ? 

Can  you  show  a  cu^omer  a  variety  of  ^yles 
and  quote  him  a  price  below  that  of  your 
competitor  ? 


^ock 


"YAMASKA" 


your  answer  is  yes. 

Yamaska  is  a  brand  of 
many  years  landing. 


Get  our  prices 

J.  A.  &  M.  Cote 

St.  Hyacinthe 

Quebec 


For  $1.50  per  year  we  will  mail  you  free  the 
journal : — 

THE  SHOE  MANUFACTURERS' 
MONTHLY  (2  -), 

and  the  directory  : — 

THE  SHOEMAN'S  GUIDE  (3  6). 

Both  are  concerned  with  the  British  Wholesale 
trade.  (Exports  of  footwear  1913  over  twenty 
million  dollars.) 

The  "  Monthly "  does  not  advertise  boots  and 
shoes,  but  machinery  and  materials  only.  Will 
keep  you  posted  on  what  is  going  on  in  Great 
Britain,  the  World's  open  market. 

The  Guide  tells  you  what  the  thousand  British 
manufacturers  produce.  Also  gives  facts  as  to 
makers  of  leather,  machinery,  inks,  stains,  mer- 
cery, findings,  etc. 

The  Halford  Publishing  Co.,  Ltd. 

26  Corridor  Chambers 
LEICESTER,  ENGLAND 
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Footwear 
Warehouse 

5  Floors  To  Let 
Adelaide  St.  W. 
Toronto 

This  warehouse  building  is  the 
most  attractive  in  the  city. 

It  is    well    situated    for  foot- 
wear or  finding-  stocks. 

Special  Features 

Centrally   located  at  Adelaide 

and  Charlotte  Streets. 
Light  on  four  sides 
Passenger  and  freight  elevator 
Vaults 

Low  insurance 

One  block  from  four  car  lines 
Floor  area,  6,300  sq.  feet,  each 
floor. 

For  further  particulars  ask 

Hugh  C.  Maclean^  Limited 

347  Adelaide  St.  West,  Toronto 

Phone  Adelaide  2700 


Big  Sellers  for  the 
Holidays 

Two  Splendid  Specials 

They  will  help  to  make  your  shoe  department 
busier  than  usual  during  the  holidays. 

Will  also  sell  in  leather  goods,  and  fancy  goods 
sections — in  fad,  anywhere  your  cu^omers  will  see 
them  opened  up. 

The  "Footgluv"  is  for  everybody,  every- 
where— Men,  Women  and  Children 
For  Home  and  Travel 


Of  soft  calf,  kid,  morocco,  satin  and  silk — all  colors ;  for 
men  and  women,  with  carrying  cases  of  the  same  color 
and  material. 

Four  grades,  $12,  $18,  $24,  $27  per  dozen 
Retail  at  $1.50,  $2.50,  $3.50  and  $4.00 


"Mary  Jane  Footgluv" 

made  of  soft  kid,  morocco  and  embossed  leathers,  in  all 
colors,  without  carrying  case,  at  $18  per  dozen — retail 

at  $2.50. 

"  Footgluvs "  offer  you  distinctive  goods  to  sell 
PROFIT  50%  to  75% 

Write  for  Samples 

The  Sultana  Mfg.  Co. 

313-319  Findlay  St.,  Cincinnati,  Ohio 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Aiid  &  Soil    25 

Alircns  Company,  Chas.  A   Hn 

AiiH-rican  -  liritish  -  Canadian  nistri- 

l)Utcr,s    35 

Anu-s-I  lolik'n-McCrcady    19 

Arni.strong,  VV.  D   TO 

I!.  I\.  l\ul)l)cr  Company    7:', 

l>rockton  Heel  Company   06 

Hoot  and  Shoe  Workers'  Union  . .  .  01 

Canadian  Consolidated  Rubber  Co.  26-72 

Clarke  &  Company,  A.  R   76 

(!ook-Kitzgerald  Company   ^ 

Corbeil,   Limited    30-21 

Cote,  J.  A.  &  M   60 

Commereial   (57 

Coon  Company,  W.  B   17 

Champion  Shoe  Maehinery  Co   6!) 

Dominion  Die  Company   67 

Dupont  &  Frere   74 

Ebbert  Shoe  Co.,  John   23 

Essex  Rubber  Company    8 

Evans  Company,  Arthur  L   00 


I'iseiier  Mf^^.  Coinpany    74 

Iwirluna  Machine  Co   74 

(jail  Shoe   IVIf^-  Company    .")7 

Getty  &  Scott   12-l.j 

Quay,  Eugene   54 

llalford  i'uidisliiuK  Co   60 

Harney  Shoe  Company.  I'.  J   55 

I  hu  lhnt  Company   54 

Ideal  Shoe  Company   66 

Independent  Box  Toe  Co   66 

Independent  Rubber  Company   ....  59 

Kawneer  Mf^.  Company   5 

JCeith  Company,  Geo.  E   24 

Kent  &  Smith   9 

Lambert,  Alfred   16 

Lamontagne,  Racine  &  Co   66 

Milbradt  Mfg.  Company   66 

Montreal  Box  Toe  Co   67 

Minister  Myles  Shoe  Co   22 

Miner  Rubber  Company   1 

Murray  Shoe  Company    15 

McLaren  &  Dallas   18 


N'ugget  Polish  Company   6^ 

Oberholtzer,  G.  V   '.4 

Panther   Rubber   Company    2 

Peters  Mfg.  Company   54 

Progressive  Shoe  Machinery  Co.  ...  !» 

Ramsdell  Eng.  Co   66 

Reliance  Shoe  Co   6;; 

Rice  &  Hutchins   11 

Robinson,  Jas   6-7 

Rolland,  A.  B   70 

SlK^eman   oo 

Sisman  Shoe  Company.  T   70 

Sullana   Mfg.   Company    61 

Tebbutt  Shoe  &  Leather  Co   10 

Trudeau,  G.  J   56 

L'nited  Shoe  Machinery  Co.  58-65-71-75 

United  States  Hotel   70 

Walpole  Rubber  Co   67 

Whittemore  Bros   62 

Williams  Shoe  Co   4 

Wright  &  Company,  E.  T   14 


Finest 
Quality 


Whittemore's  Shoe.Polishe& 

The  Oldest  and  Largest  Manufacturers  of  Shoe  Dressings  in  the  World. 


Largest 
Variety 


DRESSING 


SOFTENS 
PRESERVES  I 
LEATHER  I 

—RESTORES' 

COLOR 
LUSTRI 


"GILT  EDGE" 

The  only  black  dressing 
for  ladies'  and  children's 
shoes  that  positively  con- 
tains OIL.  Softens  and 
preserves.  Imparts  a  beaut- 
iful black  lustre.  LARG- 
EST QUANTITY.  FIN- 
EST QUALITY.  Its  use 
saves  time,  labor  and 
brushes,  as  it  Shines  with- 
out brushing.  Sponge  in 
every  bottle  so  Always 
Ready  for  Use. 

Also  for 
gents'  kid, 
kangaroo, 
etc. 
25c  size. 


ROYAL  GLOSS 

For  Ladies'  and  Child- 
ren's Black  Shoes. 

Restores  the  color  and 
lustre  to  all  faded  or  worn 
black  shoes,  softens  and 
preserves  the  leather.  Ap- 
ply with  sponge  attached 
to  cork.  Always  ready 
for  use.  Shines  without 
brushing. 

10c  size. 


If  You  Have 
Never  Sold 

shoe  polishes  you  should  at 
lea^  give  them  a  trial. 
You  will  make  no  mistake 
in  doing  this  because  it  is 
the  almost  universal  ex- 
perience of  grocers  and 
general  merchants  that  they 
sell  readily  and  quickly.  A 
counter  display  alone  will 
sell  large  quantities. 

Ask  Your  Jobber's 
Salesman  About  This 


"ELITE  BLACK 
COMBINATION" 

The  only  polish  endor- 
sed by  the  manufacturers 
of  Box  Calf  leathers. 

Contains  oil  and  posi- 
tively nourishes  and  pre- 
serves leather  and  makes 
it  wear  longer.  Blacks 
and  polishes.  Cover  re- 
mover attached  to  each 
box. 

10  &  25c.  sizes. 


"OIL  PASTE" 

For  ALL  kinds  of 
Black  Shoes 

Blacks,  Polishes  and 
Preserves.  Contains 
no  acid  to  injure  the 
leather.  Will  polish 
Wet  or  Oily  shoes. 
Boxes  open  with  a  key 
(see  cutl. 

Also  tan  oil  paste. 
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Spring  1915 

Announcement 

To  Our  Customers  Old  and  New 

Our  spring  samples  of  boys'  and  youths'  fine  and  medium 
McKays,  the  "Canadian  Boy"  brand,  are  on  the  road.  They 
are  the  best  and  most  complete  line  we  have  ever  sent  out,  and 
we  have  every  confidence  that  they  will  meet  with  your  instant 
approval. 

Smart,  stylish,  up-to-date  goods  in  all  leathers,  on  snappy  lasts 
that  sell  easily  and  repeatedly,  giving  you  a  good  margin  of 
profit,  and  ensuring  you  the  boys'  trade  of  your  locality. 

"Canadian  Boys"  sell  well,  look  well  and  wear  well.  Make 
sure  of  them  for  your  spring  opening. 

Made  and  Sold  Only  by 


The  Reliance  Shoe  Co.,  Ltd 

Toronto 
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The  Union  Stamp 

ALWAYS  A  SELLING  FACTOR 

Thousands  upon  Thousands  of  dollars  are  spent  for 
footwear  each  season  by  Union  Labor.  The  bulk  of 
this  is  going  into  the  coffers  of  stores  handling 
Union  Made  shoes  because  the  Union  Worker 
insists  upon  Union  Made  goods. 

Union  men  and  their  families  look  upon  the  Union 
Stamp  as  a  means  of  protection  in  purchasing  foot- 
wear. To  them  it  signifies  good  workmanship,  good 
conditions,  honest  goods,  and  honest  prices. 

From  now  on  be  sure  you  get  shoes  bearing  the 
stamp  of  the  Boot  and  Shoe  Worker's  Union — it  has 
a  selling  value  that  cannot  be  overlooked  in  your 
efforts  to  secure  additonal  customers  and  profits. 


Boot  and  Shoe  Worker's  Union 

«  Affilialeil  with  American  Federation  of  Labor 

246  Summer  Street 
BOSTON,  MASSACHUSETTS 

JOHN  F.  TOBIN  CHAS.  L.  BAINE 

General  Proident  General  Sec.  Treasurer 
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YOUR 


GUARANTEE 
FOR  QUAUTY 


United  Shoe  Machinery  Company  of  Canada 

Toronto  Montreal,  Que.  Quebec 
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want  to  m  for  CASH  4\ 
the  PIECED  HEEt  mCK  y^iu 

BRoexTON  Heei 
Company 

BROCKTON,  MASS. 


It  Pays  to 
Have  an 
Attractive 
Store 


A  System  of  the 
Milbradt  Rolling  Step 
Ladders  will  pay  for 
themselves  in  a  short 
time  by  enabling  you  to 
wait  on  more  trade,  save 
the  wear  and  tear  on 
your  fixtures  and  goods, 
as  well  as  bring  the 
appearance  of  your  store 
up-to-date.  Write  for 
catalogue  which  shows 
various  styles  of  ladders 
we  manufacture. 


Milbradt  Mfg.  Co, 

2410  N.  10th  Street 
ST.  LOUIS,  MO. 


COUNTERS  and  BOX  TOES 

We  manufacture  all  kinds  of  Union  and  Leather  Counters, 
Leather  Box-Toes. 


Let  us  submit  samples  of 
these.  A  test  will  convince 
you  of  the  value  of  our  coun- 
ters for  your  shoes. 


Lamontagne,  Racine  &  Co. 

115  Arago  St.,  Quebec 


TORONTO  Hep. 
R.  Lewis,  21  Scott  St. 


MONTREAL  Rep. 
V.  Champigny,  1276  Ontario  St. 


HEELS 

That  will 
not  check 


All  grades,  denomin- 
ations anfl  heifjlil  s  a 
full  line. 

BOX  TOES  THAT 

COME  ALIKE 

made  in  leather,  split, 
combination  leather, 
canvas  and  felt. 


INDEPENDENT  BOX  TOE  CO. 

102  Christophe  Colomb  Street,  Mcntr«al 


Ideal  Shoes 

For  1915 

We  have  concentrated  all  our  efforts 
to  produce  a  line  of  Misses',  Children's, 
Youth's,  and  Lad's  High  Grade  Shoes  in 
Patent,  Gun  Metal,  Box  Calf  and  Dongola 
at  popular  prices. 

Make  sure  of  seeing  this  line  before 
placing  your  Spring  order.  Our  represent- 
ative will  soon  call  on  you  with  a  full  range 
of  samples. 

The  Ideal  Shoe  is  Bench-made.  No 
cut  off  tips  used. 

Look  for  the  "Ideal"  brand. 

The  Ideal  Shoe  Co. 

Limited 
ELMIRA,  ONTARIO 


NEW  CUTS 

Halftone  $1.00 
Outline  50c. 

Send  for  our  new  sheet 
of  cuts  for  catalog  and 
newspaper  use. 

Ramsdell  Eng.  Co. 

Exchange  St. 

Rochester,  N.Y. 
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CATS  PAW 

CUSHION 

RUBBBR  HEELS 


Cat's  Paw  Rubber 
Heels  are  known  every- 
where for  their  excel- 
lent wearing  qualities. 
Our  patent  canvas  fric- 
tion plug  positively  pre- 
vents slipping  without 
affecting  the  buoyancy 
of  the  rubber. 

For  tale  by  all  leading 
jobbers  throughout 
Canada 


Walpole  Rubber  Co.,  Limited 

8  McGill  College  Avenue,  MONTREAL 


Dominion  Die  Co. 


MANUFACTURERS  OF 


Gutting*  Dies 

of   Every  Description 


For  Cutting 

Leather,    Rubber,  Paper 
Cloth,  Etc. 

ALL  WORK  WARRANTED 

321  Aird  Ave.,  Montreal 


TOES 

High  grade  box  toes  for  Goodyear 
work 

Also  combination  toes  of  all  kinds 

Men's,  Boys'  and  Women's  Heels 
All  Grades 


Wrile  for  Prices 


The  Montreal  Box  Toe  Co, 

321  Aird  Ave.,  Montreal 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a  Batisfactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 


The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  villagre,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Evcrj  General  Merchant  sells  boots  and  shoes — there  are  no 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer. 


K*0WU.Wf  r)NANaAl.,CCWIUU:JAL  SL 

Over  29  years  in  its  field 

"CANADA'S    GREA  TEST  TRA  DE    PA  PER. ' ' 

bsued  every  Saturday  Morning  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reachmg  the  General 
Merchants  in  alt  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean 

Get  a  sample,  and  advertising;  rates,  of  "That 
Western  Paper  that  brings  results," — "THE 
COMMERCIAL" 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng 
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War 

In  spite  of  the  difficulty  of  obtaining 
raw  material  and  the  increased  cost 
of  same,  there  will  be 

No  Increase  In  Price 

and  no 

Decrease  In  Quality 

of 

"Nugget"  Shoe  Polish 


The  Polish  that  is  advertised  and  sold 
all  over  the  British  Empire 


9-11-13  Davenport  Road  :  :  :  TORONTO,  ONT. 
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CHAMPION  SHOE  and  REPAIR  MACHINERY 

The  Largest  and 
Most  Complete  Line 
in  the  Market 

When  you  get  ready  to  equip  yourself  with  shoe  repair 
machinery,  bear  two  important  features  in  mind  —  Work- 
ing Efficiency  and  Selling  Conditions  under  which  you 
can  equip  yourself  with  the  machinery  you  want. 

Champion  Standard  Straight  Needle 
and  Awl  Shoe  Stitcher 

is  expressly  designed  for  the  repair  shop — It  has  working 
features  such  as  no  other  machine  in  the  market.  You 
don't  have  to  trim  down  a  sole  in  advance  and  then 
stitch  it.  That's  one  big  feature  on  this  stitcher.  It 
saves  time  and  that's  what  counts. 

Champion  Ideal  Stitchers 

Especially  designed  for  new  custom  work  and  for  repairing.  This  machine  has  ihe 
proper  radius  on  needle  and  awl,  and  a  large  stitching  range,  consequently  every  claSS 
of  work  can  be  properly  taken  care  of  —from  the  heaviest  to  the  finest. 


Champion  Standard  Straight 
Needle  Shoe  Stitcher. 


Champion  Ideal  Model  Curved  Needle 
and  Awl  Shoe  Stitcher. 


Champion  No.  .35  Shoe  Repair  Outfit. 


Champion 
Shoe 
Repair 
Outfits 

are  equipped 
with  the  best 
and  most  com- 
plete equipment 
on  both  scour- 
ing and  burn- 
ishing shafts. 


Champion  Power  Loose  Nailers  and  Power  Metallic  Fastener 
or  String  Nailing  Machines 

Profitable  and  indispensable  in  the  repair  shop.  Soles  are  waterproof  when  nailed  on  properly — 
Both  these  machines  will  take  care  of  a  great  deal  of  trade,  that  maybe  you  now  let  go  by. 

Champion  Combination  Harness  and  Shoe  Stitchers 

are  just  the  machines  for  that  shop  where  har- 
ness is  stitched  and  shoe  repairing  work  is  done. 

CHAMPION  Machines  are  not  sold  on  roy- 
alty—They are  sold  outright,  for  cash, 
or  on  titne  payments. 


Champion  Shoe  Machinery  Co. 


Please  send  me  particulars  on. 


Name. 


Address. 


Write  us  for  catalogue,  prices  and  terms. 


Champion  Metallic  Fastener 
Machine  or  String  Nailer. 
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3727-3741  Forest  Park  Blvd.,  St.  Louis,  Mo.,  U.S.A. 
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V.D.T\RMSTROT\l(j 


ENGRAVEROF  FINE  STEEL  STAMPS  &.DIES 

230,c,'^>fJES^MONTREAL.PHo/v-.  675 
|CR^^^c^^rP)  Q  QUE,  c)  c^i^^  /Wain 

MY  STAMPS  A RE'UP TO  date"  IN  DESIGN 
&  ADD  AM  ARTISTIC  FINISH  TO  VOUR  SHOES 
•  WHICH  WILL  INCREASE  YOUR  SALES- 


Children's  Shoes 

good  turn  sewed  shoes. 


JOBBERS, 

LARGE  DEALERS' 

trade  solicited, samples  made  to 
order,  write  the  manufacturer. 

A.  B.  RoUand 


Montreal 


Everyday^*  Shoes 

the  famous  solid  leather  shoe  for  men 

The  war  of  business  supremacy  is  being  waged  day  in  and  day  out  in 
every  branch  of  commerce,  and  nowhere  in  the  trade  field  is  the  fight 
keener  than  among  j-hoe  retailers. 

You  may  have  to  battle  against  strong  competition ;  your  competitors 
may  have  the  advantage  of  location,  they  may  be  superior  in  number 
of  salesmen  and  their  general  equipment  may  be  of  the  most  modern 
type,  but  


Everyday^^  Shoes 


constitute  a  fighting  unit  that  will  outweigh  all  these  advantages 
and  enable  you  to  make  a  sure  and  steady  progress  towards  captur- 
ing the  men's  trade  in  your  community. 

T.  Sisman  Shoe  Co.,  Limited 

Aurora,  Ont. 


The  United  States  Hotel, 

Boston,  Mass.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  center  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shopping  di^ridt,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 
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K0r4sfc^ 


NO  DIAMOND^TRADE  MARK 

No  Fast  Color 


Get  this  fact  firmly  fixed  in  your  mind.  It  may 
be  the  means  of  saving  you  considerable  annoy- 
ance and  inconvenience  ;  for,  if  you  will  insist 
that  the  diamond  trade  mark  shall  appear  on  the 
surface  of  the  eyelets  in  the  shoes  you  order, 
you  will  be  entirely  free  from  any  complaints 
regai'ding  "  Brassy  "  eyelets.  Fast  Color  Eyelets 
are  the  only  kind  that  cannot  wear  "Brassy." 
They  enhance  the  good  appearance  of  shoes  more 
than  any  other  accessory  used  in  their  manufac- 
ture; and, made  as  they  are,  with  celluloid  tops  of 
solid  color,  they  do  not  grow  old  but  retain  their 
bright,  new  appearance  long  after  the  shoes  are 
worn  out. 

The  diamond  trademark  is  a  sure  cure  for  all 
eyelet  troubles.  Only  the  genuine  Fast  Color 
Eyelets  have  it. 


United  Shoe  Machinery  Company 

Of  Canada 

Montreal,  Que. 

1-22  Aflulaide  St.  West,  Toronto  St.  Valid-  St.,  Quebec 
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"Sprin^MStep' 
Friction  Plug 
Rubber  Heels 


Dominion 
Rubber  Soles 


We  have  added  to  our  Hne  a  complete  range 
of  the  above  items.     They  are  Made  in 

Canada,  by  Canadians,  for  Canadians, 

Write  our  nearest  Branch  for 
prices  or  ask  our  Travellers, 

Canadian  Consolidated  Rubber  Co. 

Montreal,  P.  Q. 

pOMlNlOj^j  ''Service"  Branches  throughout  Canada 
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The  Extra  Wear 
Tells  The  Story 

ARMORTRED  RUBBER  SOLES 
ARE  BETTER  AND  WEAR 
LONGER     THAN  LEATHER 

The  average  leather  sole  will  give  six  to  eight  weeks  of  hard, 
continuous  wear  and  if  it  lasts  ten  weeks  it  is  remarkable. 

We  have  numbers  of  ARMORTRED  SOLES  that  have  been 
worn  for  24  weeks'  continuous  service  in  hard  everyday  wear 
and  without  sparing  the  soles  in  any  way. 

ARMORTRED  RUBBER  SOLES  GIVE 
2  TO  4  TIMES   AS  MUCH  WEAR. 

We  can  easily  prove  that  ARMORTRED  RUBBER  SOLES 
will  wear  2  to  4  times  longer  than  leather  soles  and  we  can  also 
prove  that  they  will  not  crack  or  break  out  at  the  stitches. 


The  above  jihotograph  of  an  ordin;ii  >  nililier  sole  illustrates 
vei-y  plainly  one  of  their  most  proiuinuMt  faults.  ARMUR- 
TRKU  RUBBER  SOLES  will  not  ci  ack  or  break  out  at  the 
stitches  in  reasonable  service  nor  will  they  dry  up  and  hai-d- 
en  with  age  or  wear. 

No  Other  Rubber  Sole  Gives  the  Service  that  Armortreds  Do. 
No  Other  Rubber  or  Leather  Sole  is  So  Light. 

The  light  weight  in  these  soles  is  obtained  by  using  the  high- 
est grade  materials  we  can  obtain.  It  is  a  guarantee  of  quality 
in  itself  but  we  do  more  than  this,  we  GUARANTEE  THE 
SERVICE  of  these  soles. 

They  don't  crack,  break  away,  stiffen  up  or  show  any  of  the 
faults  of  ordinary  rubber  soles. 

Send  for  our  new  booklet. 

The  B  &  R  Rubber  Co. 

North  Brookfield,  Mass. 
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D.  &  F.  SHOES 

They  speak  for  themselves.  Are  made 
of  the  best  materials  and  by  the  most 
highly  skilled  workmanship.  D.  &  F. 
shoes  have  won  the  confidence  of  Cana- 
dian shoemen. 

Their  style  and  finish  is  the  best. 
Watch  our  new  lines  of  medium  welts. 

Ask  our  traveller  to  call. 

DUPONT  &  FRERE 

301  Aird  Ave.  MONTREAL 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufiiclurei-s  of 
Shoes,  Box  Toks,  Trimmings.  Insoles,  Ankle 
Sui'i>OKTKRs,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortune   Machine  Co. 


127  Duane  Street 


NEW  YORK 


Fischer^s  New  Display  Model 

Bunion  Sufferers  pass  your  ^ore  daily.  Why 
not  get  one  of  these  Models  for  your  window, 
Mr.  Dealer  ?  It  will  attrad  their  attention,  and 
increase  your  sales  on  the  "FISCHER." 


Our  New  display  Mode 
as  shown  herewith,  is  an 
exad  reprodudion  of  a 
regular  size  shoe,  show- 
ing the  Fischer  Bunion 
Protector  properly  placed 
on  the  foot,  inside  of  shoe. 

It  will  get  the 
business. 


Ask  Your 
Jobber 


The  Fischer  Mfg.  Co.,  Milwaukee, Wis. 

.Sole  Owners,  Maiiufactuieis  and  Patentees 


Spring  Styles 


in 


Solid 

Shoes 


^  The  extremes  of  footwear  fash- 
ions have  been  carefully  modified 
and  incorporated  in  Oberholtzer 
shoes  for  spring.  Comfort  and 
service  are  the  first  consideration 
in  the  design  and  construction  of 
our  spring"  goods. 

Mail  orders  promptly  filled. 

G.  V.  OBERHOLTZER  CO. 

BERUN  ONTARIO 


FOOTWEAR    IN  CANADA 


22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing".  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being- 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This  ar- 
rangement gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following 
equipment:— 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  P;n  Wheel  Pad  complete 
2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  Ijlack 
or  russet  work: — 

2  Corrugated  Rubber  Shank  Finishing  Wheels  2  Heel  Brushes 

1  Corrugated  Rubber  Heel  Finishing  Wheel  1  Stitch  Cleaning  Brush 

1  Corrugated  Rubber  Bottom  Finishing  Roll  1  Levelling  Roll 

2  Shank  and  Bottom  Brushes  1  Bead  and  Wheel 

At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  neces- 
sary to  use  only  those  machines  which  the  operator  may  require.  This  feature  means  a  saving  of 
power.  '         -  V 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  ad- 
justed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 

122  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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CLARKE'S 
PATENT  LEATHER 


is  made  in  Canada  by  the  Largest  Manufacturers  of 
Patent  Leather  in  the  British  Empire. 

Canada  First 


B  RAND 


1852 


1914 


t 


AR CLARKE  &  CO.u^i 


Covers  6  Acres  of  land 


OUR  TORONTO  PLANT 
Floor  space  115,000  sq.  ft. 


Over  350  employees 


A.  R.  Clarke  &  Company,  Limited 


^'Makers  for  the  Nation^* 
633-661  Eastern  Ave. 

Toronto,  Ont. 


Montreal 


Quebec 


Vol.  IV— No.  11 


Toronto,  November,  1914 


Sort  Up  Your  Rubbers 

The  slush}/  weather  is  coming,  so  the 
time  is  opportune  for  you  to  have  a  "roll 
call"  of  your  rubber  stock.  Send  your 
sorting  orders  to  any  of  our  agents  and 
they  will  promptly  ship  you  everything  you 
need  in  the  reliable  Brand  of  Miner 
Rubbers.     Sort  up  soon. 

The  Miner  Rubber 

Company^  Limited 

Granby    Quebec    Montreal    Ottawa  Toronto 


LIST  OF  SELLING  AGENTS 

Blachford.  Davies  &  Co.,  Limited.  60-62  Front  Street  West,  Toronto,  Ont. 

Coates.  Burns  &  Wanless   London,  Ont. 

Dowling  &  Creelman  Brandon,'  Man. 

R.  B.  Griffith  &  Co  Hamilton,  Ont. 

J.  M.   Humphrey  &  Co  St.  John.  N.B. 

J.  M.  Humphrey  &  Co  Sydney,  C.B. 

Jackson  and  Savage,  Limited  78  St.  Peter  St..  Montreal,  Que. 

The  Wm.  A.  Marsh  Co.,  Western,  Ltd.,  72  Princess  St..  Winnipeg,  Man. 

The'  Miner  Rubber  Co..  Limited   225  Queen  St..  Ottawa.  Ont. 

The  Miner  Rubber  Co..  Limited  21  Notre  Dame  St.,  Quebec,  Que. 

The  Miner  Rubber  Co.,  Limited,  146  Wellington  St.  West,  Toronto,  Ont. 
The  Miner  Rubber  Co.,  Limited  72  St.  Peter  St.,  Montreal  Que 


Alphabetical  Index  to  Advertisers  Page  58 
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PANTHER 

RUBBER 
1  SOLES 


Panther  Soles  are  made  of  the  best  live  rub- 
ber and  are  unequaled  for  wearing  quality. 

Guaranteed  Not  to  Break  or  Crack 

We  guarantee  every  pair  of  rubber  soles  bearing 
the  Panther  Guarantee  trade-mark.  Should 
any  pair  break  or  crack  we  will  refund  $1.00,  or 
give  a  new  pair  of  soles  free. 

We  also  make  other  good  soles 
and  heels  of  every  description. 

Soles  with  cut  off  toes. 
Soles  with  Spring  heels. 
Soles  without  heels. 
Combination  Soles. 
Three-quarter  length  soles. 

All    Grades,    Shapes.    Colors    and  Gauges. 

Ask    Your    Manufacturer    to    Equip    Your    Shoes  with 
PANTHER  GUARANTEED  RUBBER  SOLES. 


Makers  of  this  Heel  in  the  Green  Box. 
Every  Pair  Guaranteed. 


Panther  Rubber  Mfg.,  Co. 

STOUGHTON,  MASS. 
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Bostonian 
Shoes 


The  outstanding  features  of  Bostonian  Shoes 
are  their  strength  of  construction,  honest  compon- 
ent parts,  "  Fit-the-foot  "  comfort,  and  finished 
appearance.  These  qualities  ensure  quick  and  easy 
sales. 

When  you  sell  Bostonian  Shoes,  you  are  giv- 
ing value.  Moreover  you  net  a  reasonable  and 
clean  profit. 

Shoes  must  be  bought,  and  if  money  is  a  little 
tight,  your  customers  will  still  have  value  for  every 
dollar  spent.  This  is  a  strong  argument  in  favor 
of  your  selecting  Bostonians. 

The  Robinson  travellers  are  on  the  road.  An 
inspection  of  their  samples  is  invited. 


James  Robinson 


Montreal 
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JAMES  ROBINSON 


Confidence  : 

Many  a  man  has  won  out  in  face  of  adverse  conditions  because 
he  had  confidence  in  himself  and  threw  off  the  cloak  of  pessimism. 

Confidence  is  the  keynote  of  commercial  success — confidence  in 
your  powers  of  discrimination  in  the  matter  of  buying  stock,  and  in 
the  ability  of  your  salesmen  to  make  quick  and  satisfactory  sales. 

To  make  business  conditions  still  more  satisfactory,  judicious  buy- 
ing is  essential.  Why  not  put  your  confidence  in  James  Robinson's 
experience?  He  is  inclose  touch  with  all  the  leadmg  Canadian  manu- 
facturers and  is  in  a  position  to  supply  stock  best  suited  to  your  trade. 

James  Robinson 

Montreal 
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"John  Ebberts"  Shoes 

are  bound  to  please  your  most  particular 
trade. 

Cluolity  and  Sttflc  catch  the  eye,  and 

their  wearing  qualities 
make  permanent  friends. 


Investigate  this  line 


now: 


f 


Fall  and  Spring  models 
are  equally  handsome. 
No  trouble  or  expense 
has  been  spared  to 
make  these  shoes  Tight. 

Superior  finish  and  first  class  materials. 

Attractive  prices  which  enable  you  to 
make  big  profits. 

Write 


JOHN  EBBERTS  SHOE  CO. 

205  Clinton  Street,  Buffalo,  N.  Y.,  U.  S.  A. 
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Tebbutt 

Made  in  Canada 

Canadian  Shoes 

Made  of 

Canadian  Leather 

In  a 

Canadian  Factory 

For 

Canadian  People 


Is  your  patriotism  a  boast,  a  habit  or  a  reality?  Are  you  selling 
"Made-in-Canada"  footwear? 

The  real  loyal  Canadian  is  placing  Spring  orders  for  Canadian 
shoes,  thereby  keeping  Canadian  workmen  busy,  Canadian  factories 
running  and  shortening  the  time  when  Canadian  conditions  will  once 
more  be  normal. 

Buy  Tebbutt  "Doctors"  and  "Professor"  shoes.  They  embody 
special  antiseptic  features  that  win  for  them  a  place  in  every  modern 
shoe  store. 

Carried  in  stock  by  all  the  leading  Canadian  jobbers. 
Order  a  shipment  today, 

Tebbutt  Shoe  and  Leather 

Company,  Limited 

Three  Rivers,  Que. 
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Smooth  Working  Progressive  Finishing  Machines 


SEND  FOR  CATLOG  H 


SEND  FOR  CATALOG  H 


Progressive  Shot 
Machines  are  built 
of  the  best  materials 
by  thorough  a  n  d 
practical  men  who 
know  the  needs  of 
the  shoe  repair  shop 
from  actual  experi- 
ence. We  make  sure 
that  every  part  works 
smoothly  and  effici- 
ently. 

There  are  twenty- 
four  different  models 
of  Progressive  Fin- 
ishers. Both  motor 
driven  and  foot 
power.  Built  to  last 
and  built  for  satis- 
factory service. 

Progressive  Mach- 
ines are  reasonable 
in  price  and  are  sold 
on  the  payment  plan 
or  for  cash.  With  a 
Progressive  Finisher 
your  shop  will  make 
more  money. 


Would  Not  Be  Without  It 

"We  have  given  the  Finishing  Machine  a  good  fair  trial  and  must 
say  it  is  all  right  in  every  way.  I  would  not  be  without  it  and  can 
recommend  it  to  anyone."  H.  Taylor,        Walkerville,  Ont. 


PROGRESSIVE  SHOE  MACHINERY  CO.,  K'S 

The  Best  Shoe  Finishing  Machinery  Manufactured. 


Paints  and  Stains 

For  Leather  Goods 


WE  are  experienced  specialists  in  the  manufacture  of  shoe  paints,  stains 
and  dyes,  and  can  furnish  any  specialties  in  this  line.     If  you  are  in 
the  market  for  any  of  the  following  we  will  be  pleased  to  quote  you  : 

Edge,  shank  and  heel  blackings,  Shank  and  bottom  stains  in  all  colors, 
Perfectos  and  paints  for  red  leather.  Russet  and  patent  leather  repairers, 
Scouring  inks,  Burnishalls,  and  waxes  of  all  kinds. 


Kent  &  Smith 


330  Broad  Street 
Lynn,  Mass. 
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We  want  your  Placing 
Order  and  can  guaran- 
tee prompt  delivery  of 
all  orders  booked  before 
December  31st  for 


LIFE-BUOY 


9^ 


TENNIS 


AND 


OUTING 


SHOES 

for  1915  Spring  Delivery 

Owing  to  the  special  care  that  can  be  devoted  to  your  order  at  the 
present  time,  we  would  strongly  urge  your  arranging  NOW  for 
your  Spring  requirements. 

Our  representative  will  call  on  you  in  ample  time  for  you  to  procure 
the  benefit  of  the  the  present  Placing  prices  and  we  trust  you  will 
reserve  your  order  for  him  and  again  place  for  LIFE-BUOYS. 


Our  Samples  Contain  Several 
New  Lines  that  will  interest  you. 


The  Kaufman  Rubber  Co.,  Limited 

Head  Office  and  Factory,  Berlin,  Canada 

Vancouver  Edmonton  Saskatoon  Winnipeg  London  Toronto 

Ottawa         Montreal         Fredericton         Truro  Charlottetown 
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KEEP  THE  FEET 
IN  GOOD  TRIM! 


Ill-Fitting,  toe 
cramping  foot- 
wear means 
weakened  foot" 
muscles  and 
twisted  bones. 


The  present  great  crisis  has  demonstrated  the  continued  im- 
portance of  the  Foot-Soldier.  When  he  has  arrived  the 
town  is  taken;  when  he  moves  the  Army  moves;  when  he 
halts,  the  Army  halts.  He  is  the  Army.  The  mounted 
arms  and  the  flying  corps  have  their  place,  but  they  are 
valuable  only  as  they  aid  the  foot-soldier. 

All  thanks  to  the  shoe  dealers  who  have  helped  these  men  to 
sturdy  feet;  and  all  thanks  to  the  shoe  dealers  who  are  now 
trying  to  do  their  part  in  shoeing  right  the  citizens  of  today, 
the  soldiers  of  to-morrow. 

To  these  dealers  we  would  recommend  the  Rice  &  Hutchins 
Educator  Shoe,  with  its  "room  for  five  toes."  Its  primary 
aim  is  to  fit  the  foot  right, — in  other  words,  to  fit  the  foot  as 
Nature  intended;  it  is  made  by  manufacturers  who  have  been 
in  business  for  a  half-century.  We  would  call  it  to  the  atten- 
tion of  shoe-dealers  who  want  to  make  good  citizens  and 
good  soldiers. 


Educator. 


EducatorShoes 
mean  barefoot 
freedom  and 
healthy  feet. 

See  how 
straight  the 
bones  lie. 


Canadian  Distributors 

Western  Shoe  Distributing  Company 

719  Main  Street,  Winnipeg 


RICE  &  HUTCHINS 


Incorporated 


24  High  Street 


Boston,  U.  S.  A. 
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Generation  Shoes 

Smart  Styles  in  Large  Sizes 


Style  F  16  —  Generation  Welt  in 
Patent  with  Imported  Cloth  Top. 
Patent  Tip,  Stylish  14-8  Cuban  Heel. 
14  Buttons.    Sizes  2y^  to  10. 

$2.60 


CO. 
THE 

LINE 

N.Y. 


Style  F  18— Generation  Welt,  Fine 
Glace  Kid  Boot  w  ith  Kid  Tip,  14-8 
Cuban  Heel.  14  Buttons.  Sizes  2''- 
to  10.  $2.60 


Generation  Shoes  are  made  on  a  last  noted  for  its  good  fitting  qualities  The 
attractive  feature  of  these  shoes  is  their  actual  large  sizebut  small  appearance. 

There  is  always  a  demand  by  women  and  girls  with  generously  proportioned 
feet  for  a  stylish  shoe  that  will  look  small — Generation  is  the  shoe  to  show 
them. 

Generation  Shoes  have  solid  sole  leather  counters,  sole  leather  box  toes, 
inside  kid  button  stay  and  solid  oak  soles. 

Neat  Round  Toe.        Marked  in  French  sizes.       Retail  readily  at  $5.00. 
Send  for  catalogue  or  a  trial  order  from  stock. 


Style  F  17— General  ion  Welt  in  Gun 
Metal  Calf  Vamp  and  Foxing  with 
Dull  Top.    G.  M.  Tip.  14  8  Cuban 
Heel.  It  Buttons.    Sizes  2',.  to  10. 
TOP  OPEN  TO  SHOW  WIDE 
BUTTON  STAY.  $2.60 


W.  B.  Coon 

Company 

Specialists 

Rochester,  N.  Y. 


Style  F  15  Generation  Welt  in 
Patent  with  Patent  Tip.  Dull  Top. 
Stylish  14-S  Cuban  Heel  and  14 
Buttons.  Sizes  2'.- to  in. 

$2.60 
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"ColdprooP 

Felts 


No.  238.  Women's  Felt  Slipper,  jfiiisli  Jiound, 
Fle.xible  Leather  Sole  and  Heel.  Colors  : 
Green,  Brown,  Red  Grey  and  Black. 


Xo.  243  Women's  Felt  Romeo,  Piusu  Jiound, 
How  and  Buckle,  Flexible  Leather  Sole  and 
Heel.  Colors:  Green,  Brown,  Red,  Grey 
and  Black. 


Warmth,  Comfort,  Wear — 

these  three  essential  feat- 
ures are  found  in  our  "Cold 
Proof"  felt  boots,  shoes  and 
slippers. 

Made  of  Felt  of  our  own 
manufacture  with  machin- 
ery invented  and  designed 
by  our  own  experts — hence 
the  lasting  and  satisfactory 
wear  of  our  "Cold  Proof" 
Footwear. 

The  Great  West  Felt  Co.'s 
"Cold  Proof"  felts  include 
every  style  and  shape  for 
men,  women  and  children 
— for  wear  indoors  or  out- 
doors— fur  trimmed  or 
plain. 

Sold  by  Independent  Jobb- 
ers. If  your  jobber  cannot 
supply  you  we  will  name 
one  who  can. 

Illustrated  catalogue  sent 
upon  request. 


We  are  not  in  any  trust. 


No.   1^8.  Men's  All   Dongola   Blucher,  Toe  Cap, 
Heavy  Felt  Lined.  Felt  Sole  and  Heel. 


No.  20(1.  WMuiciis  Felt  Bal.,  Circular  Vamp, 
Vamp  Lined,  Leather  Facing  and  Back 
Strap,  Felt  Sole  and  Heel. 


No.  114.  Men's  Felt  Bal.,  Pebble  Vamp, 
Leather  Facing  and  Back  Strap,  Felt  Sole 
and  Heel. 


Great  West  Felt  Co. 


.\o.  20").  Women's  Felt  Bus.vi.r,  i  .ns.i  uound. 
Leather  Facing.  Fle.xible  Leather  .Sole  and 
Heel. 


Elmira,  Ont. 


Limited 


vnoT \V  K :\  R    T  K   r  A  N  A  n  A 


"ACTON" 

The  Waterproof  Work  Shoe 

All  the  leather  in  the  noted  "Acton" 
pegged  shoe  is  tanned  m  our  own  tannery 
at  Acton  Vale,  Oue.  We  select  the  best 
hides  and  then  tan  them  thoroughly. 

This  "Acton"  workino^men's  boot  is 
absolutely  waterproof  and  is  made  m  all 
varieties  of  pegged  and  standard  screw. 


Write  us  for  prices^  etc. 


Royal  Shoes 

The  "Royal"  shoe  is  distmctl}-  a  high- 
class  product  made  in  Welts  and  McKays 
for  men  and  women. 

You  will  find  the  "Royal"  shoe  can 
satisfy  customers  who  want  a  good  shoe 
made  on  modern  lasts  but  without  oroino" 
to  extremes. 

We  also  carry  a  full  line  of  staples.    W rite  us. 


Alfred  Lambert,  Inc 

(Sole  distributor  for  Acton  Shoes) 

14-16  Notre  Dame  St.  West  Montreal 
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The  Extra  Wear 
Tells  The  Story  I 

ARMORTRED  RUBBER  SOLES 
ARE  BETTER  AND  WEAR 
LONGER     THAN  LEATHER 

The  average  leather  sole  will  give  six  to  eight  weeks  of  hard, 
continuous  wear  and  if  it  lasts  ten  weeks  it  is  remarkable. 

We  have  numbers  of  ARMORTRED  SOLES  that  have  been 
worn  for  24  weeks'  continuous  service  in  hard  everyday  wear  /; 
and  without  sparing  the  soles  in  any  way. 

ARMORTRED  RUBBER  SOLES  GIVE 
2  TO  4  TIMES   AS  MUCH  WEAR. 

We  can  easily  prove  that  ARMORTRED  RUBBER  SOLES 
will  wear  2  to  4  times  longer  than  leather  soles  and  we  can  also 
prove  that  they  will  not  crack  or  break  out  at  the  stitches. 


s 
/ 


The  above  photograph  of  an  ordinary  rubber  sole  illustrates 
very  plainly  one  of  their  most  prominent  faults.  ARMOR- 
TRED RURBER  SOLES  will  not  crack  or  break  out  at  the 
stitches  in  reasonable  service  nor  will  they  dry  up  and  hard- 
en with  age  or  wear. 

No  Other  Rubber  Sole  Gives  the  Service  that  Armortreds  Do. 
No  Other  Rubber  or  Leather  Sole  is  So  Light. 

The  light  weight  in  these  soles  is  obtained  by  using  the  high- 
est grade  materials  we  can  obtain.  It  is  a  guarantee  of  quality 
in  itself  but  we  do  more  than  this,  we  GUARANTEE  THE 
SERVICE  of  these  soles. 

They  don't  crack,  break  away,  stiffen  up  or  show  any  of  the 
faults  of  ordinary  rubber  soles. 

Send  for  our  new  booklet. 

The  B  &  R  Rubber  Co. 

North  Brookfield,  Mass. 


i6  '  FOOTWEAR    IN  CANADA 


Mr.  Retailer! 


C|I  Every  Canadian  who  stays 
at  home  can  do  his  part 
nobly. 

^  If  he  patronizes  home  indus- 
tries exclusively,  his  work 
will  be  well  done. 

q  "Made  in  Canada"  should  be 
the  watchword  throughout 
the  Dominion. 

q  ASTORIA,  LIBERTY  and 
TECUMSEH  shoes  are 
made  in  Canada  and  guaran- 
teed. 


The  Cook-FitzGerald  Co., 

Limited 

London 


Makers  of  Fine  Shoes  for  Men  exclusively. 


FOOTWEAR    IN  CANADA 


17 


ESSEX 

TtiE  Best  Quality 
RUBBER  SOLES. 


2nd  Prize  of  $75.00  awarded  to  H.  O.  Miller  for  ihe  display  in  the 
window  of  Jerauld  Shoe  Co.,  Harrisburg,  Pa. 


TRADE 


MARK 


This  Window 
Won  Our  2nd  Prize 
of  $75.00 
for  the  2nd  Best 
Window  Displaying 

Essex  Rubber 
Soles  and  Heels 


Successful  shoe  manufacturers,  successful  shoe  jobbers,  success- 
ful shoe  retailers  and  successful  findings  dealers  all  unite  in 
supplying  the  great  consumer  demand  for  Essex  Rubber  Soles. 

There  is  a  reason  for  this — and  the  reason  is  QUALITY. 
A  simple  word,  but  it  explains  why  over  8,000,000  Essex 
Rubber  Soles  were  sold  to  satisfied  wearers  this  past  season. 

ESSEX  RUBBER  HEELS 

are  going  to  have  the  call  this  Fall  and  Winter — are  you  pre- 
pared to  meet  the  demand? 

Highest   in  quality — superior  non-skid  qualities — wear  longest 
— but  cost  the  same  as  ordinary  rubber  heels — 50c.  attached. 

Essex  Rubber  Company,  Inc. 

Manufacturers  of  Soft  Spot  Heely  Arch  Cushions  and  Essex  Rubber  Heels 
Principal  Offices  and  Factory:  TRENTON,  N.  J. 
Branches:  BOSTON,  NEW  YORK,  CINCINNATI,  CHICAGO 


i8 
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gQj,Q„  Cable  Address. :  "American, '  Toronto 

60  South  St.,  Corner  Essex  ,     .  A.  B.C.  Code,  5th  Edition 

Montreal  :  AUt  t  Un  :  fait  :  _ 

Montreal  TELEPHONE,  Main  1552 

152  Peel  St,,  Corner  St.  Catherine  • 


Trade  Mark  Registered 


Atttprirau-^  ritialj-OIatta&tan  S  tatribut^ra 


Head   Office:   310   Yonge  Street 


October  15th,  1914* 


Messrs.  Hueh  C.  MaoLean,  Limited, 
Trade  Newspaper  Publishers, 
Toronto,  Ont. 

Dear  Sirs:- 

We  are  pleased  to  be  able  to  inform  you 
that  "Footwear  in  Canada"  is  proving  an  exception- 
ally good  advertising  medium  for  our  business. 

Our  "Baok  to  Nature"  advertisement  of  Trot- 
Moc  shoes  in  your  September  issue  brought  us 
several  good  orders  and  a  number  of  inquiries. 


Faithfully  yours, 
AMERICAN-BRITISH-CANADIAN  DISTRIBUTERS. 


Evidence 

that  advertising  in  ''Footwear  in  Canada"  brings 
more  than  enquiries — it  brings  orders.  Write  us 
for  rates. 
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Will  Your  New  Store  Front  be  a  SALES  POWER  or  Simply  a  Combination  | 

of  Building  Materials  ■ 


B  When  you  contract  for  a  new  Store  Front  make  sure 

B  of  one   thing    above    all   others — that  it  will  add  a  sales 

=  power  to  your  business,  not  merely  a  "partition"  to  keep 

S  out  the  cold  and  rain.     Store  Fronts  should  sell,  not  simply 

g  protect  the  merchandise  on  display. 

^  During  1914  thousands  of  new  Fronts  will  be  installed 

=  — some  will  increase  the  sales  of   the  Stores   with  which 

~  they  are  associated  and  others  will  do  nothing  more  than 

— -  insulate  the  store  room  from  the  street.    Today  competition 

=  among  retail  stores  demands  that  the  leaders  be  attractive. 

B  Attraction  through  show  windows  is  the  power  that  sells 

^ '  more    merchandise    than   any  other  Store  element.  One 

^  Merchant  tells  us  that  60%  of  his    entire  bus- 

m  iness  is  created  by  his  KAWNEER  FRONT 

B  — another  says  his  Front  is   worth   $5,000  a 

B  year  (and  it's  only  20  feet  wide) — another  in- 

=  creased    his    business    40%    by   installing  a 

H  KAWNEER    FRONT.     One   Merchant   said,   "Our  old 

B  Front  was  fair  but  it  takes  KAWNEER  to  increase  busi- 

B  ness — Ours  jumped  30%. 

I  Kawneer  Fronts  Pay  for  Tkemselves 

I  When  you  buy  a  KAWNEER  FRONT  you  don't  ex- 

=  pend   its    cost — you    simply   loan  it  to  your  business  be- 

B  cause  it  will  all  come  back  to  you  in  a  few  months,  then 

^  for  years  and  years  the  profits  on  the  constantly  increas- 

-  ing  business  will  be  yours — net — won't  even  have  to  paint 

B  or  repair  the  Front  as  KAWNEER  is  built  permanently — 

B  only  solid  copper,  brass,  bronze  or  aluminum  is  used.  A 

I  KAWNEER  FRONT  can  pay  for  itself  in  your  Store. 

B  Show  Window  Ventilation 

B  Just  think  of  the  thousands  of  sales  lost  every  winter 

B  day  by  frost    or    sweat  on  show    windows.     One  Mer- 

^  chant  wrote,  "Have   been   in  business   42   years,  had  41 

'  winters     of    frosted     windows — placed   a  KAWNEER 

=  FRONT  in  last  fall — have  had  one  winter  of   clear  win- 

J  dows."      KAWNEER  FRONTS    give    constant  service. 

I  Kawneer 

I        Manufacturing  Company 

B  Francis  J.  Plynt,  President 

M  Dept.  R 

■  Guelph,  Ontario 


K^awneep 

*  ^  Store  frontS  * 


Just  think  what  365-day-and-night  show  window  service 
would  mean  to  your  business. 

Nearly  Eigkt  Years  Experience 

Since  1906  we  have  worked  with  Merchants,  Arch- 
itects and  Contractors  in  the  construction  of  over  30,000 
Store  Fronts — not  alone  in  big  cities  but  in  towns  even 
as  small  as  150  people.  Among  this  long  list  of  users 
you  will  not  find  one  Merchant  who  regrets  the  money 
spent — vou  will  never  hear  even  one  sav,  "I  wish  I 
had  the  old  Front."  KAWNEER  FRONTS  have  been 
developed  around  2/0!<r  requirements  and  we  can  help  you 
increase  sales,  just  as  we  have  helped  the 
Merchants  behind  the  30,000  KAWNEER 
FRONTS  that  now  stand. 


A  Store  Front  Book 


Naturally  during   these   years  of   specialization  we  have 
learned  a   great  deal   about   Store  Fronts  that  cannot  be 
learned    in  any  other  way — information  that  cannot  be 
bought,  and  to  be  of  greater 
service  to  you  who  con- 
template   the    erection  of 
new  Store  Fronts, we  have 
compiled  a  book  "Boosting 
Business  No.  25  "which  is 
without  a  doubt  the  most 
instructive  and  most  inter- 
esting   Store    Front  book 
ever  published.  This  book 
we  will  gladly  send  to  you 
free  —  yours  in  an  envel- 
ope, stamped  with    a  5c 
stamp,   and   all  ready  for 
your    name    and  address. 
Just  send  along  this  coupon 
and  see  the  book  that  con- 
tains    photographs  and 
drawings  of  many  of  the 
best  paying,  big  and  little 
Store  Fronts  in  the  country 
Don't  risk  the    amount  of 
money  you   will  invest 
in  a  new  Front  when 
you  get  the  most  com 
plete  Store  Front 
book  for  a  2i 
stamp.  Send  Har 
Coupon 
today. 

City  or  town 


COUPON 

Kawneer  Mfg.  Co. 
Dept.  R 

Guelph,  Ont. 


Kindly  send  "Boosting  Business 
No.  25*'  without  obligations 


Busic 
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Corbeil 


"What's  in  a  name"?  If  it  is  the  name 
"Corbeil"  as  applied  to  the  shoe  industry 
it  means  all  that  is  good  in  leather  foot- 
wear. The  latest  style,  the  best  leather, 
flawless  workmanship  and  high  finish,  all 
these  qualities  are  characteristic  of  Corbeil 
Shoes. 

See  our  Spring  lines  at  $2.60,  $2.70  and 
$2.85,  to  retail  at  $4.00. 

Our  $4.00  retail  shoe  is  better  value 
than  has  ever  been  offered  on  the  Canadian 
market. 

Our  travellers  are  bound  for 
your  store. 


Corbeil  Limited 

Manufacturers   of   good   shoes   to   retail   at   $3.50,   $4.00   and  $5.00. 
Makers  of  BENCH    MADE  and  LEADER  Brands. 

Montreal 

Office— 71  St.  Paul  Street  Factory  and  Warehouse— 63-71 J  2  St.  Paul  Street 
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Are  You  Importing 
American  Shoes? 
Stop!  Why? 

Not  only  on  account  of  patriot- 
ism, but  it  is  BUSINESS. 

American  shoes  costing  you 
$2.25  at  the  factory  may  look 
cheap  "and  they  are."  Add 
to  this  price  30%  duty  and  they 
cost  you  more  than  Canadian 
shoes,  and  are  much  inferior. 

See  Corbeil  shoes  at  $2.60, 
$2.70  and  $2.85  to  retail  at 
$4.00  and  you  will  be  convinced. 


Corbeil 
Limited 

Montreal 


A.  CORBEIL, 
President 


Corbeil 
Spring 
Samples, 

A 

Mighty 

Smart 
Line-up 
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The  Eight  "Best  Sellers" 
In  Stock  at  St.  Thomas 


Let  us  assist  you  in  se- 
curing new  customers,  cutt- 
ing down  your  stock  of  men's 
fine  shoes  to  a  minimum  and 
raising  your  profits  to  the 
highest  point.  It  isn't  good 
business  for  you  now  to  load 
your  shelves — we  carry  the 
stock  for  you  and  your  post 
card  on  Monday  assures  you 
for  Saturday's  business  of  as 
many  Just  Wright  Easy- 
sellers  as  you  wish  to  order. 
Try  it  on  your  next 
order  of  sizes. 

If  you  haven^t  received 
our  In  Stock  catalogue 
write   for  one  today. 


E.  T.  WRIGHT  &  CO.,  INC. 

ROCKLAND,  MASS.  ST.  THOMAS,  ONT. 
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TRADE  HARK  RffiUiPATOfF  ULlTHCOf  Ak7 


On  the  Firing  Line 

and  in  every  walk  of  life  you  will  find 
Walk-Over  shoes.  Men  and  Women  of 
action,  the  up-and-coming,  who  are  doing 
the  world's  work,  and  are  doing  it  well, 
learn  to  appreciate  things  at  their  real 
worth.    They  are  not  fooled  by  frills  nor 


TRADE  MARK'^fG  us  PJTOFFGEOE  KCfTHCOflPIW 


deceived  by  appearances — they  demand  honest  value. 

There  are  millions  of  Men  and  Women  all  over  the  earth, 
who  will  wear  only  Walk-Over  shoes,  because  they  find 
complete  comfort  and  satisfaction  in  wearing  them  and  ihey 
also  find  style  and  quality  too. 

This  world-wide  demand  for  Walk-Over  shoes  means  there 
is  business  waiting  for  every  Walk-Over  dealer. 

We  are  ready  to  supply 
your  demands  from  our 
two  distributing  points — 
St.  Louis,  Missouri  and 
Campello,  Mass.  Our 
travellers  are  now  on  the 
territory  and  will  wel- 
come the  opportunit)'  of 
showing  you  the  Walk- 
Oucr  line  and  explaining 
the  proposition  to  you 
in  detail. 


"SCOUT"  MODEL 
Stock   Dept.   No.  6358. 
Sizes  5  to  11,  Widths  A  to  E. 


"MODISTE"  MODEL 
Stock  Dept.  No.  2084,  Paris  Button. 
Cloth  Top,  Sizes  2i  to  7,  Widths  AA 
to  D,  except  AA  3.^  to  7,  A3  to  7. 


Geo.  E.  Keith  Company 

Manufacturers  of  WALK-OVER  SHOES  for  MEN  AND  WOMEN 

Campello,  (Brockton)  Mass. 
St.   Louis,    Mo.,    1117-19   Locust  St. 
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Classic  Misses'  and  Children's 
Youths'  and  Little  Gents' 

In  Stock 

Terms :  Net  60  or  2  per  cent.  10  days  from  shipment. 


Sample         Description  Last  Price 

lO.T  Ints.  Pat.  Butt  ,  Dull  Top  KM)  Turn  Sl.OO 

■20;')  Chds.  "      "  1.20 

lOfi  Ints.    "   Blue.      "    "  "      "  1.00 

•JOfi  Chfls.  "  1.20 


Sample         Description  Last  Price 

4163  Miss  G.  M.  Butt.  i;iti  McKay  ?1.90 


:tl(i3  Girls  "       "  '•  .  "  1.5,5 

21f>3  Chds.  "       "  "  •'  1.30 

4169  Miss  ••  Blu.  '•  "  1.90 

3169  (iirls  "        "  "  ''  l.o5 

2169  Chds.  "  "  "  1.30 


Sample      Description             Last  Price 

1120  Inf.s.  Kid  Butt.  UHJTurn  S  .75 

2120  Chds.  ••       "  "      "  1.00 

1119   Infs.   "    Blue.            "      "  .75 

2119  Chds.  "      "               "     '•  1.00 


Sample         Description  Last  Price 

1190  Miss  Pat.  Bt.  Blk.  CI.  Top  l.tti  McKay  Sl.'.tO 
3190  Girls  "  "  "  "  ' 1..t.i 
2190  Chds. l.,t() 

4167  Miss  Pat.  Blu.,  Dull  Top  "      "  l.ito 

3167  Girls   "      ' '  1..t5 

2167  Chds. '      "  "       "  1.30 


Sample  Description  Last  Price 
4071  Miss.  Kid  Butt..  Dull  Top  l.''fiMcKay  Sl.T.i 
3071  Girls 1.45 
2071  Chds. 1.V5 

4166  Miss  '•  Blue.  1.75 
3166  Girls 1.45 
2166  Chds. L25 


Sample  Description  Last  Price 
520  Lads  Pat.  Blu..  Dull  Top  60  McKay  S1.30 

620  Gents 1..T5 

720  Youths 2.0(1 
.521  Lads   G.  M.  Blu.  "      "  1.30 

621  Gents    "       "  "     "  1.55 

721  Youths  "       "  "      "  2.00 

526  Lads       "     Butt.  "      "  1.30 

626  Gents     "       "  "      "  1.5,5 

726  Youths  "       "  "      ■'  2.00 

527  Lads  Pat.  Butt.,  Dull  Top  "       '  1.30 

627  Gents   "       "       ' 1.5.5 

727  Youths 2.00 


Getty  &  Scott,  Limited 

Gait,  Ontario 
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8091 

$3.40,  F.  O.  B.  Toronto 


To  Retailers 

Shoes  that  can  be  retailed  as  value  for  their 
merchandise  appearance  are  profit  makers  for 
any  merchant. 

The  stock  and  workmanship  entering  John 
Strootman  Shoe  Co.'s  Shoes  are  absolutely 
honest  and  will  give  wear  value  in  keeping 
with  their  style  expression. 


7142 

$3.15,  F.  O.  B.  Toronto 


We  are  the  Canadian  Distributers  for 
John  Strootman  Shoe  Company,  Buffalo,  N.  Y. 

Maker's  of  Women's  Fine  Welts. 

Nathan  D.  Dodge  Shoe  Company,  Newburyport,  Mass. 

Makers  of  Women 's  Slippers  and  Turns. 

Ashby  Crawford  Company,  Marlborough,  Mass. 

Makers  of  Troc.Moc  "Back  to  Nature"  Shoes. 
Write  for  Advertising  Literature  to 

American  «  British  "  Canadian  «  Distributers 

TORONTO         310  Yonge  Street  CANADA 

Winnipeg        London,  Eng. 


Boston 


Montreal 


Empire  Lace 

A  good  reliable  low  priced  boot 
lace.  In  one  gross  fancy  boxes, 
each  pair  banded,  gent's  size  .36  in., 
ladies'  size  4.5  in.  Good  tags,  on  to 
stay. 


The  "Flag"  Boot  Lace 

Well  worthy  the  name.  A  soft  silk  finish,  lustrous 
lace.  Gent's  size  36  in.  ;  or  a  lighter  size  in  45  in. 
for  ladies'  wear.  Second  only  to  our  Orient  quality. 
Costs  under  2c  pair,  .sells  5c  pair. 


Royal  Lace 


•  Ladies'  and  gents'  boot.  Well  made, 
fine  quality,  with  neat  and  secure 
spiral  tags.  An  attractive  5c  per 
lace. 


These  lines  of  bright  strong  laces  are  excellent  quality  British  made  goods 
from  the  factory  of  Brough  Nicholson  and  Hall,  Limited,  Leeds,  England. 


Wholesalers  supplied  by  our  Sales  Agents 

W.  H.  Vass,      E.  W.  McMartin     Fraser  Mather  Co., 


VANCOUVER 


MONTREAL 

45  St.  Alexander  St. 


TORONTO 

20  Wellington  St.  W. 


WINNIPEG 
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^^^^^^^^^^^^g^^^^^^^  28  Service  Branches  Throughout  Canada  i^-^^^jj^^^^^^^^^^^ 

hOMlNloWl  Canadian  ConsoHdated  (nOMlNlOll 

^xS^^^^^^et-J    Rubber  Co.,  Limited  ^^^^^j^ 

^^Bm^^  Montreal,  P.  Q.  ^^SSOBaSS^ 


Fill  Up  The  Gaps 

in  the  ranks  of  your  stock  of  rubber 
footwear,  by  sending  us  your  sorting 
order  to-day. 


Our  Reserve  Forces 

are  held  in  readiness,  awaiting  your 
commands  at  each  and  all  of  our 

28  ^'Service"  Branches  Throughout  Canada 
Write  our  nearest  branch. 


ftOMiNlO 


Canadian  Consolidated 
Rubber  Co.,  Limited 

Montreal,  P.  Q. 

28  Serrice  Branches  Throughout  Canada 
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A  Journal  of  its  Findings,  Making  and  Sale. 
Published  Monthly  for  the  Good  of 
the   Trade  by 

HUGH  G.  Maclean,  limited 
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Shoes  as  Christmas 
Gifts 


The  Christmas  trade  this  year 
shows  every  prospect  of  being' 
almost  as  active  as  in  former 
years,  but  it  will  differ  in  one  main  respect,  due  I^otli 
to  general  trade  conditions  and  to  the  sobering  effects 
of  the  European  war — Christmas  buying  will  be  more 
practical  than  ever.  The  war  has  driven  ideas  of 
frivolity  pretty  much  out  of  the  heads  of  our  Canadian 
people,  but,  at  the  same  time,  the  general  idea  of  help- 
ing the  other  fellow  is  going  to  be  a  big  factor  in  swell- 
ing the  Christmas  buying.  Who  has  a  better  right  to 
recognition  in  this  changed  order  of  affairs  than  the 
boot  and  shoe  retailer?  \\niat  better  present,  more 
likely  to  be  appreciated,  more  certain  to  be  useful,  than 
a  pair  of  boots,  shoes,  slippers  or  other  kindred  article 
to  be  found  in  the  shoe  retailer's  stock  in  trade?  Such 
a  present  too  is  equally  applicable  to  both  sexes,  and 
to  all  ages.  Can  any  retail  store  carrying  any  other 
line  make  as  strong  a  bid  for  general  recognition  at  the 
holiday  season?    We  do  not  think  so. 

The  time  to  get  busy  is  "now."  Don't  wait  till  the 
week  before  Christmas.  Start  and  tell  your  custom- 
ers about  }  our  Christmas  stock  to-day.  Ciet  them  into 
the  way  of  thinking  as  you  do.  Preach  it  in  your  ad- 
vertising literature — in  your  window — through  your 
salesmen — in  your  conversation.  Show  your  custom- 
ers a  few  attractive  samples  of  what  your  Christmas 
stock  will  include — the  sturdy  serviceable  l)oot  for  the 
most  needy  recipient,  the  dainty  slipper  ff)r  the  girl  or 


woman  friend,  the  comfortable  type  for  the  "older" 
friends.  Then  there  are  hockey  boots,  shoe  trees,  etc. 
Don't  wait  till  next  week.  Start  to-day,  and  don't 
forget  the  value  of  your  windows  in  delivering  your 
message.    Keep  them  bright  and  fresh. 


Money  in 
FindintjS 


A  practical  salesman  told  us  the 
other  day  that  he  is  getting  good 
results,  these  trying  times,  from 
a  little  extra  attention  to  "findings."  He  mentioned 
the  single  item  of  shoe  trees,  for  which  there  is  a 
rapidly  growing  demand,  and  stated  that  he  is  reach- 
ing his  customers  by  explaining  to  them  not  only  the 
value,  but  also  the  convenience  of  trees.  This  sales- 
man says  that  trees  should  be  used  all  the  time — dur- 
ing the  night  in  shoes  and  during  the  day  in  slippers. 
By  the  introduction  of  a  little  "system"  into  one's  foot- 
wear operations,  it  is  thus  an  easy  matter  to  keep  both 
shoes  and  slippers  in  proper  shape  by  the  simple  act 
of  transferring  from  one  to  the  other  morning  and 
evening,  when  the  change  in  footwear  is  made.  Al- 
most as  important,  one  always  knows  where  his  shoe 
trees  are  and  they  are  alwa3^s  at  hand  for  use  when 
needed.  This  point  of  view  appeals  to  the  customer 
as  reasonable,  and  so,  by  a  little  judicious  and  tactful 
campaigning,  this  salesman  is  adding  materially  to  the 
sum  total  of  his  day's  sales. 

How  is  Your        There  are  a  few  shoe  stores  in 
Store  Canada  yet  where  the  value  of 

Lighting?  good  lighting  does  not  seem  to  be 

appreciated  by  the  proprietors.  Make  your  store 
bright  and  attractive.  Perhaps  you  are  using  those  old 
carbon  lamps  still.  Get  rid  of  them.  Tungsten  lamps, 
using  the  same  current,  give  nearly  three  times  as 
much  light  and  last  just  as  long.  It  may  be  that  in 
your  town  the  owner  of  the  electric  light  plant  sells 
carbon  lamps  cheaper,  or  even  gives  them  away  to  his 
customers ;  that  is  because  he  likes  you  to  use  them — 
they  consume  so  much  current  and  bring  him  in  more 
revenue.  If  you  are  not  well  lit  up,  see  to  it  at  once 
and  just  notice  how  much  better  you  feel  and  how 
much  easier  it  is  to  serve  that  cranky  customer.  He 
won't  be  so  cranky  either,  if  you  make  your  store 
bright  and  restful  and  comfortable.  Do  it  right  away, 
before  the  days  get  any  shorter.'  You  will  be  surprised 
at  the  small  cost  and  the  bigf  results. 


Wisdom  to  Buy 
Early 


All  evidence  seems  to  point  to 
the  wisdom  of  retailers  buying 
their  spring  stocks  as  early  as 
possible  this  year.  There  is  already  ample  evidence 
that  prices  have  an  upward  tendency  and,  when  the 
supplies  of  hides  and  leather  that  were  on  hand  when 
the  war  broke  out  have  become  exhausted,  a  further 
advance  may  be  made.  In  many  quarters  a  big  appre- 
ciation in  prices  is  considered  certain.  In  others,  how- 
e\-er,  a   neutral  attitude  is  maintained.     One  large 
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Canadian  tanner  has  expressed  tlie  li^pe  that  prices 
will  not  ])c  materially  affected.  Tiie  supply  of  hides 
will  naturally  increase  with  the  demand  for  beef,  and 
this  extra  supply  will  at  least  do  something  to  offset 
tlic  added  cost  of  manufacturing.  The  cost  of  labor 
will  also  tend  downward,  which  will  have  its  effect  all 
along  the  line  till  the  finished  product  reaches  the  con- 
sumer. There  are  many  fact(M"s  to  be  considered,  how- 
ever, and  the  possibilities  of  lower  prices  in  tlie  imme- 
diate future  are  very  slim.  There  can  be  nothing  gain- 
ed, therefore,  by  the  retailer,  in  putting  off  his  pur- 
chases. 

As  to  cjuantity,  this  may  be  open  to  discussion,  but 
the  generally  expressed  opinion  is  that  the  amount  of 
trade  will  be  much  the  same  as  usual.  There  will  pos- 
sibly be  a  tendency  on  the  part  of  the  customer  to  be 
satisfied  with  a  somewhat  lower  priced  article.  The 
public  must  have  footwear,  however,  and  we  believe 
that  any  retailer  who  buys  with  discrimination,  using 
his  past  experience  as  a  barometer  of  the  rec^uirements 
of  his  customers,  will  have  no  reason  to  be  dissatis- 
fied with  the  season's  turn-over. 


Successful  "High  Shoe"  Day 

A  movement  launched  two  years  ago  at  a  Chicago 
Shoe  Dealers'  Association  was  this  year  voted  a  suc- 
cess by  the  merchants  of  Chicago  who  made  October 
3rd  the  last  day  for  low  shoes. 

The  absurd  appearance  of  low  shoes  with  an  over- 
coat is  the  chief  underlying  cause  for  the  movement. 
Physicians  support  the  movement  on  the  ground  thai 
many  rheumatic  complaints  are  aggravated  by  expos- 
ing the  ankle  joints  in  chilly  weather.  In  previous 
years  the  demand  for  fall  shoes  has  straggled  in  be- 
tween September  15  and  November  1.  The  shorten- 
ing of  the  period  has  pushed  shoe  men  to  unusual  ac- 
tivity, and  the  Chicago  Shoe  Retailers'  Association 
members  pledged  themselves  to  have  entire  lines  of 
high  shoes  on  display  October  3.  It  was  proposed  at 
first  that  the  day  set  should  be  the  first  of  the  month, 
but  as  the  third  falls  on  Saturday,  a  general  pay  day, 
when  all  were  able  to  join  the  movement  without  in- 
convenience, that  day  was  chosen.  The  Chicago  shoe 
men  materialized  the  movement  quickly  and  secured 
the  editorial  co-operation  of  almost  all  of  the  local 
newspapers.  Scareheads  such  as  "Fashions  and  the 
Doctors  Decree  High  Shoes  at  Once"  greeted  every 
Chicagoan  the  moment  he  picked  up  his  morning- 
newspaper. 

This  plan  of  a  "high  shoe  day"  was  taken  up  by 
many  other  United  States  cities,  who  have  done  much 
to  encourage  this  "Skidoo  Day"  for  low  shoes.  It  led 
to  a  great  number  of  sales  and  was  a  splendid  suc- 
cess. The  local  newspapers  co-operated  by  publishing- 
articles  with  regard  to  "Skidoo  Day,"  in  some  cases 
accompanied  by  humorous  illustrations,  and  one  paper 
offered  a  prize  for  the  best  short  essay  on  the  subject 
of  the  change  from  Oxfords  to  boots  on  October  1st. 
We  cjuote  the  first-prize  essay  below: 

"To  greet  the  autumn  season  we  array  ourselves  in 
new  hats,  neckwear,  and  suits,  yet  most  of  us  incon- 
sistently neglect  to  properly  clothe  our  feet. 

"Let  us  welcome  glorious  October  in  the  new, 
snap])y  high  shoes. 

"We  shall  preserve  our  health  ])v  prc\entiug  manv 


a  fall  cold  from  badly-protected  feet  and  ankles,  and 
improve  our  appearance  by  completing  a  seasonable 
costume  with  pro])er  footwear. 

"That  we  may  act  in  unison  to  a  worthy  end,  let 
us  designate  October  1st  'Skidoo  Day'  for  the  seedy 
low  shoe,  and  step  into  the  bracing  fall  weather  ap- 
propriately shod." 


Best  Shod  Army  in  the  World 

A  British  correspondent  sends  the  following: — 

The  leather  market  is  in  a  very  buoyant  condition. 
Not  only  is  this  country  busy  making  boots  for  our 
soldiers,  but  heavy  orders  are  being  placed  on  behalf 
of  foreign  countries,  notably  France,  samples  of  the 
latter  country's  needs  having  been  on  show  for  several 
days  past  at  the  "Leicester  Mail"  office,  with  gratify- 
ing results  to  local  manufacturers. 

With  regard  to  the  trade  generally,  the  difficulties 
experienced  at  the  commencement  of  the  war  have 
been  overcome.  For  the  first  fortnight  there  was  al- 
most a  panic,  owing  to  the  shortage  of  tanning  ma- 
terial, which  mostly  comes  from  France  and  Hungary. 
The  supply  is  now  being  made  good  from  America, 
Spain,  Sweden,  South  Africa,  Argentine,  India,  and 
now  a  limited  supply  is  coming  from  France.  The. 
supply  of  hides  is  more  than  sufficient,  as  the  cargoes 
which  formerly  went  to  France,  Germany,  and  Bel- 
gium are  largely  diverted  to  England.  In  the  first 
week  of  the  war,  we  captured  eight  vessels  full  of  hides 
destined  for  Germany,  and  these  have  been  sold  by 
auction.  The  difficulty  now  facing  the  industry  is  that 
there  are'  not  sufficient  skilled  equipment  makers. 
Hides,  suitable  for  army  work,  have  gone  up  in  price 
from  7^d.  to  9^d.  per  pound  in  the  last  three  weeks, 
while  some  classes  of  leather  have  gone  up  as  much  as 
Is.  per  pound. 

Dr.  Parker,  principal  of  the  Leather  Sellers'  Tech- 
nical College,  L5ermondsey,  in  an  interview,  has  de- 
clared that  the  advance  of  price  is  unjustifiable,  and  he 
expressed  the  hope  that  the  Board  of  Trade  will  take 
measures  to  prevent  it.  "Up  to  now,"  he  proceeded, 
"nothing  but  good  stuff  has  gone  into  army  work.  Our 
army  is  better  shod  than  any  of  the  other  armies  now- 
fighting  in  Europe,  and  in  this  respect  it  is  leagues 
ahead  of  the  German  army." 


Try  a  "War  Map"  Window 

A  "War-map"  window  is  being  tried  out  by  a  num- 
ber of  our  retailers  and  is  proving  to  be  one  of  the 
greatest  attractions  ever  attempted  in  this  direction. 
A  typical  window  contains  a  map  of  Europe  about  4 
ft.  by  5  ft.,  mounted  in  the  centre  of  the  window.  The 
location  of  the  armies  each  day  is  represented  by  stick 
|)ins  with  colored  heads  as  for  example,  black  for  Ger- 
many, red  for  France,  green  for  Russia,  yellow  for 
Austria,  white  for  England,  the  location  each  day  be- 
ing taken  from  the  reports  of  the  local  papers.  Shoes 
are  displayed  at  the  bottom  and  sides  of  the  map.  The 
window  serves  the  double  purpose  of  advertising  your 
shoes  and  of  keeping  the  public  in  touch  w  ith  the  war 
situation  in  a  most  realistic  way. 

Another  attraction  that  is  being  tried  out  with  al- 
most equal  success  is  the  display  of  a  facsimile  of  the 
boot  worn  by  the  Canadian  soldier  and,  in  some  cases, 
though  this  is  more  difficult  to  obtain,  of  those  worn 
by  the  different  European  armies.  A  little  expense 
and  attention  along  tin's  line  will  give  the  retailer  gra- 
tifving  results. 
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The  Manufacturer's  View  Point 

Retailers  will  understand  the  point  of  view  of  the 
other  fellow  better  perhaps  after  reading  the  following- 
extracts.  They  are  taken  from  a  letter  written  by  a 
prominent  manufacturer  to  one  of  his  Canadian  sales 
agents  operating,  as  it  states,  on  commission.  The  re- 
marks about  the  use  of  kid  are  borne  out  by  later  de- 
velopments, but  the  Canadian  financial  situation  is,  we 
believe,  much  better  than  the  letter  would  indicate,  and 
is  steadily  improving". 

"There  are  three  points  which  I  wish  you  to  give 
serious  consideration : — 

"First,  try  and  impress  upon  the  dealers  that  this  is 
the  time  to  buy  conservatively.  We  appreciate  that 
while  you  are  out  on  commission,  it  is  asking  a  good 
deal  of  you  not  to  get  all  of  the  business  you  can,  but 
you  will  have  to  look  at  it  in  a  broad-minded  way.  In 
the  first  place  we  have  only  a  limited  amount  of  leather 
and  we  would  rather  it  would  spread  over  a  larger  pro- 
portion of  your  trade  with  a  chance  of  getting  dupli- 
cate business  at  an  advanced  price.  Also  if  you  sell 
large  bills  of  goods,  which,  considering  the  man's  re- 
sponsibility, looks  like  a  speculation,  we  might  be  in- 
clined to  refuse  the  same  as  we  think  that  finances  are 
going  to  be  in  such  shape  that  a  man  of  limited  means 
cannot  afiford  to  assume  more  than  his  normal  require- 
ments or  even  a  little  less. 

"Second : — You  will  have  to  be  very  careful  in  re- 
gard to  credits,  for  we  are  going  to  draw  the  line  closer 
than  we  ever  did  and  this  is  'going  some.'  Therefore, 
when  going  into  a  town  with  the  advantage -you  have 
at  present  of  old  prices,  try  the  very  best  you  can  to 
sell  the  man  in  the  town  who  has  the  best  credit.  It 
would  be  worth  your  while  to  take  a  little  extra  pains 
on  this  account  because  you  would  eliminate  the  chance 
of  having  the  order  turned  down  by  our  credit  depart- 
ment. 

"Third : — The  goatskin  market  seems  to  be  in  the 
easiest  shape  at  present  of  any  of  the  different  kinds 
of  stock  and  it  would  therefore  seem  as  if  a  dealer 
would  get  better  values  at  the  same  price  in  black  vici 
than  he  would  in  gun  metal,  and  would  suggest  that 
you  crowd  the  black  vici  all  you  can,  as  we  think  it 
will  be  better  for  all  concerned  if  the  sales  on  this 
style  of  shoe  are  increased." 


Evidence  of  Hostile  Trading 

The  Department  of  Trade  and  Commerce,  Ottawa, 
has  issued  various  cautions  against  indirect  trading 
with  the  enemy.  Attention  has  been  called  to  the  fact 
that  circular  letters  were  being  sent  out  from  points 
outside  of  Canada  in  the  interests  of  German  firms, 
and  that  in  this  indirect  way  an  attempt  Avas  being 
made  to  continue  trading  transactions,  which  had  been 
])rohibited.  Evidence  has  now  come  before  the  de- 
l^artment  to  the  effect  that  German  shipping  and  for- 
warding agents,  to  compensate  themselves  for  cessa- 
tion of  business  in  their  home  centres,  have  transferred 
their  offices  to  London  and  points  in  Canada.  In 
this  way  they  are  attempting  to  retain  their  business 
connections  in  competition  with  British  and  other  firms 
until  peace  enables  them  to  re-establish  themselves  in 
C}ermany.  In  order  to  do  this  they  offer  rates  that 
preclude  British  firms  from  doing  business  on  a  rea- 
sonable basis.  AVhile  it  would  be  difficult  to  directly 
interfere  with  such  practices  as  here  indicated,  it  is 
nevertheless  desirable  for  Canadians  to  discourage  hos- 
tile activity  of  this  kind  by  assuring  themselves  of 
the  standing  of  the  firms  with  which  they  may  have 
occasion  to  transact  business. 


German  Necessity  Knows  No  Law 

The  Treaty  securing  the  neutrality  of  Belgium  is 
an  old  Treaty — signed  in  1839. 

In  1870,  when  there  was  war  between  France  and 
Germany,  the  question  of  the  neutrality  of  Belgium 
arose  and  Prince  Bismarck  gave  an  emphatic  assurance 
to  Belgium  that  the  German  Confederation  and  its 
allies  would  respect  the  neutrality  of  Belgium.  This 
is  valuable  as  a  recognition  in  1870  on  the  part  of  Ger- 
many of  the  sacredness  of  these  treaty  rights. 

What  is  Germany's  attitude  in  1914  regarding  this 
Treaty?  It  was  on  the  day  that  war  was  declared 
between  Great  Britain  and  Germany  (August  4th) 
that  the  German  Chancellor  said  in  the  Reichstag — 

"Gentlemen,  we  are  now  in  a  state  of  necessity,  and 
necessity  knows  no  law.  Our  troops  have  occupied 
Luxemburg  and  perhaps  are  already  on  Belgian  soil. 
Gentlemen,  that  is  contrary  to  the  dictates  of  interna- 
tional law   We  were  compelled  to  over-ride  the 

just  protest  of  the  Luxemburg  and  Belgian  Govern- 
ments. The  wrong — I  speak  openly — that  we  are 
committing  we  Avill  endeavor  to  make  good  as  soon 
as  our  military  goal  has  been  reached.  Anybody  who 
is  threatened,  as  we  are  threatened,  and  is  fighting  for 
his  highest  possessions,  can  have  only  one  thought — 
how  he  is  to  hack  his  way  through." 


The  Increasing  Importance  of  Kid  in  the 
Manufacture  of  Footwear 

There  is  a  decided  and  increasing  tendency  on  the 
part  of  manufacturers  of  this  continent  to  employ  more 
kid  in  the  manufacture  of  high-class  boots  and  shoes, 
not  merely  for  dress  wear,  but  for  everyday  wear  for 
men,  women  and  children.  It  is  very  fortunate  that 
popular  tastes  have  been  inclining  more  and  more  in 
this  direction  latterly,  as  kid  leather  possesses  many 
advantages  as  a  shoemaking  material,  and,  moreover, 
it  is  much  more  readily  obtainable  than  other  leathers 
at  the  present  time,  the  great  bulk  of  which  has  been 
coming  from  the  countries  now  engaged  in  the  Euro- 
pean struggle.  Enormous  shipments  of  kid  have  been 
exported,  in  the  past,  to  Europe,  and  a  great  deal  of 
discussion  is  now  being  raised,  naturally  and  properly 
enough,  as  to  the  increased  domestic  utilization  of 
these  skins  by  giving  more  prominence  to  kid  in  shoe 
manufacture,  in  order  to  make  up,  in  so  far  as  possible, 
for  the  shortage  in  calf  skins  and  other  popular  mater- 
ials. This  would  lead  to  an  increase  of  several  millions 
in  the  annual  number  of  hides  available  on  this  con- 
tinent for  leather  manufacttu'e,  and,  as  a  natiu'al  con- 
sequence, would  constitute  a  considerable  factor  in 
coping  with  any  leather  shortage  which  may  possibly 
occur  when  the  supply  at  present  on  hand  in  the  store- 
rooms of  the  manufacturers  becomes  depleted. 

It  is  perhaps  the  consciousness  on  the  part  of  many 
thoughtful  and  far-seeing  manufacturers  of  this  fact, 
that  has  induced  them  to  give  more  attention  of  late 
to  a  consideration  of  the  qualities  of  kid  as  a  satisfac- 
tory leather  in  shoemaking-,  and  those  who  have  inves- 
tigated the  matter  to  any  extent  seem  to  agree  as  to 
its  satisfactoriness.  Many  of  them  are  consequently 
availing  themselves  of  its  possibilities,  by  turning  out 
a  great  variety  of  fashionable  lasts  using  this  material 
as  a  basis,  and  the  results  prove  conclusively  that  this 
footwear  is  a  most  satisfactory  product  in  everj^  re- 
spect. Retailers  express  themselves  as  pleased  with 
the  samples  submitted  to  them  by  travellers,  and  in  a 
great  many  instances  large  orders  have  been  placed 
for  these  goods. 

Kid  footwear  possesses  many  desirable  character- 
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istics  in  an  eminent  dcj^ree.  I'irst  and  foremost,  the 
kid  shoe  is  a  most  attractive  and  handsome  article, 
whether  made  of  kid  alone,  or,  as  is  some  cases,  made 
in  tasty  designs  in  combination  with  cloth.  Attain, 
every  person  who  has  ever  worn  kid  boots  or  shoes  or 
sli])pers  mnst  be  aware  of  their  advantages  from  the 
standpoint  of  comfort,  owing  to  the  soft,  pliable  nature 
of  the  material.  Moreover,  experience  of  late  has 
proved  that  they  are  serviceable  and  that  the  softness 
and  lightness  of  kid  shoes  do  not  interfere  materially 
with  its  durability.  One  of  its  well-known  characteris- 
tics is  that  it  retains  a  "dressy"  appearance  longer  than 
any  other  leather.  Manufacturers  also  state  that  kid 
furnishes  the  shoemaker  with  an  excellent  material  on 
which  to  display  his  skill.  It  is  also  thoroughly  adaj^t- 
uu'.t  to  tiie  recjiurcinenis  ot  the  tactory. 

•  The  foregoing  will  undouljtedly  contril)Ute  to  sup- 
port the  statements  of  those  who  are  endeavoring,  at 
the  present  time,  to  encourage  the  more  extensive  use 
of  kid  in  the  boot  and  shoe  industry  of  America,  and 
to  attach  considerable  importance  to  it  as  a  very  suit- 
able and  easily  obtainable  means  of  counteracting  the 
disadvantages  liable  to  arise,  in  consequence  of  the 
cutting  ofif  of  some  of  the  sources  on  which  we  have 
hitherto  depended  for  a  large  amount  of  our  leathers. 


Demand  for  Leather  Goods  in  West  China 

With  the  introduction  of  foreign  ideas,  the  Chinese 
are  using  more  leather  goods  than  ever  before,  and 
there  is  a  constantly  increasing  demand  for  the  foreign 
product.  This  is  due  i)artly  to  the  adoption  of  West- 
ern dress  and  partly  to  the  increased  military  activity 
which  is  noticeable  in  every  part  of  China.  Foreign 
shoes  are  becoming  more  and  more  popular  among 
the  Chinese,  and  since  they  travel  about  a  great  deal 
more  than  formerly,  they  are  commencing  the  use  of 
leather  trunks,  suit  cases,  handbags,  and  hat  boxes  to 
a  great  extent.  Foreign  saddlery  of  all  kinds  is  also 
enjoying  a  wider  sale,  and  leather  belts  and  straps  for 
wrist  watches  are  coming  more  and  more  into  vogue. 
Not  only  are  these  articles  used  l)y  the  increasing  mil- 
itary population,  but  leggings,  cartridge  cases,  and 
other  accoutrements  are  enjoying  a  wider  sale. 

Although  the  Chinese  are  able  to  imitate  the  lea- 
ther goods  from  abroad,  the  materials  which  they  use 
are,  as  a  rule,  of  very  inferior  quality.  The  native  lea- 
ther is  poorly  tanned  and  is  generally  odoriferous.  It 
is  spongy  and  easily  affected  by  moisture.  The  wear- 
ing quality  is  poor,  and  it  generally  has  a  dull  and 
lifeless  appearance. 

'I'he  Japanese  have  not  been  slow  to  take  advantage 
of  the  demand  for  leather  goods  of  foreign  manufac- 
ture, but  the  goods  which  they  sell  have  not  been  alto- 
gether satisfactory  to  the  Chinese.  Frequent  com- 
plaints are  made  with  regard  to  the  quality,  durability, 
and  the  appearance  of  their  products,  and  the  prices, 
while  comparatively  low,  do  not  mean  economy  in  the 
long  run. 

There  is  a  demand  for  almost  every  class  of  leather 
goods  which  may  be  purchased  for  personal  use.  Lea- 
ther belting  and  leather  goods  of  a  similar  character 
for  manufacturing  purposes  would  not,  however,  sell 
to  any  extent  at  present,  but  most  of  the  articles  named 
could  be  sold  to  advantage.  It  is  important,  however, 
that  prices  be  as  low  as  possible  consistent  with  good 
workmanship  and  fair  quality.  As  the  per  capita 
wealth  in  China  is  low,  it  is  difficult,  as  a  rule,  to  ob- 
tain large  prices  for  any  class  of  gootls.  The  prices  of 
foreign  competitors  must  therefore  be  met  as  far  as 
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possible  in  order  to  obtain  a  share  of  the  trade.  Shoes 
should  be  made  to  sell  here  for  the  equivalent  of  $2.50 
to  $3,  United  States  currency.  Pointed  toes  are  pre- 
ferred to  the  broad,  rounding  toes  which  are  often 
characteristic  of  American  shoes.  The  demand  would 
be  chiefly  for  men's  sizes.  The  average  size  would 
be  somewhat  smaller  than  in  the  United  States.  Both 
brown  and  black  shoes  enjoy  a  ready  sale.  The  former, 
however,  are  generally  i)referred. — Daily  Consular 
and  Trade  Reports. 


German  Exports 

The  total  value  of  Ijocjts,  slioes  and  slippers  ( ex- 
cei)t  of  rul)])er)  exported  from  (jermany  and  Austria- 
Hungary  in  a  recent  year  were  as  follows: — 


ICxports  from  Germany  (1912) — 
IWjots  and  shoes  of  leather — 

With  wooden  soles   £  39,000 

With  soles  of  other  materials   1,057,000 

Sli])pers   6,000 

r>oots  and  shoes  of  textile  materials  or 

felt,  with  soles  of  other  materials  .  .  179,000 


Total   £1,281.000 

I'",x])orts  from  Austria-Hungary  (  1913) — 
Hoots  and  shoes  of  all  kinds,  with  or 
without  leather,  combined  or  not 
with  textile  or  other  materials  ...  £1,037,000 


British  Purchasing  Agent  in  Canada 

Realizing  the  jxtssibilities  of  Canada  as  a  purchas- 
ing ground,  the  British  Government  have  appointed 
Mr.  I"".  \V.  Stobart  their  purchasing  agent  in  Canada. 
Mr.  Stobart  has  instructions  to  place  orders  with  Cana- 
dian firms  for  various  supplies  required  by  the  Euro- 
pean troops,  and  to  ascertain  further  what  additional 
articles  can  be  economically  supplied  by  our  manufac- 
turers. It  is  said,  however,  that  there  is  little  demand 
outside  of  our  own  troops  for  Canadian  boots  and 
shoes,  as  both  France  and  England  are  so  far  in  a  posi- 
tion to  supply  the  demand.  Substantial  contracts  have 
of  course  been  let  to  our  shoe  manufacturers  for  the 
Canadian  troops,  which,  no  doubt,  will  be  repeated  in 
the  near  futm^e  and  from  time  to  time. 


Business  Picking  Up 

Our  Alontreal  correspondent  advises  that  inquiries 
among  the  Montreal  and  Maisonneuve  shoe  factories 
show  that  business  is  picking  up  in  a  satisfactory  man- 
ner. Orders  for  spring  are,  considering  the  general 
situation,  of  a  distinctly  encouraging  nature,  those 
from  the  country  towns  being  especially  good.  Manu- 
facturers state  that  retailers  are  buying  cautiously, 
and  that  the  orders  are  not,  as  a  rule,  of  such  large  vol- 
ume as  say  two  years  ago.  Some  makers  are,  however, 
agreeably  surprised  at  the  business  which  is  being  re- 
cei\  ed,  having  been  inclined  to  believe  that  conditions 
were  not  favourable  to  extensive  purchases.  The  shoe 
findings  trade  is  brisk,  even  taking  into  consideration 
that  this  is  the  busy  season  for  this  section  of  the  in- 
dustry. 


For  Our  December  Number 

Wiiat  about  having  its  photograph  taken?  We 
mean  that  attractive  Christmas  window  of  yours. 
Send  us  a  good  photograph  and  we'll  have  a  cut  made 
and  show  it  in  our  next  number. 
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Letters  That  Will  Collect  Your  Accounts 

The  Value  of  a  Good  Letter— May  be  Plain-Spoken  and  still  perfectly  Courteous — 
Some  Types  That  Have  Proven  Their  Value 


Many  a  shoe  retailer  is  more  worried  over  the  col- 
lection of  his  accounts  than  he  is  over  the  amount  of 
his  turn-over.  Of  course,  the  ideal  trade  is  the  cash 
business,  but  in  many  localities — often  the  more  weal- 
thy— this  is  out  of  the  question.  It  remains,  then,  to 
make  the  most  of  what,  at  best,  must  always  be  an  un- 
satisfactory way  of  doing  business. 

The  failure  to  collect  accounts  promptly  may  l)e 
traced  to  man)^  causes — lack  of  system  on  the  part  of 
the  dealer — an  ineffective  system — fear  of  giving  of- 
fense to  the  customer  and  so  losing  his  trade.  There 
are  also  the  cases  where  the  customer  really  cannot 
pay.  The  two  latter  causes,  however,  are  scarcely 
worthy  of  consideration,  as  the  wide-awake  retailer 
soon  discovers  the  customer  who  has  no  money,  and, 
regarding  the  man  who  can,  but  won't  pa)^ — losing 
his  trade  is  good  business,  except  in  the  very  rarest 
cases.  It  must  be  taken  for  granted,  therefore,  that 
the  weakness  in  collecting  accounts  is  either  due  to  a 
poor  system  or  to  an  entire  lack  of  an}'  system  what- 
ever. 

Of  course,  many  retailers  doing  business  in  a  small 
way  have  not  a  sufficient  clerical  staff  to  get  out  as 
many  letters  as  they  would  like,  and  it  is  now  pretty 
generally  recognized  that  a  single  letter,  without  a 
proper  system  of  follow-ups,  will  not  bring  ver}'  mark- 
ed results.  This  may  be  because  of  modern-day  meth- 
ods of  doing  business,  which  have  accustomed  the  aver- 
age man  to  expect  some  half-dozen  letters  following 
on  top  of  one  another.  Consequently,  he  is  not  inclin- 
ed to  pay  any  attention  to  the  matter  until  it  has  been 
brought  to  his  attention  some  4  or  5  or  6  times.  Again, 
even  where  this  system  has  been  worked  out  carefully, 
results  are  often  not  satisfactory,  because  the  letters 
are  not  written  with  that  point  and  forcefulness  which 
command  the  respect  and  attention  of  the  customer. 
Perhaps  they  are  too  harsh  and  antagonize  him,  or 
perhaps  they  are  too  conciliatory  and  leave  him  indif- 
ferent. It  is  quite  true  that  molasses  will  catch  more 
flies  than  vinegar,  but  vinegar  has  its  place,  and  the 
man  who  neglects  to  pay  his  account  after  some  4  or 
5  soft-spoken  letters  surely  deserves  some  plain  speak- 
ing. Even  the  most  pointed  letters,  however,  should 
be  courteous  and  must  never  give  offense  or  open  the 
way  for  argument  or  personal  resentment. 

A  recent  issue  of  the  Boot  and  Shoe  Recorder 
treats  this  matter  of  collections  at  some  length  and 
discusses  the  factors  Avhich  go  to  make  up  a  successful 
collection  letter.  The  same  article  also  contains  a 
num])er  of  letters  which  are  offered  as  types.  It  is  pos- 
sil)le  that  we  may  not  all  agree  with  the  exact  wording 
of  these  letters,  but  it  is  certain  they  possess  consider- 
able merit  and  we  believe  they  may  well  be  used  by 
many  of  our  retailers  as  a  basis  for  the  preparation  of 
a  similar  group  better  suited  to  their  own  needs.  W  e 
reproduce  these  letters  below  with  certain  of  the  ex- 
l)lanations  which  accompany  them. 

'i  hc  great  drawback  to  most  systems  and  collec- 
tion agency  methods  is  that  they  depend  entirely  on 
an  effort  to  scare  the  delator,  instead  of  appealing  to 
the  various  reasons  that  induce  different  classes  of 
nu-ii  til  pa\'  up.     I''\cry  passing  day  Inuls  Icwci'  and 


fewer  men  who  can  be  scared  by  collection  letters  or 
collection  agenc}'  methods. 

Courtesy,  common  sense  and  persistency  are  the 
greatest  factors  in  successful  collecting.  The  follow- 
ing letters  combine  these  factors  and  have  proved  suc- 
cessful where  used.  They  are  the  results  of  over  fif- 
teen years'  experience  of  an  attorney  and  credit  man 
for  several  large  business  houses. 

After  experimenting  with  many  systems  and  let- 
ters, and  eliminating  those  that  did  not  get  the  best  re- 
sults, these  letters  and  postal  card  forms  were  left. 
There  are  letters  that  will  bring  in  more  money  in  the 
first  week  or  so,  but  that  do  not  get  the  most  possible 
out  of  the  past  due  hundred  dollars,  and  that  in  the 
long  run  are  very  costly  to  use. 

Letter  No.  1 

In  looking  over  our  ledger  to-day  we  find  a  bal- 
ance against  you  of  $  ,  running  back  to  . 

Will  you  kindly  mail  us  your  check  for  this  amount, 
or  advise  us  at  once  if  you  find  the  balance  incorrect. 

Thanking  you  in  advance,  we  remain 
Yours  very  truly. 

Letter  No.  2 

We  wrote  you  regarding  a  balance  of 

$  in  ,  but  so  far  have  not  heard  from  you. 

Please  write  us  at  once,  so  that  we  will  know 
whether  you  consider  the  balance  correct,  and  when 
we  may  expect  your  check. 

Yours  verv  truly, 

Letter  No.  3 

Our  letters  of  and    regarding  a  bal- 
ance of  $  on  your  account  remain  unanswered. 

It  certainly  seems  to  us  that  you  might  at  least 
grant  us  the  courtesy  of  an  answer,  even  if  you  are 
unable  to  send  your  check  at  this  time. 

Kindly  favor  us  in  this  regard,  and  oblige 
Yours  verv  truly. 

Letter  No.  4 

W'e  are  much  surprised  at  }'our  failure  to  answer 
any  of  our  several  letters  regarding  your  account.  Our 
letters  have  certainly  been  courteous,  and  we  have 
made  no  threats  of  any  kind. 

You  know,  of  course,  that  unless  we  hear  from  you, 
we  will  be  compelled-  to  adopt  other  means  of  collec- 
tion, which  we  very  much  dislike  to  do. 

It  will  save  both  of  us  useless  expense  and  annoy- 
ance if  you  will  write  at  once,  stating  jiist  what  you 
propose  to  do. 

'Phe  writer  will  hold  this  account  on  his  desk  until 

the  morning  of  .  and  will  depend  upon  hearing 

from  you  l)y  that  time. 

Yours  very  truly, 

Letter  No.  5 

As  we  did  not  hear  from  you  this  morning,  we  had 
fully  decided  to  take  other  steps  to  enforce  payment. 

However,  a  business  acquaintance  advises  us  that 
he  believes  you  to  be  entirely  prompt  and  reliable,  and 
we  ha\'e  therefore  decided  to  wait  a  few  days  longer. 

Ynu  must  certainlv  realize  that  }-our  credit  standing 
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depends  on  \i)uv  fair  dealinj^-,  and  fair  dealinj?  cer- 
tainly requires  you  to  answer  our  letters. 

In  view  of  the  statement  referred  to  above,  we  shall 
e.\i)cct  to  hear  from  you  by  return  mail. 

Yours  very  truly, 

A  Postal  Card  Form 

W  e  wrote  yon  ,  ,   , 

 and   .  No  reply.  Why?  It  is  im- 
portant that  we  hear  from  you  at  once. 

Follow  Directions 

The  letters  should  be  sent  weekly  and  the  postal 
cards  every  other  day  for  20  days,  following  letter  No. 
5,  allowincj  two  days  for  answer  to  last  letter.  The 
letters  should  be  sins^le  spaced  and  the  cards  double 
spaced,  h'ill  in  tlie  Ijlanks  in.  the  second  line  of  the 
card  form  with  the  dates  of  tlie  five  precedint^'  letters. 
The  efficiency  of  this  system  depends  entirely  on  send- 
ing the  letters  and  cards  at  times  indicated,  and  spac- 
ing as  directed. 

^ On  will  note  that  the  lirst  three  letters  are  vcr\- 
sli(irt  and  easy  to  write,  but  still  they  say  all  that  is 
worth  while  saying  in  the  opening  letters.  The  fourlli 
letter  takes  the  place  of  the  usual  "threat  to  sue"  letter. 
If  the  debtor  is  afraid  of  being  sued,  this  letter  will  get 
just  as  good  results  as  if  the  threat  was  actually  made, 
and  yet  it  leaves  the  matter  entirely  open,  so  ihni  you 
can  go  after  him  again  from  another  angle. 


The  fifth  letter  takes  the  place  of  the  "threat  to 
list,"  so  that  other  merchants  will  know  of  his  indebt- 
edness to  you  and  therefore  refuse  credit.  This  plan 
was  followed  with  some  success  in  past  years,  and  is 
still  in  use  to  some  extent,  but  its  value  is  becoming 
less  and  less.  The  reason  is  that  all  threats  create  a 
state  of  mental  opposition  on  tiie  ])art  of  the  debtor, 
and  he  is  likely  to  say,  "We'.l,  list  me  if  you  want  to, 
but  you  can't  scare  me." 

This  fifth  letter,  however,  gives  the  debtor  the  same 
reason  for  ])aying,  without  making  any  threat,  and 
it  is  even  stronger,  as  he  figures  that  someone  he  is 
dealing  with  and  i)aying  fyou  know,  most  men  have 
some  dealer  that  they  keep  pretty  well  paid  up)  will 
know  about  it,  and  that  his  credit  there  will  be  en- 
dangered. 

Wear  Him  Out 
If  this  letter  does  not  bring  results,  then  start  the 
cards.  There  are  some  men  who  do  not  read  letters, 
and  it  does  not  much  matter  what  you  write  them. 
Here  is  where  the  cards  come  in.  Read  over  the  form 
carefully  and  you  will  see  that  it  is  not  only  legal,  but 
dignified  and  courteous.  But  it  gets  results  rpiickly. 
'i  he  first  one  or  two  cards  will  probalil}-  be  thrown  in 
the  waste  basket,  l)ut  the  fifth  or  sixth  will  get  on  the 
debtor's  nerves,  and  as  he  does  not  know  there  is  a  20- 
day  limit  on  sending  them,  he  will  answer  to  stop  them 
coming. 


With  The  Shoe  Retailer  All  Over  Canada 


Business  Mostly  Good 

Reports  from  our  subscribers  all  over  the  Domin- 
ion on  trade  conditions  are  somewhat  conflicting,  but 
on  the  whole,  are  very  encouraging.  One  meets  an 
occasional  retailer  who  is  somewhat  in  the  dumps, 
but  this  is  more  than  offset  by  others  who  are  doing 
"as  well  as  a  year  ago,"  "much  better  than  expected," 
and  so  on.  The  great  variety  of  reports  received  leads 
us  to  suggest  that  there  may  be  something  in  the 
methods  employed  by  different  retailers  of  going  after 
their  business.  Perhaps  those  stores  doing  the  best 
trade  are  meeting  a  popular  demand  for  something  the 
other  fellow  has  not  got.  Perhaps  their  advertising- 
methods  are  more  effective.  Perhaps  the  value  of 
their  location  has  improved  owing  to  local  changes. 
Possibly  the  employees  are  more  courteous  or  more 
tactful.  Is  their  store  more  attractive,  better  lighted 
or  cleaner?  Are  they  making  better  use  of  their  win- 
dows for  display  purposes?  We  must  not  forget  that 
there  are  two  distinct  classes  of  men  in  business  to- 
day— the  man  who  goes  after  business  and  the  man 
who  sits  tight.  When  there  is  not  (juite  enough  to 
go  round,  it  is  the  latter  ty])e  that  only  gets  what  is 
left.  General  business  could  not  be  better,  some  of 
our  friends  report.  It  certainly  is  not  as  bad  as  a 
few  of  them  tell  us.    What  is  the  reason? 

As  a  fair  example  of  confident  optimism,  here  is  a 
letter  just  received  from  the  Prince  .\li)ert  Trading 
Company,  Prince  Albert,  Sask. 

Ivditor  "Footwear  in  Canada": 

The  shoe  business  is  very  good  in  this  section;  in 
fact  it  is  fully  as  good  as  it  was  a  year  ago.  Cunmetal 
button  shoes,  in  ladies',  appear  to  be  more  than  hold- 
ing their  own.  Our  trade  does  not  take  to  the  reced- 
ing toe  but  still  insists  on  the  round,  raised  toe.  In 
ladies'  shoes  patents  are  in  good  deniaiul,  as  are  also 
velvets  and  vici  kids. 

Five  dollars  is  the  favorite  price  for  a  ladies'  shoe 


But  Must  Go  After  It 

tliis  year  and  we  are  seldom  asked  for  a  cheaper  fine 
shoe.  Tans  and  suedes  appear  to  be  dead.  Party  slip- 
])ers  and  pumps  are  not  in  as  big  demand  as  in  years 
past  and  where  there  is  a  call  it  is  mostly  for  a  pat- 
ent, a  satin  or  a  kid.  Colored  ])umps  are  slow  movers 
this  }'ear. 

In  children's  shoes  we  find  a  healthy  demand,  and 
the  people  continue  to  buy  a  good  article. 

In  men's  footwear  we  notice  the  demand  is  mostly 
always  for  gunmetal,  and  as  in  women's,  the  round 
rtiised  toe  is  the  favorite.  Buttons  are  the  most  popu- 
lar style. 

In  staple  lines  the  cheaper  grades  are  selling  readi- 
1}',  too  readily,  to  tell  the  truth;  working  men  simply 
will  not  bu\-  as  good  a  work  shoe  as  thcv  would  last 
fall. 

The  crops  were  splendid  in  the  Prince  Albert  dis- 
trict. Wheat  brought  $1.00  a  bushel  and  potatoes  are 
also  l)ringing  $1.00  a  bushel  to  the  farmer. 

Business  is  healthy  here.  Most  merchants  in 
Prince  Albert  are  doing  more  sorting  and  less  placing, 
wdiich  is  as  it  should  be.  Stocks  are  not  so  heavy  as 
they  were  and  they  are  ]:)eing  watched  better. 

This  store  is  getting  after  business  hard,  through 
the  newspapers  and  also  by  continually  changing  its 
display  windows.  We  price  everything  we  show, 
whether  in  the  windows  or  in  the  store.  A  good  dis- 
play with  a  neat  i)rice  ticket  on  it  (or  on  each  separate 
article )  is  the  best  advertising  of  all. 

Yours  truly. 

Prince  Albert  Trading  Companv, 
Per  A.  Bullock. 

.\  prominent  Woodstock,  N.B.,  retailer  also  sends 
the  following: 

"Owing  to  the  very  warm  dry  weather  of  the  past 
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two  months,  fall  business  has  hardly  started.  With 
fall  weather  conditions  we  expect  to  find  business  as 
good  as  usual.  We  find  patent  leather  and  gunmetal 
are  equally  popular  for  ladies'  boots,  Avith  the  button 
style  selling  the  best.  The  men  are  buying  mostl)^ 
calf  goods  with  the  lace  style  the  strong  seller. 

"Spring  buying  is  about  finished  in  this  section. 
We  have  found  prices  about  the  same  as  last  season." 

Another  typical  letter  comes  from  the  J.  W.  Scovil 
Company,  general  stores,  St.  Stephen,  N.B.  Mr.  Sco- 
vil writes : 

"Re  trade  conditions  we  would  say  that  we  find 
very  little  dift'erence  between  this  year  and  last  in  our 
shoe  department.  Conditions  in  this  vicinity  are  nor- 
mal, and  we  think  that  people  who  are  pushing  their 
business  are  finding  trade  equally  as  good  as  in  pre- 
vious years." 

And  from  Mr.  J.  J.  Haines,  of  the  J.  J.  Haines  Shoe 
Houses,  Belleville,  Ont. : 

"Trade  is  rather  quiet  for  this  time  of  the  year, 
largely  due  to  the  unusually  fine  dry  weather  which 
is  not  favorable  for  the  shoe  trade.  The  war,  money 
conditions  and  many  out  of  employment,  don't  help 
business ;  still,  it  might  be  much  worse. 

"The  class  of  shoes  we  are  selling  are  of  a  very 
much  better  kind  and  higher  priced  than  formerly, 
there  is  no  sale  for  cheap  goods,  people  want  some- 
thing better  and  seem  to  have  the  money  to  pay  for 
them. 

"As  to  prices,  our  buyer,  Mr.  McBride,  has  just 
returned  from  the  East  and  he  reports  that  there  is 
practically  no  advance  in  prices  except  in  splits  and 
some  heavy  leathers." 

Also  Casselman  Bros.,  family  shoe  stores,  London, 
Ont.,  find  business  keeping  up  uniformly  well.  Mr. 
W.  A.  Casselman  writes : 


We  find  a  strong  demand  for  receding  toes  for 
men,  in  fact  these  lasts  are  increasing  in  favor  each 
month.  For  ladies  the  demand  is  hardly  as  prominent 
but  they  like  the  Spanish  and  spool  heels  and  the  all- 
vesting  quarters  are  very  popular.  Patents  have  the 
big  call  for  ladies,  with  a  fair  call  for  dull  velours  and 
vicis.  Cravenette  and  brocade  tops  are  asked  for  most. 

"Trade  has  been  keeping  vip  uniformly  well,  we 
have  no  occasion  to  complain,  and  we  are  looking  for- 
ward for  better  things  in  the  future." 

Mr.  Rowland  Hill,  of  London,  Ont.,  reports  that 
conditions  are  improving  and  trade  is  keeping  up  well ; 
also  that  he  is  buying  as  usual. 

In  Toronto  reports  are  somewhat  conflicting.  In 
certain  sections  the  trade  is  as  good  as  it  was  a 
year  ago,  and  a  number  of  retailers  report  increased 
sales  for  October  over  the  same  month  in  1913.  In 
other  sections,  especially  in  the  outlying  districts, 
where  the  poorer  classes  live,  the  shortage  of  money 
is  being  felt  and  the  sales  have  fallen  off.  These  lat- 
ter state  that  a  lower  priced  shoe  is  being  called  for. 
In  the  better  business  sections,  popular  qualities  are 
practically  unchanged. 

It  is  uniformly  reported  that  the  shoe  repair  busi- 
ness is  very  brisk.  This  is  natural  and  may  delay  the 
day  of  purchasing  for  a  few  weeks.  The  ultimate  ef- 
fect will  be,  however,  that  the  demand  for  new  shoes 
will  be  greater,  and  this  demand  cannot  be  put  off 
indefinitely.  Everything  considered,  the  immediate 
outlook  is  good,  with  prospects  of  gradual  improve- 
ment. 

The  rubber  trade  is  not  active  yet,  largely  because 
the  autumn  weather  has  been  almost  uniformly  dry 
and  comfortable.  With  the  inevitable  wet  weather  of 
the  next  few  weeks,  a  demand  quite  equal  to  last  year's 
is  expected.  Price  of  rubbers  will  be  much  the  same 
as  a  year  ago. 


STANDARD  TYPES 


By  Charles  R.  Barrett 


The  Man  Who  Quits 


The  man  who  quits  has  a  brain  and  hand 
As  good  as  the  next!  but  he  lacks  the  sand 
That  would  make  him  stick,  with  a  courage  stout. 
To  whatever  he  tackles,  and  fight  it  out. 

lie  starts  with  a  rush,  and  a  solemn  vow 
That  he'll  soon  be  showing  the  others  how; 
Then  something  new  strikes  his  roving  eye, 
y\nd  his  task  is  left  for  the  bye  and  bye. 

It's  up  to  each  man  what  becomes  of  him: 
lie  must  find  in  himself  the  grit  and  vim 
That  bring  success;  he  can  get  the  skill, 
If  he  brings  to  the  task  a  steadfast  will. 

No  man  is  beaten  till  he  gives  in; 
Hard  luck  can't  stand  for  a  cheerful  grin; 
The  man  who  fails  needs  a  better  excuse 
Than  the  quitter's  whining  "What's  the  use?" 

For  the  man  who  quits  lets  his  chances  slip, 
Just  because  he's  too  l.azy  to  keep  his  grip. 
The  man  who  sticks  goes  ahead  with  a  shout. 

While  the  man  who  quits  joins  the  "down  and  out." 


The  Man  Who  Sticks 

The  man  who  sticks  has  this  lesson  learned: 

Success  doesn't  come  by  chance — it's  earned 

By  pounding  away;  for  good  hard  knocks 

Will  make  stepping  stones  of  the  stumbling  blocl<s. 

He  knows  in  his  heart  that  he  cannot  fail; 
That  no  ill  fortune  can  make  him  quail 
While  his  will  is  strong  and  his  courage  high, 
For  he's  always  good  for  another  try. 

He  doesn't  expect  by  a  single  stride 
To  jump  to  the  front;  he  is  satisfied 
To  do  ev'ry  day  his  level  best. 
And  let  the  future  take  care  of  the  rest. 

He  doesn't  believe  he's  held  down  by  the  boss — 
It's  work,  and  not  favor,  that  "gets  across." 
So  his  motto  is  this:  "What  another  man 
Has  been  able  to  handle,  I  surely  can." 

For  the  man  who  sticks  has  the  sense  to  see 
He  can  make  himself  what  he  wants  to  be, 
If  he'll  off  with  his  coat  and  pitch  right  in — 
Why,  the  man  who  sticks  can't  help  but  win! 
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A  Night  Telephone  Service 

A  lari^c  shoe  store  in  Keadint;,  I'a.,  has  inanyurated 
a  ni}4lit  teleplione  service,  and,  thoU!4h  the  store  is 
closed,  orders  are  received  (hiring-  the  evenint^  between 
the  hours  of  seven  and  ten.  'IMiis  looks  like  a  j^ood 
idea,  as  these  are  about  the  hours  when  people  are  read- 
ing their  evening  papers  and  discussing  the  advertise- 
ments. The  o])i)ortunity  of  placing  an  order  immedi- 
ately would  also  often  result  in  increased  orders,  as 
many  good  intentions  made  at  night  are  not  carried 
out  in  the  morning.  This  telephone  system  also  ])()S- 
sesses  advantages  over  ordering  by  mail,  in  that  the 
orders  arc  filled  with  much  less  delay. 


The  Value  of  the  Shoe  Lining 

I-'arnsworth,  lloyt  &  Company,  Boston,  are  offer- 
ing three  prizes  for  the  three  best  articles  on  the  sub- 
ject, "'The  Shoe  Lining — what  it  does  for  the  shoe." 
The  company  state  that  they  believe  the  functions  of 
the  lining  are  to  thoroughly  stay  the  upper  and  vamp; 
to  keep  the  shoe  in  shape;  to  absorlj  acid  perspiration, 
thus  prolonging  the  life  of  the  leather;  and  to  resist 
the  frictional  wear.  They  claim  that  the  imi)ortance  of 
the  lining  as  a  factor  in  shoemaking  is  largely  over- 
looked, which  results  in  the  use  of  lighter  and  inferior 
lining,  and  that  no  better  i^roof  of  the  importance  ol 
lining  can  be  asked  for  than  the  fact  that  the  United 
States  government,  in  ])lacing  contracts  for  arm}' 
shoes,  specifies  the  use  of  one  of  the  liea\iest  and 
strongest  of  twills  made. 


Monthly  Miner  Monitor 

"The  Miner  Monitor"  is  the  alliterative  title  of  .i 
pamphlet  to  be  issued  monthly  by  the  Miner  l\uljl)er 
Company,  Limited.  We  are  in  receipt  of  the  first  num- 
ber, which  gives  details,  prices,  and  illustrations  of  the 
Greyhound  tennis,  sporting,  and  outing  shoes,  foi- 
which  there  is  an  increasing  demand.  In  a  foreword, 
the  company  state  that  the  object  of  ])ublishing  the 
pamphlet  is  to  make  retailers  better  acquainted  "witli 
the  factory  whose  rubbers  you  handle  and  tiie  INIinei 
selling  agents  and  travellers  who  sell  you  the  goods. 
The  large  trade  we  have  established  in  the  few  year.-, 
this  company  has  been  in  existence,  and  the  hundreds 
of  friends  we  have  among  the  trade,  are  two  good  rea- 
sons for  warranting  the  statement  that  Miner  Means 
Merit." 


Hide  and  Skin  Market  in  South  Africa 

Consul-General  Geo.  fl.  Murphy,  Cape  Town,  has 
the  following  interesting  item  in  "Daily  Consular  & 
Trade  Reports,"  regarding  the  hide  and  skin  market  in 
South  Africa.  Here  at  least  is  one  influence  to  offset 
the  increase  in  the  price  of  leather. 

"Owing  to  the  loss  of  certain  I-luropcan  markets  as 
well  as  to  the  unsettled  condition  of  business  both  in 
Great  Britain  and  on  the  Continent,  the  prices  of  hides, 
skins,  and  wool  have  fallen  to  such  an  extent  that  it  is 
said  that  buyers  in  a  position  to  pay  spot  cash  can 
purchase  hides  at  a  heavy  reduction  from  prices  pre- 
vailing just  prior  to  the  declaration  of  war.  The  re- 
duction in  jM'ice  of  skins  is  said  to  be  between  2?  and 
^^  per  cent." 


Placing  Orders  Early 

The  fear  of  increased  prices  in  the  near  future  in 
consequence  of  the  I'-uropean  war  has  led  to  great  ac- 
tivity in  the  ])lacing  of  orders  for  spring  goods.    It  is 


reported  liial  a^  nuich  as  80  per  cent,  of  these  orders 
have  been  received  by  the  manufacturer.s.  According 
to  one  estimate,  50  per  cent,  of  these  orders  are  for 
boots.  As  to  the  styles  in  greatest  demand,  colonials 
in  women's  shoes  are  decidedly  in  the  lead,  the  call  for 
strap  efi'ects  not  being  so  strong.  The  demand  for  or- 
naments in  ])atent  or  dull  finish  is  for  sim])le  patterns. 
The  tendency  to  favor  turns  is  marked,  and  the  vogue 
of  shorter  skirts  is  creating  a  po|)ular  demand  for 
shorter  vami)s. — Shoe  Retailer. 


Thank  You 

Lditor  "i'"ootwear  in  Canada": 

We  enclose  $1.00,  subscription  for  the  ensuing  year 
for  "Footwear  in  Canada"  journal,  and  wish  to  com- 
mend the  management  for  turning  out  such  a  help- 
ful magazine.  We  take  a  couple  of  other  journals,  but 
find  your  monthly  gives  us  more  desired  information 
and  more  oj)portime. 

Yours  truly, 

(Signed)  Casselman  Bros., 

Per  W.  A.  C. 


Working  Night  and  Day 

It  is  reported  that  for  the  first  time  in  sixteen 
years  the  meat  packers  at  the  Chicago  stock-yards  are 
working  day  and  night  in  the  canned  meat  and  hide 
departments  to  fill  rush  orders.  The  extra  activity 
has  been  caused  by  the  larger  orders  received  as  a 
result  of  the  European  war.  In  the  canning  depart- 
ments alone  it  is  said  that  the  big  packers  have  put  on 
3,000  extra  men  within  the  last  week  or  ten  days.  As 
a  result,  Canada,  Mexico,  and  the  Southern  States 
have  been  sending  their  cattle  to  the  United  States 
in  much  larger  quantities.  This  will  mean  a  consider- 
aljly  larger  supply  of  hides,  though,  of  course,  the  de- 
mand at  the  present  time  is  also  greater. 


Another  Belgian  Donation 

Daoust,  Lalonde  and  Company,  Limited,  ^Montreal, 
]ia\  e  donated  463  pairs  of  boots  to  tiie  Belgian  Relief 
I'\nid — certainly  a  very  acceptable  gift.  MacKenzie, 
Crowe  and  Company,  Limited,  tanners  and  manufac- 
turers, of  ijridgetown,  N.S.,  have  also  shii)ped  178  pairs 
of  larrigans  to  the  same  fund,  of  which  -ixty  pairs  of 
men's  sizes  were  contributed  by  the  firm,  \>4  pairs  were 
purchased  from  the  firm  at  reduced  prices,  and  another 
24  f)airs  were  bought  from  the  receipts  at  a  local  thea- 
tre. 

Fabric  Tops  for  Men 

The  manager  of  a  prominent  Chicago  store  states 
that  all  the  way  through  his  S3  to  $8  grades  of  men's 
fine  shoes,  cloth  tops  have  been  far  bigger  sellers  than 
he  dreamed  of  earlier  in  the  season.  The  young  men 
have  adopted  them  rather  extensively  for  ordinary 
street  wear  and  bought  them  in  both  dull  and  tan  calf 
combined  with  brown,  pearl  and  gray  tops  in  both 
laced  and  buttoned  styles.  Black  uppers  do  not  move 
except  for  "full  dress"  wear.  The  smart  dresser  seems 
to  seek  contrast. 


Heavy  Demand  for  Boots  and  Shoes 

French  industry  anticipates  serious  difficulties  in 
meeting  the  demand  for  boots  and  shoes  and  leather 
goods.  Switzerland,  which  in  ordinary  times  exports 
to  France  a  large  quantity  of  l^oots,  will  probably  be 
drawn  upon  by  Germany  and  cannot  supply  both 
countries. 
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Suggestions  for  the  New  Salesman 

Make  Yourself  Familiar  with  the  Conditions  Surrounding  the  Boot  and  Shoe 
Trade.— Know  Something  About  Leather  and  its  Manufacture 


The  following  incident  describes  what  happens 
nearly  every  day  in  one  or  another  Canadian  shoe 
store,  and  once  at  least  in  the  experience  of  every 
young  clerk  who  is  trying  his  best  to  further  his  em- 
plo3^er's  interests  and  to  make  a  sale  and  a  friend  for 
the  store  at  the  same  time. 

The  clerk  takes  down  a  box,  picks  out  a  shoe, 
strokes  it  gently  to  indicate  his  respect  for  it,  draws 
attention  to  some  of  its  best  features,  including  the 
fact  that  it  is  Goodyear  welted. 

"What  does  that  mean?"  the  customer  wants  to 
know. 

Then  the  clerk  realizes  he  is  in  a  corner.  He  had 
presupposed  this  customer  would  be  like  all  the  others 
he  had  served  that  day — a  little  dazed  with  his  ap- 
parent knowledge  of  terms,  and  a  little  impressed,  but 
not  interested  enough  or  intelligent  enough  to  ask 
questions.  Now  he  attempts  to  explain  that  this  is 
considered  the  best  method  of  making  shoes,  but  when 
his  customer  insists  on  knowing  all  about  it,  has 
finally  to  admit  his  own  ignorance  of  the  meaning  of 
the  term  he  has  used  so  glibly. 

Now,  every  clerk, however  new,  should  be  in  a  posi- 
tion to  answer  this  question,  for  two  reasons  : — First, 
he  will  show  the  customer  he  is  interested  in  and 
master  of  his  business  ;  and,  second,  by  such  an  ex- 
planation clearly  and  courteously  given,  he  wins  the 
inteiest  of  his  customer  and  from  trat  time  on  stands 
a  much  better  chance  of  making  a  sale. 

For  the  sake,  then,  of  the  new  clerk,  we  reproduce 
herewith  cuts  showing  four  of  the  commonest  methods 
used  in  shoemaking, — 

Fig.  1  shows  the  method  employed  in  constructing 
a  Goodyear  welt  shoe,  a  type  widely  worn  at  present. 
The  inside  is  perfectly  smooth,  as  the  tacks  used  in 
lasting  are  all  withdrawn  and  a  machine  with  a  curved 
needle  sews  the  welt  and  shoe  upper  to  the  insole 
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Fig.  1.— Goodyear  welt  shoe. 
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Fig.  2.— McKay  sewed  shoe. 


without  going  inside  the  shoe.  The  heavy  outsole  is 
then  stitched  to  the  welt.  The  thread  used  is  of  the 
strongest  linen,  thoroughly  waxed.  This  makes  a 
most  durable  and  comfortable  type  of  shoe.  One  of 
the  most  important  features  is  that  the  outsole  can 
be  renewed  readily. 

Fig.  2  represents  a  McKay  sewed  shoe,  which  dif- 
fers from  the  Goodyear  welt  inasmuch  as  the  tacks 
and  also  the  lining  stitclics  appear  on  the  inside  of 


the  shoe  and  are  therefore  sources  of  possible  trouble 
to  the  foot.  This  is  a  method  very  generally  employed 
in  making  medivmi  grades  of  shoes. 

Fig.  3  represents  a  standard  screwed  shoe.  The 
tacks  used  in  lasting  are  driven  well  in  and  clinched 
against  the  steel  bottom  of  the  last.  The  heavy  out- 
sole  is  tacked  in  place  and  then  fastened  on  by  means 
of  screws.    This  screw  is  in  the  form  of  a  wire  with  a 
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Fig.  3.— Standard  screwed  shoe. 
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Fig.  4.— Pegged  shoe. 


continuous  screw  thread  which  is  automatically  in- 
serted and  cut  off  by  machinery. 

Fig.  4  represents  a  standard  pegged  shoe,  which  dif- 
fers from  Fig.  3  chiefly  in  the  sole  fastening,  which  is 
of  wood  instead  of  metal.  The  machine  which  drives 
the  peg  forms  it  at  the  same  time  from  a  coil  of  cal- 
endered beechwood,  which,  as  it  is  required  by  the  ma- 
chine, is  cut  into  individual  pegs  and  cut  off  inside 
the  shoe.  The  methods  represented  in  Figs.  3  and  4 
give  a  very  stiff'  but  very  durable  shoe,  largely  used  in 
rough  wear,  such  as,  for  example,  in  army  shoes. 


Boot  and  Shoe  Man  Vice-President 

Retail  merchants  of  St.  John,  N.B.,  have  formed  a 
local  and  provincial  branch  of  the  Retail  Merchants' 
Association  of  Canada,  with  head  office  in  St.  John. 
Representatives  from  the  Wholesale  Merchants'  Asso- 
ciation have  oft'ered  their  support  in  the  maintaining 
of  the  new  organization. 

Tht  following  officers  were  elected  to  constitute  a 
l(jcal  as  well  as  provincial  board,  until  the  first  conven- 
tion is  held.  President,  A.  O.  Skinner,  house  furnisli- 
ings;  First  vice-president,  T.  J.  McPherson,  grocer; 
Second  vice-president,  J.  H.  V^aughan,  boots  and  shoes; 
Treasurer,  William  Hawker,  druggist;  Secretary,  N.  C. 
Cameron.  A  strong  membership  committee  is  taking 
steps  to  give  every  merchant  an  opportunity  to  become 
a  member.  The  head  office  will  for  the  present  be 
located  in  this  city  and  will  most  likely  be  opened  with- 
in the  next  few  davs. 


Mail  us  a  photograph  of  your  Christmas  window. 
If  it  is  as  good  as  we  expect,  it  will  appear  in  the  De- 
cember issue  of  "Footwear  in  Canada." 
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Manufacturers  Say  Conditions  Healthy 

The  Boot  and  Shoe  Manufacturer  is  Working  Overtime — Prices  Good  and  Retail 
Stocks  Low— Possible  Shortage  of  Leather 


The  Canadian  shoe  trade  is  in  a  very  healthy  con- 
dition. This  is  the  almost  unanimous  o{)ini(jn  of  a 
larj^e  number  of  representative  manufacturers.  And 
if  the  manufacturers  are  busy,  it  follows  that  the  re- 
tailer also  is  doing  almost  a  nt)rmal  trade.  It  is  true, 
of  course,  that,  owing  to  the  fniancial  depressicjn  of  the 
past  year,  the  stocks  of  most  retailers  are  particularly 
low,  and  retailers  have  been  driven  to  place  orders  for 
more  urgent  delivery  than  is  generally  the  case  at  this 
time  of  year.  The  general  situation  in  the  trade  is, 
however,  that  boots  and  shoes  are  ai)OUt  as  necessary 
as  food,  and  whether  or  not  money  is  tight,  and  whe- 
ther or  not  we  are  at  war,  99  per  cent,  of  our  citizens 
will  go  comfortably  shod.  We  believe,  therefore,  that 
the  boot  and  shoe  turnover  of  the  coming  season  will 
be  at  least  as  heavy  as  a  year  ago,  and  it  will  i)rol)- 
ably  be  considerably  heavier. 

The  optimistic  sentiments  of  the  manufacturers 
are  plainly  evidenced  in  a  large  number  of  letters  just 
received  by  "Footwear  in  Canada."  These  are  in  re- 
sponse to  a  letter  of  inquiry  of  our  own  on  general 
trade  conditions.  Representative  replies  are  printed 
below  in  extract,  and  it  will  be  noted  that  such  terms 
as  "buying  normal  quantity,"  "very  busy,"  "increase 
over  a  year  ago,"  "conditions  steadily  improving," 
"healthy  condition,"  "25  per  cent,  better  than  last 
year,"  and  so  on,  are  used  without  reserve.  Frankly 
these  letters  are  better  tlian  we  had  dared  to  hope,  but 
there  is  no  doubt  whatever  that  they  rejiresent  actual 
facts.  The  Canadian  shoe  trade  to-day  is  in  an  ex- 
ceedingly healthy  condition.  Witli  general  trade  im- 
provement, of  which  already  there  are  unmistakable 
signs,  our  boot  and  shoe  industry  should  experience,  in 
the  immediate  future,  a  period  of  great  prosperity.  A 
number  of  the  above-mentioned  letters  are  printed 
below  : — 

Prospects  Look  Bright 

Mr.  A.  Brandon,  managing  director  lirandon  .Shoe 
Company,  Brantford,  Ont., — 

"Prospects  for  the  coming  season  look  bright.  In 
certain  portions  of  the  country  the  war  scare  is  making 
the  merchants  pessimistic,  but  the  average  merchant  is 
buying  the  usual  quantity  of  shoes. 

"If  there  is  a  surplus  in  Canada  of  idle  people  this 
winter,  it  will  deteriorate  the  retailer's  end  of  it  and 
make  business  dull  for  him.  Should  the  Government 
and  Munici])alities  commence  extra  work,  such  as  fix- 
ing roads  and  driveways  to  give  work  to  the  unem- 
])loyed,  it  will  make  conditions  much  better  in  Canada 
this  winter  than  they  were  last  winter.  We  are  all 
aware  that  poor  circulation  of  money  means  poor  retail 
business,  in  footwear  as  well  as  anything  else.  It 
looks  as  though  the  war  will  continue  all  winter,  and 
probably  another  year. 

"The  embargo  on  hides  from  Furope  will  mean 
that  leather  is  going  to  be  scarce  in  Canada,  and  the 
merchants  not  covering  themselves  between  now  and 
Christmas  will  be  short  of  footwear  in  the  spring,  as 
the  tendency  is  that  manufacturers  will  be  unal)le  to 
get  all  the  leather  they  require  for  next  year. 

"The  few  orders  that  have  come  from  the  Govern- 
ment to  the  various  trades  of  the  Dominion  have  been 
only  a  small  item,  and  have  been  centred  in  certain 
spots  and  not  distributed  evenly  with   the  various 


manufacturers.  We  trust  this  will  be  remedied  very 
soon.  Canada  being  so  loyal  to  l'>ritain,  the  Englisli 
Government  sliould  favor  Canada  with  all  the  orders 
possible,  instead  of  placing  them  in  foreign  countries, 
as  the  various  industries  of  the  Dominion  are  quite 
capable  of  taking  care  of  a  great  deal  of  army  supplies. 
Supposing  we  have  to  charge  a  little  extra  in  Canada 
for  the  war  supplies,  against  United  States  or  any- 
other  country,  the  Dominion  should  be  favored. 

"The  cities  having  the  hardest  pull  with  unemphjy- 
ed  are  the  export  cities,  such  as  the  city  of  Hamilton 
and  lirantford.  Such  cities  as  these  should  be  taken 
u|)  with  the  Government  and  looked  after  with  any 
orders  given  out. 

"The  general  trade  conditions  (jf  the  shoe  business 
are  not  any  too  In'ight,  but  the  factories  making  fine 
footwear  seem  to  be  getting  the  best  end  of  it  just  now. 
It  is  to  be  hoped  that  the  war  will  soon  be  over,  and 
conditions  will  be  normal  again.  We  are  satisfied  that 
Canada  will  gain  in  a  great  many  points  from  the  dis- 
turl)ances  in  luirope." 

Business  Steadily  Increasing 

Mr.  (i.  H.  Ansley,  Manager  Perth  Shoe  Compan\-, 
Perth  Ont.,— ^ 
"We  at  present  manufacture  women's  welts  ex- 
clusively. Our  line  is  a  medium  and  low  priced  welt, 
and  our  business  has  been  steadily  increasing ;  our  or- 
ders for  spring  are  showing  an  increase  over  a  year 
ago.  These  are  the  conditions  with  us.  Under  differ- 
ent conditions  we  cannot  say  what  the  results  would 
l)e  with  us. 

"We  are  paying  higher  prices  for  our  raw  material; 
we  are  asking  higher  prices  for  our  goods,  and  dealers 
are  I)uying  from  us  more  freely  than  ever  before.  It 
may  be  that  the  shoes  we  make  are  becoming  better 
known  ;  it  may  be  that  the  market  for  a  profitable  S4.00 
retail  women's  welt  is  growing  larger. 

".\s  far  as  we  are  able  to  tell  at  present  it  is  cer- 
tainly 'business  as  usual'  with  us  and  a  little  bit  better. 

"We  are  running  full  time;  during  August  and 
part  of  September  we  had  to  run  over-time  to  get  in 
shape  to  deliver  our  fall  orders.  Our  daily  sheet  calls 
for  300  pairs  and  we  have  a  very  satisfactory  lot  of 
spring  orders  ahead  of  us.  We  have  eight  travelling 
representatives." 

Steady  Improvement  in  'West 

F.  1!.  Paige,  Regal  Shoe  Company.  Toronto, — 

"Referring  to  yours  of  October  20th,  in  which  you 
ask  us  to  give  our  opinions  regarding  the  conditions  of 
the  boot  and  shoe  business  during  war  time,  would 
say  that  although  for  the  past  six  months  trade  has 
been  quiet  and  collections  very  slow,  it  is  our  belief, 
taking  into  consideration  the  record  wheat  crop  and 
the  prices  obtained  for  same,  that  conditions  here  in 
Canada  should  be  much  more  favorable  for  an  increase 
in  business  during  the  next  six  months. 

"We  have  already  had  several  letters  from  our 
agents  in  the  West  advising  us  that  conditions  were 
improving  steadily,  although  not  by  any  means  re- 
sembling a  boom.  Although  we  have  refrained  from 
starting  our  salesmen  as  earl}-  as  usual,  we  are  prepar- 
ing to  make  up  for  this  by  adding  two  new  members 
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to  our  sales  force  and  expect  an  increased  lousiness  as 
a  result  of  same. 

"In  addition  to  the  regular  season's  business,  there 
will  be  let  from  time  to  time,  contracts  for  army  shoes, 
which  proportioned  out  among^  the  several  manufac- 
turers of  Canada,  fill  in  nicely  and  help  keep  the  wheels 
movino-.  Taken  as  a  whole  we  think  the  outlook  is 
much  brighter  than  it  has  been  for  some  time  past." 

Full  Time  All  The  Year 

Valentine  &  Martin,  Waterloo,  Ont., — 

"We  have  been  running  full  time  all  this  year,  and 
are  very  busy  at  present,  not  as  a  result  of,  but  in 
spite  of  the  war,  and 'we  expect  to  work  full  time  witii 
a  full  staff  all  winter." 

Canadian  Leathers  Being  Appreciated 

L.  J.  Breithaupt,  President  Breithaupt  Leather  Com- 
pany, Berlin,  Ont., — 

"We  are  pleased  to  say  that  we  are  quite  busy  ai 
the  present  time,  and  are  shipping  carload  lots  of 
leather  right  along.  The  export  trade  to  Great  Britain 
is  particularly  good  at  present,  and  especiall}'  so  on 
all  heavy  and  O/W  Hemlock  and  Oak  Sole  Leather 
for  army  work.  It, is  only  within  the  last  month  tnat 
the  British  and  French  Governments  are  allowii.g 
Hemlock  to  be  used  in  army  shoes,  which  gives  a  prac- 
tical stimulus  to  the  sale  of  all  lines  of  heavy  and  O/W 
leather,  in  sides,  backs  and  bends.  A  lai"ge  share  of 
such  trade,  we  are  pleased  to  say,  is  coming  to  Canada 
at  the  present  time,  Canadian  sole  leather  being  gen- 
erally acknowledged  to  be  as  good  as  any  produced. 
No  doubt  Hemlock  Sole  Leather,  when  the  army  au- 
thorities fully  realize  the  excellent  wearing  qualities 
thereof  (which  are  unexcelled),  will  continue  to  find  a 
read}^  sale  to  the  British  and  other  Governments.  Pos- 
sibly the  Canadian  Government  will  also  take  up  Hem- 
lock for  use  in  Canadian  militia  shoes. 

"We  may  say  that  Trent  Valley  Oak  is  now  largely 
used  for  that  purpose,  with  satisfactory  and  excellent 
results,  not  only  to  the  shoe  manufacturers,  but  to  il.t 
army  authorities,  who  are  well  pleased  therewith,  and 
we  feel  sure  that  "Tommy  Atkins"  will  also  be  satis- 
fied therewith  in  everj^  respect  and  have  no  doubt  lie 
will  march  to  victorv  thereon. 

"Canadian  trade,  we  are  pleased  to  say,  is  also  grad- 
ually but  surely  improving,  and  a  very  much  better  feel- 
ing- throughout  exists  than  was  the  case  during  Au-' 
g-ust  and  early  September.  AVe  understand  most  tan- 
ners are  quite  busy,  especially  those  supplying  leather 
for  army  equipments  generally.  All  prices  remain  ver}^ 
strong-  with  a  further  upward  tendency. 

"As  to  the  future,  we  believe  that  within  a  year  of 
the  close  of  the  war,  there  will  be  a  great  emigration 
not  only  from  Great  Britain,  but  from  the  Continent, 
in  fact,  from  nearly  every  part  of  war-stricken  Europe, 
to  America,  which  will  mean  that  Canada  will  get  a 
large  share  of  such  emigration,  owing  to  the  undisput- 
ed fact  that  it  still  has  more  land  to  be  occupied  than 
have  our  neighbors  to  the  south.  Many  of  the  Western 
States  were  practically  settled  by  a  similar  emigration 
at  the  close  of  the  Franco-Prussian  War  in  the  early 
seventies.  Within  a  comparatively  few  years,  Canada 
will  experience,  we  firmly  believe,  a  great  advance  in 
l)opulation,  and  let  us  hope  also  a  corresponding  ad- 
vance in  general  prosperity." 

Collections  Very.  Good  Indeed 
|.  A.  Sulli\  an,  E.  'V.  Wright  >!v  Conii)an}-,  St.  Thomas, 
Ont.,— 

"There  seems  to  be  a  tendency  all  along  the  line 
to  size  up  at  this  time,  and  for  the  past  three  '.seeks 


especially,  our  Instock  Department  has  been  very 
busy.  It  is  a  little  early  yet  to  judge  as  to  what  'A  will 
l)e  for  spring,  as  our  salesmen  have  been  on  their 
territor}'^  but  a  few  days.  Judging  from  orde;;>  re- 
ceived up  to  the  present  time  however,  we  feel  quite 
sure  that  there  will  be  a  great  improvement  in  geneia'. 
trade  conditions. 

We  might  also  state  that  collections  have  been  ver}' 
good  indeed  ;  in  fact  much  Ijetter  than  could  be  ex- 
pected." 

Helping  the  Belgians 

Weston  Shoe  Company,  Campbellford,  Ont., — 

"We  are  sending  you  a  copy  of  one  of  our  local 
papers  which  mentions  a  scheme  which  is  being  tried 
here,  for  the  relief  of  the  Ijelgian  refugees.  The 
scheme  in  short  is — the  town  council  pays  for  one-half 
the  material  used,  the  firm  pays  for  the  other  half,  and 
the  employees  put  in  their  labor  free  of  charge,  over- 
head expenses  of  course  being  disregarded. 

"AVe  bring  this  to  your  attention  thinking  that  po.^- 
sibly  a  similar  scheme  might  be  adopted  in  other 
places.  AA^ e  may  add  that  we  have  had  no  difficulty 
whatever,  so  far  as  we  are  concerned  in  putting  this 
through.  The  employees  very  enthusiastically  set 
about  their  part  of  the  contract  with  not  a  dissenting 
voice  whatever,  and  several  of  the  leather  manufac- 
turers have  assisted  the  scheme  in  some  cases,  as  the 
Bonner  Leather  Company,  Montreal,  and  the  Beard- 
more  Leather  Company,  Toronto,  by  donations  of 
leather,  and  in  other  cases  such  as  A.  R.  Clarke,  Toron- 
to;  Clarke  &  Clarke,  Toronto;  C.  S.  Hyman,  London; 
Collis  Leather  Company,  Aurora ;  Davis  Leather 
Company,  Newmarket ;  and  Fisk,  Limited,  of  Mon- 
treal, in  offering  the  material  at  considerably  reduced 
prices  for  this  purpose.  The  outcome  will  be  about 
1,000  pairs  of  shoes,  absolutely  free  of  cost.  The  fac- 
tory is  working  overtime,  so  as  not  to  reduce  the  em- 
ployees' wages,  or  decrease  the  regular  output  of  the 
factory,  and  we  expect  to  be  through  in  about  two 
weeks." 

Retail  Stocks  Low 

La  Cie  J.  A.  &  M.  Cote,  St.  Hyacinthe,  Que., — 

"Although  our  agents  have  been  out  a  few  weeks 
only,  yet  we  find  all  indications  point  to  the  present 
season  being  far  better  than  the  preceeding  one,  as  or- 
ders are  coming  in  fast,  and  much  larger  than  usual, 
which  indicates  that  stocks  in  boots  and  shoes  are  get- 
ting lower,  and  need  to  be  replenished,  and  we  for  our 
part  anticipate  a  brisk  season." 

General  Trade  Improving 

J.  Sinclair,  Manager  Barrie  Tanning  Company,  Bar- 
rie,  Ont., — 

"AA^ e  are  very  busy,  which  we  believe  applies  to  all 
tanners  fitted  to  make  military  goods.  The  general 
trade,  outside  of  war  equipment,  is  also  improving,  and 
we  believe  will  continue  improving  right  along." 

Increase  Over  Year  Ago 

Getty  &  Scott,  Limited,  Gait,  Ont., — 

"AA-^e  have  covered  about  one-half  of  our  trade  so- 
liciting spring  business.  Up  to  the  present  time  our 
orders  show  an  increase  over  one  year  ago.  During 
the  financial  business  depression  which  has  been  in  ex- 
istence for  about  two  years  at  no  time  have  we  experi- 
enced any  falling  oft"  in  business.  This  condition  we 
attribute  largely  to  the  fact  that  any  shrinkage  that 
might  have  taken  place  has  been  more  than  offset  bv 
the  fact  that  in  our  women's  lines  in  particular  we  are 
displacing  goods  formerly  imported  from  the  Lhiited 
States.    AVe  feel  that  from  now  on  there  should  be  a 
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Mr.  J.  M.  S.  Carroll,  Division  Manager,  joined  the  staft 
of  the  Canadian  Rubber  Company  of  Montreal.  Limited,  in 
1904  and  has  since  been  actively  associated  with  the  de- 
velopment of  the  rubber  business  in  eastern  Canada. 

Mr.  E.  M.  Zavitz,  branch  mana,t>er,  Ottawa,  joined  the 
Merchants  Ruiiber  Company  in  1908  as  resident  agent  in 
Ottawa  and  eastern  Ontario,  and  in  1910  was  appointed  man- 
ager of  the  Ottawa  branch. 

Mr.  A.  J.  Healey,  branch  manager,  Quebec,  joined  the 
Canadian  Consolidated  Rublier  Company  as  footwear  sales- 
man in  1911  and  in  November,  1912,  was  promoted  to  his 
present  position. 

Mr.  P.  J.  Brennan  joined  the  Montreal  branch  in  1913: 
was  later  transferred  to  Quebec,  and  last  June  recalled  to 
Montreal  and  given  charge  of  the  General  Rubber  Goods 
sales  office,  Montreal. 

Mr.  F.  W.  Burrill,  member  since  1911  of  the  sales  statT 
of  the  Ottawa  branch. 

Mr.  J.  Harper,  Ottawa  branch  salesman,  covering  terri- 
tory in  Ottawa  Valley,  I'ontiac,  Gatincau  and  the  north 
Ottawa  shore. 

Mr.  F.  .\.  Todd  joined  the  staff  of  the  (iranby  Rubber 
Company  in  1907  and  later  became  local  manager;  in  1913 


Montreal  Division  Staff  of  the  Cai 

was  transferred  to  Montreal  as  office  mana.iuter  of  the  Mont- 
real division. 

Mr.  C).  H.  Hymmen.  special  sales  agent,  Montreal,  form- 
erly held  selling  agency  for  Merchants  Ruliber  Company  in 
that  city. 

Mr.  1.  t".  (jirou.x.  one  of  the  l)est  known  footwear  sales- 
men in  eastern  Canada,  joined  the  staff  of  the  Canadian  Con- 
solidated Rubber  Company  in  1912. 

G.  Bergeron,  specialty  salesman  in  the  line  of  druggists' 
rubber  sundries  and  general  rubber  goods  to  hardware  job- 
bers, etc. 

Mr.  C".  Raby  joined  the  staff  in  1911  as  city  salesman 
and  handles  the  princijjal  French  retail  shoe  accounts  in 
Montreal  city. 

Mr.  J.  O.  Tremblay.  with  the  Canadian  Rubber  Com- 
pany since  1909.  Specializes  in  sales  of  auto-truck  and  car- 
riage tires. 

Mr.  J.  E.  Plamondon  joined  the  Montreal  branch  in 
1907  as  city  salesman;  was  formerly  general  superintendent 
of  the  mechanical  factory  of  the  Canadian  Rubber  Company. 

Mr.  H.  J.  Hummell.  in  1906  superintendent  of  the  Tire 
Department  of  the  Canadian  Rubber  Company,  but  in  July, 
1913,  joined  the  Montreal  sales  stafT  of  the  Canadian  Con- 
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Consolidated  Rubber  Company 

solidated  Rubljer  Company,  specializing  in  auto-truck  and 
carriage  tires. 

A'Ir.  W.  G.  Langford,  accountant,  Ottawa  Ijrancli.  since 
1911. 

Mr.  J.  S.  Derj^  salesman,  Quebec  branch;  joined  in  1913; 
territory  on  the  I.  C.  Ry.  from  Levis  to  Gaspc  Coast. 

Mr.  1.  E.  Boivin,  salesman,  Quebec  branch,  covering 
territory  from  Quebec  city  north  to  Chicoutimi  and  other 
points. 

Mr.  E.  E.  Davignon,  Quebec  branch  salesman,  joined  the 
company  in  1911.  Territory  west  from  Quebec  in  Beauce 
County  and  other  points  in  the  eastern  townships. 

Mr.  G.  Lamothe,  connected  with  the  company  over  ten 
years;  now  salesman  of  the  General  Rul)ber  Goods  branch, 
Que!)ec. 

Mr.  J.  H.  Cote,  footwear  salesman,  formely  chief  sales- 
man in  the  shoe  department  of  Henry  Morgan  &  Company, 
Montreal. 

Mr.  O.  Bourget,  accountant,  Quebec  l)ranch,  with  the 
conii)any  since  1911. 

Mr.  .A.  Dubuc  joined  the  company  in  1912,  covers  terri- 
tory cast  of  Montreal  as  salesman. 

Mr.  \V.  G.  Manchester,  with  the  Canadian  Rubber  Com- 
pany since  1905  and  has  worked  up  to  the  position  of  chief 


indoor  salesman.  General  Rubber  Goods  staff  of  the  Can- 
adian  Consolidated   Rubber  Company,  at  Montreal. 

Mr.  R.  Mclver.  resident  agent  at  Sherbrooke,  covers 
important  territorj'  in  the  eastern  townships. 

Mr.  H.  H.  Willans,  inside  sales  manager,  with  the 
Merchants  Rubber  Company,  Ottawa  branch,  1910-1914;  now 
at  J\Iontreal. 

Mr.  H.  R.  Hare  joined  the  company  in  Ma}'  of  the  ])re- 
sent  year  and  is  attached  to  the  Ottawa  branch  as  tire  ad- 
juster and  special  salesman  in  the  city  of  Ottawa. 

Mr.  J.  L.  Quesnel,  recently  promoted  to  have  charge  of 
warehouse  footwear  stock  and  office  staff,  Montreal. 

Mr.  J.  R.  Wells,  with  Montreal  branch  since  1912;  covers 
outside  territory  and  specializes  in  special  lines,  as  fire  hose 
to  corporations  and  heavy  mechanical  goods  to  pulp  and 
paper  mills. 

Mr.  W.  H.  Thomas,  chief  indoor  salesman  in  the  tire 
department,  Montreal. 

Mr.  J.  Benton,  foreman  of  shoe  warehouse,  Quebec; 
formerly  in  the  Montreal  shoe  warehouse. 

Mr.  R.  J.  Lester,  Ottawa  branch  accounting  staf¥. 

Mr.  W.  H.  VVhillans,  Ottawa  branch  salesman;  joined  the 
sales  staf¥  of  the  Canadian  Rubber  Company  in  1903  and 
has  continued  with  the  parent  company  since  that  date. 
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decrease  in  the  anKjiint  of  shoe  imports.  Tlie  ])r()(hu  t 
of  Canadian  factories  is  steadily  improving  and  the 
idea  is  takinj^-  a  firm  hold  of  the  Canadian  people  that 
they  should,  wherever  possible,  buy  floods  made  in 
Canada.  In  addition  to  this  we  believe  that  the  Can- 
adian retailer  is  bes^inninij  to  realize  that  he  can  sup- 
l)ly  his  customers  with  <4()ods  (;f  better  value  from  Can- 
adian factories.  If  he  imports  goods  he  is  compelled 
to  pay  out  30  ])er  cent,  of  their  value  befcx'e  he  can 
touch  them.  American  firms  do  not  give  such  liberal 
terms  in  the  matter  of  dating  as  Canadians  are  doing 
and  we  think  too,  the  Canadian  retailer  is  coming  to 
realize  that  when  he  requires  assistance  in  the  way  oi 
renewals  that  he  can  look  to  Canadian  houses  for  their 
assistance  more  conlidently  than  to  a  foreign  con- 
cern. .A  Canadian  manufacturer  knows  Canadian  can- 
(.litions  better  and  is  prepared  to  grant  any  reascmable 
assistance.  On  the  whole  we  believe  that  the  shoe 
trade  in  Canada,  when  conditions  in  the  business  world 
have  righted  themselves,  will  experience  a  number  of 
years  of  great  prosperity  and  growth." 

Getting  the  German  Business 

G.  J.  Trudeau,  Montreal,  Oue., — 

"During  the  last  three  months  my  business  has  in- 
creased at  least  25  per  cent,  over  last  year  during  the 
same  period  of  time.  I  might  mention  that  I  am  sell- 
ing metal  shoe  hooks  to  the  shoe  manufacturers  and 
this  is  one  of  the  lines  which  has  l)een  imported  in 
large  cpiantities  from  Ciermany  and  United  States. 
Since  the  war  1  have  been  selling  to  several  shoe 
manufacturers  which  I  could  not  do  business  with  pre- 
viously, and  the  indications  are  as  far  as  this  line  is 
concerned  that  my  business  wi!l  increase  still  more. 

"In  regard  to  my  business  with  the  retail  shoe  mer- 
chants 1  am  selling  them  shoe  findings  in  general  and 
my  business  has  been  getting  better  every  month  and 
the  conditions  look  to  me  as  if  the  retail  shoe  mer- 
chant was  inclined  to  support  the  local  houses.  Tak- 
ing everything  into  consideration  I  feel  inclined  to 
believe  that  shoe  business  is  ini])ro\ing  and  will  im- 
prove." 

Great  Deal  More  Business  Than  Expected 

James  Robinson,  Montreal,  Que., — 

"As  you  are  probably  aware  for  the  last  few  months 
business  has  not  been  normal.  However,  I  am  glad  to 
be  able  to  report  that  during  the  last  month  there  has 
been  quite  a  change  for  the  l)etter,  both  as  regards  col- 
lections and  also  the  sales. 

"My  travellers  are  all  out  for  sjjring  and  up  to  the 
present  time  we  have  booked  a  great  deal  more  busi- 
ness than  1  expected  we  would. 

"The  present  war  and  financial  stringency  has 
tended  to  make  ])eoi)le  a  little  more  careful  in  their 
buying,  but  1  think  in  the  long  run  that  business  w  ill 
be  as  good  as  last  year. 

"I  think  the  shoe  jobbers  are  liable  to  benefit  a 
little  more  this  year  than  the  factories,  as  merchants 
instead  of  placing  large  orders  with  factories  are  liable 
to  buy  very  carefully  and  l)uy  their  goods  as  they  re- 
<|uire  them." 

Trade  Very  Promising 

Williams  Shoe,  Limited,  liramptou.  Out.. — 

"The  writer  feels  that  we  have  no  comi)laint  to 
make  regarding  business  generally.  Our  travellers 
have  been  out  for  spring  business  the  last  few  weeks 
and  report  trade  very  promising.  We  believe  the  shoe 
trade  should  not  suffer  very  much  on  account  of  the 
war  conditions  as  the  people  must  wear  shoes  and  the 
demand  for  supplies  for  the  army  men  means  the  pick- 
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ing  up  of  leather  to  be  made  into  shr^es  for  that  ptir- 
pf)se.  Therefore  we  cannot  set?  why  shoe  trade  should 
not  be  good  when  there  are  more  shoes  to  be  made 
than  before.  We  firmly  believe  that  advances  have 
not  reached  their  height  yet  as  the  leather  market  is 
very  uncertain  and  prices  steadily  advance;  therefore 
the  shoe  manufacturer  is  b(jund  to  have  to  advance 
his  prices. 

"Re  trade  for  ininicdiate  ^hii)ment  we  find  it  very 
good  and  believe  as  the  weather  demands  that  it  will 
be  better  still,  as  stocks  among  the  retail  merchants 
are  pretty  well  depleted  and  on  account  of  the  depres- 
sion will  order  more  than  ever  before.  However  we 
are  i)erfectly  satisfied  in  the  belief  that,  take  it  on  the 
whole,  our  factory  will  keep  uj)  with  business  done  by 
the  old  company  fhning  their  last  year  which  was  a 
good  one." 

Shoe  Trade  in  Healthy  Condition 

Cuited  Shoe  Machinery  Com])an\-  of  Canada,  Mon- 
treal, Que., — 

"It  is  apparent  that  the  shoe  manufacturing  trade 
of  Canada  is,  generally  speaking  and  in  view  of  exist- 
ing conditions,  in  what  we  would  consider  a  healthy 
condition  and  we  feel  that  this  is  in  spite  of  the  war 
rather  than  as  a  result  of  it.  There  have  been  quite 
extensive  orders  placed  for  footwear  for  war  purposes 
but  these  orders  have  not  represented  any  great  per- 
centage of  the  total  annual  production. 

"There  have  been  during  the  past  year  rather  more 
than  the  usual  number  of  failures  in  the  shoe  manu- 
facturing trade  but  there  has  been  no  material  increase 
in  failures  during  the  past  few  months  or  since  the  out- 
break of  the  European  war.  There  has  been  some  de- 
crease in  the  amount  of  business  handled  by  the  shoe 
manufacturing  trade  as  a  whole  during  this  year  as 
compared  with  last  year,  this  decrease  representing 
not  over  15  per  cent,  to  date. 

"The  calendar  3'ear  1913  is  generally  spoken  of  as 
being  a  poor  year  for  the  shoe  trade  but  our  figures 
show  that  there  was  no  falling  off  in  the  total  business 
handled  during  that  year  as  compared  with  the  year 
1912,  which  was  considerably  the  best  year  ever  ex- 
I)erienced  in  the  shoe  manufacturing  trade  in  Canada, 
in  fact  the  total  of  work  reported  as  handled  on  our 
various  machines  during  the  calendar  year  1913  was 
slightly  in  excess  of  the  amount  handled  during  1912. 
When  the  general  condition  of  business  in  Canada  is 
considered,  we  feel  that  the  falling  off  of  less  than  15 
])er  cent,  in  the  shoe  manufacturing  trade  during  this 
year  to  date  shows  a  very  healthy  condition. 

"There  have  been  a  number  of  comments  made  in 
reference  to  the  so-called  army  shoes  now  being  fur- 
nished for  the  use  of  the  Canadian  troops  and  we  feel 
that  some  of  the  criticisms  offered  are  well  founded, 
more  in  respect  to  the  general  shape  and  ])attern  of 
the  shoes  than  as  regards  material,  although  in  some 
cases  we  feel  that  the  material  has  not  been  all  that  it 
should  be. 

"We  believe  that  the  regulation  army  shoe  is  not 
sufficiently  wide  and  roomy  in  the  forepart  and  the  toe 
of  the  shoe  is  too  narrow  to  properlv  fit  the  average 
wearer.  In  adopting  the  regulation  shoe  which  is  fur- 
nished for  army  purposes  in  the  United  States,  ex- 
haustive experiments  were  made  to  determine  just 
what  shape  of  shoe  was  the  most  comfortable  for  the 
soldier  under  marching  conditions  and  in  doing  this, 
various  styles  of  lasts  were  used  and  X-ray  photo- 
graphs were  made  of  the  soldier's  foot  in  the  shoe 
when  supporting  his  weight  and  his  marching  load. 
r')y  this  means  it  was  possible  to  determine  just  the 
])osition  of  the  bones  of  the  foot  under  working  con- 
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ditions  and  as  a  result,  a  type  of  shoe  has  been  adopt- 
ed which  allows  the  foot  to  retain  its  natural  shape  and 
without  causing  any  pressure  on  the  sides  of  the  fore- 
part of  the  foot,  and  particular  attention  is  given  to 
the  length  of  the  shoe  so  that  under  full  load  tliere  will 
still  be  surplus  room  in  the  toe  of  the  shoe.  In  con- 
nection with  orders  for  army  shoes  in  the  United 
States,  the  lasts  are  supplied  to  the  manufacturer  by 
the  Government. 

"We  feel  that  work  along  these  lines  would  re- 
sult in  furnishing  to  the  Canadian  troops  a  more  com- 
fortable and  serviceable  marching  boot  than  most  of 
those  now  being  supplied.  In  many  of  the  shoes  fur- 
nished the  heel  is  too  high  for  the  last,  which  means 
that  the  weight  of  the  wearer  is  supported  largely  at 
a  point  above  the  breast  of  the  heel  which  will  certain- 
ly cause  a  lot  of  discomfort  to  the  wearer  and  the 
same  shoe  with  a  lower  heel  or  the  same  heel  on  a  last 
designed  to  take  that  height  of  heel  would  l^e  much 
more  comfortable.  The  entire  heel  should  be  made 
from  good  serviceable  leather  rather  than  largely  made 
from  leather-board  as  is  the  case  in  some  of  the  army 
shoes  which  we  have  seen." 

No  Reason  For  Pessimism 

Cook-Fitzgerald  Company,  London,  Ont., — 

"Our  trade  has  been  good  in  all  sections  of  Canada 
but  the  northwest,  where  there  has  been  a  natural  fall- 
ing-of¥  due  to  conditions  that  had  their  being  before 
the  war  was  declared.  Business  from  the  Maritime 
Provinces  for  spring  has  surpassed  any  previous  re- 
cord with  us,  while  Ontario  and  Quebec  are  quite  up 
to  the  mark.  The  army  contracts  are  of  course  a  wel- 
come addition,  and  we  are  at  the  present  time  running 
on  a  daily  750-pair  basis,  with  indications  that  we  shall 
touch  the  1,000-pair  mark  some  time  before  the  end 
of  the  month. 

"We  do  not  see  any  reason  for  pessimism  in  the 
outlook  for  the  future.  If  the  people  of  Canada  will 
only  patronize  their  own  factories,  the  wheels  will  turn 
and  our  employees  will  be  enabled  to  put  in  full  time. 
There  should  be  no  room  in  Canada  for  foreign  made 
goods  at  this  juncture.  There  was  a  time  when  this 
country  could  not  compete  in  quality  with  other  coun- 
tries, but  that  day  is  past.  'Canadian-made  goods  for 
Canadians'  should  be  the  slogan." 

Comparatively  Slight  Decrease 

Champion  Shoe  Machinery  Company,  St.  Louis, — 

"In  reply  to  your  letter  we  are  pleased  to  state,  we 
cannot  find"^  that  we  have  been  affected  in  any  way 
thus  far.  Our  volume  of  trade  to  date  has  been  fully 
as  great  as  last  year,  and  some  months  have  shown  a 
marked  increase.  The  only  territory  into  which  our 
sales  enter  that  has  shown  any  decrease  is  Canada,  and 
even  that  has  been  comparatively  slight,  and  has  l^een 
more  than  offset  by  increases  in  other  sections." 

War  Has  Not  Changed  Plans 

Canadian  Consolidated  Rubber  Company,  Montreal,— 
"In  so  far  as  Rubber  Footwear  is  concerned,  every- 
thing depends  upon  the  kind  of  weather  we  get  during 
the  next  few  months.  We  have  made  up  a  sufficient 
stock  of  our  various  brands  to  enable  us  to  give  prompt 
and  efficient  service  on  sorting  orders  to  the  retail 
trade. 

".Anticipating  that  the  winter  of  1914-L-)  would 
probably  impose  hardships  upon  the  working  classes, 
we  formulated  plans,  months  before  the  war  broke  out, 
to  operate  our  factories  on  an  even  production  basis 
throughout  the  winter.  The  war  has  not  changed 
these  plans.    In  fact,  certain  business  fur  the  army  has 


compelled  us  to  work  some  departments  twenty-four 
hours  a  day.  Our  factories  are  giving  employment 
to  over  two  thotisand  workmen,  and  we  expect  to  be 
a1)le  to  keep  them  l)usy  throughout  the  winter." 

Think  and  Talk  of  Shoes 

Blachford  Shoe  Manufacturing  Company, — 

"Starting  a  new  business  as  we  did,  just  before  the 
war  conditions  arrived,  the  immediate  future  l)egan  to 
look  dim.  However  we  stopped  thinking  and  talking 
war  and  instead  did  think  and  talk  of  shoes.  While 
placing  business  is  very  conservative  we  have  secured 
our  fall  share  and  immediate  trade  has  been  excellent 
with  us.  We  have  run  our  plant  full  time  and  will 
continue  to  do  so." 


Canadian  Red  Cross  Society 

The  Canadian  Red  Cross  Society  have  issued  litera- 
ture calling  attention  to  their  work,  and  pointing  out 
the  necessity  for  further  subscriptions  if  the  work  al- 
ready undertaken  is  to  be  developed  to  its  highest 
point  of  usefulness.  Included  in  the  literature  is  a 
booklet  entitled  ""Suggestions  for  Work."  which  points 
out  lines  along  which  supplies  are  most  urgently  need- 
ed. Another  pamphlet  explains  the  rules  of  the  society. 
There  is  also  enclosed  an  article  by  Col.  G.  Sterling 
Ryerson  on  the  Canadian  contribution  to  the  medical 
services  in  the  great  European  war.  Speaking  of  the 
Canadian  Contingent,  Col.  Ryerson  concludes  as  fol- 
lows : — 

"It  is  our  duty  as  well  as  our  privilege  to  provide 
for  the  sick  and  wounded  of  this  contingent  all  com- 
forts which  ma}^  be  possible  either  directly  through 
our  own  Society  or  indirectly  through  the  British  Red 
Cross  Society.  To  accomplish  this  we  must  have  first 
MONEY,  with  which  to  purchase  the  necessary  arti- 
cles which  cannot  be  made  at  home,  to  contribute  cash 
to  wounded  and  sick  soldiers  and  to  pay  the  running 
expenses.  Therefore,  give  as  your  heart  dictates.  The 
widow's  mite  and  the  millionaire's  cheque  are  equally 
welcome,  and  will  be  faithfully  applied. 

"Money  and  goods  should  l)e  sent  to  the  Treasurer, 
Canadian  Red  Cross  Central  Committee,  77  King 
Street  East,  Toronto,  or  to  the  local  committees  of 
3'our  district." 


White  Canvas  Footwear  Next  Summer 

The  sale  of  white  footwear  next  summer,  it  is  pre- 
dicted, will  exceed  the  record  of  any  previous  season. 
This  is  claimed  to  be  the  most  obvious  and  the  best 
founded  of  all  tlie  style  predictions  at  the  present  time. 
Practically  all  factors  in  the  shoe  trade  agree  on  this 
point.  The  feeling  is  just  about  as  well  defined  thai 
canvas  will  be  the  popular  material  for  white  footwear. 
There  are  two  points  worth  notingTn  this  connection. 
The  public  has  demanded  white  footwear  in  large  vol- 
ume for  two  successive  seasons  and  a  continuance  of 
this  demand  would  indicate  that  the  white  shoe  has  be- 
come as  staple  a  summer  article  as  the  straw  hat. 
Such  a  condition  would  be  highly  desirable  from  the 
standpoint  of  the  retail  trade,  as  the  sale  of  white  shoes 
usually  means  the  sale  of  an  extra  pair  of  shoes  to 
each  customer. 


You  should  have  your  Christmas  window  ready 
five  or  even  six  weeks  ahead  of  time.  You  do  not  dec- 
orate your  window  to  add  to  the  attractiveness  of  the 
street  at  Christmas  time.  No,  you  do  it  to  sell  Christ- 
mas boots  and  shoes.  Then  don't  wait  till  all  the  pre- 
sents are  bought.   Send  us  a  photograph  too. 
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The  Shoe  Trade  on  the  Pacific  Coast 


Bad  Weather  Puts  Retailer  in  a  Happy  Mood    Business  Equal  to  Same 
Period  Last  Year — Demand  for  Good  Quality 


TItc  majority  of  Pacific  Coast  residents  are  n(jt  in 
the  liahit  of  welcoming-  the  ach'ent  of  wintry  weather 
with  any  particular  deta;ree  of  enthusiasm,  but  it  is 
certain  that  the  shoe  trade  formed  a  soHd  minority  in 
the  matter  of  ofTeriny;  up  heartfelt  thanks  last  montli 
for  the  two  weeks  delus^e  of  rain  which  swept  the  en- 
tire area  in  the  region  of  the  Coast.  The  reason  for  this 
show  of  fee!ing  on  the  part  of  the  trade  is  not  difficult 
t(^  define,  as  it  is  during  the  wet  fall  season  that  the 
hulk  of  the  year's  shoe  business  is  done  in  this  terri- 
tory. Climatic  conditions  are  such  from  now  until  the 
spring  that  nothing  short  of  higli-gradc  footwear, 
manufactured  from  the  best  leather  obtainable,  can 
give  efficient  service;  and  it  is  this  class  of  goods  thai 
the  public  feels  obilged  to  ])urchase  at  the  first  sign 
of  winter. 

It  is  safe  to  state  that  nowhere  in  Canada  is  the  call 
so  insistent  for  first-class  goods  as  at  Vancou\  er;  thi> 
city  is  known  to  the  travellers  as  the  best  shoe  town  m 
the  Dominion,  and  the  assertion  is  borne  out  by  the 
fact  that  the  representatives  of  the  Eastern  manufac- 
turing firms  travel  right  through  to  the  Coast  when 
placing  fall  business.  They  are  assured  of  selling  full\- 
as  large  quantities  of  goods  here  for  fall  placing  as  for 
the  spring  placing  trade — something  which  cannot  be 
accom])lished  in  any  other  part  of  Canada  and  due,  of 
course,  to  the  difference  in  climate.  Even  at  a  peridd 
of  comparative  dejiression  like  the  present,  there  is  no 
doubt  in  the  minds  of  those  closely  in  touch  with  the 
territory  that  the  purchasing  power  per  cai)ita  in  the 
terminal  city  is  at  least  50  per  cent,  above  that  of  any 
other  Canadian  centre.  The  average  customer  of  mod- 
erate means  usually  insists  upon  wearing  a  winter 
shoe  ranging  in  price  from  $5  to  $10.  He  demands  a 
double  sole  and  as  often  as  not  is  partial  to  kid  lin- 


ing, an  item  which  fretpiently  adds  an  extra  dollar  to 
the  price. 

I'^or  the  month  just  ended,  some  retailers  repcjrted 
the  volume  of  business  fully  equal  to  that  at  the  cor- 
responding perif)d  of  last  year,  while  others  were  in- 
clined to  the  belief  that  a  slight  falling  ofif  was  in  evi- 
dence. All  things  considered  however,  returns  ap- 
pear to  have  come  fully  up  to  expectations  and  to  have 
been  on  the  whole  satisfactory.  In  the  case  of  a  num 
ber  of  stores  catering  to  what  might  be  termed  the 
middle  class  trade,  increased  volume  of  business  wa> 
noted  compared  to  the  previous  month,  this  being 
caused  by  the  continued  wet  weather.  Week-end  busi- 
ness in  all  cases  was  reported  excellent.  The  sale  of 
heavy  shoes,  while  not  quite  equal  to  last  fall,  was 
steadily  maintained,  especially  during  the  last  two 
weeks,  and  prices  ol)tained  in  most  instances  were  aj)- 
parently  sufficiently  high  to  convince  the  retailers  that 
a  large  section  of  the  public,  despite  the  hard  times, 
will  continue  to  demand  the  best  class  of  goods  for 
winter  wear.  The  movement  of  boys'  shoes  of  sub- 
stantial, hard  wearing  calibre  has  been  particularly 
strong  in  the  last  half  of  October.  Most  of  these  seem 
to  be  of  local  manufacture  and  the  Vancouver  fac- 
tories are  having  their  work  cut  out  to  supply  the 
trade.  In  view  of  the  weather  conditions  above  noted 
the  retailers  are  experiencing  no  difficulty  in  disposing 
of  rubbers  in  all  sizes  and  patterns,  and  the  impression 
prevails  that  this  will  prove  to  be  one  of  the  best  sea- 
sons for  rubbers  on  record. 

In  a  nutshell,  although  business  in  the  aggregate 
may  be  somewhat  below  that  of  last  fall,  the  condition 
of  the  shoe  trade  at  the  present  time  throughout  the 
Coast  territorv  is  considered  verv  fair. 


This  Woodright  women's  so  called  stage  toe  has  been  and  still  is 
a  prominent  feature  of  the  women's  style  this  season  in  the  United 
States.  Shoe  made  by  Milliard  &  Tabor,  Haverhill,  over  Woodard 
&  Wright  Last  Company's  No.  362. 


An  artistic  new  model  that  has  easy  fitting  qualities  as  well  as 
artistic  charm.  A.  E.  Nettleton's  "  Cumberland,"  over  Woodard 
&  Wright  Company's  model. 


FOOTWEAR    IN  CANADA 


4i 


Christmas  Window 
Suggestions 


There  is  no  better  way  to  attract  Christ- 
mas trade  than  through  a  well  dressed 
Christmas  window.  Have  you  planned 
yours  yet?  You  should  get  it  working  and 
talking  for  you  about  the  middle  of  Novem- 
ber. 

Last  Christmas  some  of  the  boot  and 
shoe  retailers'  windows  were  far  and  away 
the  most  attractive  on  the  street.  It  will  be 
the  same  this  year.  For  that  reason  we 
want  to  reproduce  them  in  "Footwear  in 
Canada."  Yours  is  going  to  be  in  that  class, 
isn't  it?  Then  have  its  photograph  taken 
and  send  one  to  us  so  we  can  show  other  re 
tailers  how  a  window  should  look.  We 
want  it  for  our  December  number,  so  please 
do  not  delay. 

The  two  drawings  we  reproduce  herewith 
may  contain  a  suggestion  that  will  help  you 
to  work  out  your  own  ideas.  The  two  may 
even  be  used  in  combination  with  splendid 
results.    They  both  possess  the  advantage 


Simple  outside  decorating  scheme. 


Attractive  l)acl<ground  for  display  of  boots  and  shoes. 


of  being  very  suggestive  of  Christmas  and 
at  the  same  time  are  inexpensive  and  easy 
to  reproduce.  The  cut  of  the  interior  is  es- 
pecially adapted  for  boots  and  shoes,  which 
can  be  displayed  with  splendid  effect.  The 
foreground,  of  the  window  may  be  used  fur- 
ther for  special  attractions  and  changed 
daily. 

The  exterior  trimming  can  be  made  of 
cedar  or  hemlock  and  brightened  with 
bunches  of  mountain  ash  berries.  These  lat- 
ter should  be  gathered  early  in  November 
for  this  purpose  and  will  keep  until  Christ- 
mas time. 

Then,  finally,  light  your  windows  well. 
The  proper  window  lamp  today  is  the  nitro- 
gen-filled tungsten  which  gives  whiter  light 
and  is  very  efficient.  Make  your  windows 
so  bright  that  it  will  attract  the  attention  of 
the  passer-by,  and  so  attractive  that  it  will 
hold  him. 
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Granted  Another  Patent 

TIic  'l  c'l)l)iit(  Slioc  and  Leatlicr  ('(iiiipany,  Limited, 
I  luce  Kivcrs,  I'.Q.,  arc  very  busy  nii  orders  for  llie 
"Doctor"  and  "Professor"  shoes.  Mr.  j.  T.  'J"el)I)Utt, 
the  president,  has  just  been  granted  his  seventh  Cana 
dian  patent,  this  I)eing-  for  a  hockc}'  and  skating  hal. 
He  has  also  been  granted  a  copyrighted  word  for  a 
new  hne — a  fine  Goodyear  light  summer  shoe.  Mr. 
'J"ebl)utt  is  a  strong  advocate  of  Canadian  shoes  for  the 
Canadian  |)eople,  and  his  enter]:)rise  is  sufficiently  in- 
dicated      the  lunnbcr  of  ])atents  he  has  taken  out. 


Strong  Demand  for  Cloth 

Cincinnati  merchants  report  a  strong  demand  for 
cloth  tops  in  men's  footwear  this  season,  combined 
with  ])()th  patent  leather  and  dull  calf  vamps  and  in 
botli  lace  and  button  patterns.  So  strong,  indeed,  has 
been  the  call  for  this  footwear  that  many  stores,  which 
had  stocked  a  limited  number,  find  their  supply  already 
almost  exhausted  and  have  had  to  size  up  their  stock 
in  order  to  be  able  to  meet  the  demand  for  these 
goods. 


Can  Supply  Her  Own  Needs 

i  lie  \arious  reports  that  tiie  ilritish  (iovcrumeiit 
are  anxious  to  place  orders  for  shoes  in  this  coiuitr}- 
are  emphatically  denied  by  Mr.  Bulling,  one  of  tiie 
pinchasing  agents  of  the  Government.  Tiiis  gentle- 
man states  that  not  on\y  can  the  r>ritish  shoe  manu- 
facturers produce  all  that  is  recjuired  by  the  lmperi;il 
Government,  but  the  Northampton  makers  are  su])pl\'- 
iug'  shoes  for  the  I'rench  Army. 


Mr.  Ashcroft  President 

Mr.  R.  W.  Ashcroft,  ])u1)]icit\-  manager  of  the  Cana- 
dian Consolidated  Rubber  Compan\',  Limited,  has  been 
elected  president  of  the  jMontreal  I'rcss  and  Advertis- 
ing' Club,  in  succession  to  Mr.  11.  R.  Charlton,  of  the 
(jrand  Trunk  Railway.  The  secretary  is  Mi-.  Charles 
1"",.  Peabody. 


Box  Calf  and  Kip 

.\  ])r()minent  Canadian  manufacturer  writes: — 
"The  demand  this  season  is  somewhat  heavier  in  Box 
Calf  and  Kip  lines,  although  Grains  are  also  in  fair  de- 
mand— Init  not  to  be  compared  to  other  seasons." 


Will  Interest  the  Kaiser 

Berlin,  Germany,  will  read  with  interest  that  Ber- 
lin, Ontario,  has  made  the  largest  Canadian  contribu- 
tion per  capita  to  the  Patriotic  Fund,  namely,  .$100000 
for  a  population  of  19,000,  or  at  the  rate  of  a  little  more 
than  $.T  per  man,  woman  and  child. 


Red  Cross  Contribution 

The  Grosch  Felt  Company,  Milverton,  Out., 
through  Lady  P)eck,  have  ])rescnted  the  Red  Cross 
Society  witli  a  hue  thoroughbred  mare.  Arrangements 
were  at  once  made  I)}-  London  lovers  of  horse  flesh  to 
auction  the  animal  off  to  the  highest  bidder,  the  pro- 
ceeds to  go  to  swell  the  funds  of  the  above-mentioned 
society. 


Leather  by  the  Yard 

There  is  a  movement  under  wa}'  in  England  to 
have  leather  bought  and  sold  l)y  measurement  instead 
of  weight  to  prevent  its  weighting  by  worthless  or 
injurious  chemicals. 
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Latest  War  Song 

Sister  Susie  sews  shirts  for  soldiers ; 
Such  skill  for  sewing  shirts  our  shy  young  sister  shews. 
Some  soldiers  send  e])istles,  say  they'cl  sooner  sleej) 
on  thistles 

Than  wear  the  saucy  short  shirts  for  sf)ldiers  Sister 
Susie  sews. 


Business  Fairly  Brisk 

Aird  and  Son,  Montreal,  rei)ort  that  business  is 
fairly  brisk,  although  of  course  like  most  shoe  manu- 
facturers, they  could  handle  more  orders  than  those  in 
hand.  At  the  same  time  the  firm  are  able  to  keep  their 
staff  and  employees  together — a  satisfactory  position 
considering  the  many  manufacturers  in  other  line- 
who  have  reduced  their  forces. 


Women's  Feet  Bigger 

It  is  said  that  the  average  size  of  the  American 
woman's  shoe  has  increased  in  twenty-five  years  from 
No.  4  to  No.  53/2.  It  is  probable,  however,  that  the 
average  woman  of  today  cares  more  for  comfort  and 
less  for  appearance. 


Useful  in  Factories 

The  Herbert  Morris  Crane  &  Hoist  Compau}-,  Lim- 
ited, Toronto,  have  issued  a  very  interesting  catalogue 
describing  a  hand-operated,  overhead  travelling  crane. 
This  is  a  type  specially  designed  for  use  in  factorie> 
and  warehouses. 


Regal  Stores  Adding  Neckties 

It  is  reported  that  the  Regal  Shoe  Stores  in  Chicago 
have  decided  to  include  in  their  stock  a  line  of  neckties 
to  retail  at  $1.00.  They  have  been  carrying  hosiery 
in  stock  for  some  time  and  this  line  has  proved  very 
satisfactory. 


Every  Pair  Accepted 

It  is  stated  that  the  army  shoes  delivered  to  the 
Canadian  (  Jovernment  In'  Ames-FIolden-?»IcCread} . 
Limited,  were  accepted,  after  a  most  thorough  exam- 
ination by  army  experts,  without  one  single  pair  being 
rejected. 


Also  Shoe  Polish 

IWen  the  manufacturer  of  shoe  polish  is  feeling  the 
])inch  (jf  the  diminution  of  imports  from  Europe,  as  a 
large  amount  of  wax  used  in  the  manufacture  of  this 
l)aste  comes  frc)m  Austria  and  the  colors  come  from 
(jermany. 


1000  Pairs  for  Belgians 

Tile  \\  eston  Sln)e  Company  of  Campbellford  will 
make  about  1,000  pairs  of  shoes  for  the  women  and 
children  of  Belgian  families.  The  town  will  pay  for 
one-half  of  the  stock  and  the  W eston  Company  the 
other  half.  The  employees  of  the  factory  all  agreed 
to  give  their  time  free  of  charge. 


Up-to-the-Minute  Styles 

r>laclif(  11(1  Shoe  Manufacturing  Company,  Limited, 
92-94  Sherljourne  Street,  Toronto,  are  mailing  a  very 
attractive  folder  to  the  retail  trade  illustrating  a  nnm- 
l)cr  of  their  " Cptotlieminutc"  sta  les  for  Spring  1915. 
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Advertisements  That  Brin^  Business 


Spending  Money  is  Not  Necessarily  Advertising  -  Study  Your  Field  and  Learn  Its 
Special  Tastes — Originality  and  Persistence  the  Important  Factors 


It  may  be  taken  as  an  axioms — a  ijropositiun  that 
requires  no  proof — that  "the  best  way  for  a  business 
man  to  g"et  business  is  to  advertise  his  business."  Ten 
years  ago  this  statement  would  have  been  challenged. 
To-day  conditions  of  competition,  as  well  as  tried  re- 
sults, leave  the  live  retailer  no  alternative — he  must 
advertise.    The  only  question  at  issue  is — how? 

lUiying  advertising-  is  like  buying  almost  any  other 
article.  You  expect  value.  It  follows  that  the  most 
expensive  is  not  always  the  most  suitable  for  your 
particular  purpose.  It  is  equally  true  that  the  kind  of 
advertising  that  suits  one  localit}^  or  class  of  trade  ma}' 
not  be  effective  under  other  conditions.  You  catch 
bass  best  with  fish-worms,  but  salmon  trout  take  most 
kindly  to  a  glittering  troll.  It  is  also  well  to  remem- 
ber that  a  crooked  beech  limb  in  the  hands  of  a  "fish- 
erman" often  puts  to  shame  the  elaborate  rod  and  reel 
of  the  confident  amateur. 

Much  good  money  has  been  uselessly  spent  in  the 
retail  boot  and  shoe  trade  by  people  impressed  with 
the  idea  that  advertising  is  as  expensive  as  it  is  neces- 
sary, that  it  is  a  sort  of  Monte  Carlo  proposition,  and 
that  it  is  not  reasonable  to  expect  to  actually  see  real 
results.  As  long  as  they  can  keep  out  of  the  insolv- 
ency courts,  they  are  satisfied  that  their  advertising- 
is  all  right.  Many  retailers  have  spent  practically  all 
their  profits  in  this  way,  from  year  to  year — spent  it 
in  a  blind  sort  of  way,  as  one  would  shoot  at  a  target 
in  the  dark.  It  is  little  wonder  they  rarel}^  hit  the 
mark,  and  still  less  wonder  that  the  sport  of  spending 
money  in  this  way  soon  loses  interest.  Shooting,  how- 
ever, is  a  great  game  in  a  good  light  and  with  a  prac- 
tised eye.  So  also  with  advertising.  It  adds  zest  to 
your  day's  work  when  you  see  results  to-day  of  money 
judiciously  spent  yesterday.  That  is  what  modern  acl- 
\  ertising,  within  certain  limits,  may  reasonably  be  ex- 
pected to  do. 

So,  there  is  all  the  difference  in  the  world  between 
money  spent  unwisely  in  advertising,  and  money  spent 
"right."  It  requires  a  fertile  bram,  a  clear  head,  a 
man  who  knows  conditions,  a  man  who  knows  his 
customers,  and  a  man  who  is  in  touch,  as  far  as  pos- 
sible, with  what  his  keenest  competitors  are  doing  and 
how  they  are  doing  it.  It  is  chiefly  to  tell  about  a 
couple  of  new  kinks  in  the  retail  advertising  business 
that  this  article  is  written.  These  schemes  do  not  in- 
volve much  expense  and  have  proved  big  business  get- 
ters to  the  people  who  have  tried  them  out.  They  may 
be  a  help  to  you  or  they  may  suggest  something  that 
will  suit  your  own  particular  case  even  better.  Here 
they  are. 

One  of  the  shrewdest  and  most  successful  boot  and 
shoe  merchants  in  Canada  has  hit  upon  an  effective 
form  of  retail  advertising,  that  costs  comparatively 
little,  kee])s  him  in  touch  with  a  large  number  of  pros- 
l)ective  purchasers  all  the  time,  and  has  ])een  found  to 
give  good  results.  Each  month  this  firm  issues  some 
6,000  blotters,  the  colors  being  \aried  from  month  to 
month  so  as  to  distinguish  them.  'I'he  expense  invol\-- 
ed  is  about  $5.00  per  thousand.'  Tliis  includes  i)rint- 
ing  and  delivery  by  carrier  to  all  the  princij^al  house 
holders  in  the  city.  Unlike  the  ax  erage  ])lotter,  which 
would  contain  little  more  than  the  name  and  address 
of  the  firm  distriljuting  them,    these    blotters  each 


month  are  covered  with  useful  hints  and  suggestions 
on  footwear  topics.  Interspersed  with  these  inform- 
ing items  are  a  number  of  more   or   less  humorous 
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OUR  MOTTO:  RELIABLE  SERVICE 


We  have  a  nice  nc'w  -win- 
dow which  is  the  finest  dis- 
play window  west  of  Halifax. 
This  window  must  be  seen 
to  be  appreciated  and  would 
advise  that  you  stop  when 
down  this  way  and  look  it 
over. 


Many  a  fine  blacksmith  has 
been  spoiled  because  a  fond 
mother  imagined  he  had 
musical  talent. 


What  about  those  skating 
and  hockey  boots  for  the 
young  folks?  We  have  a 
fine  selection  at  right  prices. 
Always  proud  to  show  our 
stock. 


Some  matrimonial  bonds 
are  very  good  dividend  pay- 
ers. 


Notice  our  motto — reliable 
service?  We  are  here  to 
serve  you.  We  believe  you 
will  find  what  you  want  in 
our  stock.    Try  our  "service." 


Two  Irishmen  coming  to 
the  United  States  were  ship- 
wrecked on  the  way.  Mike 
swam  safely  to  shore  and 
immediately  after  turned  and 
started  to  run  back  into  the 
water. 

Bystander  —  "Where  are' 
you  going,  Mike." 

Mike — "I've  saved  myself. 
Now  I'm  going  back  to  save 
Pat." 


Ready  for  the  wet,  fall 
days  with  a  good  pair  of 
ru1)bers?  We  have  a  wide 
variety.  Let  us  fit  you  the 
next  time  you  are  passing. 
Then  see  how  happy  you  feel 
that  first  wet,  sloppy  day. 


.\nd  you  can  borrow 
troul)le  on  darn  poor  Collat- 
eral. 


of  evening  shoes,  ladies'  and 
misses'  sizes,  we  have  ever 
carried,  direct  from  the  fac- 
tory of  the  Blank  Shoe  Co. 
Already  have  several  pairs 
set  aside  for  Christmas.  Come 
and  pick  yours  tomorrow. 


Yes,  we  carry  hosiery,  too, 
men's,  women's,  boys'  and 
girls'  best  quality  at  right 
prices.  Nothing  more  suit- 
able for  holiday  giving.  See 
them  and  you  will  say  the 
same. 


Many  a  man  has  smashed 
liis  own  thumb  nail  when  he 
started  out  to  "nail  a  lie." 


Noticed  our  windows  late- 
ly? Pretty  attractive,  eh? 
We  are  improving  the  in- 
side, too,  —  better  light, — 
comfy  chairs.  Come  and  see 
for  yourself. 


Making  up  your  list  of 
Christmas  presents  yet? 
There's  nothing  better  than 
a  nice  pair  of  boots  or  shoes. 
So  useful,  too.  See  our 
stock — special  values  for  hol- 
iday buying. 


"Did  you  know  luii  Skel- 
ly?"  asked  Pat. 

"Faith,"  said  Mike,  "an'  I 
do."  ~ 

"Well,"  said  Pat,  "he  has 
had  his  appendix  took  away 
from  him." 

"Yez  don't  say  so,"  said 
Mike.  "Well,  it  serves  him 
right.  He  should  have  had 
it  put  in  his  wife's  name." 


Just  received  a  consign- 
ment of  the  most  stylish  lot 


How  about  that  poor  fam- 
ily you're  going  to  help  this 
Christmas?  They  need  boots 
more  than  anything  else, 
likely.  You  know  how  many 
steps  those  active  little  fel- 
lows take  every  day,  and 
maybe  daddy  is  out  of  work, 
or  on  half  pay.  We  have 
the  very  kind.  How  many 
did  you  say?    Thank  you 
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l)ar;i,!L;"rai)lis  wliicli  he!])  I'lirtlicr  U>  cmi)liasi/c  the  name 
(if  tlie  lirm,  to  keep  tlie  l)li)tter  in  the  mind  of  the 
reader,  and  which  apjjeal  also  to  the  Nounj^er  nicm- 
l)er.s  of  tlie  family.  As  indicatint^  the  type  of  in- 
formation distributed  each  month  in  this  way,  we 
print  below  the  blotter  for  October  15th,  1914,  which 
is  typical  of  a  number  of  others  we  have  seen.  W'e 
believe  the  idea  is  a  very  excellent  one  and  may  well 
be  followed  by  many  other  C"anadian  retailers,  who 
at  present  may  be  having-  difficulty  in  i^ettiufj  in  touch 


of  the  j^reat  advanta.i^es  claimed  for  this  character  of 
sit^n.  The  letters,  4  in.  high,  are  left  clear  on  the  gla.ss, 
and  the  black  painted  around  the  letters.  The  opaque 
glass  is  always  left  in  the  grooves,  and  consequently 
when  the  letter  is  slid  over  the  opaque  glass  all  tliat  is 
seen  is  the  white  letter  against  the  black  backgn)und. 
The  frame  of  the  sign  is  of  steel,  electro-i)lated  gun 
metal,  giving  it  the  highest  of  finishes  and  durability, 
not  attained  in  any  other  kind  of  frame.  The  sign  box 
is  of  galvanized  iron  painted  on  the  inside  with  reflect- 


HADE 


Fig.  1— Interchangeable  sign  of  the  Canadian  Steel  Products  Company. 


with  as  many  customers  as  they  would  like.  Reacli- 
ing  a  customer  with  a  message  that  stays  with  him 
during  a  whole  month  at  a  cost  of  only  half  a  cent  is 
cheap  advertising,  and  if  the  blotters  are  filled  with 
the  right  material,  it  will  also  ])ro\c  effective  adver- 
tising. 

Another  form  of  adx  ertising  which  is  i)ro\iug  es])e- 


ADJUnO  i\U 
DRAWS  AT  TEXT  I  ON 
GETS  RETBflXS. 


Fig.  2    Sign  of  different  size  and  shape. 

cially  cti'ectixe  in  shoe  store  windows  takes  the  form 
of  a  window  sign  with  interchangeable  letters.  Dur- 
ing the  past  month,  three  difi'erent  types  of  this  sign 
have  been  brought  to  our  attention.  The  idea  under- 
lying the  construction  of  all  of  these  is  the  same,  name- 
ly, that  the  wording  of  the  sign  can  be  changed  at  will, 


ing  aluminium  jjaint,  and  has  tungsten  lamps  wired 
with  motorless  flasher.  There  are  10  feet  of  reinforced 
cord  with  attachment  plug  for  its  connection.  It  is 
claimed  that  this  combination  makes  the  most  efYective 
night  sign  ever  designed  for  window^  or  indoor  adver- 
tising. The  sign  can  be  hung  up  by  chains,  and  is  so 
arranged  that  the  box  can  be  left  and  only  the  frame 
removed  to  change  its  wording.  This  saves  re-dressing 
a  window,  and  enables  another  show  card  to  be  dis- 
I)layed  without  cost.  The  signs  can  be  manufactured 
in  any  style,  containing  any  number  of  grooves  or  num- 
ber of  lines.  A  strong  point  is  made,  by  the  makers, 
of  the  adaptability  of  the  sign,  which  can  be  easilv 
adjusted. 

The  Advertogram 

The  Advertogram  is  a  patented  device  for  day  and 
night  use  in  show  windows,  the  principal  feature  of 
which  is  described  to  be  that  the  reading  matter  can 
be  changed  in  two  minutes  by  sliding  each  letter  sep- 
arately into  compartments.  The  letters  are  clear  glass 
with  black  background,  each  letter  being  backed  with 
a  sheet  of  pure  white  opal,  that  makes  this  a  good  dav 
sign  and,  when  illuminated,  an  equally  prominent 
night  sign,  so  that  it  can  l)e  read  very  plainly  from 
the  opposite  side  of  the  street.  The  sign  is  of  metal, 
.^0  inches  long  and  7  inches  high,  illuminated  with  +. 
25-watt  lamps  that  are  flashed  intermittently  bv  a 
motorless  flasher.  The  sign  has  a  black  gun  metal 
frame,  that  adds  tone,  with  simplicity,  to  the  highest 
class  window.  Retail  merchants,  especially  shoe  mer- 
chants, are  the  people  to  whom  this  sign  is  expected 
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Fig.  3  -Interchangeable  sign  of  Northern  Electric  Company,  Limited. 


though  the  details  ha\e 
ditferentlv  in  each  case. 


l)een  worked  out  somewhat 


An  Interchangeable  Sign 

The  Canadian  Steel  Products  Company,  Limited. 
Montreal,  ha\  e  just  put  on  the  market  an  interchange- 
able sign  entirely  made  in  Canada,  h'ig.  1  shows  the 
standard  25-lettcr  si)ace  sign,  h'or  each  sign  there  are 
\2S  slides  or  glasses,  comprising  the  ali)hal)et,  numbers, 
characters,  and  blanks,  the  letters  which  are  more  fre- 
quenth'  used,  such  as  A  and  I'',  ])eing  duplicated,  so 
that  any  advertisement  or  word  desired  can  be  formed. 
The  advertisement  can  be  changed  at  will,  which  is  one 


to  appeal,  because,  with  it,  they  are  in  a  position  to 
write  their  own  show  cards  and  attract  the  passer.s-by 
both  by  day  and  by  night.  The  Advertogram  is  sold 
in  Canada  by  the  Northern  F.lectric  Company.  Mon- 
treal. 

The  "Autosign" 

"The  Autosign"  is  an  interchangeal)le  electric  sign 
for  window  and  show  case  advertising,  the  selling 
rights  for  which  are  held  by  Rojier.  Clarke  &  Com- 
pany, Limited.  Montreal.  In  addition  to  the  usual  fea- 
tures of  interchangeable  signs,  it  is  pointed  out  by  the 
makers  that  it  ])ossesses  two  others  which  are  of  in- 
terest— it  is  brilliantlv  lighted,  and  is,  bv  reason  of 
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being-  made  in  Canada,  much  cheaper  than  imported 
signs.  The  Autosign  has  a  white  plate  glass  mounted 
in  a  polished  ebony  frame.  The  white  plate  contains 
grooves  into  which  are  fitted  pure  rubber  letters ;  a 
plain  glass  is  then  drawn  over  the  letters,  giving  the 
whole  surface  a  finished  appearance.  One  hundred 
letters  and  figures  are  supplied  with  the  sign — other 


letters  may  be  bought  at  10c  each  if  needed.  Eight  feet 
of  cord,  tungsten  lamp  and  flasher  are  also  supplied 
with  the  outfit.  The  letters  are  made  of  unbreakable 
rubber,  and  will  last  indefinitely.  The  cost  of  running 
the  sign  is  as  follows:  ten  hours  per  day  at  7c  per  kilo- 
watt, $8.40  per  year;  ten  hours  per  day  at  5c  per  kilo- 
watt, $6.00  per  year ;  at  3  cents  per  kw.  $3.60,  and  so  on. 


Splendid  Value  of  Good  Advertisin 


We  are  just  in  receipt  of  the  following  very  inter- 
esting letter  from  Mr.  E.  M.  Foster,  "Retailer  of  Sup- 
erior Footwear,"  Edmonton,  Alberta.  Mr.  Foster  pre- 
sents convincing  evidence  of  the  value  of  snappy  r»d- 
vertising.  We  also  note,  with  pleasure,  that  h; 
reads  and  benefits  by  his  trade  paper.  We  believe  all 
live  retailers  do.    Here's  the  letter : 

Editor  "Footwear  in  Canada": 

I  am  enclosing  a  letter  order  which  we  received 
this  morning  that  may  prove  interesting  and  amus- 
ing to  your  readers.  At  any  rate  it  illustrates  splen- 
didly the  value  of  good  advertising  to  the  merchant. 

Last  spring  I  conducted  a  Step-Lively  sale  and 
used  snappy  lively  cuts  throughout  the  ten  days  of  the 
sale,  calling  it  Foster's  Step-Lively  Shoe  Sale.  As 
you  will  see,  this  lady  has  the  name  still  in  mind,  for, 
as  you  will  notice,  she  has  addressed  the  envelope 
that  way.  Then  the  postal  carrier  must  have  remem- 
bered it,  too,  for  in  spite  of  the  fact  of  our  74,000  popu- 
lation, he  brought  it  right  to  this  store.  Here  are  two 
people  at  least  who  haven't  forgotten  our  advertising 
of  last  spring — one  of  whom  we  got  good  money  from 
this  morning. 

I  am  a  firm  believer  in  good  advertising  and  think 
every  shoe  man  should  spend  a  fair  percentage  on 
live  copy. 

I  am  enclosing  an  ad  we  are  running  today  and 
would  appreciate  your  criticism  of  the  same. 


Wishing  you  continued  success  with  your  trade 
paper,  which  we  always  read  and  benefit  by,  I  beg  to 
remain, 

Yours  truly, 

E.  M.  Foster. 

Edmonton,  Alta. 

The  above-mentioned  letter  is  enclosed  in  an  en- 
velope addressed — 

The  Step  Lively  Boot  &  Shoe  Store, 

Edmonton,  Alberta. 

And  the  letter  reads — 
Step  Lively, 

Edmonton,  Alberta. 
Dear  Sirs : — 

My  mother  got  two  pairs  of  shoes  at  your  store 
last  spring,  and,  as  they  wore  well,  I  am  sending  for 
the  third  pair. 

1  would  like  gun  metal  or  kid  with  patent  toes  or 
the  best  you  can  send  for  my  money — $3.50,  (lace  or 
buttoned).  I  would  like  rounded  toes  and  medium 
high  heel.    For  the  above  1  enclose  $3.50. 

Yours  very  truly. 

Miss  

Edson,  Alberta. 
P.S.  Size  four,  and  please  send  by  return  as  I  need 
them  for  Sunday. 


What  Toronto  Retailers  Are  Sellin 


Recent  interesting  conversations  with  local  retail- 
ers indicate  the  trend  of  popular  demand  in  the  boot 
and  shoe  line.  A  live  retailer  in  the  northwest  section 
of  the  city  reports  that  for  men  there  seems  to  be  no 
desire  to  change  present  styles.  Gun  metals  are 
strong.  For  women  black  cloth  tops  are  strong  with 
cjuite  a  call  for  colored  tops.  The  long  toe  seems  to 
be  well  liked ;  mostly  in  patent  with  a  growing  demand 
for  kid.  The  uncertainty  of  war  conditions  is  having 
'I  dulling  effect  on  trade  generally,  although  trade  is 
good  on  better  grades. 

A  Queen  Street  West  retailer  spoke  of  the  thriv- 
ing business  being  done  in  the  repairing  line.  No  de- 
mand for  any  special  style  of  shoe.  No  demand  for 
men's  cloth  tops.  Many  women's  cloth-top  buttons 
sold.  Keep  hosiery  in  stock  but  rarely  asked  for. 

Another  prominent  Queen  Street  West  dealer 
spoke  of  the  tendency  to  increased  price  in  rubbers. 
Is  stocking  very  few  of  the  recede  toes.  Occasional 
call  for  men's  cloth  tops  for  dress  wear  and  many  wo- 
men's cloth  tops  are  sold — buttons  exclusively.  Can't 
sell  any  laces  in  women's. 

A  third  dealer  in  the  same  district  spoke  of  the 
dropping  off  in  rubber  sales  from  year  to  year.  To- 
ronto people  do  not  buy  a  great  many  rubbers.  Handles 
Dri-foot  preparation  as  a  substitute.    Strong  demand 


for  women's  cloth  tops — none  for  men.  Short  round 
toes  in  both  men's  and  women's. 

In  a  lower  Yonge  Street  store  the  best  sellers  are 
recedes  in  bals  and  bluchers.  Tan  shoes  being  re- 
l)laced  by  mahogany.  Popular  styles  have  low  flange 
heel,  with  invisible  eyelets.  Patent  vamp  cloth  tops 
selling  well. 

Another  lower  Yonge  Street  store  reports  cloth 
tops  in  women's  (fawns  and  greys)  selling  well  and 
a  few  men's  for  dress  wear.  Big  call  for  buttons  in 
women's  with  a  tendency  toward  laces.  Recede  toes 
popular  with  tendency  toward  shorter  vamps.  Still 
selling  many  high  class  shoes  from  $7.00  up. 

A  well-known  Queen  West  retailer,  close  to  Yonge 
Street,  spoke  of  the  insistent  demand  for  Canadian 
manufactured  goods.  Recedes  selling  well  in  both 
men's  and  women's. 

A  middle  Yonge  Street  retailer  reports  business 
flat.  People  not  paying  the  price  for  high  class  shoes 
now.  Medium  high  class  shoes  the  best  sellers.  Col- 
(jred  tops,  fawn  and  grey,  most  popular  in  w^omen's 
wear. 

.\  dealer  near  the  corner  of  King  and  Yonge  Streets 
reported  a  good  demand  for  colored  gaiters  in  wo- 
men's footwear,  especially  fawn  and  grey.    Cloth  top 
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buttons  ill  WdUK'n's  scUiiij^-  well  and  a  fc-w  men's  fab- 
ric tops. 

One  of  the  larj^^est  Parliament  Street  retailers  sjxjke 
of  the  demand  l)eing  for  a  cheaper  grade  than  last 
year.  Handling  Canadian  made  shoes  with  Cuban  and 
kidney  heels.  Demand  for  gaiters  in  freaky  colors. 
Call  for  recede  toes  in  women's  and  to  a  considerable 
extent  in  men's.  Mahogan}'  in  men's  not  selling  so 
well  as  tan.    Carry  some  flange  heels. 

An  upper  Yonge  Street  dealer  s])oke  of  a  number 
of  i)umps  and  oxfords  still  being  worn  by  women, 
long  after  the  men  have  taken  to  high  shoes.    As  the 


weather  gets  worse  they  use  over-gaiters.  Recede 
toe  being  a  rather  more  expensive  shoe,  is  selling  more 
high  toes. 

A  prominent  retailer  in  the  Yonge  and  Bloor  sec- 
tion reports  a  continued  sale  of  expensive  footwear. 
The  call  is  mostly  for  United  States  manufacture, 
which  he  considers  is  due  largely  to  the  finer  finish 
and  not  to  the  quality  of  the  article.  No  call  for  wo- 
men's tan.  Sold  out  of  spats.  Big  call  for  women's 
buttons  with  cloth  tops.  Grey  gaiters  selling  well. 
Call  for  long  recede  toes,  only,  in  bfith  men's  and  wo- 
men's. 


Are  You  Running  a  Repair  Department? 


.  What  do  you  lose  by  having  to  say  to  one  of  your 
regular  customers: — "No,  we  don't  do  repairing?  The 
lilank  Shoe  Company  down  the  street  (your  competi- 
tor )  will  fix  you  up." 

Well,  you  lose  the  profits  on  the  repair  job  first. 
Vou  give  your  customer  the  idea  that  you  are  discour- 
aging shoe  repairing,  because  it  is  more  prohtable  to 
the  customer  than  to  the  dealer.  You  give  him  the 
idea  that  you  consider  your  shoes  won't  wear  out  a 
second  pair  of  soles  and  heels.  If  the  lilank  Shoe  Com- 
pany treat  him  right,  you  lose  your  customer  and  last, 
you  discard  a  good  drawing  card  for  new  customers. 
Even  if  a  shoe  repairing  department  could  not  be  made 
to  pay  directly,  it  pays  indirectly  in  bringing  people 
into  your  store.  The  average  customer  comes  in  with 
an  open  mind  and  ready  to  consult  with  you  on  the 
advisability  of  having  his  old  shoes  repaired.  If  you 
have  a  repair  department,  it  opens  the  way  for  a  dis- 
cussion of  each  individual  case.  Of  course,  you  would 
rather  sell  a  new  pair  of  shoes  than  mend  an  old  pair, 
and  there  will  be  very  many  cases  where  you  can 
conscientiously  recommend  against  repairing  and 
make  a  sale  of  a  new  pair.  This  is  exactly  what  the 
Blank  Shoe  Company  down  the  street  (your  competi- 
tor) does  with  a  large  percentage  of  the  business  you 
send  him. 

In  hard  times  like  the  present,  the  inclination  of 
most  of  us  is  towards  repairs  rather  than  purchases. 
Here  then  is  all  the  better  opportunity  to  make  a  re- 
pair department  operate  on  a  paying  l)asis.  At  the 
same  time  you  are  adding  to  your  "clientele,"  many  of 
whom  will  come  back  to  you  when  purchasing  days 
return.  Everything  considered,  the  present  time  seems 
an  especially  opportune  one  for  the  retailer  to  start 
up  that  repair  department  he  has  been  considering 
for  so  long.  In  this  connection  we  print  some  extracts 
from  a  letter  just  received  from  the  Champion  Shoe 
Machinery  Company  which  bear  specially  on  this  sul)- 
ject.  and  are  thus  of  present  interest. 

"It  seems  to  be  a  proven  fact  that  the  shoe  repair 
business  suffers  less  from  hard  times  than  from  un- 
favorable weather  conditions.  Many  shoes  are  half 
soled  when  trade  conditions  are  close,  that  probably 
would  be  thrown  away  at  other  times. 

"\Vhile  we  are  speaking  of  shoe  repairing  and  shoe 
repair  machinery,  we  want  to  draw  the  attention  of 
shoe  dealers  and  shoe  retailers,  to  the  advantage  of  a 
shoe  repair  department  in  connection  with  their  busi- 
ness. Many  dealers  have  already  given  this  feature 
their  investigation  and  have  been  surprised  to  find  the 
ratio  of  net  profit  and  the  possible  volume  of  extra  Inisi- 
ness  in  shoe  repairing  much  greater  than  they  had  ever 
anticipated. 

"As  a  result  many  dealers  ha\  c  added  shoe  repair- 
ing to  their  business  and  find  it  the  means  of  making 
additional  sales  of  new^  footwear  when  the  old  shoes 


are  left  to  be  repaired.  They  also  find  that  a  repair 
department  is  indirectly  the  means  of  making  new  sales 
as  it  brings  people  into  the  store  to  have  their  repair 
work  done  that  otherwise  would  not  drop  in,  and  every 
new  visitor  means  a  possible  chance  for  increased 
sales. 

"It  would  pay  every  shoe  dealer  and  shoe  retailer 
to  investigate  shoe  repairing  as  an  addition  to  their 
business.  No  machine  equipment  offers  better  re- 
turns on  the  amount  of  money  invested." 


The  Best  Christmas  Presents 

Dress  your  Christmas  window  so  that  the  passer-by 
will  carry  away  the  thought  that  boots  and  shoes  are 
the  best  Christmas  presents.  We  are  planning  to 
show  some  good  windows  in  the  December  issue  of 
"I-'ootwear  in  Canada."  How  about  yours?  We 
should  like  to  have  it. 


Hidden  Ability 

Old  \Vashington  White  and  young  Calhoun  Clay 
entered  a  dancing  competition.  But  age  was  against 
Wash,  and  his  boots,  a  pair  of  cowhides,  six  or  seven 
sizes  too  large,  were  against  him,  too.  The  prize  was 
awarded  to  the  younger  man. 

"Look-a-yere,  Misto  Empire,"  Uncle  Wash  growl- 
ed, "whaffor  yo'  give  de  prize  toe  him?" 

"Kase  he  done  mo'  beats  'n  yo'  done." 

"Go  long,  man!"  said  Uncle  Wash.  "I  done  a  lot 
o'  steps  in  dese  yere  big  boots  what  yo'  never  see  I" — 
New  York  Tribune. 


The  Rubber  Situation 

The  rubber  trade  started  out  with  quite  a  boom 
this  year,  owing  to  the  prevalent  wet  weather  early  in 
the  season.  The  ensuing  period  of  fair  weather,  how- 
ever, checked  the  popular  demand  for  rubbers  and  the 
retail  business  has  become  quieter.  But  manufactur- 
ers now  report  that  they  are  very  busy,  especially 
those  working  on  export  orders,  as  a  great  volume  of 
rubber  footwear  is  at  present  being  turned  out  in 
America  for  European  wear. 

A  month  or  so  ago,  it  will  be  recalled,  the  price  of 
crude  rubber  soared  away  above  normal,  and  this  pro- 
duced considerable  excitement  among  those  concern- 
ed. The  situation  is  difTerent  now.  however.  Indeed 
it  is  reported  that  the  prices  have  returned  to  a  basis 
lower  than  previous  to  the  outbreak  of  the  war. 

It  is  worthy  of  note  that  Great  Britain  has  placed 
an  embargo  on  the  export  of  raw  rubber  to  any  coun- 
trv  in  Europe  except  France.  Belgium.  Russia.  Portu- 
gal and  Spain,  and.  in  the  case  of  exports  to  the  United 
States,  insists  upon  a  guarantee  that  this  material  is 
exclusively  for  domestic  consumption. 
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Disposing  of  Odds  and  Ends 

By  Mr  Thomas  F.  Palfrey  * 

I  liave  been  asked  to  present  a  solution  on  "How 
to  Dispose  of  Odds  and  Ends."  The  real  way 
and  the  only  way  is  to  sell  them.  This  is  one  of 
the  problems  that  make  the  shoe  game  a  most  in- 
teresting- one.  There  are  no  cut  and  dried  rules  to  fol- 
low to  make  a  success  in  the  shoe  business,  because  no 
two  persons  would-  conduct  a  shoe  business  in  the 
same  way.  Neither  are  there  any  cut  and  dried  rules 
by  which  one  can  dispose  of  his  odds  and  ends,  be- 
cause what  would  be  successful  with  one  dealer  might 
not  prove  successful  with  another. 

Some  have  found  the  "P.  M."  system  a  good  one. 
It  is  good  for  the  clerk  and  possibly  a  good  way  to  dis- 
pose of  odd  stock,  but  it  is  a  poor  "repeater."  There 
is  too  much  of  an  incentive  for  the  clerk  to  crowd 
something  on  to  one  who  does  not  wish  it.  In  other 
ways  the  customer  will  purchase  with  his  eyes  wide 
open,  and  will  not  be  dissatisfied  afterward.  For  in- 
stance a  shoe  placed  in  a  customer's  possession,  which 
has  been  presented  as  being  something  at  a  special 
price  for  some  particular  reason,  will  not  cause  that 
customer  to  be  dissatisfied. 

To  be  most  successful  in  disposing  of  odds  and 
ends,  the  salesforce  should  be  made  to  feel  that  some 
of  the  responsibility  is  on  their  shoulders  for  goods 
left  on  hand.  The  old  saying  applies,  "Goods  well 
bought  are  half  sold."  The  salespeople  should  have  a 
voice  in  the  purchasing  of  shoes  and  they  should  be 
made  to  feel  that  goods  that  do  not  move  properly  are, 
in  a  measure,  due  to  their  failure  to  properly  dispose 
of  them. 

Clean  and  Attractive 

Unsalable  shoes,  odds  and  ends,  off  sizes,  etc., 
should  be  assigned  a  conspicuous  and  prominent  place 
in  the  stock,  and  kept  in  clean  and  attractive  cartons. 

The  salesforce  should  also  have  a  certain  privilege 
in  price  cutting  to  fit  the  requirements.  By  doing  this 
there  is  always  some  one  who  wants  this  kind  of  bar- 
gain shoes  if  they  fit,  particularly  if  they  are  impressed 
with  the  idea  that  they  are  getting  something  special. 

In  our  stock  we  have  not  a  single  pair  of  special 
order  shoes  over  30  days  old.  This  is  owing  to  the 
fact  the  one  salesman  who  takes  special  orders  is  re- 
sponsible for  the  disposition  of  the  shoes.  He  feels  a 
personal  pride  in  giving  satisfaction,  and  if  he  fails  to 
please  a  customer  it  is  his  duty  to  find  someone  else 
who  will  take  the  shoes.  In  this  way  the  special  order 
proposition  becomes  a  source  of  profit  and  pleasure, 
rather  than  a  loss  and  disappointment. 

As  a  rule,  one  member  of  the  salesforce  should  al- 
ways attend  to  the  special  orders.  This  makes  it 
easier  to  both  please  the  customer,  on  account  of  ex- 
perience gained  by  previous  special  orders,  and  also 
to  dispose  of  the  goods,  and  because  that  particular 
feature  of  the  business  is  impressed  on  the  salesman's 
mind  for  all  time. 

There  are  three  things  that  seem  to  be  most  neces- 
sary in  disposing  of  odds  and  ends,  namely : 

First,  in  keeping  the  stock  clean  and  attractive  and 
not  allowing  it  to  gi'ow  stale. 

Second,  in  keeping  the  stock  in  clean  cartons. 

Third,  and  most  important  of  all,  keeping  the  odds 
and  ends  in  a  convenient  and  conspicuous  place  in  the 
stock. 

Having  tried  these  selling  plans,  the  stock  remain- 
in  the  "Shoe  Retailer. 
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ing  should  be  priced  very  low  during  your  semi-annu- 
al sales,  not  with  any  consideration  of  their  cost,  but 
at  a  price  that  will  be  attractive  to  the  buyer.  The 
money  thus  gained,  though  small,  can  be  turned  into 
profitable  merchandise. 

Having  tried  these  selling  ideas,  the  goods  you 
still  have  left  on  hand  will  be  very  small,  and  I  suggest 
that  they  be  put  in  some  convenient  place,  and  when 
an  out-of-town  buyer  comes  along  who  looks  as  if  he 
needs  these  shoes,  have  him  make  a  price  and  let  them 
go  at  that  figure,  for  by  that  time  they  have  run  the 
scale  of  your  ability  and  ingenuity  and  it  is  then  up  to 
someone  else  to  move  them. 

In  conclusion,  there  are  as  many  ways  of  disposing 
of  odds  and  ends  as  there  are  in  accumulating  them, 
and  the  men  who  have  solved  both  of  these  problems 
satisfactorily  have  not  only  retired  from  the  shoe  busi- 
ness, but  have  won  one  of  the  golden  crowns  in  the 
life  beyond. 


A  Big  Thing  in  Children's  Trade 

A  Shoe  Traveller  Tells  About  it  in  "Boot  and  Shoe 
Recorder" — Always  Please  the  Children 

I  was  standing  in  a  dealer's  store,  waiting  for  him 
to  get  through  with  a  customer  when  a  bright  little 
fellow,  about  nine  years  of  age,  came  in.  One  could 
see  the  kid  was  scared  half  out  of  his  wits  and  ready 
to  jump. 

He  came  up  to  the  dealer  and  said  something  in  a 
low  tone  of  voice.  I  was  too  far  away  to  hear,  and 
evidently  A-Ir.  Shoeman  didn't  either,  for  he  said : 

"What  do  3^ou  want,  speak  up,  can't  you?"  And  it 
was  said  in  a  mean,  harsh  tone. 

That  was  jDretty  near  the  finish  for  the  boy,  for  he 
could  hardly  keep  from  crying  as  he  managed  to  tell 
what  he  wanted,  and  the  dealer  says : 

"Well,  wait  a  minute  and  I'll  tend  to  you."  This 
was  said  in  such  an  indifferent,  careless  way  that  the 
little  fellow  was  more  confused  than  ever  and  didn't 
know  whether  to  stand  where  he  was  or  to  go  and  sit 
down. 

I  have  always  been  a  chunk  of  mushiness  where 
children  are  concerned,  and  I  says  to  myself:  "I'll  butt 
into  this  after  awhile,  I  think." 

Fits,  Doesn't  It? 

Say,  the  way  he  handled  that  kid  was  a  caution. 
Not  one  word  of  kindness,  not  a  bit  of  friendly  tact. 
Hardly  asked  him  if  the  shoe  felt  all  right  or  not,  but 
slammed  one  on  his  foot,  told  the  kid  to  stand  up,  says 
"fits,  doesn't  it  "  and  without  waiting  for  a  reply 
shoved  the  other  one  on,  wrapped  up  the  old  ones,  and 
fired  him  out  the  front  door. 

By  the  time  this  dealer  was  ready  to  wait  on  me  I 
had  lost  all  desire  to  sell  him  anything,  but  was  filled 
with  the  greatest  wish  to  give  him  the  best  little  call 
down  he  had  ever  received.    So  I  opened  up  with : 

"Good  plan  to  send  that  kid  out  with  the  new  shoes 
on  his  feet,  wasn't  it?  Then  if  he  finds  they  hurt  him 
after  he  gets  home  he  hasn't  any  comel)ack,  tliev  hin  e 
been  worn." 

That's  My  Plan 

"Yes,  that's  my  plan,"  he  says.  "In  that  way  I 
save  myself  a  lot  of  exchanging  of  shoes,  for  most  of 
these  kids  don't  know  what  they  want  anywa}',  and 
there's  no  use  in  taking  much  trouble  with  them.  INlo^t 
of  them  kick  about  their  shoes  afterwards,  anyway." 

"Now  let  me  tell  you  something.  Mr.  Johnson,"  I 
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says,  '"in  the  first  place,  I  never  saw  a  child  used  so 
meanly  before  in  my  life,  at  least  in  a  shoe  store.  That 
little  boy  came  in  here  half  scared  to  death,  and  if 
you  had  s])ol<en  one  kind  word  to  him  you  would  ha\  c 
made  a  friend  for  life.  Instead  of  that,  about  every 
word  you  used  was  a  t^rovvl,  and  1  su])])ose  it  was  too 
niucii  trouble  to  smile.  Rif,dit  here  in  this  community 
is  thousands  of  dollars  worth  of  business  in  children's 
shoes  each  year,  and  you  deliberately  kill  any  chance 
of  getting-  that  trade  by  your  surly,  cranky  manner. 
Why,  goodness  i^racious,  man,  there  is  no  trade  easier 
to  j^et  and  none  easier  to  hold  than  the  children's 
trade,  and  all  it  requires  to  <j^ct  it  is  a  few  kind  words, 
a  few  smiles  and  a  little  careful,  considerate  attention 
of  their  wishes. 

Some  Good  Advice 

"Now  let  me  g-ive  you  a  little  advice.  1  don't  sup- 
pose you'll  heed  it,  but  you  are  goinsj^  to  get  it  just 
the  same.  The  next  time  a  child  comes  in  here,  speak 
to  liim  kindly  and  give  him  a  smile.  If  you  are  busy 
lead  him  to  a  seat  and  leave  him  with  a  pat  on  the 
head.  When  you  wait  on  him  talk  to  him  about  things 
he  is  interested  in,  games,  childish  pleasures,  etc. 
In  fitting  the  shoes  show  consideration  for  his  wishes 
in  the  matter  of  style  and  kind  of  shoes.  It's  evident 
the  parents  have  a  lot  of  confidence  in  you,  and  you 
disabuse  it  when  you  act  as  you  have  just  done.  When 
3'ou  fit  the  shoe,  be  sure  it  fits  correctly  and  there  is 
plenty  of  'growing  room'  in  the  toe  of  the  shoe.  And 
above  all  things  see  the  shoes  do  not  pinch  the  feet. 
And  for  the  'love  of  Mike'  don't  send  the  child  out 
with  the  shoes  on  his  feet.  That  is  all  right  for  a  man 
or  woman,  or  if  the  parents  are  with  the  child,  but  not 
when  the  child  is  alone.  Naturally  the  parents  like  to 
have  a  word  to  say  about  the  selection  of  the  shoes, 
even  if  they  have  sent  the  child  alone  to  your  store. 
And  when  you  send  the  child  out  with  the  shoes  on  his 
feet,  they  have  to  keep  them  whether  they  like  them 
or  not.  What  you  ought  to  do  is  to  hang  a  sign  up 
in  your  store  and  live  up  to  it,  and  the  motto  on  that 
sign  should  be,  'Always  please  the  children.'  " 

Mind  Your  Own  Business 

"Now  listen  to  me,"  he  says.  "Your  job  is  to  sell 
shoes  and  not  to  throw  your  advice  around  wherever 
you  see  a  chance.  Jttst  stick  to  your  job  of  selling 
shoes  and  you'll  be  a  good  deal  better  oft.  1  am  not 
going  to  buy  anything  of  you,  so  you  can  clear  out 
when  you  are  ready,  and  I  won't  feel  bad  if  }'ou  tear 
yourself  away  right  now."  And  with  that  nice,  pleas- 
ant little  chirp  he  got  uj)  and  left  me. 

Didn't  Know  it  Was  so  Easy 

Well,  I  says  to  myself.  I  will  never  sell  that  gink 
anything"  now  anyway  ;  but  I  made  a  bad  guess,  for  it 
wasn't  two  months  later  that  I  received  a  letter  from 
him  in  wdiich  he  said  that  he  guessed  I  meant  well, 
but  he  thought  1  was  a  little  abrupt  and  tactless.  Any- 
way, he  said  he  had  turned  over  a  new  leaf  and  was 
i)uilding  up  a  good  children's  trade.  "Say,"  he  says, 
"1  never  knew  it  was  so  easy  to  get  this  trade,  and  I 
never  for  a  moment  thought  there  was  so  many  shoes 
sold  to  children  in  this  town.  I  keep  a  little  candy 
around  the  store  and  have  a  few  cents'  worth  in  a  bag 
read}'  to  give  out  to  every  child  that  comes  in  here  to 
buy  shoes,  either  with  or  without  its  ])arents.  and  1 
have  all  the  kids  in  town  hollering  for  me."  Also,  he 
asked  me  to  call  on  him  when  I  came  that  way  again, 
so  I  didn't  do  so  bad,  after  all,  did  I? 


IN  CANADA 

Is  Your  Show  Case  Well  Lighted? 

Many  retailers  have  a  little  corner  in  their  store 
where  a  showcase  would  add  greatly  to  the  general 
appearance.  In  addition  to  this,  a  well  dressed  and 
properly  lighted  showcase  is  a  splendid  advertising 
medium  and  almost  in  the  same  class  with  the  well 
dressed  window.  One  of  the  difficulties  in  the  past 
with  showcases  has  been  that  it  is  next  thing  to  im- 
I)ossil)le  to  light  them  properly  without  obstructing 
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the  view.  The  accompanying  illustrations  show  a  de- 
vice just  placed  on  the  market  that  will  be  of  interest 
to  the  retailer. 

Fig.  1  shows  the  type  of  reflector  used,  to  which 
the  name  Scoopette  has  been  given,  because  it  is  a 
miniature  reproduction  of  the  Scoop  window  reflector 
known  to  many  retailers.  The  Scoopette  has  been 
ke])t  to  the  smallest  possible  size  to  take  a  standard 
round  tungsten  15-watt  lamp.  To  keep  the  unit  as 
small  as  possible  a  special  porcelain  socket  is  also 
being  manufactured  for  use  with  this  reflector.  The 
reflector  lamp  and  socket  are  all  contained  in  a  neat 


TYPICAL   ALL-OLASS,  CASE 
Fig.  2. 


brass  housing,  which  only  extends  appro.ximately  4 
inches  below  the  top  of  the  case,  as  may  be  seen  from 

Three  l.^-watt  lamps  are  found  to  be  sufficient  for 
illuminating  this  case  so  that  the  cost  of  the  current  is 
very  small  indeed.  Another  advantage  is  that  a  very 
small  amount  of  heat  is  generated  in  the  show  case. 
This  new  unit  has  just  been  placed  on  the  market  by 
the  National  X-Ray  Reflector  Compan}',  of  Chicago. 


Killam  and  Semple,  Truro,  N.S.,  have  taken  the 
agency  for  the  Maritime  Provinces  for  the  Williams 
Shoe  Company,  Brampton,  Ont.  Mr.  Killam  reports 
that  he  has  no  complaint  to  make  about  business. 


The  best  way  for  business  men  to  bid  for  business 
is  to  advertise  their  business. 
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Safe  and  Sane  Shoe  Buying 

By  Mr.  J.  B.  Walsh* 

Some  say  there  is  no  such  thing-  as  safe  and  sane 
shoe  buying;  that  the  safe  buyer  falls  behind  the  pro- 
cession, and  that  the  insane  bu3'er  sometimes  leads  the 
procession.  For  a  man  to  ask  me  what  is  safe  buying 
reminds  me  of  the  man  who  went  to  his  first  horse  race 
with  a  friend,  and  becoming  enthused  with  the  spirit  of 
the  race  asked  his  friend  to  pick  him  a  winner.  Fie 
looked  at  the  horse  and  then  looked  at  the  friend  and 
asked :  "Are  you  absolutely  certain  this  horse  will 
win."  His  friend  replied,  "No,  we  are  not  absolutely 
certain  this  horse  will  win,  if  we  were  it  would  not  be 
a  horse  race." 

It  is  so  with  shoe  buying,  for  if  we  could  pick  ab- 
solute winners  or  certain  sellers  there  would  be  no 
zest  to  the  game.  There  are  a  few  shoes  that  will  sell 
absolutely  without  question,  and  there  are  a  thousand 
small  departments  dealing  out  those  certain  sellers, 
which  make  up  40  per  cent,  of  the  sale  of  shoes.  For 
the  other  60  per  cent,  you  must  use  good  judgment, 
experience,  a  knowledge  of  the  requirements  and  taste 
of  your  locality,  and  the  fashion  whims,  and  last,  you 
must  be  willing  to  take  a  chance,  then  you  may  go 
after  the  60  per  cent,  and  perhaps  get  your  share  of  the 
40  per  cent,  with  the  rest. 

There  never  was  a  time  since  I  have  been  in  the 
shoe  business  when  safe  and  sane  shoe  buying  is  more 
necessary  than  now.  There  never  was  a  time  when 
the  temptation  to  speculate  was  greater.  Ever3^thing 
points  to  higher  prices  for  shoes. 

Manufacturers  tell  us  they  have  sufficient  supplies 
of  leather  and  that  they  can  serve  us  at  old  prices,  but 
as  a  postscript  they  tell  us  not  to  buy  more  than  one 
needs,  not  to  speculate.  If  you  told  the  public  there 
was  only  a  limited  supply  of  bread  and  the  public  be- 
lieved it,  and  that  next  week  the  price  would  be  high- 
er, would  it  not  be  useless  to  tell  them  not  to  overbuy? 
Is  it  not  human  nature  for  those  who  can  to  lay  in  as 
much  bread  as  the}^  can  buy,  or  as  much  as  their  credit 
is  good  for?  To  me  that  warning,  "Do  not  speculate," 
is  the  best  means  of  telling  one  to  do  just  the  thing 
you  do  not  want  one  to  do.  How  much  better  it  would 
have  been  for  the  manufacturer  to  have  come  out  with 
an  advance  of  10  cents  or  fifteen  cents  and  thus  dis- 
courage the  speculative  idea?  How  much  better  we 
would  conserve  our  leather  instead  of  piling  it  on  re- 
tailers' shelves  to  rot  and  pass  out  of  style,  as  a  great 
per  cent,  does  and  will?  If  our  leather  supply  is  low 
and  likely  to  be  lower,  why  not  try  to  conserve  the 
supply  and  not  waste  it  for  the  purpose  of  making  a 
profit  to-day?  In  the  face  of  the  most  unusual  extra- 
ordinary condition  that  has  ever  confronted  us,  are 
we  going  the  right  way  to  meet  these  conditions? 

We  know  that  our  manufacturers  are  not  sending 
men  into  the  cotton  states  for  orders.  We  know  that 
almost  a  half  a  billion  dollars'  worth  of  cotton  remains 
unsold  and  that  the  leather  that  would  go  into  shoes 
for  our  Southern  men  is,  to  a  great  extent,  at  our  dis- 
posal, which  helps  put  ofl^  the  advance  we  look  for. 

With  all  this  in  view,  I  would  say  that  the  man 
wild  tries  to  buy  a  year's  supply  of  shoes  is  not  only 
taking  a  long  chance,  but  he  is  helping  deplete  a  mar- 
ket which  is  already  unsettled.  You  cannot  put  leath- 
er into  shoes  to-day  and  say:  "There  is  $1.00  worth  of 
leather  that  will  bring  $3.00."    You  know  the  chances 

'  Address  delivered  at  Convention  of  Indiana  Retail  Shoe  Dealers' 
Association. 


are  good  that  that  dollar's  worth  may  only  bring  50c. ; 
therefore,  I  say  you  must  do  your  shoe  buying  more 
carefully  than  ever  before. 

Suggestions  as  to  buying  are  hard  to  make,  as  what 
would  be  safe  and  sane  shoe  buying  for  one  firm  would 
be  absolute  folly  for  another.  There  are  certain  styles 
for  women  that  predominate  each  season,  but  what 
these  styles  are  four  out  of  five  good  buyers  have  miss- 
ed on  for  the  last  four  seasons,  therefore  it  is  absolute 
folly  to  plunge. 

There  are  certain  shoes  that  are  sold  in  every  store 
every  season  and  these  you  are  safe  in  buying.  The 
shoes  of  fashion  should  be  bought  more  carefully.  If 
there  ever  was  a  time  when  conservation  should  be 
practiced  in  introducing  novelties  it  is  at  the  present 
time.  In  buying  shoes  to  meet  fashion's  whim  put  the 
style  feature  first.  The  best  leather  and  the  best  shoe- 
making  put  into  wrong  lasts  and  patterns  is  next  thing 
to  worthless.    When  you  have  selected  the  style  you 


A  pair  of  the  very  latest  and  most  dressy  styles  in  cloth 
top  and  cloth  gaiter  top  effects. 


feel  safe  on,  give  the  preference  to  the  last  that  has 
been  tried  out  and  that  you  know  fits. 

Finally,  I  would  say,  safe  and  sane  buying  would 
mean  :  That  we  hold  to  present  stjdes  that  are  good. 
Cut  down  as  many  as  possible  of  the  extremes.  Buy- 
about  two-thirds  of  what  you  intend  to  buy. 

Pass  the  man  who  has  12  new  models ;  he  must  have 
been  wrong  last  year  or  he  would  not  have  so  many 
new  ones,  and  the  chances  are  good  he  is  wrong  again. 
New  models,  like  new  factories,  are  experiments — let 
the  other  fellow  try  them  out. 

I  could  not  tell  you  what  styles  to  l)uy  if  I  wanted 
to,  but  look  over  your  styles  in  stock,  decide  how 
many  you  can  cut  out  and  then  buy  one-third  of  the 
number  in  new  styles. 

As  selling  prices  are  fixed,  say  from  $1.50,  $2.00, 
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$2.50,  $3.00,  $3.50.  $4.00,  $4.50  and  $5.00,  1  use  these 
prices  as  there  are  more  shoes  sold  at  these  prices. 

You  must  do  your  Ijuyin^-  so  that  the  articles 
])oU!4ht  will  sell  at  auy  one  of  these  prices  and  leave 
a  fair  ])rofit  ahove  your  overhead  expenses,  for  in- 
stance, your  $4.00  price,  say  your  overhead  is  25  per 
cent.,  or  $1.00,  you  should  not  pay  more  than  $2.75 
for  a  shoe  to  sell  at  that  price,  and  if  you  can  buy  one 
tliat  looks  fjood  at  $2.50,  so  much  the  better,  but  do 
not  deceive  yourself  that  you  can  buy  at  $3.00  and 
sell  at  $4.00,  and  buy  an  automobile  each  year,  that  is, 
not  until  the  Ford  takes  another  $400  off  the  i)ricc. 


Mr.  Bryant  Joins  Kaufman  Rubber  Company 

Mr.  J.  C.  J5ryant,  whose  photograi)h  appears  here- 
with, has  recently  joined  the  staf¥  of  the  Kaufman 
Rubber  Company,  Limited,  Berlin,  Ontario.  Mr.  Bry- 
ant is  an  Englishman,  born  at  Downend,  Gloucester- 
shire, a  suburl)  of  the  city  of  Bristol.  At  an  early  age 
he  joined  the  staff  of  Messrs.   Lindrea  &  Com]iany, 


Mr.  J.  C.  Bryant. 

Limited,  Bristol,  one  of  the  largest  shoe  leather  and 
findings  jobbers  in  England,  holding  various  positions 
throughout  their  warehouse,  and  during  some  nine 
years  gained  a  thorough  general  knowledge  of  the 
i)oot  and  shoe  trade.  In  1905  Mr.  Bryant  decided  to 
tr\'  his  luck  in  Canada,  and  immediately  on  his  arrival 
in  Toronto  joined  the  staff'  of  F.  J-  Watson  &  Sons, 
for  which  firm,  up  to  the  present  time,  he  has  been 
city  representative. 


Change  Things  Around 

Change  things  around.  Get  a  reputaticju  lor  hav- 
ing something  new  on  top  all  the  time.  There  is  not 
a  general  merchandise  store  in  the  country  that  has 
not,  on  its  shelves,  at  the  present  time,  goods  that 
would  sell  much  more  readily  if  they  were  put  where 
they  could  be  seen,  in  place  of  some  of  the  things 
that  have  occupied  the  same  position  in  the  store  since 
it  was  started. 

By  this  it  is  not  meant  that  whole  departments 
should  be  changed  around  all  the  time.  This  would 
not  be  practical  and  would  be  expensive.  The  idea 
is  that  each  department  has  goods  in  it  that  are  seldom, 


if  ever,  jjlaced  out  in  irowl  where  they  can  be  seen  by 
the  casual  caller. 

We  are  all  more  or  less  inclined  to  get  into  a  rut. 
We  think  that  because  we  have  always  done  a  certain 
thing  in  a  certain  way,  there  is  no  methf)d  by  which 
that  way  can  be  improved. 

A  switch  here,  a  change  there ;  a  little  thought  and 
a  little  care  in  the  arrangement  and  re-arrangement  of 
stock  will  produce  wonders  in  the  way  of  increased  in- 
terest and  added  sales. 


Shoe  Salesmen  Should  be  Optimistic 

There  is  no  doubt  cause  for  the  shoe  salesman  to 
l)ec(jme  discouraged  often  times  with  results,  but  if  a 
salesman  wants  to  do  the  best  work  for  his  firm,  he 
cannot  afford  to  get  the  blues,  for  in  that  condition  he 
is  of  little  use,  either  to  himself  or  his  house. 

"One  of  the  best  salesmen  I  ever  knew,"  remarked 
a  leading  shoe  manufacturer  recently,  "has  never 
been  able  to  command  either  the  salary  or  the  position 
that  he  should  because  of  one  or  two  faults.  When 
he  has  had  a  good  week  he  comes  into  the  house 
overflowing  with  optimism  and  buoyancy.  He 
is  apt  to  say  that  'we  have  them  all  beaten,  everything 
is  coming  our  way,  we  are  the  people  and  are  making 
our  competitors  look  like  selling  platers' ;  perhaps 
this  will  go  on  for  a  couple  of  weeks.  Later,  when 
luck  has  been  against  him,  his  face  is  long,  his  man- 
ner doleful  and  his  general  air  one  that  would  com- 
port with  the  environs  of  a  city  morgue  or  family 
cemetery.  He  strives  to  find  fault  with  the  goods, 
says  we  are  not  making  the  right  kind,  that  our  finish 
is  imperfect,  our  lasts  out  of  date  and  that  we  will 
have  to  revise  the  whole  nature  of  our  output  and  our 
factory  system  if  we  want  to  secure  any  large  orders. 
To  show  you  how  absurd  the  latter  cry  is,  I  have 
merely  to  tell  you  that  this  change  is  all  brought 
about  within  a  couple  of  weeks.  There  certainly  can 
be  no  serious  shortcomings  in  the  factory  or  the 
goods  in  that  brief  period,  for  he  has  the  same  sam- 
ples. We  will  cheer  this  fellow  up  a  bit  and  the  next 
week  he  has  fairly  good  luck.  He  then  is  brighter 
and  livelier,  but  the  next  week  he  falls  down  again 
and  once  more  paints  a  distressing  picture.  To  see 
such  a  man  controlled  by  so  many  moods — well  he 
cannot  be  at  his  best.  I  want  to  tell  you  that  in  order 
to  realize  the  greatest  efficiency  in  selling  a  man 
nowadays  must  be  of  cheerful  disposition  and  in  a 
pleasant  frame  of  mind  at  all  times  and  under  all  cir- 
cumstances. A  fellow  that  gets  in  the  dumps  is  not 
of  very  much  use  to  the  concern  which  he  represents." 


Patent  Leather  Brisk 

A  prominent  local  leather  manufacturer  writes  us 
regarding  the  patent  leather  situation  as  follows : — 
"Regarding  the  patent  leather  situation,  we  may  say- 
that  the  demand  for  this  leather  is  quite  brisk  in  this 
country  as  well  as  in  the  L^nited  States.  Shoe  manu- 
facturers making  women's  shoes  report  to  us  that  near- 
ly 75  per  cent,  of  the  orders  received  are  for  patent 
leather. 


Did  You  Get  Yours? 

.\  well  designed  show  card  is  being  distributed  to 
the  retail  trade  by  Charles  A.  Aherns.  L^imited,  Berlin, 
Ont.  The  lettering  is  plain  and  easy  to  read.  Be  sure 
you  get  one. 
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General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


Constructit)!"!  work  on  the  shoe  factory  of  Tourigny  & 
Marois,  Quebec,  is  proceeding  at  a  satisfactory  rate. 

The  boot  and  shqe  factory  of  Trimble  Bros.  &  Com- 
])any,  Calais,  Me.,  has  been  totally  destroyed  hy  fire. 

The  J.  M.  Humphrey  Company,  Limited,  have  received 
an  order  from  the  government  for  the  manufacture  of  3,000 
pairs  of  boots  for  the  Canadian  contingent,  to  be  delivered 
at  the  rate  of  1,000  pairs  every  fifteen  days. 

Hollingsworth's  Store  Limited  has  been  incorporated 
with  head  office  in  Winnipeg,  for  the  purpose  of  carrying- 
on  a  general  retail  business,  including  leather  and  rubber 
goods. 

Mr.  Claude  B.  Thomas,  representative  of  the  Woodard 
&  Wright  Company,  last  makers,  Brockton,  Mass.,  has  joined 
the  arm)'  of  Benedicts. 

The  C.  N.  W.  Shoe  Company's  factory,  London,  Ont., 
suffered  by  fire  recently. 

R.  G.  Dun  &  Company  report  that  the  Durkee  Shoe 
Company,  of  Truro,  has  gone  into  liquidation,  witli  liabilities 
of  about  $28,000.  It  is  reported  that  Clarke  Bros.,  of  St. 
Stephen,  N.B.,  whose  shoe  factory  was  burned  out  some  time 
ago,  are  considering  the  taking  over  of  the  Durkee  factory. 

The  Town  Council  of  St.  Stephen,  N.B.,  have  awarded  a 
contract  for  the  erection  of  a  shoe  factory  to  cost  some  $12,- 
000.  When  completed  it  will  be  occupied  by  Clarke  Bros., 
who  were  recently  burnt  out. 

The  Redclifl  Shoe  Company,  Medicine  Hat,  .'\lta..  have 
awarded  a  contract  for  a  complete  new  lighting  system  in 
I  heir  factory.  About  140  lights  will  be  installed  and  conduit 
will  be  used  throughout.  The  Redcliff  Shoe  Company  oper- 
ate their  own  generating  plant. 

The  Ross  Shoe  Store,  Limited,  has  opened  up  on  Inglis 
Street,  Truro,  N.S.,  in  the  store  recently  occupied  by  the 
A.  .A.  Durkee  Company,  Limited.  The  new  store  will  be  in 
charge  of  Mr.  J.  S.  Gillespie.  It  is  understood  that  a  very 
complete  line  of  footwear  for  men,  women  and  children  will 
he  carried. 

The  clothing  and  shoe  stock  of  the  general  store  of  Mr. 
Frank  Kailik,    Fort  William,  Ont.,  was  sold  recently. 

There  was  a  large  attendance  at  the  fifth  smoker  of  the 
Montreal  American  Club,  when  Mr.  F.  W.  Knowlton,  man- 
ager of  the  United  Shoe  Machinery  Company  of  Canada, 
spoke  on  the  history  of  shoe  making.  Mr.  Knowlton  traced 
the  development  of  the  industry  on  this  continent,  alluding 
in  particular  to  the  enormous  increase  in  production  made 
possible  by  the  use  of  machinery. 

.\nnouncement  is  made  of  the  marriage  of  Mr.  Thomas 
Dnfresne,  of  Dufresne  &  Locke,  Maisonneuve,  with  Mrs. 
Dorval.  After  the  ceremony  Mr.  and  Mrs.  Dufresne  left  for 
Chicago,  Niagara  and  other  points  of  interest. 

The  Militia  Department  have  given  out  further  orders 
for  military  shoes.  Some  of  the  manufacturers  in  the  Mont- 
real district  received  a  portion  of  the  orders,  which  were 
given  out  in  smaller  lots  than  on  the  first  occasion  of  the 
business  placed  by  the  Department. 

On  October  12tii  the  Ideal  Shoe  Store,  630  Queen  Street 
West,  Toronto,  formerly  managed  by  Mr.  H.  Benson,  was 
purchased  by  Mr.  George  Blake.  Mr.  Blake  has  had  years 
uf  experienc<,-  in   connection   with   the  wholesale  footwear 


trade,  having  been  with  Blachford,  Davies  &  Company 
for  four  years  and  more  recently  with  the  Toronto 
branch  of  the  Canadian  Consolidated  Rubber  Company.  He 
was  also  in  charge  of  the  rubber  department  of  Ames-Holden- 
McCrcady  Limited  for  two  years. 

Mr.  Charles  Brouillard,  late  superintendent  of  No.  1  fac- 
tory of  Ames-Holden-McCready,  Limited,  Montreal,  has  been 
appointed  superintendent  of  the  factory  of  James  Muir  & 
Company,  Maisonneuve. 

Some  large  orders  for  leather  have  been  placed  in  Mont- 
real by  English  firms.  One  representative  offered  to  take 
the  entire  output  of  a  province  of  Queliec  tannery  for  the 
next  six  months,  but  this  was  declined. 

Mr.  W.  C.  Allan,  late  of  the  Queljec  Shoe  Store,  Winni- 
peg, has  taken  a  position  with  The  Yale  Shoe  Store,  321 
Portage  Avenue.  He  has  been  associated  with  the  shoe 
business  in  Winnipeg  for  the  last  sixteen  years,  and  has 
made  many  friends.  Coming  from  London,  Ont.,  in  the  year 
1908,  he  took  a  position  with  Geo.  Ryan,  and  six  3'ears  ago 
resigned  to  take  the  position  as  manager  of  the  Quebec  Shoe 
Store. 

Letters  patent  have  been  issued  incorporating  the  Aime 
Demontigny,  Limited,  to  carry  on  a  boot  and  shoe  business 
and  accessories.  The  principal  place  of  Inisiness  of  the  com- 
pany will  be  in  the  city  of  Montreal. 

Donald  Mclntyre,  a  retail  shoe  merchant  of  Seaforth, 
Ont.,  died  on  October  2nd  from  a  stroke  of  paralysis.  Mr. 
Mclntyre  was  in  his  78th  year,  and  was  one  of  Seaforth's 
earliest  merchants. 

The  Allaby-Wheaton  Company,  Limited,  has  applied 
for  letters  of  incorporation.  The  objects  of  the  company 
include  wholesale  and  retail  boots  and  shoes. 

The  C.  E.  McKeen  Shoe  Stores  Compan)',  Limited,  at 
an  extraordinary  general  meeting  of  its  niembers,  decided 
that  the  company  be  wound  up  voluntarily. 

A  fire  which  broke  out  in  the  Andres  Block,  Amherst, 
N.S.,  on  Saturday  evening,  October  10th.  caused  damage  to 
the  Cash  Shoe  Stores,  Limited,  in  the  neighborhood  of 
$10,000. 

Martin  J.  Burns,  an  old  time  shoe  traveller,  and  one 
of  the  best  known  in  Canada,  died  recently  at  his  home  in 
London. 

The  real  estate  and  retail  establishment  of  the  Standard 
Manufacturing  Company,  Middle  Sackville,  N.B.,  has  been 
taken  over  by  the  A.  V.  Wry,  Litaited.  Mr.  Smith,  of  the 
Standard  Manufacturing  Company,  is  retiring  from  his  pre- 
sent position,  but  will  retain  an  interest  in  the  business  and 
become  one  of  the  directors  of  the  new  company. 

The  Moncton  Footwear  Company  have  purchased  the 
stock  of  boots  and  shoes  of  The  Main,  Limited,  and  will 
carry  on  an  up-to-date  business  at  the  old  stand.  Mr.  Fred 
E.  Snider  is  sales  manager  and  Mr.  W.  G.  Jones  business 
manager. 

The  Smardon  Shoe  Company  has  been  incorporated  and 
will  carry  on  business  at  533-535  \'isitation  Street,  Mont- 
real, under  the  name  and  style  of  the  Smardon  Shoe  Com- 
pany, Limited. 

On  the  occasion  of  his  marriage,  Mr.  A.  R.  Angus  was 
presented  with  a  handsome  cabinet  of  silver  and  cutlery  by 
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llic  officers  and  staff,  iiicludinK  the  hraiiclies,  of  Ames-Hold- 
en-McCready  Limited.  The  presentation  was  made  by  Mr. 
W.  S.  Louson  in  the  presence  of  between  thirty  and  forty 
of  the  stafif,  assembled  in  the  board  room  of  the  head  office, 
Montreal.  Mr.  Angus  expressed  liis  appreciation  of  the 
tlioughtfuliicss  of  his  co-workers. 

A  new  shoe  repair  sliop  has  l)een  opened  in  Burford, 
Ont.,  by  Geo.  Grigg. 

R.  Burlington  is  now  making  his  rounds  in  the  prairie 
l)rovinccs,  representing  the  Relindo  .Slioe  Company. 

John  Sinclair,  superintendent  of  the  Barrie  Tanning 
Company.  Barrie,  was  in  Toronto  recently  on  a  business  trip. 

A  shoe  repair  shop  has  l)ecn  opened  in  Penetanguishene. 
Ont..  by  J.  Vallinear. 

M.  Finklestein  has  purchased  the  stock  of  the  Quebec 
Shoe  Store,  Winnipeg,  Man. 

.•\n  attractive  shoe  store  has  been  opened  in  Haileybur}', 
Ont.,  by  B.  G.  Killoran. 

The  boot  and  shoe  business  of  H.  S.  Reynolds,  Calgary, 
has  been  purchased  by  W.  E.  Tolson. 

A  new  shoe  store  has  been  opened  in  Chilliwack,  B.C., 
by  R.  J.  Mcintosh. 

The  committee  of  the  City  Council  of  Fredericton.  N.B., 
appointed  to  arrange  for  a  suital)Ie  contribution  to  the  dis- 
tressed Belgians,  have  decided  to  expend  $1,500  on  Frederic- 
ton-made  footwear,  provided  such  a  contribution  proves  ac- 
ceptable to  the  authorities.  It  is  proposed  to  send  boots 
made  by  the  Hartt  Boot  &  Shoe  Company,  and  larrigans 
made  by  the  John  Palmer  Company  and  the  Palmer-McLel- 
lan  Company.  It  is  understood  that,  in  the  circumstances, 
the  manufacturing  companies  will  supply  their  goods  at  prac- 
tically cost  prices. 

A.  Holly  is  opening  a  shoe  repair  shop  at  293  Broadway 
Avenue,  Toronto. 

A  new  boot  and  shoe  store  has  been  ojiened  by  L.  Min- 
din  at  276  Havelock  Street,  Toronto. 

The  employees  of  the  United  Shoe  Machinery  Company. 
Montreal,  donated  $200  to  the  Canadian  Patriotic  Fund. 

The  boot  and  shoe  firm  of  O.  G.  Trudeau  &  Fils,  Mont- 
real, has  been  incorporated. 

A  new  shoe  store  was  opened  in  Portage  La  Prairie, 
Man.,  by  Graban  &  Ridlers,  on  September  19th. 

A  shoe  store  has  been  opened  at  601  Logan  Avenue,  To- 
ronto, by  F.  J.  Grant. 

At  present  the  boot  and  shoe  trade  in  Montreal  and 
Maisonneuve  is  on  the  quiet  side.  Makers  of  staple  lines  are 
doing  a  fair  business,  but  otherwise  there  is  little  activity. 
Orders  for  spring  are  coming  in  rather  slowly;  here  and 
there  manufacturers  report  an  increase  over  last  year,  with, 
however,  rather  unsatisfactory  returns  from  the  West.  It  is 
stated  that  the  orders  are  smaller  in  amount  than  for  last 
season,  which  looks  as  if  the  buying  will  be  of  a  hand  to 
mouth  character.  The  country  towns  and  villages  are,  com- 
paratively speaking,  ordering  more  fully  than  the  cities.  This 
condition  is  the  one  bright  spot  in  the  situation,  and  as  many 
retailers,  both  country  and  city,  are  inclined  to  delay  tlieir 
buying,  it  is  possible  that  the  shoe  business  will  revive  con- 
siderably a  little  later  in  the  season.  Some  makers  are  sell- 
ing on  the  old  price  basis,  while  others  have  advanced  their 
lists.  It  is  certain  that,  when  the  present  stocks  of  leathers 
are  exhausted,  quotations  to  the  retailers  will  go  up,  due  to 
the  enhanced  values  of  leather  and  findings.  The  orders 
for  tennis  shoes  have  increased  to  an  appreciable  extent. 

The  Cook-Fitzgerald  Company.  Limited,  of  London,  are 
making  some  samples  of  outing  shoes  for  the  John  \\'ana- 
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maker  Company,  of  New  York.  This  same  firm  within  the 
past  week  dispatched  forty  pairs  of  samples  to  a  prominent 
retailer  in  Naples  who  has  a  chain  of  stores  in  Italy. 

Tile  Canadian  Consolidated  Rubber  Company,  Montreal, 
have  added  men's  canvas  bals  and  oxfords,  both  Goodyear 
welts  and  McKays,  to  their  "Fleet  Foot"  line  of  sporting 
shoes. 

Mr.  G.  A.  Blachford  and  Mr.  H.  K.  Hayward,  of  the 
Blachford  Shoe  Manufacturing  Company,  Limited,  spent  a 
couple  of  days,  at  Thanksgiving  time,  visiting  a  number  of 
shoe  factories  at  Rochester;  they  also  visited  Syracuse  and 
Buffalo. 

Mr.  Chas.  A.  Blachford  of  the  Blachford  Shoe  Manu- 
facturing Company,  Limited,  is  calling  on  the  trade  in  Otta- 
wa and  Montreal. 

Mr.  John  G.  Seattle,  travelling  for  the  Murray  Shoe  Com- 
pany, London,  has  been  visiting  the  Toronto  retailers. 

Mr.  E.  L.  Emerson,  of  the  Boston  Last  Company,  Bos- 
ton. Mass.,  recently  visited  the  branch  of  that  firm  in  Rich- 
mond, Que. 

Mr.  McNichol  has  resigned  his  position  as  manager  of 
the  shoe  department  of  the  Hudson  Bay  Company,  Vernon, 
B.C. 

Mr.  Richard  .'\rscott,  proprietor  of  a  tannery  on  Rich- 
mond Street  North,  London,  died  recently  at  the  age  of 
ninety. 

Mr.  VV.  Roach,  foreman  of  the  footwear  department  of 
the  Consolidated  Rubljer  Company.  Montreal,  died  recently. 

A  "Red  Cross  Shoe  Hospital"  has  been  opened  by 
Messrs.  Dubois  and  Allard,  Garnier  Street,  Montreal.  This 
is  a  new  idea  in  the  shoe  repairing  business  so  far  as  Mont- 
real is  concerned,  and  is  copied  from  cities  in  the  United 
States.  The  object  is  to  solicit  orders  for  repairs  by  means 
of  automobiles,  painted  white  and  decorated  with  the  Red 
Cross.  The  drivers  and  collectors  will  be  suitably  attired. 
The  United  Shoe  Machinery  Company  of  Canada  have  sup- 
plied a  22  ft.  Goodyear  repairing  outfit. 

Mr.  H.  K.  Hayward,  superintendent  oi  the  Blachford 
Shoe  Manufacturing  Company's  plant,  was  severely  injured 
in  an  accident  recently  in  the  factory.  We  are  glad  to  re- 
port, however,  that  he  is  now  on  his  feet  again. 

The  Canadian  Government  have  placed  an  additional  or- 
der for  army  boots  with  the  Cook-Fitzgerald  Company,  Lon- 
don, Ont. 

Mr.  VY.  V.  Mathews,  general  superintendent  of  the  Ames- 
Holden-McCready  Company,  Montreal,  was  in  Boston  re- 
cently on  a  business  trip. 

Mr.  E.  W.  C.  Honen,  formerly  of  the  James  Muir  Com- 
pany, Maisonneuve,  Que.,  has  been  appointed  superintendent 
of  the  factory  of  Underbill's,  Limited,  Aurora,  Ont. 

Mr.  Henry  E.  Burke  has  been  appointed  foreman  of  the 
treeing  and  packing  department  of  the  Ames-Holden-Mc- 
Cready  Company,  Montreal,  having  occupied  a  similar  posi- 
tion in  the  Rice  &  Hutchins  Company,  South  Braintree,  Mass. 

Messrs.  William  and  Reginald  Percival  have  registered  in 
Montreal,  Que.  They  will  carry  on  a  wholesale  boot  and 
shoe  business,  under  the  name  of  Percival  Bros. 

Mr.  Philip  H.  Duckfield.  formerly  of  Ames-Holden-Mc- 
Creadj'  Company.  Limited,  and  more  recenly  foreman  of  the 
treeing  and  packing  department  of  the  George  Slater  Com- 
pany, Montreal,  is  now  in  Boston. 

Messrs.  Edmund  and  Clifford  Weston,  of  the  Weston 
.Shoe  Company,  Campbellford,  Ont.,  will  accompany  the  sec- 
ond Canadian  contingent  to  Europe.  On  the  occasion  of 
their  departure  on  October  28th,  Mr.  Edmund  \\'eston,  who 
has  had  charge  of  the  leather  department,  was  the  recipient 
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of  a  silver  wrist  watch  and  a  fountain  pen,  Ijoth  suitalily 
engraved.  A  brief  address  also  told  of  the  high  esteem  in 
which  Mr.  Weston  is  held  by  his  co-workers  in  the  Weston 
Shoe  Factory. 

Mr.  Hoy,  superintendent  of  the  Regal  Shoe  Company, 
Toronto,  recently  visited  the  Whitman,  Mass.,  factory  of 
the  company  and  called  on  many  of  his  friends  in  that  neigh- 
borhood. 

Some  of  the  original  contracts  for  army  shoes  specified 
calf  skin  uppers.  These,  however,  did  not  prove  very  satis- 
factory, and  contracts  are  now  calling  for  the  more  substan- 
tial waterproof  side  leather. 

Mr.  A.  L.  Dupont,  of  Dupont  &  Freies,  Montreal,  was 
on  a  business  trip  in  Boston  recently. 

The  firm  of  Daoust,  Lalonde  &  Company,  Montreal,  have 
contributed  one  of  the  largest  and  most  useful  donations  to 
the  Belgian  Relief  Fund,  in  the  form  of  463  pairs  of  boots. 

A  strict  embargo  has  been  placed  on  all  dyestuffs  in 
Germany  by  the  government.  The  reason  for  this  is  said 
to  be  that  United  States  merchants  have  been  importing  them 
and  reshipping  them  to  British  manufacturers.  We  under- 
stand, however,  that  substitutes  are  rapidly  being  obtained 
to  take  the  place  of  the  German  article. 

The  stock  of  the  boot  and  shoe  store  of  Mr.  Alf.  Girard, 
Montreal,  was  sold  recently. 

A  new  shoe  repairing  business  has  been  opened  by 
Messrs.  Moore  &  Breton,  Daysland,  Alta. 

Mr.  E.  Milligan,  shoemaker,  St.  James,  Man.,  has  dis- 
continued business. 

Mr.  H.  C.  Parker,  representing  the  Dominion  Supply 
Company,  Montreal,  recently  visited  Toronto. 

Mr.  Geo.  A.  Slater,  of  the  firm  of  Messrs.  G.  A.  Slater 
Limited,  Maisonneuve,  P.Q.,  was  on  a  visit  to  Ottawa  re- 
cently. 

Mr.  Belou  Godbout  died  recently  in  Grand  Falls,  N.B., 
where  he  formerly  was  well  known  in  the  shoemaking  trade. 

Mr.  Charles  Robson,  of  the  Robson  Leather  Company, 
Oshawa,  Ont.,  was  on  a  business  trip  in  Ottawa  recently. 

The  Cimon  Shoe  Company,  St.  Jerome,  Que.,  have  in- 
stalled several  new  machinery  parts  in  their  factory. 

Mr.  C.  H.  Albee,  of  A.mes-Holden-McCready,  Limited, 
Montreal,  was  in  Boston  recently. 

Mr.  A.  Levy,  boot  and  shoe  dealer,  Toronto,  made  a 
donation  of  $14L60  to  the  Canadian  National  Patriotic  Fimd 
recently. 

Mr.  Donald  Mclntyre,  formerly  dealer  in  boots  and 
shoes  in  Seaforth,  Ont.,  passed  away  recently,  as  the  result 
of  a  stroke  of  paralysis. 

Mr.  Jas.  C.  Bryant,  formerly  of  Messrs.  F.  J.  Weston 
&  Sons,  boot  and  shoe  wholesalers,  Toronto,  has  accepted 
a  position  with  the  Toronto  branch  of  the  Kaufman  Rubber 
Company. 

We  are  pleased  to  report  thath  Mr.  L.  B.  Hutchinson, 
manager  of  the  Toronto  branch  of  the  Kaufman  Rubber 
Company,  who  was  recently  laid  up  in  St.  Michael's  Hos- 
pital with  appendicitis,  has  now  returned  home  to  Penetang- 
uishene,  where  he  is  rapidly  recovering. 

Mr.  Jos.  Houch,  of  the  Crown  Glove  Works,  Berlin,  Ont., 
was  recently  in  Montreal  on  a  business  trip. 

Mr.  J.  J.  Ambrose  has  accepted  a  position  as  window 
dresser  of  the  Lyon  Shoe  Store,  having  been  formerly  em- 
ployed by  Geo.  G.  Gales  &  Company,  Montreal. 

The  dependence  of  the  calfskin  tanners  upon  imports 
from  Europe  is  attested  by  U.  S.  Government  report  of  im- 
ports   for   the    seven    months   ended    July.     Of  50.274,482 


pounds,  valued  at  $12,512,210,  imported  during  the  seven 
months,  all  but  8,029,177  pounds,  valued  at  $1,836,393,  came 
from  the  war  zone. 

The  city  of  Regina  has  placed  an  order  with  Messrs. 
R.  H.  Williams  &  Sons,  for  forty  pairs  of  felt  boots,  to  be 
worn  by  the  police  force. 

The  vice-president  and  treasurer  of  the  Regal  Shoe  Com- 
pany, Boston,  Messrs.  P.  L  Hersey  and  L.  A.  Mooar,  were 
recent  visitors  in  Toronto. 

Messrs.  W.  H.  Miner,  of  the  Miner  Rubber  Company, 
Granby,  P.Q.,  and  F.  H.  Meinzer,  Montreal,  recently  paid  a 
visit  to  the  Toronto  branch  of  the  firm. 

Messrs.  J.  Eveleigh  &  Company,  Montreal,  recently  luul 
some  new  United  Shoe  Machinery  parts  installed  in  their 
plant. 

Mr.  R.  L.  Savage,  sales  manager  of  the  Jas.  Muir  Com- 
pany, Maisonneuve,  Que.,  recently  visited  Toronto,  Hamil- 
ton and  London. 

Mr.  Frank  Smith  was  a  recent  visitor  in  Toronto,  repre- 
senting the  John  Ritchie  Company,  Quebec,  and  the  J.  J. 
Lateman  Shoe  Manufacturing  Company,  New  York  . 

The  shoe  shop  of  Messrs.  F.  L.  Hamilton  &  Son,  Gait, 
Ont.,  suf?ered  damage  from  a  fire  in  an  adjacent  building. 

The  Moncton  Footwear  Company  have  purchased  the 
boot  and  shoe  stock  of  Main,  Limited,  Moncton,  N.B.;  W. 
G.  Jones,  business  manager  and  Fred  E.  Snider,  sales  man- 
ager. 

The  boot  and  shoe  business  of  Messrs.  Wood  &  Son, 
North  Vancouver.  B.C.,  will  now  be  conducted  by  Mr.  E. 
Wood,  who  has  purchased  Mr,  J.  F.  O'C-  Wood's  interest. 

Mr.  Robert  Masson,  Sparks  Street,  Ottawa,  has  had 
improvements  made  in  his  boot  and  shoe  store,  including  the 
installation  of  a  very  attractive  and  inviting  store  front. 

A  contribution  of  $1,0G0  to  the  Patriotic  Fund  was  made 
by  the  directors  of  the  Amherst  Boot  and  Shoe  Company, 
Amherst,  N.  S. 

A  new  store  is  being  opened  at  the  corner  of  Bloor 
Street  and  Dovercourt  Road  by  Mr.  J.  H.  Porter.  This  is 
the  third  of  the  J.  H.  Porter  shoe  stores,  which  have  been 
established  at  different  points  in  Toronto. 

The  boot  and  shoe  shop  of  Mrs.  McCully,  Elora,  Ont., 
has  been  purchased  by  Mr.  Alitchell  Fasken,  who  will  con- 
tinue the  business. 

Among  the  travellers  recently  in  Toronto  displaying 
spring  samples  were  Mr.  J.  P.  Buchanan,  of  the  Smardon 
Shoes  Company,  Limited,  Montreal,  and  Messrs.  Chamber- 
lain and  Anderson,  of  Getty  &  Scott,  Limited,  Gait. 

Mr.  W.  A.  Lane,  of  Montreal,  was  on  a  business  trip  in 
Toronto  recently. 

Mr.  Robert  Masson,  boot  and  shoe  dealer,  Ottawa,  Ont., 
has  been  visiting  in  the  West. 

Messrs.  A.  R.  Kaufman  and  W.  E.  Wing,  of  the  Kauf- 
man Rubber  Company,  Berlin,  Ont.,  recently  made  a  busi- 
ness trip  to  Toronto. 

Mr.  VV.  P.  Hodges,  sales  manager  of  G.  A.  Slater  Lim- 
ited, Maisonneuve,  has  been  visiting  the  trade  in  the  eastern 
provinces. 

Mr.  A.  Bress,  proprietor  of  the  well-known  shoe  repair 
shop  on  Bonsecours  Street,  Montreal  ,has  recently  arranged 
for  the  addition  of  some  of  the  United  Shoe  Machinery 
Company's  buffing  and  finishing  machinery  to  his  plant. 

Mr.  R.  B.  Wanless,  of  Coates,  Burns  &  Wanless,  London, 
made  recent  visits  to  Montreal  and  Quebec. 

The  J.  B.  Blouin,  Limited,  manufacturers  of  boots  and 
shoes,   Levis,   Que.,  will  remove  their  factory  in  the  near 
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future  lo  Shcrbrooke,  where  business  will  be  carried  on  un- 
der the  name  of  the  J.  H.  Hamilton  C  ompany,  Limited. 

E.  T.  Weaver,  well  known  in  the  shoe  trade  throughout 
the  United  States  and  Canada,  is  now  superintendent  of  the 
Alberta   Shoe   Manufacturing   Comjiany,    Redcliffe.  Alberta. 

The  revised  amount  of  the  subscription  <jf  the  Mer- 
chants Rubber  C'onii)any  to  the  National  Patriotic  Fund,  is 
$2,()53.5.S. 

Messrs.  Jos.  Boivin  &  Cie.  have  registered  in  Quebec 
as  manufacturers  of  boots  and  shoes. 

The  Canadian  Spanish  I^eather  Manufacturing  Company 
have  registered  in  Montreal,  Que.,  J.  H.  Beaudry  and  Edgar 
J,  Koy,  proprietors. 

A  rearrangement  of  machinery  is  being  made  in  their 
No.  1  factory  by  the  Cook-Fitzgerald  Company,  London,  Ont. 

Mr.  E.  Walker  has  resigned  his  position  as  foreman  of 
the  welt  department  and  making  room  of  the  Perth  Shoe 
Company,  Perth,  Ont. 

A  donation  of  $100  to  the  Canadian  Patriotic  l""und  was 
made  by  the  Boot  and  Shoe  Workers'  Union,  No.  458,  Fred- 
ericton,  N.B.  Percy  Gough,  a  member  of  the  union,  is  among 
the  Canadians  who  are  going  to  the  front. 

The  Klassy  Hoot  Shop,  Montreal,  Que.,  has  dissolved 
partnership.  The  business  will  be  continued  under  the  same 
name  by  Mr.  Harry  Hansber. 


Messrs.  Gardner  &  Nadeau  have  recently  established 
themselves  in  Montreal  as  manufacturers  of  boots  and  shoes. 

The  Tetrault  Shoe  Manufacturing  Company,  Montreal, 
Que.,  have  dissolved  partnership.  Mr.  Jas.  Robinson  is 
retiring  from  the  business,  which  will  be  carried  on  under  the 
same  style  by  Mr.  Napoleon  Tetrault. 

Messrs.  Jackson  &  Savage,  boot  and  shoe  jobbers,  Mont- 
real, Que.,  have  dissolved  partnership. 

Messrs.  O.  G.  Trudeau,  N.  Trudeau  and  Thomas  Trudeau 
have  registered.  They  will  carry  on  a  boot  and  shoe  busi- 
ness under  the  style  of  O.  G.  Trudeau  &  Sons. 

Clark  Bros.,  Limited,  manufacturers  of  ladies'  shoes,  St. 
Stephen,  N.B.,  were  burnt  out  recently. 

Mr.  E.  Milligan,  shoemaker  in  St.  James,  Man.,  has  dis- 
continued business. 

Mr.  B.  Oilman,  general  storekeeper  in  Saskatoon,  has 
removed  to  Hafford. 

Mr.  B.  Chemlnitsky  has  purchased  the  stock  of  the 
Estate  of  E.  P.  Mullins  &  Company,  Yellow  Grass. 

.Anderson,  Limited,  have  succeeded  to  the  boot  and 
shoe  business  of  Messrs.  P.  F.  &  E.  E.  .Xnderson,  Moose 
Jaw,  .Sask. 

The  W.  \.  Marsh  Company  Western,  Limited,  whocsale 
I)oots  and  shoes,  Winnipeg,  Man.,  have  made  application  to 

change  name  of  firm  to  C'lugdon,  Marsh  iSi  Company.  Ltd. 


General  Store  News  of  Western  Canada 

Where  the  Shoe  Manufacturer  May  Find  a  Customer 


Nova  Scotia 

Mr.  Frank  G.  Dclaney,  of  Delaney  Bros.,  general  store- 
keepers, lUang  du  Nord,  Magaldcn    Islands,  died  recently. 

Saskatchewan 

The  general  store  of  Messrs.  Boaler  Bros.,  Mazenod,  has 
been  ])urchased  by  Mr.  H.  Zado  Ettington. 

Mr.  Jacob  Jacobson  is  discontinuing  his  general  store 
business  in  Bromhead. 

Mr.  J.  J.  Doupe  has  succeeded  to  the  general  store  busi- 
ness of  Mr.  W.  J.  Reid,  Duval. 

The  stock  of  the  general  store  of  the  Estate  of  R.  W. 
Wilson,  Simpson,  has  been  purchased  by  Mr.  J.  M.  Blancli- 
f^eld. 

The  general  store  of  Messrs.  Moffctt  &  Robertson,  \'ice- 
roy,  was  burnt  out  recently. 

The  stock  of  the  Estate  of  A.  G.  Parker,  general  store 
in  Hafiford,  has  been  sold  by  the  .\ssiniboia  Trust  Company 
to  Mr.  B.  Oilman. 

Messrs.  Howell  Bros.,  general  storekeepers  in  Mey- 
ronne,  have  dissolved  partnership. 

Mr.  R.  Finkleman  has  succeeded  to  the  general  store 
business  of  Mr.  A.  B.  Stuart,  Gainshore. 

Mr,  W.  A.  Blamey  has  succeeded  to  the  general  store 
business  of  Mr.  J.  S.  Maynes,  Harrowby. 

Mr.  Jules  Tbco]5liile  lias  succeeded  to  the  general  stfire 
business  of  Mr.  A.  Bonot,  A'assar. 

Messrs.  Rey  &  Martin,  general  storekeepers  in  Grand 
Clairiere,  have  dissolved  partnership.  The  business  will  l:>e 
carried  on  by  Mr.  M.  Martin. 

Quebec 

Mr.  Jules  Gauthier,  general  storekeeper  in  Clrande  Baie. 
died  recently. 

Mr.  G.  H.  Woolscy  has  succeeded  to  the  general  store 
business  of  J.  W.  Hodgins  &  Company,  Rutledge. 

Mitchell,  Nelson  &  Company,  general  store  in  Gran1)\-. 
liavc  dissoloved. 

Ontario 

Mr.  C.  E.  Wilton  has  succeeded  to  the  .general  store 
l.)usiness  of  Mr.  W.  N.  Wilton.  Ccntreton. 


Mr.  Wesley  \  anderburg  has  succeeded  to  the  general 
store  business  of  his  father,  Mr.  George  V'anderburg,  in 
Porter's  Hill. 

Mr.  J.  H.  Stewart  has  succeeded  to  the  general  store 
business  of  Mrs.  K.  McLennan,  in  Scotch  Line. 

The  general  store  business  of  Mr.  L  B.  Reynolds,  Walk- 
erton,  has  lieen  purchased  by  J.  Plesky. 

The  general  store  of  Mr.  W.  A.  McConnell,  Essex,  re- 
cently suffered  loss  by  fire. 

Messrs.  Hymers  Bros.,  proprietors  of  a  general  store 
in  Hymers,  have  dissolved  partnership.  The  business  will 
in  future  be  carried  on  by  Mr.  Geo.  E.  Hymers. 

Mr.  Rubenstein  Mendels  has  succeeded  to  the  general 
store  Inisiness  of  Mr.  J.  H.  Mendels,  Perth. 

Manitoba 

The  stock  of  the  general  store  of  the  Estate  of  \".  W. 
Johnston,  Rossburn,  has  been  purchased  by  Mr.  M.  PerkotY. 

Mr.  C.  J.  Findlay  has  succeeded  to  the  general  store 
Inisiness  of  John  Menzies  &  Son,  Oakburn. 


HEELS 

That  will 
not  check 


Al!  grades,  denoiiiin- 
atioris  and  lieig-hts  a 
full  liiic. 

BOX  TOES  THAT 

COME  ALIKE 

made  in  leatlier,  .•^plil , 
combination  leather, 
canvas  and  felt. 


INDEPENDENT  BOX  TOE  CO. 

102  Christophe  Colomb  Street,  Montreal 
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Seasonable  Shoes 


In  Stock 

iVoti;  Ready  for  Immediate  Delivery 

Write  tor  descriptive  circular  of  styles  in  stock 

P.  J.  Harney  Shoe  Company 

Lynn,  Mass.,  U.  S.  A. 


GOODYEAR  WELT 
BOOTS 

At  $2.35 


Canadian  Dealers  can  make 
a  LONG  PROFIT  with 
these  goods. 


Manufacturers  of  Women's  High  Grade  Shoes  at  Medium  Prices. 


P.  J.  HARNEY  SHOE  COMPANY, 


LYNN, 
MASS.,  U.  S.  A. 


r- o o T vv I'. A R  IN  Canada 


ALPHABETICAL  LIST  OF  ADVERTISERS 


Aird  &  Son   61 

Ahrens  Company,  Clias.  A   64 

American  -  British  -  Canadian  Distri- 
buters   25 

Ames-Holden-McCready   6 

Armstrong.  W.  D   68 

B.  R.  Rubber  Company   15 

Brockton  Heel  Company   62 

Boot  and  Shoe  Workers'  Union  ...  70 

Canadian  Consolidated  Rubber  Co.  26-71 

Clarke  &  Company,  ;\.  R   76 

Cook-Fitzgerald  Company   16 

Corbeil,  Limited   20-21 

Cote,  J.  A.  &  M   64 

Commercial   66 

Coon  Company,  \V.  B   12 

Champion  Shoe  Machinery  Co   69 

Dominion  Die  Comi)any    66 

Dupont  &  Frere   73 

Ebberts  Shoe  Company,  John   7 

Essex  Rubber  Company   17 

Evans  Company,  .'\rthur  L   64 


Fischer  Mfg.  Comjjany   64 

Fortuna  Machine  Co   62 

Getty  &  Scott   24 

Great  West  Felt  Co   13 

Guay,  Eugene   73 

Halford  Publishing  Co   73 

Harney  Shoe  Company,  I'.  J   57 

ilurlbut  Company   73 

Ideal  Shoe  Conipany   62 

Independent  Box  Toe  Co   56 

Independent   Rubi)er  Comi^any   ....  60 

Kaufman  Rubber  Company   10 

Kawneer  Mfg.  Company   19 

Keith  Company,  Geo.  E   23 

Kent  &  Smith   9 

Lambert,  Alfred   H 

Lamontagne,  Racine  &  Co   62 

McMartin,  E.  W   25 

Milbradt  Mfg.  Company   62 

Minister  Myles  Shoe  Co   3 

Miner  Rui)ber  Company   1 

Montreal  Box  Toe  Co   66 


Nugget  Polish  Company   63 

Panther  Rubber  Company    2 

Peters  Mfg.  Company   73 

Progressive  Shoe  Machinery  Co.  ...  9 

Reliance  Shoe  Company   61 

Rice  &  Hutchins   11 

Robinson,  Jas   4-5 

Rolland,  A.  B   68 

Shoeman   64 

Sisman  Shoe  Company,  T   68 

Sultana  Mfg.  Company    74 

Tebbutt  Shoe  &  Leather  Co   8 

Trudeau,  G.  J   67 

United  Shoe  Machinery  Co.  59-65-72-75 

United  States  Hotel   68 

VValpole  Rubber  Co   66 

Whittemore  Bros   58 

Wright  &  Company,  E.  T   22 


Finest 
Quality 


y^jfUttemore's  ShoePoltshes 

The  Oldest  and  Largest  Manufacturers  of  Shoe  Dressings  in  the  World. 


Largest 
Variety 


DRESSING 
BLACK  SHOFsf 

soFtenT 

PRESERVES 
LEATHER  I 

- '  RESTORtS' 

COLOR 
LUSTRE 


"GILT  EDGE" 

The  only  black  dressing 
for  ladies'  and  children's 
shoes  that  positively  con- 
tains OIL.  Softens  and 
preserves.  Imparts  a  beaut- 
iful black  lustre.  LARG- 
EST QUANTITY.  FIN- 
EST QUALITY.  Its  use 
saves  time,  labor  and 
brushes,  as  it  Shines  with- 
out brushing.  Sponge  in 
every  bottle  so  Always 
Ready  for  Use. 

Also  for 
gents'  kid, 
kangaroo, 
etc. 
25c  size. 


ROYAL  GLOSS 

For  Ladies'  and  Child- 
ren's Black  Shoes. 

Restores  the  color  and 
lustre  to  all  faded  or  worn 
black  shoes,  softens  and 
preserves  the  leather.  Ap- 
ply with  sponge  attached 
to  cork.  Always  ready 
for  use.  Shines  without 
brushing. 

1  Oc  size. 


If  You  Have 
Never  Sold 

shoe  polishes  you  should  at 
lea^  give  them  a  trial. 
You  will  make  no  mi^ake 
in  doing  this  because  it  is 
the  almo^  universal  ex- 
perience of  grocers  and 
general  merchants  that  they 
sell  readily  and  quickly.  A 
counter  display  alone  will 
arge  quantities. 


se 


Ask  Your  Jobber's 
Salesman  About  This 


"ELITE  BLACK 
COMBINATION" 

The  only  polish  endor- 
sed by  the  manufacturers 
of  Box  Calf  leathers. 

Contains  oil  and  posi- 
tively nourishes  and  pre- 
serves leather  and  makes 
it  wear  longer.  Blacks 
and  polishes.  Cover  re- 
mover attached  to  each 
box. 

10  &  25c.  sizes. 


"OIL  PASTE" 

For  ALL  kinds  of 
Black  Shoes 

Blacks,  Polishes  and 
Preserves.  Contains 
no  acid  to  injure  the 
leather.  Will  polish 
Wet  or  Oily  shoes. 
Boxes  open  with  a  key 
(see  cut  I. 

Also  tan  oil  paste. 
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Shoe  Machinery 

For  Every  Department  from  Lasting  to  Finishing 


TRADE 


MARK 


Goodyear 
Welt  and  Turn 
Systems 


Consolidated 
Hand  Method 
Lasting'  Machines 


Model-C 
Ideal  Clicking' 
Machines 


Rapid  Standard 
Screw 
Machines 


Davey 
Horn  Pegging 
Machines 


Heel  Protector,  Driving,  Heel  Compressing,  Loading  and  Attaching 
Machines,  Heel  Trimming,  Breasting,  Scouring  and  Finishing- 
Machines  ;  Loose  Nailing  and  Slugging  Machines  ;  Cementing,  Buff- 
ing and  Skiving  Machines  ;  Gem  Insole  Machines,  Eyeletting 
Machines  ;  Eyelets,  Shanks,  Brushes,  Etc. 


United  Shoe  Machinery  Company  of  Canada 

122  Adelaide  Street  West,  TORONTO  MONTREAL,  QUE.  492  St.  Valier  St.,  QUEBEC. 
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Profitable  Brands 


In  the  rubber  branch  of  your  store 
you  want  goods  of  real  quality,  that  fit 
well  and  net  you  a  fair  profit.  Kant 
Krack,  Dainty  Mode,  Royal  and  Bull 
Dog  Brands  all  fulfil  these  requirements. 
Each  of  these  four  brands  is  the  leader 
of  a  class. 

Our  next  season's  samples  of  tennis 
shoes  are  now  ready  for  your  inspection. 

Any  of  our  jobbers  can  show  you 
samples  and  quote  prices. 


The  Independent  Rubber  Co. 

Merritton,  Ont.  ^^^^ 


INDEPENDENT  RUBBER  CO.  BRANDS 
ARE  SOLD  BY 

The  Amherst  Boot  &  Shoe  Co.,  Limited,     Amherst,  N.  S. 

The  Amherst  Central  Shoe  Co.,  Regina,  Sask. 

The  A.  W.  Ault  Co.,  Limited  -          Ottawa.  Ont. 

White  Shoe  Co.         -        -  -           Toronto,  Ont. 

Kilgour,  Rimer  &  Co.,  Limited,  Winnipeg,  Man. 

The  J.  Leckie  Co.,  Limited,  Vancouver,  B.  C. 

The  London  Shoe  Co.,        -  -          London,  Ont. 

McLaren  &  Dallas,         -        -  -       Toronto,  Ont. 

James  Robinson,          -      -  -         Montreal,  Que. 
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"  Canadian  Boy "  Shoes 

Made  in  Canada,  for  Canadian  Boys,  by  Canadian  Capital  and  Canadian  Citizens 

What  are  you  doing — Mr.  Retailer?  In  this  great  crisis,  are  you  showing  your  patriot- 
ism, by  helping  to  keep  our  factories  running,  and  the  payroll  inflated,  if  not,  what 
argument  can  you  give  to  your  customers?  Insist  on  "Canadian  Boy"  shoes,  the  name 
will  help  you,  and  the  value  will  bring  repeat  orders.  Our  instock  department  will 
take  care  of  your  orders. 

Made  and  Sold  Only  by 

The  Reliance  Shoe  Co.,  Ltd.,  Toronto 


AIRD  &  SON,  Montreal 


New  Lasts      New  Heels 
New  Styles 

^  Jobbers  are  invited  to  call  and  see  our  new  samples 
when  in  Montreal. 

^  They  include  new  styles,  new  heels  and  new  lasts  in 
McKays  and  Turns  for  men,  boys,  youths  and  women. 

^  They  provide  a  good  margin  of  profit  and  are  Ai 
footwear. 

WRITE  OR  CALL, 
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It  Pays  to 
Have  an 
Attractive 
Store 


A  System  of  the 
Milbradt  Rolling  Step 
Ladders  will  pay  for 
themselves  in  a  short 
time  by  enabling  you  to 
wait  on  more  trade,  save 
the  wear  and  tear  on 
your  fixtures  and  goods, 
as  well  as  bring  the 
appearance  of  your  store 
up-to-date.  Write  for 
catalogue  which  shows 
various  styles  of  ladders 
we  manufacture. 


Milbradt  Mfg. 

2410  N.  10th  Street 
ST.  LOUIS,  MO. 


Co. 


COUNTERS  and  BOX  TOES 

We  manufacture  all  kinds  of  Union  and  Leather  Counters, 
Leather  Box-Toes. 


Let  us  submit  samples  of 
these.  A  test  will  convince 
you  of  the  value  of  our  coun- 
ters for  your  shoes. 


Lamontagne,  Racine  &  Co. 

115  Arago  St.,  Quebec 


TORONTO  Hep. 
R.  Lewis,  21  Scott  St. 


MONTREAL  Rep. 
V.  Champigny,  1276  Ontario  St. 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
8HOKS,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 


127  Duane  Street 


NEW  YORK 


Youths'  and  Little  Gents' 
For  Spring 

We  are  producing  an  excellent  line  of 
shoes  at  popular  prices  for  youths  and 
little  gents,  misses  and  children  in 
Patent,  Gun  Metal,  Box  Calf  and  Dongola 
at  popular  prices. 

Make  sure  of  seeing  this  line  before 
placing  your  Spring  order.  Our  represent- 
ative will  soon  call  on  }  OU  with  a  full  range 
of  samples. 

The  Ideal  Shoe  is  Bench-made.  No 
cut  off  tips  used. 

Look  for  the  "Ideal"  brand. 

The  Ideal  Shoe  Co. 

Limited 
ELMIRA,  ONTARIO 
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War 

In  spite  of  the  difficulty  of  obtaining 
raw  material  and  the  increased  cost 
of  same,  there  will  be 

No  Increase  In  Price 

and  no 

Decrease  In  Quality 

of 

"Nugget"  Shoe  Polish 


The  Polish  that  is  advertised  and  sold 
all  over  the  British  Empire 


9-11-13  Davenport  Road  :  :  :  TORONTO,  ONT. 
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The  Shoeman 


This  Trade  Mark  represents  the 
cleanest,  handsomest,  most-useful-to- 
the-dealer-and-clerk  shoe  journal  in  the 
United  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  shoe  salesman  who  asks  us 
for  a  specimen  copy  will  find  at  least  two 
big  useful  features  they  won't  find  else- 
where— send  in  for  a  copy  and  find  out 
what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request 

Published  by 

The  Arthur  L.  Evans  Co. 

183  Essex  St.,  Boston,  Mass.,  U.S.A. 


Our  New  Display  Model 

Get  one  of  these  attractive  models 
for  your  own  use,  Mr.  Dealer. 

Place  it  in  your  window  with  your  regular  line  of 
goods.  It  will  not  only  increase  the  sales  on  the 
FISCHER  BUNION 
PROTECTOR,  but 

will  act  as  a  drawing 
card  for  your  window. 

The  Model  is  of  a 
regular  size  shoe,  about 
10  inches  high. 

it  sure  is  a 
Daisy. 


Ask  Your 
Jobber 


The  Fischer  Mfg.  Co.,  Milwaukee, Wis. 

Sole  Owners,  Manufacturers  and  Patentees 


Your  Staple  Lines 

Are  they  shoes  of  real  merit  that  will  ^and 
up  to  rough  and  heavy  service  ? 

Can  you  show  a  cu^omer  a  variety  of  ^yles 
and  quote  him  a  price  below  that  of  your 
competitor  ? 

If  you  ^tock 

"YAMASKA" 

your  answer  is  "  yes." 

Yamaska   is  a  brand  of 
many  years  landing. 

Get  our  prices 

J.  A.  &  M.  Cote 

St.  Hyacintbe 

Quebec 
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NO  DIAMOiND^TRADE  MARK 


No  Fast  Color 


Get  this  fact  firmly  fixed  in  your  iniud.  It  may 
be  the  means  of  saving  you  considerable  annoy- 
ance and  inconvenience ;  for,  if  yon  will  insist 
that  the  diamond  trade  mark  shall  appear  on  the 
surface  of  the  eyelets  in  the  shoes  you  order, 
you  will  be  entirely  free  from  any  complaints 
regarding  "  Brassy  "  eyelets.  Fast  Color  Eyelets 
are  the  only  kind  that  cannot  wear  "Brassy." 
They  enhance  the  good  appearance  of  shoes  more 
than  any  other  accessory  used  in  their  manufac- 
ture; and, made  as  they  are,  with  celluloid  tops  of 
solid  color,  they  do  not  grow  old  but  retain  their 
bright,  new  appearance  long  after  the  shoes  are 
worn  out. 

The  diamond  trademark  is  a  sure  cure  for  all 
eyelet  troubles.  Only  the  genuine  Fast  Coloi' 
Eyelets  have  it. 


United  Shoe  MachineryCompany 

Of  Canada 

Montreal,  Que. 

V>>  Adeluide  St.  West,  Toronto  492  St.  Valior  St.,  Quebec 
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CATS  PAW^ 

CUSHION 

RUBBBR  HEELS 


Cat's  Paw  Rubber 
Heels  are  known  every- 
where for  their  excel- 
lent wearing  qualities. 
Our  patent  canvas  fric- 
tion plug  positively  pre- 
vents slipping  without 
affecting  the  buoyancy 
of  the  rubber. 

For  lale  by  all  leading 
jobbers  throughout 
Canada 


Walpole  Rubber  Co.,  Limited 

8  McGill  College  Avenue,  MONTREAL 


Dominion  Die  Co. 


MANUFACTURERS  OF 


Cutting*  Dies 

of   Every  Description 


For  Cutting 

Leather,    Rubber,  Paper 
Cloth,  Etc. 

ALL  WORK  WARRANTED 

321  Aird  Ave.,  Montreal 


TOES 

High  grade  box  toes  for  Goodyear 
work 

Also  combination  toes  of  all  kinds 

Men's,  Boys'  and  Women's  Heels 
All  Grades 


Write  for  Prices 


The  Montreal  Box  Toe  Co. 

321  Aird  Ave.,  Montreal 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a   satisfactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 


The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  villag-e.  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Every  General  Merchant  sells  boots  and  shoes — there  are  no 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merctiant  is  not  an  exclusive  shoe  dealer. 


GPMMERCIAL 

OJUui.  mot  «wv\ru^0««  ouax  wui^ 

Over  »9  years  in  its  field 


^'CANADA'S    GREATEST   TRADE  PAPER." 

Isaued  every  Saturday  Morning  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reachmg  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean 

Get  a  sample,  and  advertisings  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL 

Branches  at 

Vancoi  VER.  Toronto,  Mo.ntreal,  Chicago.  New  York.  Lo.ndon,  E.ng. 
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A  NEW  YORK  NOVELTY 

La  VaJier  Shoe  Ornaments 

Specially  designed  for  converting  any  Pump  or  Slipper  into  a 
La  Valier  Shoe,  the  most  up-to-date  shoe  in  the  fashion  world. 
50c  to  $2.50  a  pair  including  straps. 


Manufactured  by 


M.  B.  Marline,  Inc. 


New  York  City 


IgtO.  U.  e.  PAT.  OF  •«. 

Carried  in  Stock  by 


G.  J.  TRUDEAU, 


365  Ontario  St.,  East 
MONTREAL 


Shoe  Laces 

in  Cotton  or  Mercerized  Silk.  Blind 
eyelet  or  tubular.    From  50c  per  gross. 

All  kinds  of 
Shoe  Dressings,  Buttons, 
Button  and  Bow 
Fasteners, 
Shoe  Hooks, 
&c.,     &c.,  &c. 

Power  and  Hand  machines  to  set  the  above. 


The 
Shoe 
Retailer* s 
Supply 
House 


Satin  Slipper 
Dyes 

For  dyeing  white  slippers  any  color  de- 
sired.   Obviate  the  necessity  of  canying 
a  big  stock.    Color  card  on  request. 
Price  $3.00  per  dozen  4  oz.  bottles. 

Black  Dye  for  Dyeing 
Tan  Shoes 

$6.00  per  gallon 
Suede  Dressing  Liquid,  $2.00  a  dozen. 
French  Bronze  for  bronzing  Kid  slioes 

$2.00  per  dozen 
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ENGRAVEROF  FINE  STEELSTAMPS &.DIES 
230-c,-^\NES^M0NTREAL.PHo>v^  675 

CR^'^^C^■^^   (>  QUE,  c)   (^t^  '**AIN 

MY  STAMPS  ARE'UPTO  date"  IN  DESIGN 
8tADD  AN  ARTISTIC  FINISHTO  VOUR  SHOES' 
•  \NHICH  >MI  LI-  INCREASE  YOUR  SALES- 


Children's  Shoes 

good  turn  sewed  shoes. 


JOBBERS, 

LARGE  DEALERS' 

trade  solicited, samples  made  to 
order,  write  the  manufacturer. 


A.  B.  Rolland    :  Montreal 


Eminently 
British 


In  honesty  of  materials  and  workmanship,  strength  of  construc- 
tion, durability  and  general  conditions  governing  their  output, 
"Everyday"  shoes  are  eminently  British.  They  are  "MADE 
IN  CANADA"  for  the  Canadian  business  man  and  guaranteed 
to  give  satisfaction  in  wear,  fit  and  appearance  the  year  round. 
A  sensible  shoe  embodying  sensible  features  only,  and  moderately 
priced  withal. 


"Everyday^' 
Shoes 


T.  Sisman  Shoe  Co.,  Limited 

AURORA,  ONT. 


The  United  States  Hotel, 

Boston,  Mass.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  center  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shopping  di^rid,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 
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CHAMPION  SHOE  and  REPAIR  MACHINERY 

The  Largest  and 
Most  Complete  Line 
in  the  Market 

When  you  get  ready  to  equip  yourself  with  shoe  repair 
machinery,  bear  two  important  features  in  mind — Work- 
ing Efficiency  and  Selling  Conditions  under  which  you 
can  equip  yourself  with  the  machinery  you  want. 

Champion  Standard  Straight  Needle 

and  Awl  Shoe  Stitcher 

is  expressly  designed  for  the  repair  shop — It  has  working 
features  such  as  no  other  machine  in  the  market.  You 
don't  have  to  trim  down  a  sole  in  advance  and  then 
stitch  it.  That's  one  big  feature  on  this  stitcher.  It 
saves  time  and  that's  what  counts. 

Champion  Ideal  Stitchers 

Especially  designed  for  new  custom  work  and  for  repairing.  This  machine  has  the 
proper  radius  on  needle  and  awl,  and  a  large  stitching  range,  consequently  every  claSS 
of  work  can  be  properly  taken  care  of  —from  the  heaviest  to  the  finest. 


Champion  Standard  Straight 
Needle  Shoe  Stitcher. 


Champion  Ideal  Model  Cairved  Needle 
and  Awl  Shoe  Stitcher. 


Champion  No.  35  Shoe  Repair  Outfit. 


Champion 
Shoe 
Repair 
Outfits 

are  equipped 
with  the  best 
and  most  com- 
plete equipment 
on  both  scour- 
ing and  burn- 
ishing shafts. 


Champion  Power  Loose  Nailers  and  Power  Metallic  Fastener 
or  String  Nailing  Machines 

Profitable  and  indispensable  in  the  repair  shop.  Soles  are  waterproof  when  nailed  on  properly — 
Both  these  machines  will  take  care  of  a  great  deal  of  trade,  that  maybe  you  now  let  go  by. 

Champion  Combination  Harness  and  Shoe  Stitchers 

are  just  the  machines  for  that  shop  where  har- 
ness is  stitched  and  shoe  repairing  work  is  done. 


Champion  Shoe  Machinery  Co. 

Please  send  me  particulars  on  

Name  

Address  


CHAMPION  Machines  are  not  sold  on  roy- 
alty—They are  sold  outright,  for  cash, 
or  on  time  payments. 

Write  us  for  catalogue,  prices  and  terms. 


Champion  Metallic  Fastener 
Machine  or  String  Nailer. 


FOOTWEAR  IN  CANADA 


Champion  Shoe  Machinery  Company 

3727-3741  Forest  Park  Blvd.,  St.  Louis,  Mo.,  U.  S.  A. 
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^WORKERS  UNION. 


UNIO^^STAMP 

Bctoty 


WORKERS  UNION/ 


UNION/flSTAMP 

Factory 


vWORKERS  UNION. 


UNION^STAMP 

fictory 


\W0RKERS  UNION 


UNION^STAMP 

Fadory 


2.800.000 

Members  of  the  American  Federation  of  Labor 
are  at  the  Back  of  the  Union  Stamp. 

Union    Stamp   footwear   is   in   constant  demand. 

No  strikes  or  lockouts  can  interfere  with  pro- 
duction in  the  Union  shoe  factory. 

Recollect,  always,  that  there  is  only  one  genuine 
Union  Stamp,  the  official  stamp  of  the  Boot  and 
Shoe  Workers'  Union. 

At  no  extra  cost  to  yourself,  Mr.  Retailer,  you 
can  secure  Union  Stamp  Footwear. 

It  is  a  product  that  sells  readily  in  all  seasons, 
because  it  satisfies  the  demand  of  men  who  are 
steadily  employed — the  Union  Men. 

Don't    you  want  this   Trade  in  your    Locality  ? 


INSIST  ON  THIS  STAMP 
ON    YOUR  FOOTWEAR 


Boot  and  Shoe  Worker's  Union 

Affiliated  with  American  Federation  of  Labor 

246  Summer  Street 
BOSTON,  MASSACHUSETTS 


JOHN  F.  TOBIN 

General  President 


CHAS.  L.  BAINE 

General  Sec.  Treasurer 
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Montreal,  P.Q. 


^^Made  in  Canada^' 


^SPRING  STEP'' 

FRICTION  PLUG 

RUBBER  HEELS 


^^DO  MINI  ON'' 
RUBBER  SOLES 


We  have  added  to  our  line  a  complete 
range  of  the  above  items.  They  are 
made  in  Canada^  by  CanadianSy 
for  Canadians. 

Write  our  nearest  branch  for 
prices  or  ask  our  Travellers. 

Canadian  Consolidated  ^ 
Rubber  Co.,  Limited 


28  Service  Branches  Throughout  Canada 


Montreal,  P.  Q. 
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IF  IT  BEARS 
THIS  MARK 


YOU  CAN  RELY 
UPON  THE  QUALITY 


United  Shoe  Machinery  Company  of  Canada 

Montreal,  Que. 

122  Adelaide  Street  West,  Toronto  492  St.  Valier  Street,  Que. 
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Mr.  Quality  Man:- 

Your  COSTS  are  getting 
beyond  your  grade 
LIMITS! 


Now 


Have  Girls  and  Boys  taught  to  Back- 
Plump  all  Flanks,  Necks  and  Bellies, 
ironing"  them  out  smooth  first,  like  a 
handkerchief,  with  a  gentle,  warm  iron,  then  Plump- 
ing with  our  Dry  Process,  modern.  Easy  Stick, 
Acme  Backing  Cloth.  Use  them  for  Quarters,  Fox- 
ings,  etc.  Don't  allow  them  to  be  Wasted.  Save 
the  waste:    Samples  free:  all  grades. 


304 

New 


IwYorfciy''  Petcvs  Manufttcturmg  Co. 


43-53 Lincoln  St. 
Boston,  Mass. 


Backing  Specialists— 3  Generations 


D.  &  F.  SHOES 

They  speak  for  themselves.  Are  made 
of  the  best  materials  and  by  the  most 
highly  skilled  workmanship.  D.  &  F. 
shoes  have  won  the  confidence  of  Cana- 
dian shoemen. 

Their  style  and  finish  is  the  best. 
Watch  our  new  lines  of  medium  welts. 

Ask  our  traveller  to  call. 

DUPONT  &  FRERE 

301  Aird  Ave.  MONTREAL 


All  Leather 


Cheaper 
Satisfaction 


Your  customer's 
customer  will  pay 
less  for  more  satis- 
faction if  you  put 
Guay  All-Leather 
Counters  in  your 
shoes.    It  pays. 


Pricea  and  Samples  on  Application. 

230  St.  Marguerite  Street 
MONTREAL 

We  also  make  Union,  Standard  and  Leather  Board  Counters. 
TORONTO  REPRESENTATIVE   638  Shaw  St. 


EUGENE  GUAY, 


For  $1.50  per  year  we  will  mail  you  free  the 
journal : — 

THE  SHOE  MANUFACTURERS' 
MONTHLY  (2/-), 

and  the  directory  : — 

THE  SHOEMAN'S  GUIDE  (3/6). 

Both  are  concerned  with  the  British  Wholesale 
trade.  (Exports  of  footwear  1913  over  twenty 
million  dollars.) 

The  "  Monthly "  does  not  advertise  boots  and 
shoes,  but  machinery  and  materials  only.  Will 
keep  you  posted  on  what  is  going  on  in  Great 
Britain,  the  World's  open  market. 

The  Guide  tells  you  what  the  thousand  British 
manufacturers  produce.  Also  gives  facts  as  to 
makers  of  leather,  machinery,  inks,  stains,  mer- 
cery, findings,  etc. 

The  Halford  Publishing  Co.,  Ltd. 

26  Corridor  Chambers 
LEICESTER,  ENGLAND 


are  made  a  little  better  than  some  folks  think  nec- 
cessary,  but  we  think  nothing  is  too  good  for  Baby. 
Baby's  mother  thinks  the  same,  and  it  pays  to  please 
her.  fi  t,', 

^  HURLBUT  O?,-™. 


PRESTON  CANADA 


V  O  n  T  W  R  A  R    T  N    C  A  M  A  D  A 


r — ' — D 


Footwear 
Warehouse 

5  Floors  To  Let 
Adelaide  St.  W. 
Toronto 

This  warehouse  building  is  the 
most  attractive  in  the  city. 

It  is   well   situated   for  foot- 
wear or  finding  stocks. 

Centrally  situated 
Light  on  four  sides 
Passenger  and  freight  elevator 
Vaults 

One  block  from  four  car  lines 

Floor  area, 6, 300  sq.  feet,  each 
floor. 

For  further  particulars  ask 

Hugh  C.  Maclean,  Limited 

437  Adelaide  St.  West,  Toronto 

Phone  Adelaide  2700 


Big  Sellers  for  the 
Holidays 

Two  Splendid  Specials 

They  will  help  to  make  your  shoe  department 
busier  than  usual  during  the  holidays. 

Will  also  sell  in  leather  goods,  and  fancy  goods 
sedions — in  fad;,  anywhere  your  cu^omers  will  see 
them  opened  up. 

The  "Footgluv"  is  for  everybody,  every- 
where— Men,  Women  and  Children 
For  Home  and  Travel 


Of  soft  calf,  kid,  morocco,  satin  and  silk — all  colors ;  for 
men  and  women,  with  carrying  cases  of  tfie  same  color 
and  material. 

Four  grades,  $12,  $18,  $24,  $27  per  dozen 
Retail  at  $1.50,  $2.50,  $3.50  and  $4.00 


"Mary  Jane  Footgluv" 

made  of  soft  kid,  morocco  and  embossed  leathers,  m  all 
colors,  without  carrying  case,  at  $18  per  dozen — retail 
at  $2.50. 

"  Footgluvs "  offer  you  distinctive  goods  to  sell 
PROFIT  50%  to  75% 

Write  for  Samples 

The  Sultana  Mfg.  Co. 

313-319  Findlay  St.,  Cincinnati,  Ohio 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  ever\- 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being- 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This  ar- 
rangement gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following 
equipment: — 

2  Split  Bottom  Buffing  Rolls  1  Heel  Breast  Scouring  Wheel 

2  Flat  X-Ray  Heel  Scouring  Wheels  1  Pin  Wheel  Pad  complete 

•  2  "C"  Shape  X-Ray  Heel  Scouring  Wheels 

A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work: — • 


2  Corrugated  Rubber  Shank  Finishing  Wheels  2  Heel  Brushes 

1  Corrugated  Rubber  Heel  Finishing  Wheel  1  Stitch  Cleaning  Brush 

1  Corrugated  Rubber  Bottom  Finishing  Roll  1  Levelling  Roll 

2  Shank  and  Bottom  Brushes  1  Bead  and  Wheel 

At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  neces- 
sary to  use  only  those  machines  which  the  operator  may  require.  This  feature  means  a  saving  of 
power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  ad- 
justed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 

122  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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BE  BRITISH! 


The  British  Bulldog  is  symbolical  of  grit,  determination  and  the  "stick  to  your  guns" 
spirit.  During  the  last  two  months  these  qualities  have  not  only  been  revealed  in  the 
movements  of  our  fighting  men  on  land  and  sea,  but  also  in  the  policy  and  action  of 
British  business  men. 

In  this  country,  the  panic  occasioned  by  Britain's  participation  in  the  European 
struggle  has  now  been  dispelled.  In  political  circles  it  is  unanimously  agreed  that  Canada 
is  on  the  eve  of  such  prosperity  as  she  never  yet  enjoyed.  We  come  of  the  world's  best 
fighting  stock — our  quota  of  soldiers  has  gone  to  fight  for  the  honor  of  the  British  Empir 
— let  the  men  who  handle  the  reins  of  commerce  prove  themselves  worthy  of  British 
Traditions,  by  carrying  on  business  as  usual  with  courage  and  determination. 


Covers  6  Acres  of  land 


OUR  TORONTO  PLANT 
Floor  space  115,000  sq.  ft. 


Over  3S0  employees 


A.  R.  Clarke  &  Co.,  Limited 


Montreal 


Makers  for  the  Nation 

TORONTO 


Quebec 


Vol.  IV— No.  12 


Toronto,  December,  1914 


Sorting  Up? 

If  you  are  not  sorting"  up  it's  time  to  think 
about  it  The  King's  highways  will  soon  be  slippery 
and  slushy  and  your  customers  will  be  invading 
your  store  for  rubbers. 

Sort  up  now  and  send  your  list  to  any  of  our 
ag-ents.  They  will  supply  you  with  the  popular 
Miner  rubbers,   famous  for  fit,   wear  and  quality. 

Write  today  for  prices. 

The  Miner  Rubber 

Company,  Limited 

Granby    Quebec    Montreal    Ottawa  Toronto 


LIST  OF  SELLING  AGENTS 

Blachford,  Davies  &  Co.,  Limited,  60-62  Front  Street  West,  Toronto,  Ont. 

Coates,  Burns  &  Wanless  London,  Ont. 

Dowling  &  Creelman  Brandon,  Man. 

R.  B.  Griffith  &  Co  Hamilton,  Ont. 

J.  M.  Humphrey  &  Co  St.  John,  N.B. 

J.  M.  Humphrey  &  Co  Sydney,  C.B. 

Jackson  and  Savage,  Limited  78  St.  Peter  St.,  Montreal,  Que. 

The  Wm.  A.  Marsh  Co.,  Western,  Ltd.,  72  Princess  St.,  Winnipeg,  Man. 

The  Miner  Rubber  Co.,  Limited    225  Queen  St.,  Ottawa,  Ont. 

The  Miner  Rubber  Co.,  Limited  21  Notre  Dame  St.,  Quebec,  Que. 

The  Miner  Rubber  Co.,  Limited,  146  Wellington  St.  West,  Toronto,  Ont. 
The  Miner  Rubber  Co.,  Limited  72  St.  Peter  St.,  Montreal,  Que. 
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PANTHER 


Gmmnteed 

RUBBER 
SOLES 


Panther  Soles  are  made  of  the  best  live  rub- 
ber and  are  unequaled  for  wearing  quality. 

Guaranteed  Not  to  Break  or  Crack 

We  guarantee  every  pair  of  rubber  soles  bearing 
the  Panther  Guarantee  trade-mark.  Should 
any  pair  break  or  crack  we  will  refund  $1.00,  or 
give  a  new  pair  of  soles  free. 

We  also  make  other  good  soles 
and  heels  of  every  description. 

Soles  with  cut  off  toes. 
Soles  with  Spring  heels. 
Soles  without  heels. 
Combination  Soles. 
Three-quarter   length  soles. 

All    Grades,    Shapes,    Colors    and  Gauges. 

Ask    Your    Manufacturer    to    Equip    Your    Shoes  with 
PANTHER  GUARANTEED  RUBBER  SOLES. 


\ 


Makers  of  this  Heel  in  the  Green  Box. 
Every  Pair  Guaranteed. 

Panther  Rubber  Mfg.  Co. 

SHERBROOKE,  QUE. 


mm]. 
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5007 —  Wos.  Velvet  Kid  Butt  Boot. 
Kid  Tip,  Gdy.  Welt,  Cushion 
Tread  innersole.  Low  Heel.  Na- 
ture Model.  Very  full  fitting. 
EE  3  to  8.     Price  $3.00. 

5008 —  Same  as  5007  in  Blucher 
Lace  style  with  Patent  Tip,  .f3.00. 

A  few  of  our 
LEADING 
models 


5000— Wos.     Patent  Butt. 
Black   Cloth    Top.  Gdy. 
Patrician  Model,  $2.90. 

5006— Same  as  5000  in  Velvet,  Ve- 
lours,  Calf,  $2.90. 

Now  ready  for 
immediate 
shipment. 


5003— Wos.  Patent  Plaza  Butt. 
Boot.  Black  Cloth  Top,  Plain 
Toe,  Spool  Heel,  Gdy.  Welt, 
Ritz  Model,  $2.90. 


5002 — Wos,  Patent  Butt.  Boot.  Brocade, 
Whole  Quarter,  Plain  Toe,  Spool  Heel, 
Gdy.  Welt,  Grecian  Model,  $3.00. 


A  Christmas  Suggestion 

Our  Button  Plaza  (Gaiter  effect) 
is  the  leading  feature  in  Advance 
Styles.  Made  to  order  with  Fawn 
or  Grey  Cloth  Tops  at  $3.25  in 
our  Imperial  quality. 

ORDER  NOW! 


5001— Wos.     Patent    Butt.  Boot. 

Black    Cloth    Top.      Plain  Toe. 

Gdy.  Welt.  Grecian  Model,  $2.90. 
5004 — Wos.     Patent     Butt.  Boot. 

Black    Cloth    Top.      Plain  Toe. 

Opera  Heel.     Gdy.  Welt.  Ritz 

Model,  $2.90. 
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Greetings 
from  the  House 
of  Robinson 


James  Robinson  and  staff  extend  their  sincere 
wishes  for  a  Merry  Yuletide  and  increased 
prosperity  in  the  New  Year  to  each  and  every- 
one of  their  many  patrons  throughout  the 
length  and  breadth  of  the  Dominion. 


"Give  the  People 
what  they  want 
when  they  want  it^' 

Marshall  Field's  formula  for 
success  should  be  adopted  by 
every  retailer  as  the  foundation 
of  his  business  policy.  In  these 
unsettled  times  public  opinion 
is  ever  fluctuating  and  retailers 
must  exercise  sound  judgement 
in  purchasing  stock.  James 
Robinson  has  been  occupied  for 
many  years  in  solving  the  buy- 
ing problem  of  the  retail  trade. 
He  carries  on  hand  a  complete 
line  of  up-to-date  footwear  and 
can  make  shipments  without 
delay. 


James  Robinson 

Montreal 
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BOSTONIANS 

The  Shoe  for  Every  Wear — Everywhere 

Bostonian  Shoes  are  still  being  bought  throughout  Canada 
to  the  exclusion  of  other  brands  by  reason  of  their  sterling 
qualities.  Here  is  a  shoe  to  attract  customers  to  your 
store.  Costly  in  appearance  but  moderate  in  price  charac- 
terizes the  Bostonian  Shoe.  They  represent  loo  per  cent, 
value  and  as  such  will  appeal  to  all  buyers. 

Drop  a  card  to  James  Robinson  and  have  him  send  you  samples. 


James  Robinson 


Montreal 
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^  The  Cook-FitzGerald  Company, 
Limited,  of  London 

^  Sends  a  Cheery  Christmas  Greet- 
ing to  all  its  patrons  and 
their  families. 

^  Their  number,  already  large, 
should  be  augmented  in 
1915. 

C[  To  those  already  with  us  and  to 
those  who  are  coming,  best 
wishes 


^  For  a  Happy  and  Prosperous 
New  Year. 
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The  Dunlop  Line 


You  don't  need  to  believe  as  we  do  that  the  Dunlop  Line  is  paramount. 
All  you  have  to  observe  is  that  the  Dunlop  Line  is  the  easy  line  to  sell. 
Reputation,  Advertising,  Quality— these  factors  have  sent  the  Dunlop  Line  to  the  front. 
It  is  not  necessary  for  you  to  introduce  the  Dunlop  Line.    We  have  done  that  for  you. 
Read  the  paragraphs  below.   They  contain  illustrations  of  and  information  about  Dunlop 
Leaders. 

Dunlop  Rubber  Heels 

Dunlop  Rubber  Heels  are  outselling  any  other  heels  in  Canada  today. 

Don't  take  our  word  for  it;  ask  any  shoe-findings  jobber  in  Canada. 

To-day  the  number  of  jobbers  carrying  the  Dunlop  line  is  five 
hundred  per  cent,  greater  that  last  April  when  the  campaign  commenced. 

That  is  what  conscientious  service — a  frank  statement  of  what  we 
intended  to  do  and  doing  it — did  for  Dunlop  Heels  in  eight  months. 

We  make  a  full  line  of  Heels, — -"Peerless,"  "Comfort,"  Whole  Heels, 

etc. 

Stock  up  with  this  easy  seller,  if  you  are  not  at  present  on  the 
Peerless  Firing  line. 

Dunlop  Rubber 
Soles 

It  had  to  come — a  rubber  sole 
that  could  really  stand  the  gaff. 

We  put  our  experts  on  the 
job  and  the  picture  you  see 
herewith  is  the  result  of  long 
deliberation. 

Dunlop  Soles  will  wear  indefinitely. 
Dunlop  Soles  will  not  crack. 
Dunlop  Soles  will  give  maximum  re- 
siliency. 
Dunlop  Soles  will  not  dry  out. 

Dunlop  Soles  will  go  to  the 
front,  the  same  as  Dunlop  Rub- 
ber Heels.  Quality,  with  an  or- 
ganization back  of  it  will  do  that. 

Why  not  Dunlop  Rubber 
Soles  and  Soling  for  your  line 
now? 

Dunlop  Cements  for  Manufacturers 

We  make  Cements  that  make  friends. 

For  nearly  a  quarter  of  a  century  our  line  has  filled  the  bill  for  Canadian  Boot,  and  Shoe  Manufac- 
turers.    Why  not  you? 

Why  not  test  our  claim  that  nothing  in  this  country  surpasses  "Channel,"  "Chrome"  and  "Gem" 
for  all  those  durable  qualities  in  a  cement,  principal  among  wliich  are  maximum  adhesion  and  speedy 
drying  qualities. 

Put  up  in  barrels  of  fifty  gallons  or  in  gallon  lots.  We  also  make  a  full  line  of  cements  for  rubber 
heels  and  patching  purposes. 

1^  The  Dunlop  Line 
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119409 

GOLD  CROSS 
SHOE 


On  the  Sole  of  Every 
Doctors  Antiseptic  Shoe 


is  stamped  our  "Cock  O'  The  North"  re- 
gistered trade  mark.  It  is  your  guarantee 
that  the  shoes  are  genuine  good  quality 
and  that  they  are  made  throughout  of  real 
leather. 

In  addition  to  Tebbutt  style  and  quality 
our  Doctors  and  Professor  shoes  have 
special  non-perspiro  and  antiseptic  features 
that  make  them  popular  everywhere. 

If  you  do  not  already  handle  this  popular 
line  order  a  trial  shipment  of  your  jobber. 


Tebbutt  Shoe  & 
Leather  Co.,  Limited 

Three  Rivers,  Que. 
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Smooth  Working  Progressive  Finishing  Machines 


SEND  FOR  CATALOG  H 


SEND  FOR  CATALOG  H 


Progressive  Shoe 
Machines  are  built 
of  the  best  materials 
by  thorough  and 
practical  men  who 
know  the  needs  of 
the  shoe  repair  shop 
from  actual  experi- 
ence. We  make  sure 
that  every  part  works 
smoothly  and  effici- 
ently. 

There  are  thirty- 
four  different  models 
of  Progressive  Fin- 
ishers. Both  motor 
driven  and  foot 
power.  Built  to  last 
and  built  for  satis- 
factory service. 

Progressive  Mach- 
ines _  are  reasonable 
in  price  and  are  sold 
on  the  payment  plan 
or  for  cash.  With  a 
Progressive  Finisher 
your  shop  will  make 
more  money. 


Would  Not  Be  Without  It 

"We  have  given  the  Finishing  Machine  a  good  fair  trial  and  must 
say  it  is  all  right  in  every  way.  I  would  not  be  without  it  and  can 
recommend  it  to  anyone."  H.  Taylor,        Walkerville,  Ont. 


PROGRESSIVE  SHOE  MACHINERY  CO., 


MINN.  U.S.A. 


The  Best  Shoe  Finishing  Machinery  Manufactured. 


Your  Allies  in  Times  of  War 

"Everyday**  Shoes 

Strongly  Entrenched  in 

Public  Favour 

" Made-in-Canada "  Shoes  that  "take  the  field"  at 

"  outflanking  "  prices. 

T.  Sisman  Shoe  Co.,  Limited 

Aurora,  Ont. 
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Bent  or  Straight 

Which  Are  You  Making? 


As  a  shoe-merchant,  You  are  deciding  what  kind  of  foot-bones 
your  customers  are  to  have.  Help  them  to  straight,  healthy 
bones  (not  to  distorted,  crumpled  claws)  by  selling  them  the 
famous  Rice  &  Hutchins,  "  room  for  five  toes "  Educator 
Shoes.    They  are  made  "  for  every  member  of  the  family. " 


Fducator. 

6  HOE® 

REG.  U.S.  PAT,  OFF.^^^^ 


and  CANADA 


We  have  a  very  attractive  proposition  for  Canadian  shoe- 
merchants.  Why  not  let  us  tell  you  all  about  this  safest  of 
all  merchandising  propositions? 

Rice  &  Hutchins,  Incorporated 


24  High  Street 


BOSTON,  U.S.A. 


Canadian  Distributors 

Western   Shoe   Distributing  Co. 


719  Main  Street 


WINNIPEG 
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When  the  very  existence  of  every  British  subject  is  at  stal^e,  it  is  the  duty  of 
every  Shoe  Buyer  to  specify  ''Made  in  Canada"  products. 

Let  us  challenge  every  commodity  sold  in  the  Dominion  of  Canada.  Let 
"Made  in  Canada"  be  the  password  to  the  Canadian  market  and  failing  the 
manufacturer's  ability  to  give  this  countersign,  let  us  cry  "Halt !  "  By  this 
means  we  can  exclude  foreign  goods  from  the  Dominion,  provide  em- 
ployment for  more  Canadians,  strengthen  the  commercial  status  existing 
between  the  units  of  the  British  Empire  and  learn  to  realize  that  we  are  not 
dependent  on  foreign  countries  for  the  necessities  of  life. 
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Have  You  Noticed? 

That  "Life-Buoy"  Rubber  Footwear 
is  always  a  little  better  in  QUALITY 


The  experience  of  your  customer,  who  wears  the 
rubber,  will  vouch  for  this  fact,  so  WHY  NOT 
HANDLE  THE  BEST  ?   In  the  long  run  you  cannot  afford  to  handle 
anything  else. 

"Life-Buoy^^  Leather  Innerheel  Rubbers 


The  weak  point  in  most 
Women's  rubbers  is  the 
heel, — the  part  that  receives 
the  roughest  treatment.  In 
"  Life-Buoy  "  high-heeled 
rubbers  a  patented  leather 
inner  heel  is  used,  which 
gives  the  rubber  greatly  in- 
creased wear  and  enables 
the  heel  to  stand  the  extra 
^rain. 


LEATHER 


NO 

JOINT 

LEATHER  here 


The  "Life-Buoy"  Patented 
Leather  Innerheel  has  the 
leather  cemented  and  vul- 
canized into  the  Heel  at 
time  of  construction  in  a 
manner  to  Strengthen  and 
proted  it,  this  adding  fully 
fifty  per  cent,  to  the  wear 
of  the  Rubber. 


Only  to  be  had  in  "  Life-Buoys."    They  cost  no 
more  than  the  ordinary  Rubbers 

Complete  stocks  in  all  popular  lasts  always  carried  at  our  Branch 
Warehouses.  We  have  the  styles  you  demand  and  will  look  after 
your  requirements  to  your  satisfaction.  Wait  for  a  "Life-Buoy" 
salesman  or  order  direct  from  the  nearest  warehouse. 

The  Kaufman  Rubber  Co.,  Umited 

BERLIN,  CANADA 

Vancouver,     Edmonton,     Saskatoon,  Winnipeg, 
London,         Toronto,       Ottawa,  Montreal, 
Fredericton,     Truro,  Charlottetown 
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We  are  advertising  our  shoes 
in  the  daily  newspapers— advising 
the  public  to  give  shoes  for  Christ- 
mas presents.  We  propose  to 
make  our  well  known  line  even 
better  known  throughout  Canada. 


MINISTER  MYLES  SHOES 


Including  the 
brands:— 

Vassar 
Beresford 
Miss  Canada 
and  Altro 


Minister  Myles  Shoe  Co., 

Limited 

Toronto 
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No.  205 

No.  205    Women's  Felt  Ruskin,  Plush 
Bound,  Leather  Facing.  Flexible 
Leather  Sole  and  Heel. 


No.  102 

No.  102— Men's  Felt  Blucher,  Vamp  Lined, 
Leather  Facing  and  Back  Strap, 
Felt  Sole  and  Heel. 


No.  202 

No.  202— Women's  Felt  Bal.,  Dongola  vamp 
and  Back  Foxing,  Leather  Facing  and 
Back  Strap,  Leather  Sole  and  Heel. 


Cold  Proof 
Felts 

for 

Wear 
Warmth 

and 

Comfort 

THESE  three  essential  features 
are  found  in  our  "Cold  Proof" 
felt  boots,  shoes  and  slippers. 
Made  of  Felt  of  our  own  manufac- 
ture, original  designs  and  thorough 
workmanship  are  responsible  for  the 
lasting  wear  of  our  felts. 

The  Great  West  Felt  Company's 
"Cold  Proof"  felts  include  every 
style  and  shape  for  men,  women  and 
children — for  wear  indoors  or  out- 
doors— fur  trimmed  or  plain. 

Sold  by  Independent  Jobbers. 
If  your  jobber  cannot  supply  you 
we'll  name  one  who  can. 

Illustrated  Catalogue 
sent  upon  request. 

We  are  not  in  any  trust. 

The  Great  West  Felt  Co. 

Limited 

Elmira    -  Ontario 
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Waterproof 

As  a  Duck's  Back 

The  "ACTON"  Work  Shoe 

When  we  say  Acton  shoes  are  waterproof  we  mean  the  shoes, 
not  merely  the  leather.  All  our  leather  receives  a  special  tannage 
in  our  own  tannery  at  Acton  Vale,  Que.  The  construction  of  Acton 
shoes  is  such  that  no  water  can  possibly  get  through  any  of  the 
seams  or  other  parts  of  the  shoes. 

The  Acton  workingmen's  boot  is  absolutely  waterproof  and 
is  made  in  all  varieties  of  pegged  and  standard  screw. 


Write  us  for  prices^  etc. 


Royal  Shoes 

A  High-Class  Line 

Royal  shoes  are  a  high-class  line 
made  in  all  the  latest  styles  and  shapes. 
They  are  sure  to  please  those  of  your 
customers  who  demand  the  latest  in 
footwear  fashions. 

We  also  carry  a  full  line  of  staples. 
Write  us. 


Alfred  Lambert,  Inc 


(Sole  distributor  for  Acton  Shoes) 

14-16  Notre  Dame  St.  West 


Montreal 
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TRADE       ^taH^^.  MARK 

The  Window  that 
won  the  3rd  Prize  of 
$50.00  for  the  3rd 
best  display  of 

ESSEX 


Third  Prize  of  $50.00  awarded  to  John  S.  Uhrich  for  display  in 
window  of  A.  Simon  &  Co.,  Altoona,  Pa. 


SOLES  AND  HEELS 

As  the  191  5  season  approaches  we  know  that  shoe  manufacturers, 
jobbers  and  dealers  will  be  glad  to  know  that  we  have  made  ample 
preparation  to  increase  our  out-put  of  Essex  Rubber  Soles. 

Because  of  the  demand  for  Essex  goods  that  is  bound  to  come — 
and  despite  the  European  war,  we  will  be  able  to  make  prompt 
deliveries  on  orders,  large  or  small,  thus  maintaining  our  lead  in 
both  QUALITY  and  PRODUCTION. 

Don^t  Forget 

Essex  Rubber  Heels  in  your  preparation  for  Fall  and  Winter 
business.  They  are  going  to  be  a  leading  factor  in  the  rubber 
heel  trade  from  now  on  because  of  the  special  Essex  OUALITY 
and  CONSTRUCTION. 


RUBBER 


Essex  Rubber  Company,  Inc. 

Manufacturers  of  Essex  Rubber  Heels  and  Soft  Spot  Heel  and  Arch  Cushions 

Principal  Offices  and  Factory:  TRENTON,  N.  J. 
Branches:  BOSTON,  NEW  YORK,  CINCINNATI,  CHICAGO 
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It  Happens  on  Every  Street  Every  Day. 


Here's  a  picture  slory  of  an  every-day  oc- 
currence. It  tells  tke  truth  about  good  Store 
Fronts. 

It  tells  what  is  happening  in  Front  of  your 
Store  every  time  a  person  passes. 

To  sell  you  must  attract  and  interest.  You 

must  §et  the  people  into  your  Store,  and  you 
realize  the  great  number  of  extra  sales  (see  Fig- 
ure 3)  made  after  the  customer  has  entered. 
As  the  result  of  interior  sales 
helps  most  people  make  extra 
purchases  after  they  have  en- 
tered the  Store. 

One  Merchant  says,  "Our 
old  Front  was  fair  but  it  takes 
a  modern  K  A  W  E  E  E  R 
FRONT  to  get  the  business. 
One  of  the  best  arguments  for 
good  show  windows  is  the  fact 
that  one  can  sell  the  people 
what  he  wants  to  sell  rather  than  what  they 
want  to  buy.  "  Think  what  a  stock  free  of 
over-stock  would  mean  to  you — think  of  the 
money  you  have  tied  up   in  over-stock.  A 

KAWNEER  STORE  FRONT  will  not  only 

clean  up  your  old  stock,  but  it  will  increase 
the  sales  of  the  new  lines. 

30,000  Proofs 

Do  30,000  proofs  of  one  thing  mean  any- 
thing to  you?  If  you  had  30,000  customers 
wouldn't  you  have  the  same  faith  in  your 
Store  that  we  have  in  KAWNEER  STORE 
FRONTS? 

You  may  go  from  coast  to  coast — stop  off 
at  big  cities  and  little  hamlets  and  you  will 

find  KAWNEER  STORE  FRONTS  making 

money  for  the  Merchants  behind  them.  Many 
of  the  keenest  and  most  conservative  Mer- 


icawneer 

Manufacturing  Company 

Limited 

francU  J.  Plym.  Prtraidrnt 

Guelph,  Ontario 


chants  have  manifested  their  faith  in  KAW- 
NEER  STORE  FRONTS  by  adopting  them. 
During  the  past  sixty  days  more  than  1,000 
Merchants  have  written  to  us  asking  for  more 
information  about  KAWNEER  STORE 
FRONTS  and  for  suggestions  for  their  busi- 
nesses. 

These  Merchants  have  investigated  thor- 
oughly exiough  to  know  that  their  businesses 

need  KAWNEER  FRONTS 

— their  initial  steps  (seeking 
information)  are  business-like 
and  that's  just  what  we  want 
you  to  do. 

Send  this  coupon  for  "Boost- 
ing Business  No.  25  "  and  see 
the  actual  photographs  of  many 
of  the  best-paying  Store  Fronts 
in  the  country.  See  the 
photographs  of  the  Fronts  be- 
fore alteration —  the  changes  are  truly  won- 
derful. 

Your  only  business  reason  for  putting  in  a 
new  Front  is  to  increase  your  sales — be  sure 
you  adopt  a  Front  that  will  do  that.  In  mak- 
ing your  decision  let  the  experience  of  30,000 
other  Merchants  help  you. 

First  get  "Boosting  Business  No.  25" — 
it's  free  for  this  coupon,  and  it  will  not  obligate 
you  in  the  least. 


COUPON 
Kawneer 

Manufacturing  Company 
Limited 

And.  J-  Pljm.  ^tUnt 

Guelph,  Ont. 

Kindly  send  "Boosting  Business  No.  25" 
without  obligation  to  me. 

Name  

Street  and  No  

City  or  Town„  

Business  
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Individuality  and  Character 

are  two  salient  features  of 

Boston  Lasts 

Made  in  Canada 

In  the  manufacture  of  Boston  Lasts  the  ideas  of  our  design- 
ers located  in  Boston  and  other  big  shoe  centres  have  been 
realized  by  expert  craftsman  in  our  factory  at 

Richmond,  Que. 

The  styles  prevailing  in  Boston,  and  New  England  generally, 
invariably  influence  the  trend  of  footwear  fashion  throughout 
the  length  and  breadth  of  Canada  and  the  United  States. 

We  are  able  to  give  you  a  prompt  and  up-to-date  last  service, 
calculated  to  prove  a  strong  factor  in  the  increase  of  your 
business. 


Write  us  at  Richmond  for  full  particulars. 


Boston  Last  Company 

IVIanufacturers  of 

Fine  Lasts,  Followers,  Fillers,  Trees,  etc.,  also  Maple  Last  Locks 
Makers  of  Electric  Heating  and  Ironing  Outfits  for  Shoe  Factories 

(Simplex  Syatem) 


Bo«ton,M..». 44Binfordst.  Canadian  Factory:  RICHMOND,  QUE. 

Phone  Main  107  .        ^  i.    n  » 

Richmond.  Que..  Phone  32.  Charles  Campbell,  Manager 
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wish  to  extend  to  our 
customers  and  the  trade 
our  heartiest   Xmas  Greetings 
and  Best  Wishes  for  a  Happy 
and  Prosperous  New  Year. 


£•  T.  Wright  &  Co.,  Inc. 

Makers  of  ^i/jf^^^ 

St.  Thomas,  Ont.  Rockland,  Mass. 


\^  — 1~«  SHOE 
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Be  Patriotic 

buy 

Made  in  Canada  Felts 

from 

The  "Grosch"  People 


No  Felts  put  on  the  market  have  given 
the  Public  better  wear  along  with  style 
and  workmanship.  For  eight  long  years 
our  product  has  been  with  the  best  job- 
bers, stood  the  test  and  today  victorious. 

We  make  our  own  Felt,  operating  on  a 
moderate  scale,  with  low  overhead  ex- 
penses we  are  able  to  make  shoes  a  little 
better  and  a  little  lower  in  cost  than  the 
other  fellow. 

On  account  of  high  prices  prevailing 
everything  is  going  up.  Raw  materials 
are  almost  unobtainable,  leathers  away 
up,  findings  scarce  and  other  necessities 
in  the  manufacture  of  Felts  such  as  dye- 
stufifs,  etc.,  impossible  to  buy.  We 
would  suggest  that  you  lose  no  time  in 
placing  your  order. 

We  were  fortunate  laying  in  a  big  sup- 
ply, therefore  place  your  order  at  once 
to  be  sure  of  getting  your  goods.  Some 
consideration,  think  it  over,  ask  for 
"Grosch"  and  insist. 


The  Grosch  Felt  Shoe  Co. 

Limited 

Milverton,  Ont. 
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NO  DIAMOND-^TRADE  MARK 

No  Fast  Color 


Get  this  fact  firmly  fixed  in  youi-  mind.  It  may 
be  the  means  of  saving  yon  considerable  annoy- 
ance and  inconvenience;  for,  if  you  will  insist 
that  the  diamond  trade  mark  shall  appear  on  the 
surface  of  the  eyelets  in  the  shoes  you  order, 
you  will  be  entirely  free  from  any  complaints 
regarding  "  Brassy  "  eyelets.  Fast  Color  Eyelets 
are  the  only  kind  that  cannot  wear  "Brassy." 
They  enhance  the  good  appearance  of  shoes  more 
than  any  other  accessory  used  in  their  manufac- 
ture; and, made  as  they  are,  with  celluloid  tops  of 
solid  color,  they  do  not  grow  old  but  retain  their 
bright,  new  appearance  long  after  the  shoes  are 
worn  out. 

The  diamond  trademark  is  a  sure  cure  for  all 
eyelet  troubles.  Only  the  genuine  Fast  Color 
Eyelets  have  it. 


United  Shoe  MachineryCompany 

Of  Canada 

Montreal,  Que. 

1J2  Adelaide  St.  West,  Toronto  492  St.  Valier  St..  Quebec 
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The  Best  In  1 900 
The  Best  In  1915 


FOR  fourteen  years  "Elmiras"  have  been  the 
leading  felt  footwear  in  Canada.  We  have 
always  specialized  and  now  our  products  are 
as  near  perfection  as  modern  equipment,  skilled  la- 
bor and  faultless  materials  can  make  them.  From 
the  viewpoint  of  value  "Elmiras"  stand  supreme 
because  their  quality  is  unexcelled  and  their  price  is 
no  greater  than  is  asked  for  inferior  makes. 

The  "Elmira"  line  for  1915  embraces  a  wide 
range  of  all  that  is  latest  and  best  in  fine  felt  foot- 
wear. Be  sure  to  see  your  jobber's  samples  before 
placing  your  order  for  next  season's  felts. 

Write  us  for  illustrations. 


The  Elmira  Felt  Co.,  Limited 

Berlin,  Ontario 
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8091 

$3.40,  F.  O.  B.  Toronto 


To  Retailers 

Shoes  that  can  be  retailed  as  value  for  their 
merchandis  appearance  are  profit  makers  for 
any  merchant. 

The  stock  and  workmanship  entering  John 
Strootman  Shoe  Co.'s  Shoes  are  absolutely 
honest  and  will  give  wear  value  in  keeping 
with  their  style  expression. 


7142 

$3.15,  F.  O.  B.Toronto 


We  are  the  Canadian  Distributers  for 
John  Strootman  Shoe  Company,  Buffalo,  N.  Y. 

Maker's  of  Women's  Fine  Welts. 

Nathan  D.  Dodge  Shoe  Company,  Newburyport,  Mass. 

Makers  of  Women 's  Slippers  and  Turns. 

Ashby  Crawford  Company,  Marlborough,  Mass. 

Makers  of  Troc.Moc  "Back  to  Nature"  Shoes. 
Write  for  Advertising  Literature  to 

American  «  British  ^  Canadian  «  Distributers 

TORONTO         310  Yonge  Street  CANADA 

Winnipeg        London,  Eng. 


Boston 


Montreal 


These  lines  of  good  strong 
laces  are  excellent  quality 
British  made  goods  from 
the  factory  of  Brough  Ni- 
cholson &  Hall,  Limited, 
Leek,  England. 

We  will  be  glad  to  quote 
prices.  These  three  brands 
take  well  because  they  wear 
so  well. 


Royal  Lace 


Ladies'  and  gents'  boot.  Well  made, 
fine  quality,  with  n<  at  and  secure 
spiral  tags.  An  attractive  5c  per 
pair. 


The  "Flag"  Boot  Lace 

Well  worthy  the  name.  A  soft  silk  finish,  lustrous 
lace.  Gent's  size  36  in  ;  or  a  lighter  size  in  45  in. 
for  ladies'  wear.  Second  only  to  our  Orient  quality. 
Costs  under  2c  pair,  sells  5c  pair. 


Wholesalers  supplied  by  our 
sales  agents. 

E.  W.  McMartin 


MONTREAL 

45  St.  Alexander  St. 


TORONTO 

20  Wellington  St.  W. 


Fraser  Mather  Co., 

Winnipeg 

W.  H.  Vass, 

Vancouver 


"Empire- 
Made" 
Laces 


A  Strong  and  Profitable 
Line 


Empire  Lace 

A  good  reliable  low  priced  boot 
lace.  In  one  frross  fancy  hoxe-^, 
eai  h  pair  banded,  gent's  size  36  in., 
ladies'  size  15  in.  Uood  tags,  on  to 
stay. 
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28  "Service"  Branches  Throughout  Canada 

Canadian  Consolidated 
Rubber  Co.^  Limited 

Montreal,  Que. 


hOMiNlOM 


IT  MAY  BE  A 
LONG 
LONG 
WAY 
TO  TIPPERARY 
BUT  IT  IS  ONLY  A 
SHORT 
SHORT 
WAY 

FROM  YOUR  STORE 
To  the  Nearest  of  our  28  "Service" 
Branches  Throughout  Canada 


Hundreds  of  retailers  so  far  this  season  have  benefited  by  our 
unequalled  facilities  for  the  prompt  shipment  of  sorting  orders. 

An  Early  and  Severe  Winter  is  Predicted. 

Don't  be  '^Caught  Napping/* 


Dominion 


Canadian  Consolidated 
Rubber  Co.^  Limited 

Montreal,  Que. 

28  "Serfice"  Branches  Throughout  Canada 


ftOMiNlOM 


—   
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Cultivate  the 
Children 


Too  often  we  under-estimate  the 
influence  of  the  children  in  deter- 
mining where  the  household  will 
purchase  its  supplies  of  boots  and  shoes.  If  you  want 
to  win  the  favor  of  the  parent,  show  consideration 
for  his  child.  It  is  equally  true  that  nothing  will  an- 
tagonize or  anger  a  parent  more  quickly  than  a  com- 
plaint from  his  child  of  inattention  or  injustice.  So  it 
pays  you  to  get  on  the  right  side  of  the  little  ones  at 
almost  any  cost. 

Some  retailers  keep  sweetmeats  for  their  youthful 
customers,  a  practice  which  certainly  meets  with  the 
approval  of  the  kiddies,  but  not  always  with  that  of 
the  more  strict  class  of  parents,  who  like  to  control 
their  children's  diet.  A  better  scheme  would  appear 
to  be  an  inexpensive  little  toy  or  picture  or  novelty. 
Kindness  probably  goes  as  far  as  anything  else,  how- 
ever, with  lots  of  children,  and  is  at  least  an  inex- 
pensive policy, — probably  the  best,  everything  con- 
sidered. Make  the  little  folks  feel  at  home,  talk  to 
them  about  the  things  they  are  interested  in,  and, 
above  all,  send  them  away  properly  fitted.  It  is  even 
better  to  resist  the  request  to  wear  the  new  shoes 
home,  which  every  kid  will  make,  as  style  or  fit  may 
not  please  the  father  or  mother.  Be  particularly  care- 
ful when  the  child  comes  alone,  as  this  is  a  sign  that 
the  parents  are  holding  you  responsible,  and  consider 
you  responsi.ble.    Do  not  betray  the  trust. 


It  may  be  argued  that  there  is  too  little  profit  in 
children's  shoes  to  make  it  worth  while  to  bother  much 
about.  This  argument,  however,  only  takes  cogniz- 
ance of  today.  Children  need  shoes  often,  much  oft- 
ener  than  grown-ups,  so  that  the  sum  total  of  their 
needs  for  a  year  is  generally  very  little  less  than  that 
of  the  older  members  of  the  family.  Besides,  they 
soon  grow  up,  and  if  they  have  acquired  the  habit  of 
coming  to  your  store,  so  much  the  better.  Perhaps 
the  very  best  argument  in  favor  of  getting  hold  of  the 
children,  however,  is  that  you  generally  also  secure 
the  trade  of  the  older  members  of  the  family.  The 
average  parent  is  particularly  grateful  to  anyone  who 
shows  consideration  for,  or  an  appreciation  of,  his 
child.  This  will  lead  him  to  go  to  the  same  store 
where  his  child  has  received  considerate  attention.  The 
shoe  retailer  who  neglects  the  trade  of  the  children 
in  his  neighborhood,  fails  to  appreciate  one  of  the  most 
promising  branches  of  his  trade  prospects. 


Bringing  Them 
Back 


No  salesman  should  consider  that 
he  has  done  his  duty  when  he 
has  simply  succeeded  in  making 
a  sale.  It  is  much  more  important  that  he  should 
send  his  customers  away  so  well  satisfied  that  they 
will  come  back  themselves,  and  that  they  will  tell 
their  friends  about  yours  being  the  nicest  place  in 
town  to  shop.  Your  facilities  for  doing  this  depend, 
of  course,  to  some  extent  on  the  variety  of  your  stock, 
but  it  is  wonderful  how  far  a  little  tact  will  go  to 
make  an  otherwise  very  ordinary  shoe  look  like  a  very 
attractive  one.  Every  customer  appreciates  a  little 
attention,  courteously  administered.  Most  people  are 
very  sensitive  to  anything  suggestive  of  indifference. 
The  salesman  must  be  friendly,  but  not  familiar ;  cour- 
teous, but  not  servile ;  attentive,  but  not  insistent ;  full 
of  suggestions,  but  not  dictatorial.  In  fact,  he  must 
be  a  judicious  combination  of  gentleman  and  politi- 
cian. It  is  an  exceedingly  difficult  office  to  fill  pro- 
perly, and  the  highest  success  comes  only  to  those 
who  make  a  close  study  of  the  requirements.  Above 
all,  you  must  be  able  to  read  your  customers.  Watch 
them  closely.  Note  every  sign  of  approval  and  fol- 
low up  your  advantage  with  reinforcements.  Do  not 
fail,  however,  at  the  same  time  to  observe  the  first 
sign  of  displeasure.  '  Your  success  in  countering  this 
is  one  of  the  best  tests  of  true  salesmanship. 


Revival  of 
Laces 


Many  shoe  manufacturers  and  re- 
tailers report  a  return  of  lace 
boots  in  women's  high-grade  foot- 
wear, that  is  to  say,  in  the  boots  ranging  from  $6.00 
up,  there  being  no  demand  as  yet  in  the  moderate- 
priced  boots.  These  patterns  are  high  cut  (from  14  to 
18  inches),  which  is  said  to  be  on  account  of  the  short 
skirts  which  are  apparently  becoming  popular.  They 
have  short  patent  vamps  for  the  most  part,  whole  quar- 
ter and  wood  Louis  heel  to  match,  and  a  double  lace 
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stay  of  patent  leather  up  the  quarter  just  outside  the 
row  of  eyelets.  The  styles  are  chiefly  black  and  white, 
also  with  cloth  tops  of  light  shades. 

It  is  thought  that  it  will  be  some  time  before  there 
will  be  any  demand  for  lace  boots  in  the  medium- 
priced  grades.  The  return  of  laces  will  no  doubt  be 
very  gradual  and  the  smaller  retailers  will  do  well 
not  to  stock  too  heavily  at  first. 


Reports  from     manv  western 
Co-operatlen  vs.          -^^^^^  Canadian  trade  de- 
Price  Cutting        '        .  .                J  ,  , 

])rcssion  is  supposed  to  be  most 

noticeable,  are  to  the  efifect  that  business  is  not  so  bad 
at  all  but  that  prices  are  being  cut  unmercifully  in  an 
effort  to  induce  the  people  to  buy  early. 

We  do  not  believe  it  is  at  all  necessary  for  such 
action  which  results  largely  from  a  lack  of  co-opera- 
tion among  the  retailers.  If  we  could  only  remember 
that  boots  and  shoes  are  a  necessity  and  if  we  would 
have  a  little  extra  patience  and  make  a  little  extra  ad- 
vertising effort,  business  is  certain  to  return  to  normal 
again  within  a  reasonable  period.  To  load  the  public 
u])  with  cut-priced  footwear  simply  means  that  they 
will  lay  in  an  extra  stock  and  put  off  the  day  of  nor- 
mal price  buying  longer  than  ever. 

What  is  true  of  the  west  is  oi  course  equally  applic- 
able to  other  sections  in  this  respect.  It  presupposes 
co-operation  among  the  retailers  however.  If  one  or 
two  dealers  or  department  stores  begin  price  cutting 
it  is  often  necessary  for  the  others  to  follow  suit  in 
self  defence.  The  public  must  have  shoes  however 
and  are  willing,  generally  speaking,  to  pay  what  they 
are  worth.  Ridiculous  price  cutting  and  sacrificing  is 
unfair  both  to  yourself  and  to  your  fellow  retailer,  and 
should  be  indulged  in  only  as  a  last  resort. 


Over  in  the  United  States  it  is 
Give  Them  a         coming  to  be  almost  the  excep- 
Fair    ria  ^.^^^      ^^^^     1^^^^        ^j^^^  store 

that  does  not  carry  hosiery.  They  report  that  it  is 
profitable.  The  space  occupied  is  very  small ;  capital 
tied  up  is  insignificant  by  comparison  with  the  capital 
required  to  carry  a  good  stock  of  boots,  shoes  and 
other  accessories ;  it  generally  does  not  require  any 
addition  to  the  selling  staff ;  sales  are  made  cjuickly 
and  easily ;  the  percentage  of  profits  are  good ;  and 
finally,  such  a  department  is  a  drawing  card,  bringing 
into  your  store  a  number  of  people  who  do  not,  at  the 
moment,  particularly  want  boots  or  shoes,  but  who 
thus  lay  themselves  open  to  your  seductive  salesman- 
ship, and  at  the  very  least  give  you  a  chance  to  im- 
press them  favorably  with  your  stt)re  and  your  service. 

In  Canada,  the  idea  has  not  taken  root.  We  are 
inclined  to  think  this  is  only  because  of  a  lack  of  pro- 
per nourishment  and  cultivation — that  is,  the  public 


requires  a  little  education  and  a  little  time  to  assimi- 
late the  new  idea.  The  Canadian  retailer  will  tell  you 
that  peoi)le  do  not  ask  for  hosiery;  of  course  not. 
They  have  not  formed  the  habit  yet.  However,  the 
public  does  not  care  one  bit  where  it  buys  its  stock- 
ings, and  if  it  were  once  trained  into  the  way  of  asso- 
ciating these  articles  with  shoe  stores,  it  would  go 
there  for  them  as  a  matter  of  course.  There  is  no 
denying  the  fact  that  the  relationship  between  shoes 
and  stockings  is  much  more  evident  than  between  col- 
lars and  stockings,  for  instance,  and  there  does  not 
seem  to  be  any  reason,  in  fact,  why  the  lines  of  de- 
marcation as  to  what  one  store  or  another  should 
carry  should  be  defined  as  they  are.  Ihere  is  no  rea- 
son except  habit,  and  it  is  this  alone  that  the  Can- 
adian retailer  has  to  overcome  in  order  to  place  him- 
self in  possession  of  a  very  profitable  and  desirable 
side  line. 


The  vogue  of  fabric  tops  in  wo- 
^"^'abHcf  men's  footwear  is  becoming  great- 

er every  day.  Indeed,  nearly  all 
the  high-grade  women's  boots  have  cloth  tops.  Fab- 
rics, however,  are  not  only  being  used  in  women's 
footwear, — they  are  becoming  more  and  more  prom- 
inent in  men's  boots.  The  retailers  who  cater  to  the 
high  class  trade  are  stocking  men's  cloth  tops  ex- 
tensively, and  report  continually  increasing  sales. 

There  is  an  extremely  varied  range  of  colors  in 
the  fabrics  used  in  women's  boots.  So  great  is  the 
variety,  owing  to  both  local  and  individual  preference, 
that  it  is  difficult  to  enumerate  the  most  popular  col- 
ors, though  one  may  generalize  by  saying  that,  with 
the  exception  of  a  wide  range  of  novelties,  the  demand 
for  the  most  part  is  for  certain  shades  of  gray  (es- 
pecially taupe,  pearl  and  mouse)  and  fawn,  and  also 
browns  to  a  limited  extent.  As  for  men's  cloth  tops, 
the  call  is  for  plain  colors,  black,  fawn  and  gray.  It 
is  said  that  the  demand  for  these  shades  has  been  so 
great  that  the  output  of  the  fabric  factories  has  hard- 
ly been  sufficient  to  cover  the  requirements  of  the  boot 
and  shoe  manufacturers. 

Fortunately  for  the  manufacturers,  the  retailers 
and  customers  are  co-operating  in  encouraging  the 
larger  use  of  fabrics  in  uppers.  The  retailers  are  well 
aware  of  the  effect  of  the  war  on  the  leather  situation, 
and  for  this  reason  they  are  strongly  featuring  fabric. 
The  belief  seems  to  have  considerable  basis  on  fact, 
that  the  place  occupied  by  fabric  in  shoemaking  will 
be  much  larger  in  the  future  than  at  present.  This 
co-operative  spirit  on  the  part  of  manufacturers  and 
retailers  is  very  significant,  as  it  indicates  that  they 
are  recognizing  their  mutuality  of  interest,  and  that, 
by  discussion  and  organization  they  have  been  able 
to  understand  each  other  better  and  so  to  work  to- 
gether more  successfully  to  their  own  advantage,, 
as  well  as  that  of  the  jjublic  in  general. 
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Salesmanship,  or  ''Bringing  Them  Back'' 

A  Short  Story  Illustrating  the  Shopper's  Point  of  View  on  ''Service" — 
What  a  Difference  a  Word  or  Tone  Makes 

By  T.  F.  Cook,  in  System 


Sometimes  she  shops  alone — this  Lady — sometimes 
with  a  feminine  friend,  and  occasionally  she  lets  me  go 
along;  but  always,  it  seems,  she  has  a  shopping  ad- 
venture or  two. 

And  how  they  vary!  They're  as  full  of  queer 
twists  and  turns  as  the  heart  of  woman  itself.  They 
are  unpleasant  and  pleasant,  commonplace  and  excit- 
ing, in  turn.  From  contented  laughs  over  successful 
shopping  episodes  she  runs  the  gamut  to  stormy  tears 
of  indignation.  One  time  her  story  makes  me  smile 
and  think,  "Good  salesmanship,  that!"  Again  I  have 
to  scowl  and  sympathize  and  say  in  vengeful  bass:  "Is 
that  so?  Well,  I'll  go  down  there  to-morrow  and  tell 
that  young  fellow  what  we  think  of  him." 

Perhaps  the  telling  of  a  few  of  these  adventures 


Why,  you  could  wear  any  shoe  in  our  store ! 


may  mean  more  than  the  mere  setting  down  uf  spright- 
ly conversation.    Something  tells  me  it  will. 

The  first  that  comes  to  mind  is  that  of  the  slippers. 
They  were  purchased  last  summer ;  the  methods  m 
vogue  at  the  two  shops  entered  were  so  extreme  as  to 
be  amazing.  It  seems  impossible  that  two  up-to-date 
shoe  stores,  standing  almost  shoulder  to  shoulder, 
should  show  such  a  disparity  in  salesmanship. 

Let  the  Lady  tell  about  it: 

"Well,  I  bought  my  slippers  to-day,"  she  said  one 
evening,  "and  such  a  time  !  First  I  went  to  H's.  Well! 
I'll  tell  you  one  thing;  I'll  never  go  there  again. 

''What  do  you  think  the  woman  said  to  me?  It 
was  early  in  the  morning,  •)'ou  understand,  and  she 
wasn't  a  bit  busy.  .1  thought  I'd  surely  get  the  best 
of  attention.  I  told  her  exactly  what  I  wanted.  Yes. 
she  had  them.  She  went  awav  for  a  moment  and  came 
bark  with  a  rather  good  looking  slipper,  but  the  mo- 


ment she  tried  it  on  I  knew  it  was  much  too  big.  I 
told  her  so — and  I  wish  you  could  have  seen  the  Jook 
she  gave  me.  'Too  big?'  she  said.  'My  dear  young- 
lady,  I  wouldn't  sell  you  a  smaller  shoe.' 

"I  simply  couldn't  resist  saying,  'Very  well,  don't 
bother;  you  couldn't  sell  me  anything  now.' 

"Then  I  went  over  to  S's.  They  were  busier  than 
the  other  place,  but  I  didn't  have  to  wait  long.  A  nice, 
middle-aged  woman  waited  on  me,  and  as  soon  as  I 
told  her  what  I  wanted  she  showed  signs  of  being  in- 
terested. 'Why  certainly,'  she  said..  'I  think  I  have 
exactly  what  you  want.'  She  was  back  in  a  moment. 
And — and — I  suppose  thie  price  was  a  dollar  or  two 
more  than  I  should  have  spent — but  it  was  a  beauty. 

"But  listen,  here's  the  point.  I  asked  her  if  she 
thought  I  could  wear  a  shoe  like  that — it  was  rather 
extreme.  'Extreme?'  she  said.  'Why,  you  could  wear 
any  shoe  in  our  store.'  " 

What  a  difference  just  a  few  words  make! 

Flattery?  Well,  maybe.  But  it  did  more  good 
than  the  other  woman's  talk.  The  Lady  bought  that 
pair  of  shoes,  you  may  be  sure — even  though  they  did 
cost  two  dollars  more  than  she  wanted  to  pay.  As  for 
the  virtues  of  S's  shoes — all  you  have  to  do  is  mention 
the  word,  and  the  Lady  breaks  into  the  talk  with 
something  like  this:  "Personalh^  I  like  S's.  I  had 
more  satisfaction  in  bujang  this  last  pair  there  than" 
— and  so  on. 


The  Shoe  Trade  in  Vancouver 

Dealers  generally  report  a  fair  volume  of  business 
doing,  but  unite  in  saying  that  it  is  only  possible  to 
keep  the  demand  in  evidence  by  adopting  every  means 
known  to  successful  merchandising.  Sales  are  being 
put  on  weekly  by  some  dealers ;  others  pay  particular 
attention  to  attractive  window  displays,  which  aie 
changed  frequently;  and  others  again  distribute  fancy 
cards  to  the  householders  by  mail  or  special  carrier. 
Buyers  as  a  result  of  the  special  bids  being  made  for 
their  trade  are  showing  a  disposition  to  be  supercritical 
as  to  value  and  frequently  make  a  tour  of  the  various 
stores  before  making  their  selection.  Sales  are  being 
made  on  a  very  small  margin  as  a  rule,  the  owners  be- 
ing anxious  to  turn  into  cash  as  much  of  their  stocks 
as  possible  before  the  opening  of  the  new  year.  At 
country  points  the  demand  is  said  to  be  slow  owing 
to  the  scarcity  of  money  and  the  lack  of  employment. 
Some  mail  orders  are  being  sent  to  Vancouver  as  a 
result  of  the  liberal  advertising  of  bargains  by  the  city 
shoe  merchants. 


It  appears  possible  that  shoe  factories  at  Stafiford, 
Eng.,  that  have  been  devoted  almost  exclusively  to 
the  manufacture  of  women's  footwear  will  be  occupied 
largely  with  making  army  boots.  It  is  stated  thai 
should  the  war  last  some  months,  some  difficulty  is  ap- 
prehended in  supplying  adequately  the  demands  for 
supplies  of  women's  footwear,  which  may  lead  to  an 
increase  of  the  prices  of  shoes,  an  increase  which  would 
be  the  more  likely  because  of  the  continuing  advance 
in  leather  values, — Daily  Consular  and  Trade  Reports. 
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Let's  Put  More  Holiday  Spirit  Into  the 

Christmas  Shoe  Trade ! 

On  the  Opposite  Page  We  Reproduce  a  Suggestion  in  the  Way  of  a  Holiday 
Advertising  Letter    Why  Not  Boots  and  Shoes  for 
Christmas  Presents? 


A  very  excellent  idea  in  Uie  way  of  letters  for  cir- 
culars is  shown  on  the  o])posite  paj^e.  We  ofifer  this 
as  a  suggestion,  knowing  that  it  has  given  excellent  re- 
sults in  a  number  of  cases.  The  letter  is  merely  a  type 
and  may  of  course  be  easily  modified  to  suit  local  con- 
ditions or  special  environments.  The  border  is  very 
suggestive  of  Christmas  and  at  the  same  time  is  so 
attractive  and  pretty  that  it  clings  to  the  receiver's 
memory.  He  is  almost  certain  to  take  it  up  time  after 
time,  singling  it  out  from  among  his  other  correspond- 
ence. In  all  probability  a  man  will  show  a  letter  of  this 
sort  around  his  office  and  carry  it  home.  It  sets  the 
recipient  thinking  that  it  is  time  tiic  Christmas  pre- 
sents were  bought  and  at  the  same  time  it  associates 
Christmas  presents  with  footwear  and  with  your  store. 

SHOES  FOR  CHRISTMAS  PRESENTS 

This  year  will  see  moie  Christmas  Gifts  chosen  for 
their  usefulness  than  ever  before.  That  being  the  case, 
shoe  retailers  stand  an  excellent  chance  of  doing  a 
greatly  increased  holiday  business.  All  the  articles 
sold  by  shoe  retailers  are  useful,  they  are  suitable  for 
presents  for  everybody  and  are  necessary  for  every- 
body. Further  than  this,  there  are  many  lines  of  shoes 
and  accessories  that  are  very  attractive  and  ornamental. 
Finally,  the  prices  for  which  purchases  may  be  made 
in  a  shoe  store  are  sufficiently  varied  and  reasonable 
as  to  be  within  the  reach  tjf  ])ractically  everybody's 
pocket  book. 

BEGIN  CAMPAIGN  NOW 

No  time  should  be  lost  then  by  the  retailer  in  im- 
pressing these  facts  on  the  purchasing  public.  Adver- 
tise your  goods  and  their  appropriateness — especially 
the  latter.  Make  your  windows  tell  the  same  story. 
Circularize  your  regular  and  prospective  customers 
with  such  attractive  literature  that  they  will  be  drawn 
to  your  way  of  thinking,  and  your  store.  Mil  your 
shop  and  your  sales  staff  with  Christmas  enthusiasm. 
The  time  is  short.  Make  the  most  of  it  by  directing  all 
\()ur  energies,  your  ingenuity,  your  experience  and 
your  intelligence  towards  converting  the  public  to  the 
opinion  that,  this  year,  they  ought  to  purchase  only 
useful  gifts,  that  nothing  is  more  useful  to  anyone  than 
a  good  pair  of  shoes,  that  a  pair  of  shoes  is  always  ac- 
ceptable as  a  present,  and  that  your  store  is  the  best 
place  to  buy. 

OTHER  ADVERTISING  SUGGESTIONS 

Other  suggestions  of  a  similar  nattn-e  which  ma_\-  be 
offered  in  place  of  the  colored  border  are  a  pair  of 
boots  photographed  in  a  Christmas  box  and  reproduc- 
ed, in  colors,  on  one  corner  of  your  regular  letterhead; 


or  a  colored  |)icture  oi  Santa  Claus  putting  a  pair  of 
boots  into  a  Christmas  stocking,  and  so  on.  A  little 
ingenuity  is  recjuired  but  the  results  obtained  from  the 
added  expense  have  been  found,  in  a  number  of  cases, 
to  be  exceedingly  gratifying. 

SEASONABLE  WINDOW  DISPLAYS 

Do  not  fail,  of  course,  to  sup]dement  this  form  of 
advertising  by  a  follow-up  letter  or  two,  calling  further 
attention  to  the  ajjpropriateness  of  your  goods  and 
your  ability  to  supply  a  varied  assortment.  Make  the 
best  possible  use  also  of  your  window.  After  receiving 
a  letter  from  you  a  man  or  woman  is  likely  to  take  a 
stroll  around  to  see  what  your  store  looks  like.  Be 
ready  for  them,  have  your  window  well  decorated,  full 
of  Christmas  ideas  and  suggestions.  See  also  that  your 
store  behind  the  window  looks  attractive  and  Christ- 
mas like.  A  little  decoration  inside  goes  a  long  way 
and  costs  comparatively  little. 

USE  YOUR  BEST  EFFORTS 

In  all  this  we  wish  to  emphasize  the  necessity  of 
yoiu-  making  the  most  of  the  Christmas  trade,  f'eople 
are  ready  to  buy  presents — are  going  to  buy  them. 
They  are  proverbially  undecided  as  yet  just  what  to 
buy.  It  rests  with  you  whether  they  shall  be  brought 
to  your  way  of  thinking.  The  business  is  well  worth 
while  and  to-day  is  the  time  to  make  a  start  to  get  it. 
If  the  boot  and  shoe  retailers  of  Canada  will  make 
their  best  efforts,  we  believe  the  Christmas  business, 
under  this  year's  conditions,  could,  in  a  good  many 
cases,  be  doubled. 


MOVEMENT  OUGHT  TO  BE  NATIONALIZED 

We  l)elieve  that  the  desirability  of  such  a  Christ- 
niastide  remembrance  should  l)c  emphasized  and  wide- 
ly advertised  in  a  public  way  every  recurring  year  im- 
til  I-'ootwear  becomes  one  of  the  most  important  arti- 
cles in  the  Stock  In  Trade  of  Santa  Claus.  There  are 
of  course  some  very  special  reasons  why  the  entire 
shoe  trade  would  like  to  see  a  little  extra  stimulus  to 
business  just  now,  and  it  seems  as  though  the  whole 
industry,  from  the  manufacturer  to  the  retailer,  ought 
to  make  a  special  effort  this  year  to  popularize  foot- 
wear as  a  Christmas  commodity  and  promote  the  good 
work  in  this  direction  that  has  already  been  done  in  a 
more  or  less  spasmodic  way.  The  "Shoes  for  Christ- 
mas" movement  ought  to  be  nationalized  and  every 
association  in  any  way  connected  with  the  footwear 
trade  should  push  the  idea  for  all  it  is  worth,  by  the 
use  of  newspaper  space,  printed  slips,  circular  letters, 
window  displays,  local  advertising,  or  in  any  (nher 
possible  way. 
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BROWN'S  SHOE  STORE 

Smithville,  December  1st,  1914. 

Mr.  John  Jones, 

Smithville,  Ont. 

Dear  Sir : — 

A  Merry  Christmas  to  you ! 

It  is  up  to  you  and  me  to  make  the  coming  Christmas  as  happy  and 
merry  as  we  can.    If  we  do  not  do  our  part,  many  homes  where  the 
l)read-winner  is  unemployed  or  on  reduced  pay  will  have  little  share  in  the 
joy  that  all  should  experience  at  this  season.    We  should  ask  ourselves 
to-day — What  can  I  do  to  help? 

The  Christmas  need  this  year,  as  never  before,  will  be  for  useful  gifts. 
For  the  needy  one  it  is  essential,  for  the  friend  it  will  be  appropriate, 
as  representing  the  serious,  earnest  state  of  mind  we  all  live  in  to-day. 
Frivolous  and  purely  ornamental  gifts  will  be  neither  desired  or  apprecia1i.fl. 
The  watchword  throughout  must  be  "useful." 

How  does  a  pair  of  shoes  strike  you? 

We  feel  that  in  our  stock  of  boots  and  shoes  we  can  justly  lay  claim 
to  having  one  of  the  greatest  necessities  of  the  needy  and  one  of  the  most 
appropriate  gifts  for  the  closer  friend.    We  have  them  strong  and  sturdy 
for  the  lusty  boy,,  soft  and  comfortable  for  the  old  folks,  stylish  and 
correct-fitting  for  the  more  particular.    We  have  priced  them  in 
keeping  with  these  strenuous  times  and  having  in  mind  our  duty  at  this 
Christmas  season. 

We  do  not  think  we  are  prejudiced  when  we  suggest  that  you  can 
buy  nothing  more  useful  than  boots  and  shoes  for  your  Christmas 
presents.   We  should  like  you,  of  course,  to  buy  from  us.    Come  in  anyway 
and  look  over  our  stock  before  you  decide.   We  are  proud  of  it  and  shall 
take  pleasure  in  showing  it  to  you.   If  we  cannot  convince  you  it  will  be 
our  loss.   If  we  can,  we  will  put  them  aside  for  you  till  Christmas  Eve. 

Co  it  to-day.    To-morrow,  we  hope,  our  stock  won't  be  so  complete. 
Every  article  of  footwear  you  distribute  on  Christmas  morning  means 
added  comfort  and  health  in  the  Avet,  cold  days  that  are  before  us. 
Come  in  to-day. 

Yours  very  truly, 

James  Brown, 

Manager. 
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Canadian  Retailers  Say  Trade  Is  Good 

Reports  in  General  Are  Optimistic— Several  Say  Bigger  Business  Than  a  Year 
Ago  — Unanimous  Verdict  of  Bright  Future  Prospects 


The  condition  of  the  retail  trade  in  Ijoots  and  shoes 
is  a  matter  all  Canadians  are  interested  in.  Onr  busi- 
ness is  an  excellent  l)arometer  of  the  ability  of  the  Can- 
adian people  to  i)urchase  the  necessaries  of  life.  \Vc 
are  fortunate  indeed  that  at  a  time  like  the  present  our 
l)usiness  is  of  this  nature,  for  many  other  lines  of  trade, 
where  the  amount  of  business  transacted  is  rej;ulated 
largely  by  the  habits  of  luxury  and  extravagance  of 
the  people  who  buy,  have  been  thrown  high  and  dry 
by  fhe  spirit  of  economy  and  discrimination  which  per- 
vades the  nations  to-day.  The  dealer  in  any  actual 
necessity,  therefore,  has  good  reason  to  congratulate 
himself  that  his  foresight  guided  him  aright,  'i'lie  foot- 
wear dealer  surely  falls  in  this  class.  At  a  time  when 
many  business  men  tell  you,  with  truth  no  doubt,  that 
business  is  "rotten,"  the  very  worst  we  hear  from  tlic 
shoe  retailer  is  "Oh,  not  so  bad."  And  tiiere  are  many 
"Better  than  in  past  years." 

To  fiuMiish  our  readers  with  concrete  evidence  ol 
the  sentiments  prevailing  all  over  Canada  among  foot- 
wear retailers,  we  are  reproducing  a  number  of  letters 
received  during  the  past  few  days.  These  are  in  re])ly 
to  our  inquiry  as  to  how  thev  were  finding  business 
conditions  in  their  section.  These  letters  indicate  to 
us  that  the  Canadian  shoeman  is  putting  up  a  splendid 
and  successful  fight  to  keej)  his  cud  of  the  ])usiness 
world  moving  along.  Now  when  we  are  over  the  peak 
of  our  difficulties,  as  we  believe  we  are,  the  "going" 
will  be  easier.  We  trust  that  these  letters  will  act  as 
an  inspiration  to  our  readers,  and  determine  them  to 
make  the  coming  year  a  busier  and  more  prosperous 
one  than  any  of  its  predecessors.  A  few  good  letters 
were  received  in  French  and  these  we  are  reproducing 
in  the  original,  with  translations. 

November  Ahead  of  1913 

The  Editor, 
Footwear  in  Canada. 

Replying  to  your  letter  of  inquiry  regard- 
ing our  fall  business.  Our  sales  during  the  month  of 
October  were  a  trifle  behind  same  month  last  year, 
but  so  far  this  month  are  considerably  ahead  of  last 
November. 

Business  is  fully  as  good  as  we  expected  it  would 
be,  and  we  are  now  preparing  for  the  Christmas  trade 
and  hope  to  make  it  just  as  good  if  not  a  little  better 
than  last  year. 

Yours  truly, 

J.  H.  Longmire  &  Sons, 

Per  C.  B.  Longmire. 
Bridgetown,  N.S.  Shoe  De])artment. 


Better  This  Year  Than  in  Former  Years 

The  Editor, 
Footwear  in  Canada. 

Answering  your  inquiry,  "How  is  business," 
1  take  pleasure  in  stating  that,  as  far  as  I  am  con- 
cerned, business  is  very  good,  even  better  than  the 
same  season  last  year.  Moreover,  everything  leads 
me  to  believe  that  business,  better  this  year  up  to 
the  month  of  December  than  in  previous  years,  will 


continue  to  l)e  excellent.  I  feel  that,  in  our  trade, 
business  in  general  is  very  satisfactory  under  the  cir- 
cumstances. Had  it  not  been  for  this  unfortunate 
war  which  is  at  present  ravaging  the  whole  of  Europe, 
the  year  1914  would  have  been  a  record  one  for  the 
trade  in  Quebec.  That  is  my  humble  opinion,  which 
I  express  with  all  frankness,  and  which  I  have  formed 
on  the  basis  of  the  business  which  I  have  done  in  the 
past  and  which  I  am  doing  at  present. 

Very  truly  yours, 
Quebec,  P.Q.  (Signed)  Ed.  Laforte. 


Meilleur  cette  annee  que  les  annees  precedentes 

Le  Redacteur, 
Footwear  in  Canada, 

J'ai  recu  votre  lettre  me  demandant  "Com- 
ment vont  les  affaires,"  et  je  m'empresse  de  vous  re- 
pondre  que  pour  moi  "Les  affaires  sont  tres  bonnes," 
meilleures  meme  que  I'annee  passee  a  cette  saison,  et 
tout  porte  a  croire  que  le  commerce  sera  de  beau 
corps,  meilleur  cette  annee  devant  le  mois  de  de- 
cembre  que  les  annees  precedentes,  et  je  crois  que,  en 
general  dans  notre  ligne,  le  commerce  est  satisfaisant 
sous  les  circonstances.  N'eut  ete  cette  terrible  guerre 
qui  ravage  toute  I'Europe,  I'annee  1914  aurait  ete 
une  des  meilleures  annees  de  commerce  a  Quebec. 
C'est  la  mon  humble  opinion,  que  je  vous  donne  en 
toute  franchise,  me  basant  sur  les  affaires  que  j'ai 
faites  dans  le  passe  et  celles  que  je  fais  presentement. 

J'ai  I'honneur  d'etre,  Monsieur,  votre  tout  devoue 
serviteur, 

(Signed)  Ed.  Laforte. 

Quebec,  Que. 


A  Confident  Note  From  New  Glasgow 

The  Editor, 
Footwear  in  Canada. 

Yours  of  the  14th  to  hand,  and  in  reply  am 
here  writing  a  summary  of  trade  conditions  as  exist- 
ing in  the  busy  east. 

The  general  depression  of  trade  throughout  the 
whole  country  is  no  doubt  felt  much  more  here  in  the 
busy  east  than  in  most  any  other  part.  For,  as  is  gen- 
erally known.  New  Glasgow  and  Sydney  are  the  in- 
dustrial centres  of  the  east,  and  when  these  places  are 
practically  closed  down,  the  general  result  from  so 
many  people  being  idle,  especially  at  this  time  of  the 
year,  has  a  tendency  to  make  a  depression  in  trade 
conditions  of  most  any  line  of  business.  That  is  one 
of  the  chief  reasons  why  we  in  the  east  would  be 
harder  hit  than  some  others  in  other  parts  of  the 
country. 

But  this  is  no  time  to  be  pessimistic  about  trade. 
In  order  to  do  justice  to  ourselves  and  also  to  the  more 
encouraging  to  the  general  public,  we  must  look  to  the 
future  of  greater  attainments,  with  the  hope  of  a  more 
prosperous  trade  than  in  the  season  just  passed.  In 
writing  this  letter  I  feel  that  I  am  doing  myself  justice 
as  well  as  all  my  patrons,  when  I  sa}'  that  I  feel  quite 
confident  that  the  trade  conditions  in  the  future  will 
be  all  that  we  could  wish  for.    It  may  not  be  reached 
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until  spring,  but  then  anyway,  for  the  simple  reason 
that  the  people  must  be  shod,  and  the  shoe  store  is 
the  only  place  where  it  can  be  accomplished  properly. 
For  that  reason,  if  for  no  other,  we  look  for  a  good 
tiade,  and  if  one  line  of  business  is  getting  trade,  they 
will  all  get  their  share.  So  we  hope  for  a  very  pros- 
perous season  in  the  very  near  future. 

Yours  truly, 

L.  Higgins  &  Company, 
New  Glasgow,  N.S.  (Signed)  Wm.  A.  Cochrane. 


Produits  Canadiens  partout  et  toujours 

Le  Redacteur, 
Footwear  in  Canada. 
Monsieur: — 

Contrairement  peut-etre  aux  reponses  que 
vous  recevez  tons  les  jours,  je  vous  dirai  que  les  af- 
faires sans  etre  mauvaises,  ne  sont  pas  tres  bonnes  ; 
mais  les  apparences  futures  sont  assez  encourageantes, 
car  j'ose  esperer  que  si  le  Canada  tout  entier  reussit 
a  deraciner  enfin  dans  I'esprit  du  public  canadien  le 
prejuge  que  les  marchandises  fabriquees  au  Canada  ne 
valent  pas  les  marchandises  importees.  Encourageons 
-nous  a  n'acheter  que  des  produits  canadiens  par- 
tout  et  toujours,  et  guerre  ou  pas  de  guerre,  la  pros- 
perite  reignera  au  Canada. 

A  tout  evenement,  cet  ete  j'ai  construit  une  al- 
longe a  mon  magasin  de  50  par  30  pieds,  et  je  suis 
done  pret  a  faire  face  a  des  armees  de  clients  anxieux 
de  depenser  leur  argent  gagne  a  manufacturer  des  mar- 
chandises autrefois  manufacturees  a  I'etranger. 

Bien  a  vous, 

(Signed)  F.  Choiniere. 

Granby,  Que. 


Prospects  Very  Encouraging 

The  Editor, 
Footwear  in  Canada. 

Contrary,  perhaps,  to  the  replies  which  you 
are  receiving  every  day,  would  say  that  business,  while 
it  is  not  bad,  is  not  too  good ;  but  the  prospects  are 
very  encouraging,  for  I  feel  that,  if  the  whole  of  Can- 
ada succeeds  in  definitely  overcoming,  in  the  Canadian 
public,  the  prejudice  that  Canadian-made  goods  are 
not  as  good  as  those  imported  from  abroad,  and  if 
we  encourge  the  public  to  buy  only  Canadian  products 
everywhere  and  always,  in  times  of  war  and  in  times 
of  peace,  prosperity  will  reign  in  Canada. 

This  summer  I  had  an  extension  made  to  my  store 
of  50  l)y  30  feet,  and  accordingly,  I  am  prepared  to 
handle  hosts  of  customers  who  are  anxious  to  spend 
the  money  which  they  have  earned  manufacturing 
goods  which  Avere  formerly  manufactured  abroad. 

Yours  very  truly, 

(Signed)  F.  Choiniere. 

Granby,  yue. 


Right  Up  to  Last  Year 

The  Editor, 
Footwear  in  Canada. 

Replying  to  yours  of  the  14th  inst.,  relative 
to  the  shoe  tr::-ie  this  fall,  I  beg  to  state  that  our 
business  has  been  right  iip  to,  if  not  ahead  of  last 
vear.  Our  boot  and  shoe  sales  have  been  steadily  in- 
creasing for  the  past  five  years,  and  while  this  fall 
does  not  show  as  large  an  increase  as  it  might  have 


under  normal  conditions,  still  we  feel  that  business  is 
satisfactory,  stock  is  not  too  large,  and  what  is  more 
important  than  almost  anything  else,  the  people  will 
respond  to  special  advertising  better  than  they  have 
done  at  various  times  in  the  past.  By  this  I  mean  that 
by  cutting  certain  lines  that  we  wish  to  dispose  of, 
they  are  more  or  less  easily  closed  out,  while  at  other 
times  the  customers  would  demand  new  styles  at 
regular  prices  and  pass  up  the  goods  of  waning  styles, 
even  at  big  reductions. 

Yours  truly, 

(Signed)  K.  M.  Stephen. 

Grimsby,  Out. 


In  General  Quite  Satisfactory 

The  Editor, 
Footwear  in  Canada. 

In  regard  to  trade  of  the  Guarantee  Shoe 
Store,  I  may  state  that  the  business  is  not  so  good 
as  years  previous,  but  considering  the  present  condi- 
tions, we  can't  complain.  Some  months  showed  a 
considerable  decrease,  but  in  general  it  is  quite  satis- 
factory. 

Our  business  is  mostly  in  medium  and  high  priced 
shoes. 

In  men's  we  are  selling  a  few  receding  toes,  but 
the  most  of  our  business  is  in  medium  and  high  toes 
and  short  vamps  for  ladies. 

Respectfully  yours, 
The  Guarantee  Shoe  Store, 
Montreal,  Que.  (Signed)  S.  Bazar. 


Regain  de  20  a  25  pour  cent. 

La  Redacteur, 
Footwear  in  Canada. 
Monsieur : — 

Veuillez  excuser  ma  negligence  a  repondre 
a  votre  estimee  lettre  du  14  novembre  dernier.  Vu 
que  j'ai  eu  a  faire  certain  changement  dans  le  person- 
nel de  mon  establissement,  cela  a  eu  pour  effet  de  me 
donner  un  surcroit  de  travail  personnellement,  et  sur- 
tout  dans  cette  saison  de  I'annee  ou  j'aurais  pu  me 
passer  de  ce  desagrement. 

A  cette  question  ou  vous  me  demandez  comment 
sont  les  affaires  pour  moi  cet  automne,  je  ne  puis 
faire  autrement  que  repondre  que  chez  moi  il  y  a  eu 
un  regain  de  20  a  25  pour  cent  dans  les  mois  de  sep- 
tembre  et  octobre,  et  si  je  n'avais  eu  a  faire  ce  change- 
ment dans  mon  personnel,  c'eut  ete  encore  mieux  et 
le  mois  de  novembre  semble  suivre  la  marche  de  son 
predecesseur.  Pour  Quebec  il  n'y  a  rien  de  surprenant 
(jue  le  commerce  de  detail  a  pu  etre  meilleur  dans  tou- 
tes  les  branches.  On  a  eu  a  compter  pour  beaucoup 
dans  le  campement  et  I'equipement  meme  du  contin- 
gent militaire  a  Valcartier, — ces  30  a  35  milles  hom- 
mes  lesquels  ont  passe  plusieurs  semaines  a  voyager 
de  Valcartier  a  Quebec  et  pour  le  plus  grand  nombre 
depensant  leur  avoir  a  Quebec,  c'est-a-dire  que  40  a 
50  milles  de  piastres  se  depensaient  journellemcnt  a 
Quebec  et  les  marchands  de  chaussures  se  sont  res- 
sentis  eux  aussi  de  cette  aubaine. 

Pour  ce  qui  regarde  les  mois  a  venir,  je  ne  suis 
pas  prophete,  mais  j'ai  peur  qu'il  y  ait  un  petit  revers, 
a  tout  evenement  pour  Quebec  dans  I'ensemble  des 
aft'aires,  il  y  a  mieux  assez  sensible  en  general,  et  ce 
qu'il  faudrait  ce  serait  un  remede  a  administrer  aux 
plaignards  lesquels  font  assez  souvent  certaines  tor- 
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tunes  en  trouvant  toujours  que  les  affaires  sont  mau- 
vaiscs. 

Es])erant  c|ue  vous  excusercz  cc  griffonnage,  mais 
c'est  ce  que  j'ai  raison  de  croire  et  d'esperer  sur  le 
coninicrce  <le  detail  pour  Quebec. 

Votre  tout  devouc, 
Quebec.  P.Q.  (Signed)  L.  F.  Falardcan. 


Gain  of  20  to  25  per  cent. 

The  P'ditor, 
Footwear  in  Canada. 

Kindly  excuse  my  delay  in  replying  to  your 
esteemed  favor  of  November  14th.  Certain  changes 
which  I  have  had  to  make  in  my  staff,  however,  have 
resulted  in  increasing  my  work  considerably,  which  is 
especially  unwelcome  at  this  season  of  the  year. 

To  your  question,  "How  is  business,"  I  can  only 
reply  that,  in  my  business,  there  has  been  an  increase 
of  from  20  to  25  per  cent,  in  the  months  of  .September 
and  October,  and,  if  I  had  not  had  to  make  this  change 
in  my  staff,  it  would  have  been  still  greater,  and  the 
month  of  November  appears  to  be  following  the  course 
of  its  predecessor.  As  for  Quebec  it  is  not  surprising 
that  the  retail  business  in  general  has  been  better. 
Much  business  has  been  derived  from  the  Camp,  and 
the  equipping  of  the  military  contingent  at  Valcartier, 
— those  thirty  or  thirty-five  thousand  men  who  passed 
several  weeks  between  Valcartier  and  Quebec  and 
many  of  whom  spent  large  sums  in  Quebec.  In  fact, 
it  is  said  that  forty  or  fifty  thousand  dollars  were  spent 
daily  in  Quebec,  and  the  boot  and  shoe  merchants  got 
their  share  of  this  business. 

As  for  the  coming  months,  I  am  no  prophet,  but  I 
fear  that  there  might  be  a  slight  falling  otf,  at  least  in 
general  business  in  Quebec,  though  it  may  possibly 
be  felt  everywhere.  What  is  necessary  is  some  medi- 
cine to  administer  to  those  pessimists,  who  always 
make  it  a  practice  of  finding  that  business  is  bad. 

Yours  very  truly, 

(Signed)  L.  F.  Falardeau. 

Quebec,  P.Q. 


Shoe  Department  Extra  Good 

The  Editor, 
Footwear  in  Canada. 

Replying  to  your  incpiiry  would  say  that 
on  the  whole  we  find  bvisiness  very  good  under  the 
existing  conditions.  We  carry  a  general  line  of  men's 
wear,  and  while  suit  business  has  been  very  bad,  over- 
coats have  been  fair,  sweaters  rather  slow  and  un- 
derwear somewhat  below  the  average. 

Our  shoe  department  has  been  extra  good  and  the 
hats  and  furnishing  end  of  the  business  has  been 
cjuite  as  good  as  usual. 

On  the  whole  we  feel  that  we  are  very  fortunate 
indeed,  and  if  conditions  get  no  worse  than  they  are 
at  the  present  time  we  will  have  much  to  be  thankful 
for. 

Yours  truly, 

(Signed)  F.  A.  York. 

North  Bay,  Ont. 


Picking  Up  a  Lot  Lately 

The  Editor, 
Footwear  in  Canada, 

Yours  to  hand  re  trade  conditions.  Here,  I 
would  like  to  say,  they  are  picking  up  a  lot  lately, 
and  we  look  for  a  very  good  Christmas  trade.  The 


"Made-in-Canada"  campaign  is  having  a  very  good 
effect  already,  and,  if  persisted  in,  will  be  a  great 
benefit  to  the  Canadian  manufacturer,  to  whom  a  lot 
of  credit  is  due  for  the  high  standard  of  footwear  he 
is  making,  with  both  style  and  wear. 

The  campaigfi  that  is  being  carried  on  by  the  trade 
and  newspapers  of  Canada  makes  it  look  as  if  Canada 
were  over  the  hump,  and  it  is  up  to  us  to  get  our 
share  of  the  trade,  by  giving  the  people  the  best  value 
for  their  money,  by  buying  and  pushing  Canadian- 
made  goods. 

Wishing  you  the  compliments  of  the  season  for 
your  enterprising  paper,  I  am. 
Yours  truly, 

(Signed)  J.  E.  Fawkes, 
Paris,  Ont.  Paris  Shoe  Parlor. 


Better  Than  Expected 

The  Editor, 
Footwear  in  Canada. 

Your  letter  to  hand,  asking  us  how  we  find 
business  this  fall.  I  am  glad  to  say  that  we  are  do- 
ing fairly  well.  We  cannot  tell  you  how  it  was  last 
year,  because  we  just  have  been  open  since  May  14th. 
But  business  in  shoes  and  rubbers  is  better  than  we 
thought  it  was  going  to  be. 

Truly  yours, 

Sherbrooke,  Que.  (Signed)  J.  N.  Audet  &  Cie. 


People  Have  to  Wear  Shoes 

The  Editor, 
Footwear  in  Canada. 

Received  yours  of  the  20th  instant.  Beg  to 
say  that  it  is  very  hard  for  me  to  give  any  account 
of  this  autumn's  trade,  having  been  only  in  business 
for  myself  for  a  short  while. 

But  still,  from  general  information,  I  gather  that 
times  are  not  so  hard  as  the  people  think  they  are. 
My  business  has  been  good  since  the  fall  trade  started. 
It  could  be  better,  but  why  should  we  worry?  Leave 
the  other  man  to  do  the  worrying.  War  or  not,  people 
will  have  to  wear  boots  and  shoes,  and  we  retailers 
will  have  to  sell  them  boots  and  shoes. 

Let  us  patronize  our  Canadian  firms,  and  let  these 
foreign  firms  take  a  walk  or  go  to  \var.  That  is  the 
way  I  feel  about  it. 

Yours  truly, 

Moncton,  N.B.  (Signed)  R.  C.  Comeau. 


Predicts  Greater  Prosperity 

The  Editor, 
Footwear  in  Canada. 

It  is  not  to  be  expected  that  business  should 
be  up  to  the  apex  of  one's  business  achievements  un- 
der existing  conditions. 

If  those  of  us  who  have  experienced  the  large  in- 
creases in  our  sales  of  the  last  few  years  will  look 
back  to  the  olden  days,  when  things  were  absolutely 
normal,  we  will  find  that  our  present  sales  will  com- 
pare very  favorably  w'ith  those  of  that  time. 

Christmas  trade  looms  up  very  favorably  here,  but 
with  the  feeling  prevalent  in  many  homes  that  the  des- 
titute of  the  war-stricken  countries  of  luu-opc  need  as- 
sistance more  than  friends  and  relations  need  Christ- 
mas presents,  it  will  be  no  wonder  if  trade  is  not  as 
of  former  years.    The  retail  merchant  will  be  contri- 
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Initing  indirectly  to  this  worthy  cause,  and  he  should 
accept  shortened  profits  philosophically. 

The  writer  predicts  a  period  of  greater  prosperity 
in  the  years  to  come  for  all  Canada. 

Yours  truly, 

AVindsor,  Ont.  (Signed)  J.  S.  Edgar  &  Son. 


Very  Satisfactory 

The  Editor, 
Footwear  in  Canada. 

Replying  to  your  inquiry  as  to  how  we  have 
found  business  this  fall,  "Very  satisfactory"  seems  to 
express  our  thought  as  nearly  as  anything  we  can  say. 
September  and  October  were  very  good.  November 
up  to  the  fifteenth  was  slow  owing,  we  think,  to  the 
weather,  and,  up  to  that  time  we  had  not  seen  even 
the  color  of  snow.  In  fact  there  has  been  no  snow 
to  speak  of  yet,  and  only  one  week  of  anything  ap- 
proaching winter  weather.  Our  sales  in  August  were 
a  little  ahead  of  August,  1913. 

As  to  what  we  looked  forward  to  in  this  fall's  busi- 
ness, we  don't  know  what  to  say.  We  generally  try 
to  plan  to  do  a  little  more  each  season  than  the  pre- 
vious one,  but  the  European  situation  made  us  scratch 
our  head  figuratively  and  literally. 

But  on  the  whole,  we  think  we  stated  our  feelings 
when  we  say  our  fall  business  has  been  very  satisfac- 
tory. 

Very  sincerely  yours, 

Dunkley  &  Company, 
Ridgetown,  Ont.  (Signed)  C.  A.  Dunkley. 


September  and  October  Substantially  Ahead 

The  Editor, 
Footwear  in  Canada. 

Regarding  your  inquiry  as  to  how  the  busi- 
ness of  this  fall  compares  with  that  of  a  year  ago,  we 
may  say  that,  early  in  the  year  we  predicted  a  decrease 
in  the  volume  of  business  owing  to  the  existing  adverse 
business  conditions  and  stringency  in  the  money  mar- 
ket, and,  while  the  spring  and  summer  months  showed 
a  decrease,  we  were  agreeably  surprised  to  find  Sep- 
tember and  October  very  substantially  ahead  of  a  year 
ago.  The  weather  conditions  for  November  have  not 
been  favorable  for  brisk  business,  but,  given  seasonable 
weather  till  the  end  of  the  year,  Ave  believe  a  good  trade 
will  be  done. 

On  the  whole,  we  will  average  up  about  the  same 
as  last  year,  and  that  is  a  matter  for  congratulation, 
for  1913  was  a  banner  year. 

Yours  truly, 

Welland,  Ont.  (Signed)  D.  McCaw  &  Son. 


Doing  Business  on  the  Smiling  Side 

The  liditor, 
Footwear  in  Canada. 

So  far  as  the  Parlor  Boot  Shop  is  concerned,  glad 
to  say  we  are  still  doing  business  over  on  the  smilmg 
side  during  alterations  to  the  map  of  Europe.  Up  to 
the  end  of  July  we  were  just  even  to  the  same  date  last 
year,  and  we'  considered  last  year  a  bumper.  Since 
then  we  are  running  behind  about  11  or  12  per  cent. 
But  we  anticipated  tight  times  and  bought  light,  so  we 
are  not  feeling  the  pinch  badly.  Another  encouragmg 
feature  is  much  less  credit  than  last  year.  Our  people 
seem  to  realize  if  they  can't  pay  for  a  thing  now,  they 


had  better  wait,  as  chances  for  catching  up  are  not 
very  rosy. 

What  a  lucky  thing  it  would  be  if  they  would  get 
the  cash  habit  and  stay  with  it.  I  think  the  fine 
weather  afifected  the  shoe  trade  a  little.  They  have 
made  their  old  shoes  hang  out  when  wet,  cold,  rough 
weather  would  demand  a  change.  The  rough  weather 
is  coming,  so  will  get  them  soon.  As  long  as  babies 
are  born  without  boots  on,  our  business  should  thrive, 
so  we  are  not  putting  up  a  holler,  but  just  smile  and 
keep  fishing  up  stream.  I  think  we  are  getting  as  good 
values  in  shoes  now  and  for  spring  as  a  year  ago,  and 
we  are  keeping  our  prices  down  as  fine  as  we  can  in 
the  interest  of  a  common  cause. 

In  conclusion  let  me  toss  you  a  little  compliment 
also.  We  appreciate  your  paper  very  much,  and  take 
this  opportunity  to  thank  you  for  your  interest  in  our 
welfare. 

Yours  truly. 

The  Parlor  Boot  Shop, 
Bowmanville,  Ont.  (Signed)  Fred.  R.  Foley. 


November  as  Good  as  Last  Year 

The  Editor, 
Footwear  in  Canada. 

Replying  to  your  letter  re  fall  business, 
might  say  business  with  me  on  the  whole  is  fairly  good. 
November  trade  so  far  is  as  good  as  last  year.  I  found 
the  boot  and  shoe  trade  quiet  during  the  months  of 
July,  August,  Septeml)er  and  October,  owing  to  the 
continued  dry  weather,  I  think,  and,  of  course,  war 
clouds.  Colder  weather  like  what  we  are  now  getting 
will  help  business.  Do  not  look  for  any  big  rush,  but 
think  things  will  be  fairly  good  in  this  locality. 

Yotu's  truly, 

Newburgh,  Ont.  (Signed)  W.  W.  Adams. 


Better  Than  Before  the  War 

The  Editor, 
Footwear  in  Canada. 

Re  your  letter  of  the  14th  instant,  regarding 
how  we  find  business.  I  am  pleased  to  say  that  our 
turn-over  is  a  little  better  than  it  was  before  the  war 
broke  out.  Our  prospects  for  the  future,  I  believe,  are 
of  the  brightest,  and  we  shall  continue  to  do  our  best 
to  keep  business  going  as  usual. 

I  remain, 

Yours  truly, 

Ottawa,  Ont.  (Signed)  F.  W.  Hill. 


Farmers  Have  the  Money 

The  Editor, 
Footwear  in  Canada. 

In  reply  to  your  inquiry,  "How  is  business 
this  fall?"  I  may  say  there  is  not  the  usual  fever 
among  buyers  of  any  class.  They  come  in  slowly  and 
cautiously,  and  look  carefully  before  purchasing.  Many 
are  looking  for  cheaper  goods  than  they  ordinarily  buy. 
But  this  town  is  different  from  many  others  of  its 
size.  We  have  factories  here,  that,  if  running  full, 
employ  nearly  one  thousand  men,  and  our  population 
is  about  seven  thousand.  But  unfortunately  our  fac- 
tories are  practically  closed  with  the  exception  of  two, 
which  are  not  running  full  time,  and  only  about  one- 
fifth  or  one-quarter  of  the  thousand  men  working  at 
that.    Besides,  there  is  no  building  being  done,  _which 
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keeps  a  larger  number  of  mechanics  out  of  employ- 
ment. Yet  we  have  a  good  surrounding  country  and 
farmers  have  nothing  to  complain  of.  In  fact,  they  are 
all  making  money. 

On  the  whole,  I  find  the  shoe  business  in  Orillia  is 
fifteen  to  twenty  per  cent,  poorer  than  the  last  two 
years,  but  we  are  satisfied. 

Yours  truly, 

(  )rillia,  Out.  (Signed)  J.  T.  Heath. 


coming  year  will  open  up  new  territory  for  the  Van- 
couver wholesalers,  and  the  business  now  going  to 
other  distributing  ]K)ints  sliould  come  here.  Incident- 
ally the  new  railroads  will  enable  us  to  work  all  of 
this  province  at  a  smaller  cost. 

"To  our  minds  the  war  simply  delayed  liritish 
Columbia  in  coming  back  to  her  own  on  a  very  much 
more  substantial  basis  than  two  years  ago." 

1>.  C.  Leather  &  I'^indings  Co.,  Ltd. 
Yancouver,  B.C.  R.  P>.  I'Vancis,  Manager. 


Good  as  Any  Year  Previous  to  1913 

Another  subscriber  in  southwestern  Ontario  sends 
the  following.    He  asks  that  his  name  be  withheld  : — 
The  Editor, 
Footwear  in  Canada. 

As  far  as  business  is  with  me.  I  have  no 
reason  to  complain.  While  it  is  not  quite  up  to  last 
year,  it  is  as  good  as  any  previous  year,  and  I  think 
if  we  get  some  winter  weather  it  will  be  all  right.  We 
have  a  few  factories  here,  and  they  are  all  closed  up, 
which  makes  it  rather  dull.  But,  on  the  whole,  I  think 
we  are  holding  our  own  pretty  well. 

Yours  truly. 


Trade  About  Normal 

The  Editor, 
Footwear  in  Canada. 

In  reply  to  your  inquiry  as  to  the  condition 
of  trade  this  fall,  will  state  1  find  trade  about  normal. 
Of  course,  owing  to  the  continued  fine,  mild  weather 
this  fall,  there  has  not  been  the  demand  for  wet  and 
cold  weather  goods,  and  the  volume  of  trade  in  those 
lines  has  not  been  as  large  as  would  have  been  the 
case  had  weather  conditions  been  different.  Taking 
my  experience  this  fall  as  a  basis,  I  cannot  see  that 
there  is  any  cause  for  alarm  re  trade  conditions. 

Hoping^  this  is  the  general  experience  of  the  shoe 
dealers,  I  remain. 

Yours  truly, 

i^.lcnheim.  Out.  (Signed)  Geo.  Taylor. 


Vancouver  Adopting  Better  Business  Methods 

TheEditor. 
Footwear  in  Canada. 

"In  response  to  your  request  as  to  how 
we  find  business,  would  say  that  we  have  no  com- 
plaint to  make  either  as  to  business  or  collections. 
Vancouver  has  got  over  the  boom  times  and  is  now 
on  a  solid  basis.  Shoe  stores  report  a  very  fair  trade, 
and  the  cobblers  are  busy.  Leather  and  staples  are 
selling  very  well,  but  there  is  a  smaller  demand  for 
novelties.  The  spirit  of  buying  locally  is  increasing, 
and  this  naturally  helps  the  home  jobber  and  manu- 
facturer. The  trunk  and  suitcase  business  has  held 
up  very  well,  and  we  look  for  an  increase  during  the 
coming  year. 

"Credits  are  in  good  shape  and  we  note  a  tendency 
among  the  wholesalers  to  enquire  more  carefully  into 
a  new  customer's  standing.  Wide-open  and  long-time 
credit  is  a  thing  of  the  past  and  has  resulted  in  keep- 
ing down  lost  accounts — in  our  own  case  at  least — to 
a  very  satisfactory  minimum. 

"We  look  to  see  a  very  substantial  growth  in  Brit- 
ish Columbia  when  the  war  is  over  and  money  is  avail- 
able to  finance  the  logging  and  other  large  industries. 
The  new  railroads  which  will  be  completed  during  the 


Le  Regain  fait  presager  d'excellentes  affaires 
Le  Redacteur, 
Footwear  in  Canada. 

Nous  accusons  reception  de  vos  lettres  et 
specialement  de  la  derniere ;  a  votre  question :  "Com- 
ment vont  les  aft'aires,"  nous  repondons  que  nous- 
memes  nous  sommes  tres  optimistes,  et  malgre  que 
nous  ayons  eu  un  ralentissement  des  affaires  pour  I'an 
dernier,  le  regain  qui  va  s'accentuant  nout  fait  pre- 
sager d'excellentes  affaires  dans  un  avenir  tres  rap- 
proche. 

Nous  sommes  tres  satisfaits  de  notre  situation,  et 
des  commandes  que  nous  avons  a  remplir,  et  avec  un 
peu  de  bonne  volonte  de  la  part  de  quelques  manufac- 
turiers  qui  retardent  a  placer  leur  commande  pour  le 
printemps  tout  serait  tres  normal. 

Respectueusement  votre, 
Robin  Freres, 

Montreal,  Que.  (Signed)  J.  Alf.  Belanger. 


Constantly  Increasing  Gains 

The  Editor, 
Footwear  in  Canada. 

To  your  question,  "How  is  business,"  we  would 
say  that,  personally,  we  are  very  optimistic,  and,  in 
spite  of  the  fact  that  there  has  been  a  slight  depres- 
sion in  the  past  season's  business,  present  constantly 
increasing  gains  lead  us  to  hope  for  an  excellent  turn- 
over in  the  very  near  future. 

We  are  very  well  satisfied  with  the  situation,  and 
to  judge  from  the  orders  which  we  have  to  fill,  and 
with  a  little  goodwill  on  the  part  of  some  manufac- 
turers who  are  delaying  in  placing  their  s])ring  orders, 
everything  should  be  quite  normal. 

Yours  very  truly, 

Robin  Freres, 
Montreal,  Que.  (Signed)  J.  Alf.  Belanger. 


Anticipate  a  Good  Winter 

The  Editor, 
Footwear  in  Canada. 

Yours  of  the  20th  instant  received.    I  beg 
to  say  that  my  business  stands  generally  fair,  com- 
pared with  last  year,  which  was  very  good,  and  I  an- 
ticipate a  good  winter.    That  is  my  opinion. 
Yours  truly, 

St.  Hvaciiithe,  Que.  L.  A.  Guertin.  Per  Q.  St.  G. 


Business  is  Good 

The  Editor, 
Footwear  in  Canada. 

Business  is  good.    How  could  it  be  other- 
wise?  We  have  had  good  crops  and  the  prices  are  fine 
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for  everything  that  the  farmers  have  to  sell  up  in  this 
section. 

On  Saturday  of  last  week  we  did  the  greatest  day's 
business  in  the  history  of  this  firm,  that  has  been  in 
existence  for  over  forty  years.  Some  of  the  summer 
months  went  behind  a  little  in  comparison  with  last 
year,  but  the  busy  fall  and  fine  trade  of  the  autumn 
will  more  than  overtake  the  summer  shrinkage  and,  on 
the  whole,  I  feel  sure  that  the  year's  business  will  be 
as  much  if  not  mare  than  1913,  and  that  was  our  best 
year  in  business. 

Wishing  your  paper  every  success  and  you  a  merry 
Christmas  and  happ)^  New  Year,  I  am, 

Yours  truly, 

B'armer  Bros., 
Arnprior,  Ont.  (Signed)  E.  F"armer. 


Quite  Up  to  Expectations 

The  Editor, 
Footwear  in  Canada. 

I  have  much  pleasure  in  stating  that  we 
find  trade  very  good,  considering  the  strenuous  times 
combined  with  the  mild  fall  and  so  many  unemployed. 
The  turn-over  has  been  quite  up  to  our  expectations 
for  the  past  three  months,  and  we  are  looking  forward 
to  a  real  brisk  Xmas  trade.  We  find  as  a  general  rule 
people  are  buying  cheaper  shoes  than  formerly,  which 
can  only  be  expected  in  these  hard  times. 

We  are  pleased  to  state  we  find  "Footwear  in  Can- 
ada" a  most  interesting  and  instructive  journal.  Wish- 
ing you  every  success,  we  remain, 

Yours  truly, 

1  he  Market  Shoe  Store, 
Hamilton,  Ont.  (Signed)  F.  A.  Muir. 


Better  Than  a  Year  Ago 

The  Editor, 
Footwear  in  Canada. 

We  find  business  beyond  expectation,  in 
fact,  better  than  a  year  ago.  We  hustle  for  it.  We 
find  that  the  man  who  hustles  is  the  one  who  suc- 
ceeds. We  believe  in  well-dressed,  attractive  windows 
and  draw  a  large  amount  of  trade  through  these  win- 
dows. 

We  feel  confident  and  optimistic  a])OUt  the  future. 
Yours  very  truly, 

Knechtel  &  Company, 
Stratford,  Ont.  (Signed)  A.  Knechtel. 


Busy  as  Usual  Selling  Shoes 

The  Editor, 
Footwear  in  Canada. 

In  reply  to  your  request  of  November  24th, 
we  would  say  that,  as  Prince  Albert's  one  and  only 
exclusive  shoe  store,  we  have  been  doing  a  real  steady 
business,  taking  into  consideration  the  money  string- 
ency, and  Prince  Albert's  war  toll  by  way  of  some 
300  men  going  to  the  front.  Of  course,  we  are  an  old 
and  established  firm,  Wm.  Shannon,  the  senior  mem- 
ber, having  laid  the  foundation  of  our  business  in  1883, 
which  adds  strength  in  hard  times.  We  cannot  justly 
say  that  business  conditions  are  as  good  as  last  sea- 
son, although  our  farming  community,  which  we  large- 
ly depend  on,  is  in  good  shape,  grain  of  good  quality 
and  $1  wheat  prices  putting  them  on  a  par  with 
former  good  seasons.  Weather  conditions  are  decided- 
ly unfavorable  to  the  boot  and  shoe  trade,  exceeding- 


ly mild  weather  prevailing,  thus  making  it  impossible 
for  us  to  dispose  of  seasonable  goods,  such  as  felts, 
rubbers,  mocassins,  etc.  With  the  advent  of  cold  wea- 
ther, we  expect  a  brightening  in  business  conditions. 
We  are  quite  optimistic  regarding  the  future.  This 
"Hard  Times"  cry  must  be  in  the  blood,  but  we  are 
not  going  to  "holler"  until  we  are  hurt.  What's  the 
use?  It  doesn't  get  you  anything  extra.  We  are 
simply  adopting  the  "Business  as  usual"  watchword, 
and  intend  to  keep  "plugging"  away  at  selling  shoes. 

Trusting  this  will  explain  our  situation  in  the 
business  world,  we  remain. 

Yours  very  truly, 

Wm.  Shannon  &  Company, 
Prince  Albert,  Sask.  (Signed)  J.  F.  Shannon. 


Cannot  Complain 

The  Editor, 
Footwear  in  Canada. 

Replying  to  yours  of  the  20th  instant,  would 
say  that  this  is  only  our  second  year  in  business.  Of 
course,  we  cannot  complain.  Business  is  not  bad 
at  all,  and  we  expect  it  will  be  good  for  rubbers 
and  felt,  now  that  the  snow  has  come. 

Hoping  this  will  be  quite  satisfactory  to  you,  we 
remain. 

Yours  very  truly, 
Montreal,  Que.  (Signed)  D.  R.  Dufort. 


The  Retail  Trade  in  Toronto 

The  majority  of  local  retailers  have  given  our  re- 
presentative very  optimistic  greetings  during  the  last 
couple  of  weeks.  In  a  number  of  cases  business  in 
October  and  November  is  reported  m  excess  of  the 
same  period  last  year  and  the  unfavorable  Vi'eather  of 
the  latter  part  of  November  has  had  a  decidedly  en- 
livenmg  ettect  on  the  trade  in  general. 

One  of  the  largest  \  onge  ._.u  eet  stores  announces 
an  increase  of  $400  during  September,  $100  in  Octo- 
ber, and  the  November  turn-over  equal  to  last  year. 
Another  well-known  dealer  in  the  central  section  says 
"cannot  complain  about  business ;  consider  general 
conditions  very  good;  last  week's  turn  over  excellent, 
1)etter  than  six  months  ago ;  prospects  excellent  for 
coming  spring  trade."  Another  retailer  reports  "No 
sympathy  wiih  calamity  holleiing;  trade  rather  quiet 
but  it  is  satisfactory."  Still  another  particularly  em- 
phasized the  good  selling  of  women's  boots.  One  or 
two  dealers  were  pessimistic,  but  this  is  a  character- 
istic possibility,  and  on  the  whole  the  present  condi- 
tion of  the  shoe  retail  business  in  Toronto  seems  to  be 
satisfactory. 

Speaking  of  the  best  sellers,  it  is  evident  that  cloth 
and  gaiter  tops  in  women's  boots  are  doing  very  well. 
A  dealer,  generally  credited  with  far  seeing  instincts, 
reports  however  that  he  is  stocking  lace  boots  for 
spring  wear.  Men's  cloth  tops  have  not  yet  become 
popular  except  for  dress  wear.  Moderate  priced  re- 
cedes appear  to  be  greatly  in  demand.  One  retailer 
spoke  of  the  strong  demand  for  the  Canadian  military 
boot,  not  only  by  members  of  the  difl;erent  contingents, 
but  by  many  professional  men  who  admire  the  lines, 
the  comfort  and  wearing  qualities  of  this  boot.  This 
particular  retailer  stated  that  for  the  first  contingent 
over  three  hundred  pairs  of  military  boots  were  sup- 
plied b}^  his  store  and  that  even  now  from  five  to  six 
pairs  go  out  to  the  Exhibition  Grounds  every  day. 
These  military  shoes,  purchased  by  the  civilians,  are  al- 
most entirely  in  tan. 
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Make  the  Most  of  Your  Show  Windows 

The  Salesman  That  Works  Day  and  Night— Brings  You  Business  While 
You  Sleep — An  Illustrated  Description  of  one  of  the  Best 


We  are  sliovvino;  herewith  a  photograph  of  a  mod- 
ern, sales-producing  store  front,  which  has  just  been 
installed  in  the  store  of  Mr.  Rowland  Hill,  London, 
( )ntario. 

The  design  of  this  front  is  ])articularly  a])i)Iiral)le 
to  the  merchandise — shoes — which  are  to  be  display- 
ed. The  show  windows  are  shallow,  and,  as  a  conse- 
quence, all  shoes  displayed  therein  are  close  to  the 


New  store  front  for  Rowland  Hill,  London,  Ont.   Installed  by  Kawneer  Mfg.  Co. 

eye  of  the  observer.  The  windows  are  displaying  the 
shoes  to  prospective  customers  in  exactly  the  same 
way  that  a  salesman  does.   It  is  truly  a  silent  salesman. 

The  store  front  construction  consists  primarily  of 
copper  work  in  a  statuary  bronze  hnish.  Beneath  the 
four  plates  of  glass  is  a  solid  metal  bulkhead  19^/2  ins. 
high.  This  bulkhead  is  rich  in  color,  and  furnishes  a 
very  attractive  base.  As  will  be  noted  in  the  photo- 
graph, there  are  l)ronze  grilles  in  the  bulkheads. 
These  grilles  provide  for  ample  ventilation  in  the  base- 
ment, and  the  construction  is  such  that  the  windows 
are  on  the  inside  of  this  gilt  work,  thus  enabling  them 
to  be  closed-  or  opened  when  desired. 

All  glass  is  set  in  all-metal  sash  which  provides  for 
the  drainage  and  ventilation  of  the  windows.  Sash  is 
so  constructed  that  the  cold  air  from  the  exterior  can 
pass  into  the  show  window  and  up  on  the  inner  sur- 
face of  the  glass,  which  means  that  a  cold  current  of 
air  is  constantly  in  motion  and  consequently,  the  possi- 
bility of  the  show  windows  frosting  is  reduced  to  a 
minimum. 

The  transom  is  glazed  with  4-in.  x  4-in.  cast  tile 
prismatic  glass  which  throws  the  light  well  back  into 


the  store.  Set  in  this  prism  glass  is  the  firm's  name, 
worked  up  from  brown  art  glass.  The  exterior  effect 
is  particularly  pretty  in  the  evening  when  the  lights 
from  the  store  shine  through  this  art  glass. 

The  awning  is  encased  in  a  metal  awning  l)ar,  which 
protects  the  canvas  when  it  is  not  in  use.  By  virtue  of 
the  awning  being  suspended  at  the  bottom  of  the 
prism  glass,  no  light  is  prevented  from  entering  the 
store  through  this  medium. 

The  small  inconspicuous  corner  bars  clamp  the 
glass  plates  at  their  corners  and  thus  the  vision  of  the 
show  window  observer  is  not  obstructed  in  any  way. 

'['he  show  window  sides  are  of  hard  wood  with  a 
|)ure  white  enamelled  coating.  The  white  background 
l)rovides  an  excellent  contrast  to  the  black  and  tan 
shoes  displayed  in  front  of  it.  The  entrance  to  the 
windows  is  by  a  door  in  the  side  of  the  backing.  The 
backs  of  the  show  windows  are  of  plate  glass,  which 
enables  the  customers  in  the  store  to  see  the  articles  on 
display  very  conveniently. 

It  will  be  observed  that  the  show-windows  are  en- 
tirel)^  enclosed  so  that  no  dust  will  have  access;  also 
the  warm  air  from  the  store  is  kept  out  of  the  show 
windov\>s  which  aids  considerably  in  the  prevention  of 
frosting  or  sweating  of  the  windows. 

The  Kawneer  Manufacturing  Conii)any,  Limited, 
of  Guelph,  Ontario,  who  installed  this  front,  regard  it 
as  one  of  their  best  jobs.  There  is  no  doubt  that  it 
w  ill  be  a  big  "Sales  Producer"  for  Mr.  Hill. 


Attractive  Christmas  Setting 

The  accompanying  illustration  represents  the  back- 
ground of  a  very  attractive  window  display  which  may 
be  used  in  practically  any  show  window,  but  is  very 
suitable  for  boots  and  shoes.  The  decorations  may  be 
made  with  Japanese  art  roping  or  tinsel,  embellished 
here  and  there  with  artificial  foliage,  such  as  holly  or 


Suggested  background  for  your  Christmas  window. 

poinsettia,  or  ferns  in  rich  autumn  colors.  Bells  may 
be  secured  in  various  finishes  of  papier  mache,  Japan- 
ese art  roping,  or  folded  jiaper  design. 
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The  Importance  of  Local  Advertisin 

Newspaper  and  Window  Displays  Have  Special  Value— Choose  Your  Positions — 
Write  Snappy  Copy  and  Use  Perfect  Illustrations 


It  is  well  for  every  retailer  to  set  aside  a  fixed  per- 
centage of  his  turnover  every  year  for  advertising. 
This  amount  will  vary  in  different  localities  and  with 
changing  conditions  from,  say,  1  per  cent,  to  5  per  cent., 
with  a  probable  average  somewhere  in  the  neighbor- 
hood of  2  per  cent.  Less  than  1  per  cent,  would  ap- 
pear to  be  too  small,  except  under  most  unusual  con- 
ditions and  more  than  5  per  cent,  should  be  unneces- 
sary if  the  money  is  judiciously  expended. 

The  cjuestion  of  advertising  effectively  is,  of  course, 
the  crux  of  the  whole  matter.  Some  retailers  draw 
patrons  with  newspaper  ads.  and  then  repel  them  by 
dirty,  unattractive  stores,  poor  service  and  dishonest 
value.  Others  reverse  this  situation — have  a  bright, 
clean,  comfortable,  up-to-the-minUte  store,  good  stock, 
prompt  and  courteous  service,  but  don't  advertise  these, 
things.  There  is  no  use  lighting-  a  candle  and  putting 
it  under  a  bushel.  The  retailer  must  be  consistent. 
He  must  draw  patrons  to  his  store  by  attractive  prom- 
ises and  must  be  equally  careful  to  send  them  away 
with  the  feeling  that  he  has  kept  his  promises — more 
than  kept  them.  Then  they  will  come  again.  Adver- 
tising which  brings  you  one  sale  only  must  be  con- 
sidered unsatisfactory.  To  be  well  repaid  it  must 
bring  3''ou  in  a  series  of  sales,  season  after  season,  year 
after  year.  This  can  only  be  accomplished  by  back- 
ing your  advertising  promises  by  scrupulously  honest 
dealing,  good  values,  prompt,  courteous  and  efficient 
service. 

A  few  good  ideas  on  the  kind  of  advertising  which 
one  retailer  has  found  most  effective,  are  contained  in 
an  article  in  a  current  issue  of  the  Boot  and  Shoe 
Recorder.  Mr.  H.  T.  Conner  is  the  proprietor  of  a 
numljer  of  boot  and  shoe  stores  in  two  large  cities  in 
the  United  States  and  writes  from  his  own  personal 
experience.  AVe  reproduce  extracts  from  this  paper, 
below,  in  the  hope  that  some  of  our  Canadian  readers 
may  thus  avoid  a  few  of  the  pitfalls  and  profit  by  the 
experience  of  others. 

I  won't  attempt  to  explain  the  .Science  of  Display 
Advertising  as  it  can  be  most  profitably  utilized  by  the 
retail  shoe  dealer,  but  I  can  at  least  give  some  idea  of 
my  personal  experience  in  adapting  it  to  the  peculiar 
needs  of  my  own  two  stores.  Nowadays  merchants  in 
all  lines  of  business  are  investigating  Display  Adver- 
tising and  have  pretty  conclusively  proven  that  the 
same  advertisement  which  may  pull  wonderful  results 
in  Boston  will  be  found  horribly  lacking  and  inade- 
quate in  Atlanta,  Ga.  Each  community  seems  to  be 
a  law  unto  itself,  off'ering  special  problems  which  can 
be  solved  only  b}'  a  careful  analysis  of  each  indixidual 
territory. 

Display  Advertising 

The  old  fundamental  laws  of  building  a  display 
advertisement  still  prevail.  You  know  the  first  thing- 
required  of  a  display  advertisement  is  to  get  attention. 
After  you  have  secured  attention  the  next  thing  is  to 
secure  the  interest  of  the  person  whose,  attention  you 
now  ha\  e.  This  interest  should  be  stimulated  on  the 
part  of  the  reader  to  buy  the  goods  advertised,  and  of 
course,  the  arguments  used  in  the  copy  and  the  con- 
fidence which  the  copy  creates,  or  the  general  atmos- 


phere of  the  entire  advertisement  are  all  factors  in 
stimulating  this  final  desire  to  buy. 

First,  we  will  all  have  to  admit  that  display  adver- 
tising is  good,  for  if  it  was  not  we  would  not  see  illu- 
minated every  night  in  the  year  in  our  larger  cities 
such  mammoth  and  expensive  signs  as  those  advertis- 
ing various  commodities.  The  biggest  concerns  in  the 
countrv  are  to-day  advertising  with  electric  display 
signs. 

Hunderds  of  other  big  National  Advertisers  are 
using  painted  display  boards  and  paper  on  the  bill- 
boards. Many  of  these  businesses  have  been  made  big 
lousinesses  by  this  one  medium.  Street  car  cards  are 
used  by  some  national  advertisers.  Wrigley's  Spear- 
mint Gum,  Sapolio,  Coca-Cola  and  Old  Dutch  Cleanser, 
no  doubt,  appear  in  every  car  in  your  city. 

This  kind  of  advertising  evidently  has  paid  and  is 
paying.  But  the  question  is.  Will  it  pay  us?  If  we 
stop  to  think  of  these  nationally  advertised  goods,  we 
find  that  most  of  them  sell  for  a  nickel  or  a  dime,  which 
price  is  within  the  reach  of  all.  But  what  per  cent,  of 
all  can  reach  our  prices? 

Electric  Signs 

I  have  had  some  little  experience  with  each  one  of 
the  above  kinds  of  advertising.  We  have  used  in  In- 
dianapolis a  large  electric  sign,  near  and  within  a  direct 
view  of  the  best  corner  in  the  city.  This  sign  read 
"Walk-Over  Shoes,  28  N.  Pennsylvania  Street"  and  a 
man  like  the  Walk-Over  trade  mark  stepping  back 
and  forth  across  the  shoe.  This  sign  cost  a  rental  of 
$90  a  month,  but  we  were  never  able  to  trace  sales. to 
this  medium  ;  and  while  I  believe  it  reminded  many 
people  of  our  shoes  and  announced  our  location  to 
them,  we  did  not  feel  that  our  volume  of  business  jus- 
tified such  an  expensive  single  medium. 

Painted  Display  Boards 

I  have  just  cancelled  six  painted  display  boards, 
which  we  have  used  for  five  years  in  Baltimore,  and  I 
hardly  believe  we  can  trace  $100  worth  of  business  to 
these  boards,  while  we  have  spent  for  this  service,  in 
the  five  years,  approximately  $2,900. 

Of  course  we  have  to  believe  that  we  got  more 
than  the  $100  worth  of  business  out  of  them  and  we 
feel  that  it  has  impressed  upon  the  people  the  loca- 
tion at  which  they  can  buy  our  shoes.  But  the  loca- 
tion of  the  boards  having  been  used  by  us  for  so  long 
that  they  got  stale,  and  as  the^^  were  in  the  best  possi- 
l>le  locations  to  be  seen  by  our  class  of  trade,  we  had 
to  make  a  general  cancellation  order.  I  do  believe  in 
the  use  of  painted  boards  in  a  small  wa}^,  and  if  I  could 
buy  a  board  to-day  in  Roland  Park  or  on  Charles  Street 
Jjoulevard  or  Washington  Boulevard  or  selected  loca- 
tions on  Meridian  Street  in  Indianapolis.  I  would  will- 
ingly pay  a  dollar  a  running  foot  for  them  and  would 
illuminate  the  l)oards  at  night.  But  I  can't  get  these 
selected  locations. 

Posters  on  Billboards 

T  do  believe  in  the  spreading  of  paper  or  posters.  I 
have  selected  forty  locations  in  Baltimore  and  thirty- 
live  for  Indianapolis.  In  displaying  paper  I  believe  in 
showing  at  intervals  instead  of  a  steady  run.  Con- 
tract for  your  space  ahead.    Use  it  from  March  10th 
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1.0  April  lOlli.  Drop  off  and  go  on  again  May  1st  to 
June  1st.  \  ou  will  lind  that  some  of  your  pointers  ex- 
piring April  lUtli  will  still  be  up  on  May  1st;  this  is 
iree  adveriising  for  you.  It  you  are  using  a  painted 
disi)lay  boaid  and  it  is  in  a  good  location  lor  night 
tra\el,  ilhiininatc  it.  It  is  worth  double  at  night  to 
w  hat  it  is  in  day  time. 

Street  Car  Advertising 

1  do  not  think  that  street  car  advertising  is  even 
worth  talking  about.  1  understand  that  here  there  are 
some  men  that  are  great  believers  in  this  medium,  but 
my  exi)erieiices  have  Ijecn  decided  failures.  In  Janu- 
ary, Vj13,  Mr.  Hutchinson,  my  predecessor  in  Indian- 
apolis, was  advertising  a  discontinued  hue  sale  in  the 
street  cars.  '1  he  sale  was  a  joke.  ( )n  h  ebruary  1st,  I 
took  it  out  of  the  street  cars  and  adxertised  it  in  the 
newspapers  and  sold  my  short  lines.  In  February  and 
March,  1  was  in  the  cars,  showing  a  Tramp  Bal  for 
women.  Used  on  a  caid  "Ask  to  see  Number  1274,  the 
newest  English  Model."  I  did  not  have  a  call.  In 
April  and  May,  Indianapolis  went  crazy  on  Baby  Doll 
pumps.  I  went  into  the  cars  with  a  good  illustration, 
stating  "Ask  to  see  the  Special  Baby  Doll."  Not  a 
customer  inquired. 

1  tried  the  same  with  Men's  Restoes.  Not  an  in- 
(|uiry.  Since  September,  a  year  ago,  I  have  noticed 
Hub  rubbers  advertised  in  the  Indianapolis  cars.  On 
their  cards  they  say  "Ask  your  deaier  for  them  by 
name."  About  the  29th  of  December  I  had  occasion 
to  meet  with  a  number  of  retail  shoe  men  of  Indianapo- 
lis and  I  asked  them  how  many  inquiries  they  had  had 
for  Hub  rubbers.  They  all  seemed  surprised  that  I 
should  ask  such  a  question  and  said  "none  that  they 
knew  of"  and  wanted  to  know  why  I  asked  the  ques- 
tion.   I  explained. 

When  1  was  advertising  in  the  street  cars  I  paid 
particular  attention  to  other  passengers  to  just  see  how 
many  were  reading  the  advertisements.  Not  one  in 
hfty  tiiat  would  sit  on  the  parallel  seats  would  look 
up  at  the  advertisement,  while  on  the  longitudinal  seats 
occasionally  a  passenger,  who  was  perhaps  embarrass- 
ed at  staring  at  the  passenger  across  from  him, 
would  look  up  at  the  advertisements,  or  a  man 
who  holds  a  seat  on  a  crowded  car  would  pretend 
to  be  so  busy  reading  an  advertisement  that  he  could 
not  see  a  lady  standing  near  him.  (This  is  how  I  first 
found  out  that  Hub  rubbers  were  being  advertised.) 
Our  car  contract  expired  August  31st  and  we  were  glad 
to  get  it  over  with. 

Advertising  in  Newspapers 

Now  as  to  how  and  when  to  advertise  in  news- 
papers. The  right  kind  of  copy,  in  the  right  news- 
jnipers,  at  the  right  time,  ought  to  pay.  Be  on  the  job 
all  the  time  and  take  advantage  of  any  local  news  ap- 
l)caring  in  the  newspapers  regarding  anything  at  all  in 
relation  to  footwear,  and  try  to  tie  up  your  local  ad- 
vertising with  this  and  thus  get  double  attention. 

In  1913  we  spent  about  $1,500,  in  one  evening  news- 
paper in  Baltimore,  advertising  women's  shoes  ;  and  our 
women's  business  was  less  in  1913  than  it  was  in  1912. 
This  paper  claims  to  have  a  circulation  of  about  75,000 
but  from  what  we  can  observe  and  learn  a  good  part 
of  this  circulation  is  street  sales.  Now,  to  advertise 
women's  business  in  newspapers,  we  want  the  paper 
that  is  carried  to  the  home  and  read  there.  We  want  a 
copy  of  this  paper  delivered  to  our  store  every  dav ; 
and  we  assign  one  of  our  girls  thirty  minutes  to  take 
this  paper  to  the  rest-room  and  read  it  to  see  what  slic 
can  find  in  the  way  of  social  happenings  and  styles. 


Siie  then  reports  to  the  manager  and  the  window  man. 
and  appiOiJiiate  shoes  are  piej)ared  and  displayed  to 
advaniage  in  the  window  and  one  sent  to  the  newspaper 
ofifice  to  be  drawn  and  proper  description  and  laiK  pre- 
pared for  an  advertisement  to  be  used  on  our  next  day 
for  insertion. 

Position,  Copy  and  Illustrations 
Position  in  the  paper  is  one  of  the  most  important 
points.  Insist  on  having  a  position  for  every  advertise- 
ment where  it  can  be  easily  seen  and  not  surrounded 
by  other  advertising.  Rather  have  an  advertisement 
on  Saturday  night  in  a  good  posilujn,  than  on  Fiidav 
night  in  a  poor  location.  Copy  is  the  next  point.  Ha\  e 
good,  clean,  high  grade  copy.  Copy  that  will  appeal 
to  the  class  of  people  that  you  are  trying  to  reach. 
Have  your  shoe  cuts  perfect  or  do  not  show  them. 

There  are  certain  seasons  of  the  year  in  the  shoe 
business  when  it  is  not  .so  easy  to  sell  shoes ;  and  an 
advertisement  in  dull  season,  of  course,  will  never  be 
as  profitable  as  an  advertisement  in  the  busier  months. 

Use  Small  Space  Frequently 

There  is  another  thing  about  advertising:  If  you 
run  a  two-page  advertisement  in  any  newspaper,  no 
matter  how  good  that  advertisement  is,  you  can  only 
appeal  to  the  people  who  really  happen  to  need  shoes 
at  that  particular  time.  Of  course,  the  advertising  man 
tells  you  that  this  large  advertisement  will  create  such 
an  impression  in  the  minds  of  the  people  that  the  next 
time  they  want  to  buy  shoes  they  will  remember  your 
large  advertisement  and  come  to  your  store;  but  I  do 
not  believe  this  is  altogether  true.  Before  their  shoes 
wear  out,  the  same  attention  has  been  diverted  to  your 
competitors,  who  use  large  advertising;  and  I  think 
the  best  thing  to  do  is  to  hit  while  the  iron  is  hot  and 
run  small  space  often. 

Supplement  With  Windows 

Even  after  people  read  your  advertisements  in  the 
newspaper,  they  do  not  come  to  your  store.  I  believe, 
though,  that  th*re  are  many  cautious  buyers  who  come 
down  and  look  into  your  windows,  and  if  your  win- 
dows cannot  emphasize  your  newspaper  statement,  or 
if  your  windows  in  any  way  detract  confidence  from 
the  minds  of  the  buyers,  or  ii  your  windows  do  not  im- 
press the  lookers  with  being  all  that  they  should  be. 
you  are  going  to  lose  them  anyway,  because  the  news- 
paper never  sells  them  by  itself.  Consequently  news- 
paper advertising  is  not  half  so  effective  as  when  it  is 
backed  up  by  unusual  window  display  advertising; 
and  by  window  display  advertising,  I  mean  the  win- 
dow that  sells  the  goods. 

As  to  what  kind  of  a  display  will  sell  the  most 
shoes,  this  is  a  matter  of  different  opinions  and  different 
displays  will  soon  tell  you.  My  idea  of  a  shoe  window- 
is  to  show  every  shoe  to  its  best  advantage.  If  the 
toe  looks  best  on  a  slanting  fixture  with  the  toe  point- 
ing directly  toward  the  looker,  have  it  that  way.  If  it 
looks  better  from  a  side  view,  have  it  that  way.  Study 
every  shoe  at  different  angles  and  have  it  shown  to  its 
best  advantage  or  not  at  all.  Have  every  top  formed 
perfectly.  One  bad  top  in  a  prominent  place  in  your 
window  will  spoil  the  whole  window.  Have  the  flat 
lasts  sitting  flat  and  not  on  heel  rests  or  tippers. 
Don't  allow  pull  straps  to  stand  up  but  pin  them 
down  on  the  inside.  Have  window  tickets  made  up 
neatly  and  have  them  clean.  If  you  are  using  the 
white  tickets  furnished  by  the  factory,  use  small  black 
jiaper  figures  to  put  on  your  stock  numbers. 

At  the  dift'erent  seasons  of  the   year   have  just 
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enouj^h  seasonable  flowers  in  to  make  the  window  at- 
tractive. 

I  do  not  believe  in  depending-  on  one  man  to  trim 
all  your  windows ;  have  different  men  do  the  work.  It 
is  the  man  that  is  on  the  outside  that  is  the  real  win- 
dow trimmer.  This  gives  the  man  on  the  inside  a 
chance  on  the  outside  the  next  week  and  they  try 
much  harder  not  to  overlook  any  little  point  that  might 
be  improved  upon. 

I  have  been  convinced  that  it  pays  to  show  findings 
in  the  windows.  Weeks  when  I  show  findings,  my 
sales  on  them  are  about  double  what  the)'  are  when 
they  are  not  displayed. 


Buy  Canadian  Goods 

The  "Made  in  Canada''  idea  has  been  responsible 
for  many  impracticable  suggestions,  born  of  unfamil- 
iarity  with  the  difficulties  of  commerce,  on  the  part  of 
those  who  are  under  the  impression  that  new  indus- 
tries can  be  created  in  a  few  weeks.  Other  suggestions 
have  been  along  lines  which  are  helpful  and  which  will 
bring  home  to  the  Canadian  public  the  desirability  of 
purchasing  goods  made  in  the  Dominion  and  the  Em- 
pire. Such  a  one  comes  from  Mr.  R.  W.  Ashcroft, 
publicity  manager  of  the  Canadian  Consolidated  Rub- 
ber Company,  and  president  of  the  Montreal  Press  and 
Advertising  Club,  made  at  a  recent  meeting  of  that 
Club,  which  endorsed  it,  to  the  effect  that  the  Domin- 
ion Government  should  have  all  cancellation  stamps 
in  the  post  offices  bear  the  legend,  "Buy  Canadian 
made  or  Empire  made  goods." 


Believe  in  Well  Dressed  Windows 

The  enterprising  firm  of  Knechtel  &  Company, 
one  of  Stratford's  largest  retail  boot  and  shoe  stores, 
make  their  slogan,  "Business  as  usual,"  and  live  up 
to  it.  They  employ  three  salesmen,  who  are  oblig- 
ing and  courteous  to  their  patrons.    Knechtel  &  Com- 


Mr.  A.  Knechtel. 


pany  believe  in  well-dressed  and  attractive  windows, 
and  report  that  these  draw  a  large  amount  of  trade. 
One  cannot  doubt  that  this  is  the  case,  if  the  window 
illustrated  herewith  is  a  fair  sample  of  their  work. 
This  is  a  display  of  evening  footwear  for  which  Mr. 


E.  M.  Wegenast,  the  decorator,  is  responsible,  and  for 
which  he  deserves  hearty  congratulations. 

Knechtel  &  Company  believe  that  careful  buying 
is  responsible  for  half  the  success  of  their  business. 
Mr.  A.  Knechtel,  the  buyer  of  the  company,  has  had 
twenty-five  years'  experience  in  the  retail  trade,  and. 


An  attracting  display  of  evening  footwear. 

as  a  result,  this  company  are  able  to  turn  their  stock 
often,  at  a  satisfactor}^  profit.  They  handle  the  fam- 
ous Empress,  Queen  Quality,  and  Hagar  shoes  for 
women.  Classic  shoes  for  misses  and  children,  and 
Slater  and  Dr.  Reed's  Cushion  Sole  shoes  for  both 
men  and  women.  The  firm  also  stock  extensively 
from  D.  D.  Hawthorne  &  Company,  Toronto.  Mr. 
Knechtel  recently  installed  an  electrically-operated 
cash  register  and  gives  a  receipt  for  every  purchase 
made. 


Non-Slip  Sole  a  Good  Idea 

The  Hurlbut  Shoe  Company,  of  Preston,  Ont..  have 
brought  out  a  very  attractive  looking  infants'  walking 
shoe,  fitted  with  a  non-slip  sole.  This  shoe  is  made  on 
right  and  left  lasts  and  not  a  tack  is  used  in  its  con- 
struction. It  is  also  made  in  all  the  standard  leathers 
and  styles.  The  most  important  and  newest  feature 
in  connection  with  this  very  attractive  shoe,  however, 
is  its  extremely  flexible  non-slip  sole,  which  guaran- 
tees the  little  wearer  against  those  dangerous  falls 
and  bumps  so  common  between  the  ages  of  two  and 
five.  This  is  a  feature  that  will  be  readily  appreciated 
by  the  average  parent. 


The  Miner  Rubber  Company  ha\  c  Innished  an  order 
for  rubbers  for  the  Armv. 
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Planning  to  Bring  Business  to  Canada 


A  well  i»l;iniic(l  and  si^orons  effort  is  being-  made 
I)y  Montreal  and  lower  provinces  shoe  manufacturers 
to  secure  a  large  contract  for  Hritish  y\rmy  boots,  and 
lUr  that  purpose  the  Canadian  Shoe  ManufactiU'ers' 
l'",.\])ort  Association  has  been  formed,  with  Mr.  I). 
Corne  McGibbon  as  |)resident  and  Mr.  W.  S.  Louson, 
secretary. 

Mr.  F.  VV.  Stobart,  the  purchasing  agent  of  the 
Imperial  Government  in  Montreal,  was  consulted,  and 
on  his  advice  it  was  decided  to  send  representatives  to 
London  and  possibly  to  Paris.  Accordingly,  Mr.  A.  U. 
.\ngus,  sales  manager  of  Ames-Ilolden-McCready, 
Limited,  Montreal,  and  Mr.  Oscar  Dufresne,  of  Du- 
fresne  &  Locke,  Maisonneuve,  were  elected  to  proceed 
to  London,  and  passages  were  booked  on  a  liner  sail- 
ing from  New  York  on  December  5.  These  gentlemen 
have  taken  samples  of  Goodyear  welts  and  standard 
screw  shoes,  which,  together  with  prices,  will  be  sub- 
mitted to  the  War  Ofificc.  A  million  pairs  is  the  num- 
ber, named  as  likely  to  be  reciuired  for  the  Army. 

The  Federal  Government  have  given  great  assist- 
ance to  the  manufacturers,  who  are  looking  for  little, 
if  any,  profit  from  the  orders  they  are  endeavoring  to 
secure.  Up  to  the  present  the  British  Government 
have  not  placed  any  orders  on  this  Continent,  although 
enormous  quantities  of  leather  have  been  shipped  by 
Canadian  tanners  to  British  shoe  makers.  One  firm  in 
Ottawa,  not  connected  with  the  footwear  business, 
offered  to  supply  the  British  Government  with  a  mil- 
lion pairs,  and  on  the  Imperial  authorities  enquiring 
from  the  Federal  Government  if  the  shoes  would  be 
made  in  this  country,  investigations  were  made  which 
showed  that  the  Ottawa  firm  would  be  acting  as  mid- 
dlemen for  United  States  manufacturers. 

Following-  an  interview  between  Sir  George  Foster, 
Minister  of  Commerce,  and  the  principal  tanners  of 
Canada,  at  which  the  latter  stated  that  they  had  ample 
supplies  of  leather  for  army  purposes,  the  Montreal 
and  lower  province  shoe  manufacturers  met  and  de- 
cided to  take  prompt  action.  A  meeting  with  the  tan- 
ners interested  in  the  leather  required  was  arranged, 
and  was  held  on  Friday,  November  27,  in  Montreal ; 
this  was  adjourned  until  Monday,  November  30,  when 
the  arrangements  were  concluded. 

Firms  Represented 

The  following  shoe  firms  were  represented:  Ames- 
Holden-McCready,  Limited,  Montreal,  Mr.  D.  Lome 
McGibbon  ;  Daoust,  Lalonde  and  Company,  Limited, 
Montreal,  Mr.  J.  Daoust;  Gep.  A.  Slater,  Limited, 
Maisonneuve,  Mr.  G.  Slater;  Dufresne  &  Locke,  Mais- 
onneuve, Mr.  R.  Locke;  J.  and  T.  Bell,  Mr.  H.  E. 
Moles;  Tetrault  Shoe  Manufacturing  Com])any,  Mr.  N. 
Tetrault ;  J.  Muir  Company,  Maisonneux  e,  Mr.  J.  Muir  ; 
.\mherst  [5oot  and  Shoe  Com])any,  An-iherst,  N.S.,  Mr. 
Sutherland;  Hartt  Boot  and  Shoe  Company,  Frederic- 
ton,  N.B.,  Mr.  J.  Palmer.  These  firms  form  the  Cana- 
dian Shoe  Manufacturers'  Export  Ass(jciation.  The 
tanning-  firms  were  represented  l)y  Robson  Leather 
Company,  Oshawa.  Ont.,  Mr.  C.  Robson;  Duclos  and 
I'ayan.  St.  Hyacinthe,  P.O.,  Mr.  S.  T.  Duclos;  Wickett 

Craig,  Limited,  Toronto,  Mr.  Wickett;  A.  Davis  & 
Son,  Limited,  Kingston,  Ont..  Mr.  Davis;  King 
IJrothers,  Whitby,  Ont.,  Mr.  King;  C.  Galibert,  Son 
&  Company,  Montreal,  Mr.  A.  W.  Bonner;  Collis 
Leather  Company,  Aurora,  Ont.,  Mr.  Collis;  H.  1^. 


biiniston,  Tcjronto,  Mr.  IL  B.  Johnston;  Beardmore  & 
(  ompany,  Montreal,  Mr.  F.  Beardmore ;  the  Anglo- 
Canadian  Leather  Company,  Limited,  Montreal,  Mr. 
T.  .Shnvv;  the  Marlatt  and  Armstrong  Company,  Lim- 
ited, Montreal,  Mr.  W.  Davidson;  The  Breithaupt 
Leather  Company,  Limited,  Berlin,  Ont.,  sent  a  tele- 
gram to  the  effect  that  they  were  willing  to  abide  by 
any  action  the  other  tanners  might  take. 

An  Agreement  Reached 

The  negotiations  i)etween  the  shoe  manufacturers 
and  tanners  were  as  to  how  much  leather  the  former 
were  prej)ared  to  supi)ly  and  the  terms  on  which  they 
uould  sell,  provided  the  shoe  manufacturers  were  suc- 
cessful in  securing  the  I'ritish  orders.  It  was  pointed 
out  that  the  manufacturers  must  have  something  like 
a  definite  basis  to  work  on  before  submitting  prices 
to  the  War  Ofifice,  and  that  it  was  useless  to  send  dele- 
gates to  the  other  side  without  having  set  prices  to 
lilace  before  the  Imperial  authorities  and  without  be- 
ing assured  of  the  necessary  supply  of  leather.  On  the 
other  hand,  the  tanners  referred  to  the  difficulty  of 
giving  too  close  quotations  in  view  of  the  rising  hide 
market,  and  that  they  might  easily  lose  large  sums  if 
(hey  did  not  take  precautions.  In  view  of  the  diverg- 
ence of  views,  the  meeting  was  adjourned,  but  on 
meeting  again  the  dififerences  were  adjusted.  The  tan- 
ners have  agreed  to  furnish  all  the  required  leather  at 
certain  prices. 

Good  Advertisement  for  Canada 

Mr.  D.  Lorne  McGibbon,  who  ]jresided  at  both 
meetings,  has  taken  a  very  active  part  in  this  endeavor 
to  bring  a  substantial  amount  of  business  to  Canada, 
lie  visited  Ottawa  and  saw  Ministers  on  the  subject, 
and  also  did  much  to  reconcile  the  dififerences  between 
the  manufacturers  and  tanners,  as  to  prices  and  de- 
liveries. 

The  manufacturers  are  certain  that  if  the  British 
Government  will  place  the  orders  here  they  can  turn 
out  an  eminently  satisfactory  shoe,  comfortable, 
strong,  and  with  a  good  appearance.  Such  an  order 
would  be  an  excellent  advertisement  for  Canada,  and 
would  also  probably  mean  that  repeat  orders  would 
find  their  way  to  this  side. 

It  was  reported  that  an  order  for  300,000  pairs  of 
shoes  for  the  French  Army  had  been  placed  with  the 
Shoe  Manufacturers'  Association  of  the  Province  of 
Quebec,  Quebec  City,  but  it  now  appears  that  owng  to 
various  circumstances  this  order  has  not  materialized. 


Further  Orders  for  Rubber  Footwear 

The  liritish  War  ( )ffice  have  placed  further  orders 
t'or  rubber  footwear  with  the  Canadian  Consolidated 
Rul)bcr  Company,  Limited,  and  the  Gutta  Percha  and 
Rubber.  Limited.  The  former  company  announce  that 
their  order  is  for  heavy  type  of  Duck  and  Gum  Boots 
used  by  Canadian  lumbermen,  large  reserve  stocks  of 
which  are  always  carried  by  the  company.  Filling  of 
this  special  War  Office  order  will  not  interfere  in  any 
way  with  shipment  of  lines  of  rubl)er  footwear  regu- 
larly required  by  the  company's  domestic  trade.  With 
their  six  factories  throughout  Canada  and  twenty-eight 
distributing  branches,  they  can  always  cope  with  any 
special  demands  that  may  be  made  upon  their  facili- 
ties. 
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Manufacturer,  Jobber,  Traveller— Unanimous 

All  Report  Good  Business  Now  and  Splendid  Prospects  for  the 
Future — Three  Typical  Letters 


Mr.  Martin,  traveller  for  the  Tetrault  Shoe  Com- 
pany finds  Onebec  business  as  good  as,  and  better  in 
spots,  than  last  year. 
The  Editor, 
Footwear  in  Canada. 
Dear  Sir : — 

Your  letter  received.  V ery  sorry  I  could 
not  answer  before  to-day,  being  absent  for  a  few 
weeks. 

Regarding  my  opinion  as  to  the  trade,  I  must  say 
that  I  found  that  in  general  it  was  just  as  good  as  last 
fall,  and  in  some  places  better  than  last  year. 

Three  months  ago  I  did  not  think  the  business 
would  be  good,  but  people  are  buying  as  usual,  and  it 
seems  that  there  is  plenty  of  money,  and  moreover 
people  are  buying  for  cash.  To  me  prospects  for  the 
coming  season  look  bright. 

Yours  truly, 

-  (Signed)  K.  Martin. 

Montreal.  Due. 


The  Duty  of  Each  Man  Lies  Before  Him 

The  Editor, 
Footwear  in  Canada. 

Replying  to  yours  of  recent  date,  we  beg 
to  say  that  we  have  found  business  this  fall  excep- 
tionally good.  The  general  business  depression  that 
has  existed  for  the  past  two  years  has  been  keenly 
felt  all  over  the  country  but  we  are  quite  optimistic 
as  to  the  future.  Canada  is  a  land  of  great  opportuni- 
ties and  we  have,  faith  in  our  Canadian  people. 

As  for  ourselves,  we  have  not  been  idly  waiting 
during  the  months  of  dull  trade  that  have  passed. 
On  the  contrary  we  have  been  constantly  on  the  alert 
to  improve  our  product.    Our  careful  attention  has 


been  given  to  the  matter  of  quality,  which  has  always 
been  a  first  consideration  with  us,  and  we  are  now 
turning  out  shoes  of  still  better  quality,  made  on  new 
and  better  lasts,  well  finished  and  satisfactory. 

That  our  efforts  have  been  successful  is  evidenced 
by  the  stream  of  orders  that  has  come  our  way  and 
that  enables  us  to  repeat  that  we  are  very  busy. 

Is  every  business  man  to-day  making  the  effort 
that  he  should  make  to  keep  the  wheels  turning  and 
to  hasten  the  return  of  the  prosperous  times  that  will 
again  be  ours  in  Canada? 

The  duty  of  each  man  lies  before  him  ! 

Yours  very  truly, 

Underbills'  Limited. 
Aurora,  Out.  C.  Webster,  Sec.-Treas. 


Will  Equal  Last  Year's  Record 

The  Editor, 
Footwear  in  Canada. 

Business  has  been  quite  good  in  spite  oi 
the  war  and  financial  depression.  With  five  weeks  of 
the  old  year  to  run,  our  sales  already  exceed  those  of 
any  year  in  our  history  except  last  year,  our  banner 
year,  and  we  are  expecting  to  equal  last  year's  record. 
Collections  have  been  excellent,  and  spring  placing  or- 
ders heavier  than  last  year.  We  are  experiencing,  in 
common  with  other  jobbers,  the  difficulty  of  procur- 
ing goods  with  merit  in  them  to  replace  the  cheaper 
lines,  which  have  been  advanced  in  price,  owing  to 
the  war,  but  find  that  the  retailers  and  public  in  gen- 
eral are  realizing  the  necessity  of  paying  the  increased 
prices,  which  must  be  cjuoted. 

Yours  truly, 

The  J.  A.  Johnston  Co., 
Brockville,  Ont.  Per  G.  E.  Johnston. 


How  Do  You  Take  Your  Inventory? 


From  the  retailer  who  takes  down  his  stock  only 
once  a  year  to  the  other  extreme  who  is  not  satisfied 
unless  he  knows  the  exact  standing  of  his  business 
every  night  before  he  leaves  for  home,  there  are  all 
kinds  of  systems — and  lack  of  systems — with  almost 
as  great  variety  in  the  way  of  results. 

-  Many  so-called  systems,  in  addition  to  being  cum- 
bersome, give  unreliable  information.  This  is  especi- 
ally true  where  much  of  the  stock  is  old  and  still 
rated  at  the  original  cost  price.  In  certain  cases 
goods  may  have  cost  little  less  than  the  actual  value 
you  now  place  on  them,  and  which  you  would  be  only 
too  willing  to  accept  to  get  them  off  your  hands.  Plain- 
ly, then,  your  inventory,  according  to  costs,  gives  you 
a'  fictitious  total  valuation— a  mistake  that  has  ruined 
many  an  otherwise  promising  retail  •  business. 

One  good  way  of  getting  over  this  depreciation  dis- 
crepancy is  to  inventory  your  goods,  not  according  to 
Avhat  they  have  cost  you,  but  according  to  what  you 
expect  to  get  for  them.  From  these  values  deduct  your 
average  per  cent,  profit  and  you  arrive  at  the  present 


value.  The  sum  of  these  present  values  is  the  in- 
ventory you  want  to  show  primarily.  For  compara- 
tive purposes  it  is  always  interesting  to  set  beside 
these  figures,  in  a  second  column,  the  actual  cost  of 
the  articles. 

l\  successful  retailer  has  followed  this  plan  for 
some  time  with  entire  satisfaction.  Every  month  he 
makes  .a  note  of  the  goods  on  hand  with  their  selling- 
price.  From  this  price  he  deducts  the  profit  marked 
at  the  average  in  each  case.  This  does  not  work  out 
to  the  cent,  but  the  tests  over  a  considerable  period, 
by  comparing  these  values  with  an  actual  physical  in- 
ventory, show  that  the  discrepancy  has  never  been 
more  than  a  few  dollars.  The  percent  of  error  is 
very  small  and  in  any  case  the  retailer  arrives  at  the 
value  of  the  stock  to  him,  which  is  what  he  is  actually 
looking  for. 

As  an  example,  suppose  the  dealer  has  paid  $2.50 
for  one  piece  of  merchandise  and  $3.00  for  another 
of  the  same  kind.  He  may  set  a  selling  price  on  both 
pieces  of  $4.00.    The  value  of  one  to  him  is  just 
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as  high  as  that  of  the  (jther  because  he  will  get  the 
same  price  for  both.  Su])])()sing-  this  line  is  operating 
on  a  50  per  cent,  profit,  this  will  mean  that  the  actual 
value  to  the  retailer  is  only  2/3  of  $4.00,  that  is,  $2.66- 
2/3,  and  the  actual  value  of  the  two  pieces  is  $5.33-1/3, 
and  this  is  what  thev  would  be  inventoried  at  instead 
of  $2.50  plus  $3.00,  or  $5.50. 

The  actual  cost  of  merchandise  very  often  d(jes  not 
represent  its  real  value.  Certain  goods  are  almost  cer- 
tain to  be  damaged  and  are  sure  to  get  out  of  style. 
In  some  stores  a  certain  amount,  say,  two  or  three 
per  cent,  is  deducted  from  the  total  of  the  stock  in- 
ventory as  a  guess  at  a  probable  general  depreciation. 
In  siime  cases  also,  a  certain  percent  is  added  to  the 
cost  to  cover  freight  and  ])urchasing  expenses.  Un- 
der these  conditions  it  is  impossible  to  calculate  the 
real-  cost  value  of  the  stock.  This,  it  is  to  be  remem- 
bered, is  more  or  less  an  estimate,  where  the  manager 
has  to  use  his  own  judgment  largely  in  arri\ing  at 
the  values. 

In  the  case  of  this  particular  retailer,  the  method 
followed  is  to  take  down  every  item  at  the  price  it 
would  probably  be  sold  for  and  deduct  from  the  total 
for  each  department  an  average  rate  of  profit  for  that 
particular  line.  IMiis  average  j)rofit  is  actually  secured 
I)y  marking  on  all  invoices  the  selling  price  of  the 
l)urchased  goods.  By  taking  advantage  of  this  meth- 
od, you  know  every  day  the  actual  selling  worth  of 
stock  on  hand.  The  inventory  thus  becomes  simply  a 
])roof  of  the  bookkeeper's  figures.  Any  deficit  will  re- 
])resent  losses  by  thefts,  errors,  etc. 

Another  claim  for  this  method  is  that  it  is  possible 
to  take  stock  at  convenient  times.  Each  department 
or  one  section  after  another,  instead  of  closing  the 
store  for  a  day  or  more  to  learn  the  exact  standing 
of  your  business. 


"Courtesy  Always" 

Courtesy  is  one  of  the  most  \aluable  of  business 
assets,  especially  in  the  case  of  those  firms  whose  em- 
ployees directly  serve  the  public.  Following  the 
"safety  first"  movement  among  the  transportation 
companies,  the  Mountain  States  Telephone  Company, 
operating  in  El  Paso,  Texas,  and  other  Western  cities, 
has  organized  "courtesy  always"  clubs  among  the  em- 
ployees in  its  various  exchanges.  All  dei)artments 
and  all  employees  are  included  in  the  i)lan,  and  when- 
ever a  special  example  of  courtesy  is  reported  to  the 
management,  the  employee  is  presented  with  a  gold 
triangle  badge  and  is  enrolled  as  an  honor  member  of 
the  club.  When  "courtesy  always"  becomes  as  popu- 
lar as  "safety  first,"  courtesy  will  be  as  conspicuous 
by  its  presence  as  it  is  now  sometimes  by  its  absence. 
— Coast  Shoe  Reporter. 


Russian  Hides  for  Sale 

It  is  reported  that  Russian  manufacturers  are  very 
desirous  of  selling  their  stocks  of  calf  and  colt  hides 
to  America  at  reasonable  prices.  In  order  to  make 
these  shipments,  it  is  thought  that  they  will  go  along 
the  Trans-Siberian  railroad  to  Vladivostok,  and  thence 
across  the  Pacific  Ocean  to  America,  being  finally 
transported  across  the  continent  to  the  east.  It  is 
stated  that  the  skins  exported  will  be  calf  and  colt 
chiefly,  as  the  government  prohibits  the  shipment  of 
cattle  hides,  and  moreover,  the  prices  offered  in  Rus- 
sia for  the  latter  are  sufficiently  high  to  induce  the 
Russians  to  keep  them  in  their  own  country. 


Shoe  Soles  From  Cotton 

The  latest  idea  of  a  substitute  fur  leather  is  to 
make  soles  of  cotton.  It  is  said  that  a  Philadelphia 
man  has  been  experimenting  with  a  cotton  s(;lc  for 
over  two  years  and  has  now  developed  his  product 
to  a  point  where  it  is  about  ready  to  be  put  on  the 
market.  Various  tests  that  have  been  applied  to  this 
sole  are  said  to  have  proved  its  wearing  qualities,  and 
an  effort  is  now  being  made  to  devise  a  method  of 
giving  it  a  suitable  finish. 


Demand  for  Fabric  Tops 

One  of  the  great  difficulties  that  confront  manu- 
facturers of  women's  high-grade  boots  at  the  present 
time  is  the  demand  for  fabric  tops  in  various  colors 
to  match  the  skirt  of  the  person  wearing  the  boots, 
as  this  necessitates  carr}ing  a  very  extensive  stock  in 
order  to  be  able  to  furnish  the  desired  shades.  It  is 
felt  by  many,  however,  that  this  situation  will  not 
be  of  long  duration,  and  that  the  manufacturer  will 
insist  on  turning  out  footwear  according  to  his  own 
standard. 


Demand  for  Rubber  Soles 

It  is  reported  that,  in  spring  orders,  there  is  a  big 
demand  for  rubber  soles  in  both  oxfords  and  boots. 
Recede  toes  chiefly  are  called  for,  though  medium  high 
are  fairly  strong,  and  the  demand  for  tans  and  dull 
calf  is  about  equal.  The  call  for  cloth  tops  in  both 
button  and  lace  boots  is  also  stiong.  We  understand 
that  so  far  this  year  the  orders  booked  compare  favor- 
ably with  last  year,  which  is  proof  conclusive  that  re- 
tailers are  hopeful  and  confident,  and  feel  that  the 
prospects  for  an  excellent  spring  turn-over  are  very 
promising.  In  some  cases,  where  slight  advances  have 
been  necessary,  dealers  are  cheerfully  paying  the  dif- 
ference. 


Leather  Supply  in  England 

Manufacturers  at  .Vorthampton  are  overwhelmed 
with  orders  for  heavy  boots  for  prompt  delivery  ;  over- 
time seems  to  prevail  in  all  factories,  and  the  demand 
for  more  hands  is  not  filled.  Not  only  is  the  home 
trade  better,  but  orders  for  boots  for  the  armies  are 
naturally  exceptionally  heavy.  Stocks  of  leather  are 
YQvy  low,  and  supplies  are  not  coming  in  fast.  Some 
shipments  are  coming  from  the  United  States,  and 
prices  have  advanced.  The  supply  of  upper  leather 
appears  exceedingly  small,  and  every  kind  of  stout 
leather  is  used  for  armv  work,  except  splits  and  glace 
kid. 

The  shortness  of  the  leather  supplies  is  emphasized 
by  the  order  just  issued  by  the  British  Government 
forbidding  the  export  of  hides,  either  wet  or  dry.  This 
will  somewhat  affect  American  tanners.  The  best 
hides  are  now  more  than  10  per  cent,  higher  in  price 
than  they  were  some  six  months  ago. —  Daily  Consu- 
lar and  Trade  Reports. 


When  the  war  broke  out  there  were  reported  to 
be  about  1,500,000  skins  ready  for  s\ilpment  from 
India.  Because  of  the  interruption  in  steamship  traffic, 
the  skins  could  not  be  exported,  and  it  is  feared  that 
many  of  them  have  been  spoiled,  as  skins  keep  but  a 
very  short  time  in  a  warm  climate. 
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Footwear  Prominent  in  ^lontreal  Display 


Canadian  pruductiuns  of  almost  every  description 
were  featured  during  a  "Made  in  Canada"  week  at 
Goodwins,  Limited,  Montreal's  largest  department 
store.  Boots  and  shoes,  slippers,  findings,  trunks,  etc., 
formed  an  important  part  in  the  display  of  commodi- 
ties. A  "Made  in  Canada"  shoe  window  was  one  of 
the  most  attractive  sections,  and  although  devoid  of 
special  decorative  values,  it  was  distinctive  from  the 
point  of  showing  the  styles  of  shoes  produced  in  Cana- 
dian factories.  The  middle  portion  was  occupied  by 
the  goods  made  by  L.  H.  Packard  and  Company,  Lim- 
ited, Montreal,  comprising  infants'  shoes,  dressings, 
and  shoe  findings,  while  on  the  right  hand  side  were 
displayed  women's  shoes,  and  on  the  left  men's  shoes. 
By  way  of  variety,  a  portion  of  the  window  nearest  the 
street  was  devoted  to  shoes  in  various  stages  of  manu- 
facture, together  with  skins  of  leather,  these  being- 
loaned  by  the  James  Muir  Company,  Maisonneuve. 
The  following  other  firms  were  represented  by  goods 
in  the  window:  Ames-Holden-McCready.  Limited, 
Montreal ;  Getty  and  Scott,  Gait,  Ont. ;  Canadian  Con- 
solidated Rubber  Company,  Montreal ;  Murray  Shoe 
Company,  London,  Ont ;  and  the  J.  Ritchie  Company, 
Limited,  Quebec.  On  the  ground  floor  there  was  a 
large  display  of  men's  Canadian  footwear  and  findings, 
a  feature  being  made  of  slippers,  both  plain  and  fancy. 
The  women's  shoe  department,  on  the  second  floor, 
was  also  well  set  out  with  an  immense  stock  of  shoes, 
slippers,  rubbers,  a  special  showcase  of  buckles,  sup- 
plies, and  many  kinds  of  gaiters.  The  public  were 
thus  able  to  note  the  great  variety  of  footwear  manu- 
factured by  Canadian  firms,  who.  are  in  a  position  to 
supply  all  the  needs  of  our  population  in  the  way  oi 
boots  and  shoes,  slippers,  and  dressings.  Goods  of  the 
undermentioned  firms  were  on  sale:  Ames-Holden- 
McCready,  Limited;  Murray  Shoe  Company;  James 
Muir  Company ;  J.  Ritchie  Company ;  Rock  Shoe  Com- 
pany, Quebec;  Getty  &  Scott;  A.  B.  RoUand,  Mon- 
treal ;  Canadian  Consolidated  Rubber  Company,  Lim- 
ited;  Kaufman  Rubber  Company,  Limited,  Berlin, 
Ont. ;  L.  H.  Packard  and  Company ;  Tetrault  Shoe 
Manufacturing  Company,  Montreal ;  the  Cook-Fitz- 
gerald Company,  Limited,  London,  Ont. ;  Smardou 
Shoe  Company,  Montreal ;  Thompson  Shoe  Company, 
Montreal ;  Kingsbury  Footwear  Company,  Limited, 
Maisonneuve;  Western  Shoe  Company,  Berlin,  Ont.; 
Star  Shoe  Company,  Montreal ;  La  Parisienne  Shoe 
Company,  Maisonneuve. 


Orders  Coming  in  Satisfactorily 

The  Drummond  Shoe  Company,  of  Drummond- 
ville,  P.Q.,  are  now  in  good  working  order,  and  Mr. 
G.  A.  Fortin,  the  general  manager,  in  an  interview 
with  a  representative  of  Footwear,  stated  that  the  or- 
ders already  received  are  of  a  very  satisfactory  char- 
acter. Mr.  Fortin,  who  was  formerly  with  the  Scout 
Shoe  Company,  Montreal,  has  had  a  wide  experience  in 
the  shoe  industry,  and  especialy  in  men's  welts.  His 
assistant,  Mr.  Ernest  Despars,  lately  held  a  position  as 
foreman  with  Linton  and  Company,  Montreal,  and 
prior  to  that  was  with  several  well-known  manufac- 
turers in  the  Eastern  States.  The  Drummond  Shoe 
Company  occupy  a  fine  new  building,  equipped  with 
the  latest  machinery,  and  are  turning  out  exclusively 
men's  welt  shoes. 


Smaller  Towns  not  Affected 

Although  as  a  rule  orders  for  spring  received  by 
the  Montreal  and  Maisonneuve  shoe  manufacturers  are 
not  as  large  as  those  of  last  year,  business  is  by  no 
means  of  a  poor  character.  Here  and  there  firms  com- 
plain of  the  dullness  of  trade,  while  others  state  that 
business  in  hand  exceeds  that  of  1913.  There  is  a  de- 
cided tendency  for  retailers  to  buy  from  hand  to 
mouth,  the  best  orders,  relatively,  coming  from  the 
small  country  towns,  which  apparently  are  not  affect- 
ed to  any  extent  by  the  decline  in  general  commerce. 
The  Canadian  army  orders  placed  with  J.  and  T.  Bell, 
Geo.  A.  Slater,  Limited,  and  the  J.  Muir  Company 
have  naturally  helped  to  keep  things  going.  Dufresne 
and  Galipeau,  Limited,  of  Montreal,  report  that  orders 
are  good ;  recently  this  firm  enlarged  their  warehouse 
accommodation,  but  with  the  increase  in  output  this 
has  proved  none  too  large. 


Substantial  Patriotism 

The  firm  of  Wiezel  Bros.,  retail  shoe  merchants 
of  St.  John,  N.B.,  recently  demonstrated  their  patriot- 
ism to  the  Empire,  in  a  very  substantial  manner.  Dur- 
ing the  week  November  16th  to  22nd,  they  handed 
over  their  two  stores  with  their  regular  staffs  of  clerks 
to  the  society  ladies  of  the  city  of  St.  John,  agreeing 
to  donate  10  per  cent,  of  the  total  cash  receipts  during 
that  period  for  Red  Cross  relief  work.  Wiezel  Bros, 
also  furnished  the  light,  heat  and  all  necessary  adver- 
tising at  their  own  expense.  The  offer  was  widely  ad- 
vertised in  St.  John  and  resulted  in  a  very  large  turn- 
over and  an  exceptionally  large  donation  by  this  firm. 


Several  Thousand  Dollars  Ahead 

A  traveller  for  one  of  the  best  known  Canadian 
shoes  reports  that  he  has  already  done  more  business 
this  fall  than  last  spring  and  he  is  not  through  yet.  Lie 
expects  that  at  the  end  of  the  season  he  will  be  several 
thousand  dollars  ahead  of  last  spring.  He  reports  that 
in  the  small  towns  of  Ontario  business  is  very  good 
and  but  little  affected  l^y  the  war.  He  thinks  that  the 
shoe  trade  is  thoroughly  justified  in  assuming  an  op- 
timistic attitude. 


J.  B.  O'Loghlin,  a  Montreal  retailer,  known  for  the 
apt  character  of  his  show  cards,  has  the  following  card 
displayed  in  his  window  :  "Eyery  shoe  is  right,  even 
the  left." 


Mr.  Fred  J.  Argall  registered  recently  in  Three 
Rivers,  Que.,  as  a  boot  and  shoe  dealer.  His  store 
is  to  be  known  as  "An  Bon  Mafche." 


Attractive  1915  Calendar 

The  Essex  Rubber  Company  have  sent  us  one  of 
their  very  attractive  1915  calendars,  representing,  in 
colors,  an  old-time  cobbler  inspecting  a  shoe  just 
brought  to  him  for  repair.  He  notes  Avith  satisfaction 
that  the  sole  and  heel,  both  of  rubber,  are  still  in  a 
splendid  state  of  preservation  and  do  not  require  the 
exercise  of  his  skill. 
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Footwear   of  the  World's  Soldiers 

Comfortable  Boots  Almost  as  Important  as  Rifles— Different  Nations  Show  a  Wide 
Diversity  of  Opinion— Many  Types  are  Clumsy,  Heavy  and  Cheaply  Made — 
The  Canadian  Boot  Pre-eminent  for  St>le,  Comfort  and  Durability 


A  collection  of  footwear  desii;ns  worn  by  soldiers 
(if  the  different  countries  of  the  world  was  made  re- 
cently by  the  United  Shoe  Machinery  Company, 
through  whose  kindness  we  are  able,  in  this  issue, 
to  ])resent  a  descriptive  article  of  very  timely  interest. 

Despite  the  generally  recognized  importance  of  a 
correct  military  shoe,  it  is  surprising  to  note  the  wide 
diversity  of  opinion  as  to  what  constitutes  the  best 
type  of  covering  for  the  feet  of  fighting  men.  Pre- 
sumably these  types  represent,  in  practically  every 
case,  the  result  of  the  experience  of  the  different  na- 
tions which  is,  of  course,  influenced  by  environment 
and  possibly  also  to  a  considerable  extent  by  tradition. 
One  would  certainly 
have  expected  that  the 
ideal  striven  for  would 
have  been  more  or  less 
the  same  in  each  case. 
The  very  wide  diver- 
sity, both  in  design,  as 
shown  in  the  illustra- 
tion, and  material,  indi- 
cates that  this  is  not  the 
case.  Many  of  the  types 
are  stifif,  heavy  and 
clumsy,  and  apparent- 
ly made  over  lasts  that 
take  us  back  to  the 
shoes  of  half  a  century 
ago.  They  are  also 
manufactured  by  meth- 
ods which,  in  America, 
have  long  been  discard- 
ed, experience  having 
shown  that  it  was  im- 
possible to  make  a  dur- 
able, comfortable  shoe 
by  employing  them. 

Leading  military  au- 
thorities are  agreed  that 
the  ability  to  march  is 
the  first  requisite  of  the 
foot-soldier,  and  the 
closer  study  of  the  psy- 
chology of  war,  and  the 

effect  of  the  manifold  conditions  surrounding  war  ser- 
vice on  the  individual  mind,  has  brought  the  realiza- 
tion that  ability  to  march  is  not  dependent  entirely  on 
the  stamina  of  the  individual,  or  his  training,  but  de- 
pends primarily  on  the  type  of  footwear  with  which 
he  is  equipped.  Napoleon  recognized  the  importance 
of  the  shoe  and  oft'ered  liberal  rewards  to  any  who 
could  improve  the  type  or  invent  rhachinery  to  in- 
crease the  supply.  The  Duke  of  Wellington,  \vhcn 
asked  for  his  opinion  as  to  the  most  important  item 
in  the  ecjuipment  of  a  soldier,  replied,  "First,  a  good 
serviceable  pair  of  shoes ;  second,  another  good  pair 
of  shoes."  The  Wellington  boot,  which  bears  his 
name,  was  designed  by  this  great  soldier  and  is  still, 
with  slight  modifications  considered  one  of  the  best 
types  in  the  British  army  today. 

The  Canadian  boot  appeals  to  many  as  the  most 
satisfactory,  all-round  efficient  piece  of  workmanshii) 


Canadian  infantry  boot.  Issue  of  1914.  Goodyear  Welted. 
Made  of  heavy  Chrome  tanned  calf,  unlined,  Viscolized  and 
without  toe  box  or  cap.  Has  slip  tap  of  same  thickness  as 
outsole.    Weighs  two  pounds,  eight  ounces,  per  pair. 


of  all  the  world's  military  footwear.  Its  design  is  at- 
tractive, (so  much  so,  indeed,  that  many  Canadian 
civilians  are  today  choosing  this  shoe  for  street  wear 
in  preference  to  the  varied  other  types  available),  it 
is  very  comfortable,  and,  where  constructed  strictly 
according  to  specifications,  it  has  proven  a  long  wear- 
er. It  is  manufactured  by  the  most  modern  and  ap- 
proved process,  the  Goodyear  welt,  and  is  as  light  as 
is  consistent  with  the  strenuous  duty  it  is  designed 
to  perform.  No  toe  box  or  cap  is  used.  For  rougher 
service  these  boots  are  often  fitted  with  Hungarian 
nails,  and  many  retailers  keep  a  stock  of  these  latter, 
in  case  they  may  be  required.    They  can,  of  course, 

be  added  on  very  short 
notice,  and  with  little 
trouble. 

The  United  States 
army  shoe  is  claimed  by 
our  neighbors  to  the 
south  to  be  the  most 
ideal  combination  of 
comfort  and  general  fit- 
ness for  warfare  to  be 
found  anywhere  in  the 
world.  This  is  a  natur- 
al claim,  and  is  borne 
out  in  great  measure  by 
trials.  In  appearance, 
however,  it  reminds  one 
of  an  average  fine  wea- 
ther street  boot  and 
does  not  suggest  hard 
roads,  mud  and  water. 
Many  of  the  types 
shown  appear  to  go  to 
the  other  extreme.  They 
might  well  withstand 
hard  usage  and  rough 
weather,  but  the  most 
vivid  imagination 
would  scarcely  associ- 
ate them  with  comfort. 
As  an  example  of  these 
we  may  mention  the 
boots  worn  by  the 
Danish  Navy,  Italian  Infantry  and  the  Portuguese 
.\rmy.  Appearances,  however,  may  be  against  them, 
which,  for  the  sake  of  the  soldiers  of  these  countries, 
we  hope  is  the  case. 

The  present  war  will  undoubtedly  result  in  much 
important  information  being  gained  and  put  into  prac- 
tice regarding  the  correct  design  of  army  shoes.  In 
spite  of  the  generally  recognized  preparedness  of  the 
Germans  for  war,  they  appear  to  be  no  better  equip- 
l)ed  in  the  matter  of  boots  than  most  other  nations. 
In  this  matter  we  refer  not  so  much  to  the  number, 
as  to  the  quality  and  style,  as  undoubtedly  the  Ger- 
mans were  prepared  as  far  as  numbers  were  concerned, 
and  France  and  England  were  notoriously  unprepared, 
sufficient  proof  in  itself  of  the  attitude  of  these  nations 
towards  a  general  European  war.  If  persistent  reports 
may  be  believed,  however,  the  German  army  has  suf- 
fered very  considerably  from  imperfect  footwear. 
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U.  S.  Army  Shoe.     Weighs  two  pounds,  live  Boot  worn  by  Swedish  navy.     Provided  with  Shoe   of    the    French    infantry.  Welted 

ounces,  to  the  pair.    Made  without  box  toe.   Close  extra  long  strap,  going  twice  around  boot,  to  in-  forepart  with  Standard  Screwed  shanlc.  Fore- 

fitting  heel.    Goodyear  welt.  sure  secure  fastening.    Welted  forepart  with  rein-  part  studded  with  Hungarian  nails.     Weight : 

forced   shank.     Weight :    three    pounds,     eleven  three  and  three-quarters  pounds  to  the  pair. 

ounces,  per  pair. 


English  cavalry  boot.    Heavy  material.  Boot   worn  by  the  Austrian  infantry  for  Shoe  issued  to  Prussian  infantry  for  gd.nbon 

and  has  slid  leg  with  provision  for  tight-  field  service.     Pegged  bottom  and  heel  pro-  wear.     McKay  sewed  \vith  two  rows  of  stitches, 

ening   over    the    instep.      Weight:     four  tected  by  heavy  steel  band;  also,  outside  coun-  Made  to  lace  on  the  inside.    Weight:  two  pounds, 

pounds,  eight  ounces,  per  pair.  ter.     Weight :  four  pounds,  per  pair.  four  ounces,  per  pair. 


Service    boot    worn    by    tlie    Spanisli    in-  lioot  issued  to  the  Servian  infantry.     Hand  English  army  slioe  issued  for  service  in  India, 

fantry.     Welted  forepart;  shank  McKay  sew-  pegged,  witli  two  rows  of  pegging  in  the  forepart  A  welt  shoe  with  reinforced  shank  and  hob  nailed 

ed.     Weight:  two  pounds,  six  ounces,  to  the  and  three  at  the  shank.     Weiglit :  two  and  three-  forepart.     Weight:  tliree  pounds,  nine  ounces,  to 

pair.  quarters    pounds    per     pair.      Fitted     with    side  tlie  pair. 

straps. 
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Sliuu  worn  li>  llie  Danish  navy — liaiiJ  peg- 
ged.    Weight  iier  pair,  two  pounds,  two  oinices. 


Boot  worn  by  Greek  infantry. — Goodyear 
wehed,  Goodyear  stitched,  shank  reinforced  with 
pegs,  and  hob  nailed  forepart.  Weight  per  pair, 
two  pounds,  ten  ounces. 


Mexican    sandal.      Weight :    one    pound,  per 

pair. 


Servian  cavalry  boot.  Hand  peg- 
ged— two  rows  of  pegging  at  the  fore- 
part and  three  in  tlie  shank,  which  has 
hroad  heel  and  spur  rest.  Weight: 
three  anil  one-half  pounds  to  the  pair. 


IJoot  worn  by  the  Austrian  cavalry. 
It  has  a  pegged  bottom,  with  heel 
protected  by  a  steel  band,  and  an  out- 
side counter.  Weight:  five  pounds,  per 
pair. 


Boot  worn  by  Swiss  infantry  in  Vjarracks — 
Standard  Screwed.  Weight  per  pair,  two  pounds, 
three  ounces. 


Shoe  worn  by  the  Argentine  infantry — 
Standard  Screwed,  with  hob  nails  in  forepart. 
Weight  per  pair,  two  pounds,  si.x  ounces. 


Canvas  shoe  issued  to  the  British  navy. 
Weight :  one  pound,  eleven  ounces,  per  pair. 
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General  News  and  Personals 

Happenings  in  the  Shoe  and  Leather  Trade 


The  firm  of  Matte  &  Moquin  have  registered  as  dealers 
in  boots  and  shoes,  Longueuil,  Que.;  Ulric  Matte  and  Ignace 
Moquin,  proprietors. 

Mr.  Isidore  Cohen,  dealer  in  boots  and  shoes,  Toronto, 
Ont.,  is  discontinuing  business. 

Messrs.  Gates  and  Nemerovsky  have  purchased  the  boot 
and  shoe  business  of  the  Estate  of  W.  A.  Moyer,  Winnipeg, 
Man. 

Mr.  W.  J.  Webster,  a  retired  shoe  merchant  of  Montreal, 
died  suddenly  from  heart  trouble  in  Cobourg,  where  he  had 
been  staying  for  the  past  fortnight. 

The  Reliance  Shoe  Company,  Limited.  Toronto,  have 
found  it  necessary  to  increase  their  output  of  Canadian  Boy 
shoes,  as  the  number  of  orders  received  for  the  coming  sea- 
son has  been  unusually  large. 

Mr.  Gustave  Groesenek,  Verdun,  Que.,  has  recently  had 
a  U.  S.  M.  shoe  repair  outfit  installed  in  his  plant. 

Repairs  are  reported  well  under  way,  to  the  shoe  factory 
of  Gale  Bros.,  Quebec,  which  recently  suffered  by  fire. 

The  Jap  Company  have  purchased  the  boot  and  shoe 
business  of  Messrs.  Richardson  &  Company,  Calgary. 

Mr.  A.  Levy,  Toronto,  recently  visited  New  York,  Bos- 
ton and  other  cities  in  the  Eastern  States. 

The  Militia  Department  has  placed  an  order  for  2,500 
pairs  of  men's  boots  with  the  Pertli  Shoe  Company,  Perth, 
Ont. 

Mr.  Jas.  Muir,  Jr.,  of  the  Jas.  Muir  Manufacturing  Com- 
pany, Maisonneuve,  Que.,  has  been  on  a  business  trip  to  the 
west. 


Mr.  P.  I.  Hersey,  vice-president  of  the  Regal  Shoe  Com- 
pany, Boston,  Mass.,  visited  Toronto  recently. 

Mr.  Arthur  V.  Rowan  has  purchased  the  boot  and  shoe 
business  of  McManus  &  Company,  Fredericton,  N.B. 

Mr.  T.  J.  Mooney  has  accepted  a  position  with  the  Jas. 
Muir  Company,  Maisonneuve,  Que.  Mr.  Mooney  was  form- 
erly employed  by  Ames-Holden-McCready,  Limited,  Mon- 
treal. 

Mr.  Howard  C.  Blachford,  of  H.  &  C.  Blachford,  Limited, 
Toronto,  has  been  visiting  the  shoe  centres  in  the  Eastern 
States. 

Mr.  J.  B.  Keany,  formerly  of  the  Slater  Shoe  Company, 
Montreal,  has  been  appointed  foreman  of  the  sole  leather 
room  of  Messrs.  H.  Jacob  &  Sons,  Norwalk,  Conn. 

An  attractive  and  splendidly  equipped  shoe  store  is  being- 
opened  by  Mr.  George  Stockand  at  the  corner  of  Jasper  and 
First  Avenues,  Edmonton,  Alta. 

Public  notice  is  given  in  the  Ontario  Gazette  that  the 
capital  stock  of  the  Marathon  Tire  &  Rubber  Company,  Lim- 
ited, has  been  reduced  from  $800,000  to  $400,000. 

The  New  Brunswick  Karakule  Arabi  Sheep  and  Fur 
Company,  Limited,  has  been  incorporated  with  head  office  in 
Penniac,  N.B. 

The  Brandon  Shoe  Company,  Brantford,  Ont.,  have  just 
completed  a  5,000-pair  order  for  army  shoes  for  the  Domin- 
ion Government. 

The  Gleamo  Manufacturing  Company,  manufacturers  of 
shoe  and  metal  polishes,  Montreal,  Que.,  has  dissolved. 

The  Solid  Leather  Shoe  Company,  Preston,  Ont.,  have 
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had  a  very  successful  season  in  scllinji;  their  high  quality  shoes 
for  women. 

The  E.  T.  Wright  &  Company  factory,  St.  Thomas,  Ont., 
recently  received  a  rush  order  for  8,000  pairs  of  shoes  to  be 
delivered  to  the  Militia  Department  on  December  1st.  The 
short  time  allowed  necessitated  operating  the  factory  night 
and  day,  including  Sundays. 

Mr.  II.  Ansley  is  now  superintendent  and  manager  of  the 
Perth  Shoe  Company,  Perth,  Ontario.  Having  been  salesman 
of  this  company  for  some  time,  Mr.  Ansley  is  thoroughly 
familiar  with  the  boots  and  shoes  handled  by  this  company. 

The  American  Shoe  Company,  Limited,  have  moved  from 
their  former  location  on  Jasper  Avenue  East  to  Jasper  Ave- 
nue West,  and  now  occupy  the  site  until  recently  held  by  the 
Canadian  Northern  Railway  Company  for  telegraph  and  ex- 
press purposes.  The  store  has  been  completely  overhauled 
and  is  said  to  be  one  of  the  finest  in  the  city.  Until  all  the 
former  stock  is  sold  out,  tlie  old  store  on  Jasper  Avenue  East 
will  also  be  continued. 

At  a  meeting  of  the  Canadian  Manufacturers'  Associa- 
tion,   held    in    Montreal    on    November    .5,    Mr.  George 

A.  Slater  was  among  the  speakers.  He  strongly  sup- 
ported the  Made  in  Canada  campaign,  which  was  the  burden 
of  nearly  all  the  speeches.  Mr.  Slater  suggested  the  forma- 
tion of  a  "M.I.C.,"  or  "Canadian  Mic  Club,"  with  the  special 
idea  of  inducing  the  ladies  to  buy  goods  made  in  the  Domin- 
ion. 

According  to  the  statement  of  the  manager  of  the  shoe 
department  of  a  large  Montreal  establishment,  war  news 
has  a  distinct  influence  on  the  sale  of  shoes.  Good  news,  he 
said,  resulted  in  large  receipts,  while  unfavourable  reports 
had  the  opposite  effect.  This  had  been  his  experience  during 
the  present  conflict. 

The  present  fashion  in  gaiters,  especially  in  ladies'  de- 
scriptions, is  likely  to  continue,  according  to  Montreal  re- 
tailers, there  being  an  ever-increasing  demand  for  these  arti- 
cles. It  is  considered  probable  that  in  the  early  fall  and 
during  the  summer  ladies'  gaiters  made  of  lace  will  be  ex- 
tensively worn. 

The  War  Office  have  just  placed  a  large  order  for  shoes 
with  the  Williams  Shoe  Company,  Brampton,  Ont. 

E.  T.  Wright  &  Company,  Inc.,  Rockland,  Mass.,  started 
working  on  full  time  recently,  and  the  firm  expect  to  con- 
tinue working  with  full  staff  for  a  few  months.  This  will 
mean  an  output  of  3,400  pairs  a  day. 

A  dance  was  given  in  St.  Thomas,  Ont.,  by  the  Just 
Wright  Shoe  Company  for  their  employees.  It  was  h,.ld  at 
their  factory,  and  the  employees  of  the  Nursery  Shoe  Com- 
pany and  the  Aylmer  Shoe  Company  were  also  invited. 

The  Edward  Stark  Shoe  Company,  Limited,  Vancouver, 

B.  C.,  recently  announced  that  on  November  30th  they  would 
close  out  their  branch  store  on  Granville  Street  and  conduct 
one  store  only.  In  this  way  they  believe  they  can  better 
serve  the  public  hy  concentrating  their  efforts  and  combining 
their  stock. 

Mr.  John  Wolf,  for  many  years  proprietor  of  a  well- 
known  shoe-making  establishment  in  Cranbrook,  died  recent- 
ly at  Eort  Steele,  at  the  age  of  seventy-five.  For  some  time 
past  he  has  been  in  poor  health,  which  compelled  him  to  re- 
tire from  active  business. 

Mayor  Dinsmore,  of  St.  Stephen,  N.B.,  reports  good  pio- 
gress  being  made  on  the  shoe  factory,  which  is  being  built 
by  the  town,  and  which  Clark  Bros,  will  occupy.  The  con- 
tractor expected  to  complete  the  building  before  the  end  r)f 
November. 

Messrs.  Suppil  &  Hagan,  shoe  manufacturers,  Berlin,  On- 
tario, have  dissolved  partnership.    Mr.  Suppil  will  continue 


the  business  as  A.  Suppil  &  Son,  taking  his  son  Walter  into 
partnership  with  him. 

On  Wednesday,  November  25,  the  store  of  the  Brockton 
Shoe  Company,  440  St.  Catherine  Street  West,  Montreal,  was 
badly  damaged  by  fire,  which  commenced  in  the  basement. 
I'ortunately,  the  company  have  another  store  on  the  sam-.: 
street,  so  that  they  are  able  to  continue  their  trade,  which  is 
in  men's  lines  at  $4. 

Mr.  E.  T.  Keene  has  accepted  a  position  as  foreman  with 
the  James  Muir  Company,  Maisonneuve,  Que. 

Misses'  and  Children's  McKay  shoes  and  nailed  work  are 
now  being  manufactured  by  Messrs.  J.  &  J.  Clarke,  Gait, 
Ont.,  who  conduct  a  number  of  shoe  repair  shops  in  that 
town.  They  have  opened  new  quarters  at  34  Water  Street 
South,  where  they  have  installed  a  complete  set  of  shoe 
manufacturing  machinery.  They  will  sell  the  goods  in  their 
various  stores. 

Mr.  H.  B.  Pollock,  well  known  to  the  Toronto  shoe 
trade,  has  been  appointed  purchasing  agent  for  the  Ames- 
Holden-McCready  Company's  factories.  He  has  been  for 
some  time  past  Canadian  manager  for  the  Regal  Shoe  Com- 
pany. For  many  years  previous  to  the  purchase  of  the  Sov- 
ereign Shoe  Company  by  the  Regal  Shoe  Company,  Mr.  Pol- 
lock was  manager  of  the  former  concern,  and  after  the  trans- 
fer went  to  the  American  factories  of  the  Regal  Companies, 
where  he  became  thoroughly  familiar  with  the  Regal  systems 
of  purchasing,  production  and  operation. 

The  Blachford  Shoe  Manufacturing  Company,  Toronto, 
are  contemplating  adding  to  their  exclusive  range  of  welts,  a 
comprehensive  up-to-the-minute  line  of  women's  turned  foot- 
wear. They  have  been  in  receipt  of  very  numerous  inquiries 
for  a  line  of  turns  along  with  their  welts.  These  inquiries 
have  been  so  incessant  that  in  all  probability  a  definite  an- 
nouncement will  appear  in  the  next  issue  of  '"Footwear  in 
Canada." 

Mr.  W.  H.  Wilbur  has  succeeded  to  the  boot  and  shoe 
business  of  Mr.  D.  W.  Wilbur,  Delhi,  Ont. 

Mr.  Carl  Wiese,  shoemaker,  Prussia,  Sask.,  has  discon- 
tinued business. 

The  U.S.M.  Company  recently  installed  a  new  Goodyear 
shoe  repair  outfit  in  the  plant  of  Mr.  Frank  B.  Dunlap,  Syd- 
ney Mines,  C.B. 

Mr.  F.  Gauvreau  has  accepted  the  position  of  manager  of 
the  Plessisville  Shoe  &  Leather  Company,  Plessisville,  Que. 
He  was  formerly  foreman  of  the  packing  room  of  F.  W.  Mc- 
Keen,  Quebec. 

Mr.  Chas.  Cook,  Jr.,  formerly  assistant  manager  of  the 
Baker-Carpenter  Company,  Portsmouth,  N.H.,  has  been  ap- 
pointed assistant  superintendent  of  Ames-Holden-McCready, 
Limited,  No.  1  factory,  Montreal,  Que. 

Mr.  H.  G.  Greene,  formerly  assistant  sales  manager  of 
the  footwear  department  of  the  Gutta  Percha  &  Rubber  Lim- 
ited, Toronto,  has  accepted  a  position  as  superintendent  of 
the  footwear  department  of  the  Montreal  branch  of  the  firm. 

Mr.  Henry  D.  Rae,  boot  and  shoe  dealer,  Vancouver, 
B.C.,  is  removing  from  his  former  store  at  104  Cordova  Street 
to  handsome  new  quarters  at  31  Hastings  Street  East. 

Mr.  Nicholas  Cotter,  shoemaker,  Barrie,  Ont.,  has  do- 
nated to  the  Children's  Aid  Society  his  $3,000  home,  to  be 
named  the  Alice  May  Cotter  Shelter  after  his  daughter. 

A  large  order  for  sheep-lined  coats  has  been  placed  with 
A.  R.  Clarke  &  Company,  Toronto,  by  the  British  War  Office, 
London,  Eng. 

The  Shoe  Store  of  Quality  has  been  opened  in  Renfrew, 
Ont..  by  Mr.  George  Thacker. 

Mr.  B.  W.  Moore,  formerly  of  the  B.  \\'.  Moore  Com- 
pany, Limited,  Pctrolia,  has  accepted  a  position  with  Blach- 
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ford  Davies  &  Company,  Toronto.  He  is  now  representing 
this  firm  in  Northern  Ontario. 

The  shoe  repair  shop  of  Mr.  Thomas  Thornton,  Killar- 
ney,  Man.,  has  been  purchased  by  Mr.  E.  Mason. 

Mr.  Walter  Yates  has  accepted  a  position  with  McLaren 
&  Dallas,  Toronto. 

The  Cobourg  Felt  Company,  Cobourg,  have  placed  an 
order  with  the  United  Shoe  Machinery  Company  for  the  in- 
stallation of  a  complete  plant. 

Mr.  F.  Brouillard,  formerly  of  Ames-Holden-McCready, 
Limited,  Montreal,  has  been  appointed  foreman  of  the  Good- 
year making  department  of  the  James  Muir  Company,  Mais- 
onneuve,  Que. 

Mr.  Henry  Muir,  formerly  of  the  James  Muir  Company, 
Maisonneuve,  Que.,  has  accepted  a  position  with  the  Alberta 
Shoe  Manufacturing  Company. 

Mr.  E.  F.  Leonard,  formerly  of  the  Slater  Shoe  Company, 
Montreal,  has  resigned  his  position  as  superintendent  of  the 
Newfoundland  Boot  &  Shoe  Manufacturing  Company,  Lim- 
ited, St.  Johns. 

VVe  are  pleased  to  report  that  Mr.  John  D.  Hawthorne, 
traveller  for  D.  D.  Hawthorne  &  Company,  Toronto,  who  has 
been  suffering  from  appendicitis  is  now  around  again. 

Mr.  H.  Cochrane  has  accepted  the  position  of  foreman 
of  the  bottom  stock  department  of  Ames-Holden-McCready, 
Limited,  No.  1  factory,  Montreal. 

Mr.  C.  E.  Lepine,  formerly  of  Tourigny  &  Marois,  Que- 
bec, has  accepted  a  position  with  Dupont  &  Frere,  Maison- 
neuve, Que. 

Messrs.  Clark  Bros.,  St.  Stephen,  N.B.,  have  ordered  com- 
plete United  Shoe  Machinery  installations  in  their  new  fac- 
tory. 

Mr.  D.  Bernstein  recently  opened  the  Craft  Fashion  Shoe 
Store  at  130  St.  Catharine  Street  West,  Montreal,  P.Q. 

Messrs.  John  Melrose  and  Giles  McKeague  have  been  ap- 
pointed city  travellers  representing  Messrs.  F.  J.  Weston  & 
Sons,  Toronto. 

Mr.  J.  Dawson,  formerly  of  Ames-Holden-McCready, 
Limited,  Montreal,  has  accepted  a  position  as  foreman  of  the 
finishing  and  treeing  department  of  the  Jas.  Muir  Company, 
Maisonneuve,  Que. 

The  boot  and  shoe  repairing  business  formerly  conducted 


by  Mr.  E.  S.  Pulley,  Lethbridge,  Alta.,  has  been  taken  over 
by  Mr.  Frank  Miles. 

The  Klassy  Boot  Shop,  Montreal,  has  dissolved.  The 
business  v/ill  now  be  carried  on  under  the  same  name  by  Mr. 
Harry  Hausher. 

The  Simpson  Folding  Case  &  Trunk  Company,  London, 
suffered  loss  by  fire  recently. 

An  expert  foot  specialist  has  been  placed  in  each  of  their 
stores  by  the  Regal  Shoe  Company,  Whitman,  Mass. 

The  Canadian  Leather  Works  have  registered  in  Mon- 
treal, Que. 

Mr.  Glass  has  opened  a  boot  and  shoe  store  in  Craik, 
Sask. 

Mr.  Theo.  Mayer,  Montreal,  Que.,  recently  had  several 
new  machinery  parts  installed  in  his  boot  and  shoe  factory. 

A  new  repair  shop  has  been  opened  in  Weyburn,  Sask., 
by  the  Western  Shoe  Repairing  Company. 

Mr.  John  Way,  Stratford,  Ont.,  has  purchased  the  shoe 
stock  of  Mr.  Chas.  Knapp,  Grand  Valley. 

Mr.  C.  Musselman  has  sold  out  his  boot  and  shoe  busi- 
ness in  Gait,  Ont. 

Mr.  Wm.  Reynolds  has  opened  a  shoe  repairing  and  har- 
ness store  in  Port  Lambton,  Ont. 

The  stock  of  Mr.  A.  Judelson,  dealer  in  men's  furnish- 
ings and  boots  and  shoes,  Hamilton,  Ont.,  was  sold  recently. 

A.  S.  Many  &  Company  have  registered  in  Verdun,  P.Q., 
as  dealers  in  boots  and  shoes;  A.  S.  Many  manager. 

On  November  10th  Mr.  George  Roy,  chief  inspector  of 
hides  for  the  Province  of  Quebec,  died  in  the  city  of  Quebec, 
aged  72.  Mr.  Roy  had  been  in  ill-health  for  al)out  three 
months. 

The  outlook  for  business  is  distinctly  good,  in  the  opin- 
ion of  Mr.  A.  E.  Jackson,  of  Jackson  &  Savage,  Montreal. 
The  firm  are  manufacturers  of  the  well-known  Scout  shoe 
lines  and  also  agents  for  the  Miner  Rubber  Company.  Mr. 
Jackson  states  that  orders  are  coming  in  at  a  very  satisfac- 
tory rate,  and  that  he  looks  for  a  good  season's  trade. 

The  Canadian  Consolidated  Rubber  Company,  Montreal, 
have  issued  a  very  effective  coloured  poster  of  a  Highland 
piper,  drawn  from  life.  Underneath  is  the  inscription:  "It  is 
a  short,  short  way  to  Tipperary  when  you  wear  spring  step 
friction  plug  cushion  heels." 


General  Store  News  of  Western  Canada 

Where  the  Shoe  Manufacturer  May  Find  a  Customer 


Saskatchewan 

Messrs.  Linberg  &  Rositch,  general  storekeepers,  Dead 
Moose  Lake,  Sask.,  have  dissolved  partnership. 

Manitoba 

Mr.  J.  L.  D.  Down  has  purchased  the  general  store  stock 
of  the  Estate  of  W.  H.  Hunter,  Rounthwaite. 

Mr.  Klingbull  has  purchased  the  general  store  business 
of  Messrs.  Maydanuk  Bros.,  Transcona. 

The  Lac  du  Bonnet  Fur  &  Trading  Company  have  suc- 
ceeded to  the  general  store  business  of  Mr.  G.  Nordstrom, 
Lac  du  Bonnet. 

Messrs.  Rawson  &  Fordyce,  general  storekeepers,  Wel- 
wyn,  have  dissolved  partnership. 

Mr.  J.  W.  Robinson,  general  storekeeper,  Fairlight,  Man., 
has  sold  out. 

New  Brunswick 

The  Leonardville  Trading  Company,  Limited,  have  suc- 
ceeded to  the  general  store  business  of  Mr.  Wilfred  B.  Welch, 
Deer  Island. 

Messrs.  Cole  &  Welton  have  succeeded  to  the  general 
store  business  of  Mr.  F.  D.  MacMann,  in  Newcastle  Creek. 

Quebec 

Messrs.  H.  R.  Hillicr  and  J.  Bedard  have  registered  in 
La  Tuque,  Que.  They  will  carry  on  a  boot  and  shoe  and 
dry  goods'business  under  the  name  of  Hillier  &  Bedard. 


Messrs.  P.  J.  Ruel  &  Cie  have  registered  in  Notre  Dame 
des  Anges.    They  will  carry  on  a  general  store  business. 

Mr.  Frank  Tarantour  has  registered  as  general  store- 
keeper in  Quebec. 

Messrs.  U.  Breton  &  Cie  have  registered  as  general  store- 
keepers in  Quebec. 

Messrs.  J.  P.  Bellevance,  Limitee,  general  store,  Rimou- 
ski,  have  obtained  a  charter. 

Letters  patent  have  been  issued  by  the  Lieut-Governor 
of  the  province  of  Quebec,  incorporating  La  Compagnie 
Rivard  &  Simard,  Limitee,  to  carry  on  the  business  of  coun- 
try general  merchants  in  the  town  of  Roberval.  A  stock  of 
boots  and  shoes  will  be  carried. 

Letters  patent  have  been  issued  by  the  Lieut. -Governor 
of  the  Province  of  Quebec,  incorporating  the  general  store 
of  M.  Lefkowitz  &  Sons,  Limited,  Montreal. 

Ontario 

Mr.  Noble  Dean,  of  Messrs.  N.  Dean  &  Son,  general 
storekeepers,  Renfrew,  died  recently. 

Mr.  James  Jackson,  general  storekeeper  in  Henfryn,  has 
sold  out. 

Messrs.  Alice  &  Ferris  have  purchased  the  Plaileyburj'- 
branch  of  the  general  store  of  Messrs.  Chamandy  Bros. 

Mr.  H.  C.  DifTin  has  been  admitted  as  partner  with  Mr. 
D.  J.  Smith,  dealer  in  dry  goods,  boots  and  shoes,  Welland. 
The  firm  will  now  be  known  as  Smith  &  Diffin. 
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Shoe  Ornament  Trade  Affected 

ATanufacturers  of  shoe  buckles,  slipper  bows  and 
Other  ornaments  for  women's  footwear  who  have  de- 
pended upon  European  sources  for  much  of  the  raw 
material  which  is  used  in  the  manufacture  of  orna- 
ments, supplies  of  which  are  cut  off  because  of  the 
war  in  Europe,  must,  if  the  war  continues  for  any 
length  of  time,  find  substitutes  for  what  they  have 
been  accustomed  to  secure  across  the  water.  The  cut 
steel  jet,  many  of  the  finer  metal  beads  and  glass 
beads  have  been  coming  in  large  quantities  from 
France,  (Germany  and  Austria.  Italy  supplies  some 
jet,  but  the  other  countries  are  by  far  the  largest 
makers  and  exporters  of  ornaments.  This  big  supply 
the  war  has  cut  off.  Not  only  do  the  articles  which 
go  into  bows  to  ornament  them  come  from  abroad, 
but  also  a  lot  of  the  material  of  which  the  bows  are 
made,  come  from  Europe.  France  supplies  a  lot  of 
the  velvet,  chiffon  and  silks,  and  most  of  the  stamped 
vamps  which  are  used,  and  this  supply,  while  it  is 
not  as  likely  to  be  shut  off'  as  the  l)uckle  and  bead  sup- 
ply, is  likely  to  be  curtailed.  There  is  some  hope  that 
all  finished  products  in  France  will  be  ship])e(l. 


The  specialty  of  a  certain  Chicago  shoe  repairing 
company  is  in  connection  with  the  footwear  of  office 
men  in  the  down-town  district.  This  company  offers 
a  unique  and  very  convenient  inducement  to  patrons, 
in  that  they  advertise  they  will  send  slippers  to  your 
office,  if  you  are  too  busy  to  get  away,  the  slippers  to 
be  used  while  your  boots  are  being  repaired.  We 
understand  this  system,  worked  out  with  great  dis- 
patch, has  been  the  means  of  securing  a  great  many 
customers  for  this  enterprising  firm. 


COUNTERS  and  BOX  TOES 

We  manufacture  all  kinds  of  Union  and  Leather  Counters, 
Leather  Box-Toes. 


Let  us  submit  samples  of 
these.  A  test  will  convince 
you  of  the  value  of  our  coun- 
ters for  your  shoes. 


Lamontagne,  Racine  &  Co. 

115  Arago  St.,  Quebec 


TORONTO  Hep. 
R.  Lewis,  21  Scott  St. 


MONTREAL  liep. 
V.  Champigny,  1276  Ontario  St. 


Obituary 

Mr.  VV.  J.  Webster,  of  Montreal,  passed  away  quite 
suddenly  in  Cobourg,  Ont.,  on  November  26th.  He 
had  only  recently  removed  from  his  old  home  in  Mon- 
treal in  order  to  reside  with  his  son,  who  was  one  of 
the  promoters  of  the  Cobourg  Felt  Company,  Limit- 
ed. Mr.  Webster  retired  from  the  wholesale  shoe 
trade  about  two  years  ago.  In  his  death  the  trade  loses 
one  of  its  oldest  adherents,  as  he  had  been  associated 
with  this  industry  for  the  past  forty  years,  having 
many  times  travelled  from  Coast  to  Coast.  His  favor- 
ite territory  was  the  Province  of  Ontario,  where  he 
had  hosts  of  friends,  who  will  be  grieved  to  hear  of 
his  sudden  ending.  He  was  in  his  72nd  year.  Ho 
leaves  a  son  and  daughter,  his  wife  having  died  some 
years  ago. 


We  want  to  m  for  CASH  all 
the  PIECED  HEEi  STOCK  y«« 

Brockton  Heei 

COMPAMY 

BROCKTON,  MASS. 


BOX  TOES  THAT 
COME  ALIKE 


Made  in 
leather, 
split,  com- 
bination 
leather, 
canvas 
and  felt. 

HE  ELS 

that  will 
not  clieck 
nil  grades 
(Icnoin  ina- 
tions  and 
hoiKhts-  a 
full  line. 


INDEPENDENT  BOX  TOE  CO.,'''^''^Sn^^i^i'°-'' 


AUTH.  CAPITAL  $250,000.00 


JHE  TANNERS'  LEATHER  fOMPANY 

TANNERS  AND  MANUFACTURERS  OF 

ROUGH    AND    FINISHED   SPLITS,   SLABS,   SKIFFINGS    AND    SPLIT  OFFAL 

Main  Office  and  Plant:  210  N.J.  Railroad  Avenue 
NEWARK,  NEW  JERSEY 
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A  Popular 
Novelty 


La  Valier  Shoe  Ornaments 


This  popular  novelty  was  specially  designed  for  converting  any  pump  or  slipper 
into  a  La  Valier  shoe.  The  most  up  to  date  shoe  in  the  fashion  world,  50c  to 
$2.50  a  pair,  including  straps.  This  ornament  has  sold  rapidly  wherever  shown. 
Write  G.  J.  Trudeau  for  prices,  samples,  and  particulars. 

Ornaments  for  evening  slippers,  rosette  in  all  colors,  bows  of  all  kinds,  brilliants  at 
all  prices. 


Shoe  Laces 

in  Cotton  or  Mercerized  Silk.  Blind 
eyelet  or  tubular.    From  50c  per  gross. 


All  kinds  of 

Shoe  Dressings,  Buttons, 
Button  and  Bow 
Fasteners. 

Power  and  Hand  machines  to  let  the  above. 


The 
Shoe 
Retailer's 
Supply 
House 


Satin  Slipper 
Dyes 

For  dyeing  white  slippers  any  color  de- 
sired.   Obviate  the  necessity  of  carrying 
a  big  stock.    Color  card  on  request. 
Price  $3.00  per  dozen  4  oz.  bottles. 

Black  Dye  for  Dyeing 
Tan  Shoes 

$6.00  per  gallon 
Suede  Dressing  Liquid,  $2.00  a  dozen. 
French  Bronze  for  bronzing  Kid  shoes 

$2.00  per  dozen 


Made  in  Canada.  Shoe  hooks  of  all  kinds.  Full  stock 
carried  in  Montreal  for  prompt  shipment. 

G.  J.  Trudeau 


365  Ontario  St.  East 


MONTREAL 
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28  "Service"  Branches  Throughout  Canada 


OOMlNipS  Cana'^ian  Consolidated  |)OMINIO)( 
-i^SBSBMke^   Rubber  Co.,  Limited  ^^^SS^ 

^^^BS^^  Montreal,  P.Q. 

^^Made  in  Canada'' 

^^SPRING  STEP^' 

FRICTION  PLUG 

RUBBER  HEELS 


^^DO  MINI  ON'' 
RUBBER  SOLES 

We  have  added  to  our  line  a  complete 
range  of  the  above  items.  They  are 
made  in  Canada^  by  CanadianSy 
for  Canadians. 

Write  our  nearest  branch  for 
prices  or  ask  our  Travellers. 

Canadian  Consolidated 
Rubber  Co.,  Limited 

Montreal,  P.  Q. 

28  "Service"  Branches  Throughout  Canada 
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WATERPROOF 

^lACK  POLISH 

UNEQUALLED 


TRADE 
REGIS 


MARK 
TEREO 


Of  ANl 


j^oR  Patent.  Ou\c£  Kid.Boa^ 
s^ALf  AND  OTHER  Leathers. 

London  S£. 


It  is  our  sincere  wish  this  Christmas  that 
the  arms  of  Britain  and  her  AUies  will 
soon  prevail;  that  this  terrible  war  may 
soon  be  at  an  end,  and  war  be  ended  for 
ever. 

We  wish  our  many  friends  the  greatest 
prosperity  during  the  coming  year,  and 
trust  that  we  may  soon  be  able  to  extend 
the  old  greeting  with  a  new  sincerity  of 
meaning,  "Peace  on  earth  and  goodwill 
towards  men." 


9-11-13  Davenport  Road 


TORONTO,  ONT. 
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"Made  in  Canada"  Rubbers 

The  rubber  season  is  now  at  hand  and  the  de- 
mand is  for  Made  in  Canada  rubbers. 

Stock  up  on  our  big"  four  famous  brands  Kant 
Krack,  Dainty  Mode,  Royal  and  Bull  Dog.  Each 
of  these  brands  is  the  leader  of  its  class. 

Our  next  season's  samples  of  tennis  shoes  are 
now  ready  for  your  inspection. 

Any  of  our  jobbers  can  show  you  samples  and 
quote  prices. 

The  Independent  Rubber  Co. 

Memtton,  Onl. 


Y^^HAT  WE  HAVE^^S- 


WELL 


INDEPENDENT  RUBBER  CO.  BRANDS 
ARE  SOLD  BY 

The  Amherst  Boot  &  Shoe  Co.,  Limited,    Amherst,  N.  S. 

The  Amherst  Central  Shoe  Co.,  Regina,  Sask. 

The  A.  W.  Ault  Co.,  Limited           -  Ottawa,  Ont. 

White  Shoz  Co.         ...  Toronto,  Ont. 

Kilgour,  Rimer  &  Co.,  Limited,  Winnipeg,  Man. 

The  J.  Leckie  Co.,  Limited,  Vancouver,  B.  C. 

The  London  Shoe  Co.,        -         -  London,  Ont. 

McLaren  &  Dallas,         -        -         -  Toronto,  Ont. 

James  Robinson,          -      -         -  Montreal,  Que. 
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A  Sales  Clincher 

^^-^^^  ^^Hd^  r 

\W0RKERS  UNIONX 

UNIO^^STAMP 

[actory^  ^ 

^  Style,  Quality  and  Fit  are  features  always  considered 
by  buyers  of  footwear,  but  to  Union  Labor,  it  is  the 
Union  Stamp  that  Clinches  the  Sales. 

^  The  Union  Man's  desire  for  Union  Made  shoes  is 
natural.  He  knows  that  such  shoes  are  honestly 
constructed  and  honestly  priced.  To  him  the  Union 
Stamp  is  an  emblem  of  Protection,  for  himsef  and  for 
the  members  of  his  family. 

^  The  loyalty  of  Union  Laborers  everywhere  to  the 
Union  Stamp  means  that  they  are  looking  to  the  store 
where  Union  Made  Shoes  are  sold. 

^  Think,  Mr  Retailer,  what  such  a  class  of  buyers 
means  to  you  in  the  way  of  sales,  think  of  the  additonal 
profits  that  must  come  from  such  a  large  field  to  draw 
upon. 

^  NOW,  of  all  times,  is  the  best  to  ACT.  Write  us 
today  for  a  complete  list  of  manufacturers  who  use  the 
Union  Stamp  of  the  Boot  &  Shoe  Workers'  Union. 


BOOT  &  SHOE  WORKERS' 
UNION 

Affiliated  witSi  American  Federation  of  Labor 

246  SUMMER  ST.,  BOSTON,  MASS 


^WORKERS  UNION, 


JOHN  F.  TOBIN. 
President 


CHARLES  L.  BAINE. 
Sec.Treas. 


UNIONAftSTAMP 


Factory 
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CHAMPION  SHOE  and  REPAIR  MACHINERY 

The  Largest  and 
Most  Complete  Line 
in  the  Market 

When  you  get  ready  to  equip  yourself  with  shoe  repair 
machinery,  bear  two  important  features  in  mind — Work- 
ing Efficiency  and  Selling  Conditions  under  which  you 
can  equip  yourself  with  the  machinery  you  want. 

Champion  Standard  Straight  Needle 
and  Awl  Shoe  Stitcher 

is  expressly  designed  for  the  repair  shop — It  has  working 
features  such  as  no  other  machine  in  the  market.  You 
don't  have  to  trim  down  a  sole  in  advance  and  then 
stitch  it.  That's  one  big  feature  on  this  stitcher.  It 
saves  time  and  that's  what  counts. 

Champion  Ideal  Stitchers 

Especially  designed  for  new  custom  work  and  for  repairing.  This  machine  has  the 
proper  radius  on  needle  and  awl,  and  a  large  stitching  range,  consequently  every  claSS 
of  work  can  be  properly  taken  care  of  — from  the  heaviest  to  the  finest. 


('hampion  Staiularil  Straight 
Needle  Shoe  Stitcher. 


(  hiiinpioii  Ideal  Model  Curved  Needle 
and  Awl  Shoe  Stitcher. 


Champion  No.  :!">  Shoe  Repair  Outfit. 


Champion 
Shoe 
Repair 
Outfits 

are  equipped 
with  the  best 
and  most  com- 
plete equipment 
on  both  scour- 
ing and  burn- 
ishing shafts. 


Champion  Power  Loose  Nailers  and  Power  Metallic  Fastener 
or  String  Nailing  Machines 

Profitable  and  indispensable  in  the  repair  shop.  Soles  are  waterproof  when  nailed  on  properly — 
Both  these  machines  will  take  care  of  a  great  deal  of  trade,  that  maybe  you  now  let  go  by. 

Champion  Combination  Harness  and  Shoe  Stitchers 

are  just  the  machines  for  that  shop  where  har- 
ness is  stitched  and  shoe  repairing  work  is  done. 

CHAMPION  Machines  are  not  sold  on  roy- 
alty—They are  sold  outright,  for  cash, 
or  on  time  payments. 

Write  us  for  catalogue,  prices  and  terms. 


Champion  Shoe  Machinery  Co. 

Please  send  ine  particulars  on  

Name  

Address  


Champion  Metallic  Fastener 
Machine  or  String  Nailer. 
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Champion  Shoe  Machinery  Company 

3727-3741  Forest  Park  Blvd.,  St.  Louis,  Mo.,  U.  S.  A. 
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Invisible 
Strength 

We  all  admire  strength, 
but  we  don't  want  to  see 
it  in  too  great  evidence. 


304-310  E.  22nd  St. 
New  York  City 


Peters'  Invisible  Acme  Backing  Cloth 

gives  shoe  or  leather  the  necessary  strength  without  proclaiming 
itself  to  the  world. 

It  is  made  of  the  purest  ingredients  ;  it  is  easily  applied,  and 
once  stuck  with  a  gentle  heat  it  stays  stuck.  All  qualities,  at 
all  prices,  for  all  kinds  of  work.    Samples  free. 


Peters  Manufacturing  Co. 


43-53Lincoln  St. 
Boston,  Mass. 


Backing  Specialists— s  Generations 


D.  &  F,  SHOES 

They  speak  for  themselves.  Are  made 
of  the  best  materials  and  by  the  most 
highly  skilled  workmanship.  D.  &  F. 
shoes  have  won  the  confidence  of  Cana- 
dian shoemen. 

Their  style  and  finish  is  the  best. 
Watch  our  new  lines  of  medium  welts. 
Ask  our  traveller  to  call. 

DUPONT  &  FRERE 

301  Aird  Ave,  MONTREAL 


Cheaper 
Satisfaction 


Your  customer's 
customer  will  pay 
less  for  more  satis- 
faction if  you  put 
Guay  All-Leather 
Counters  in  your 
All  Leather  shoes.     It  pays. 

Prices  and  Samples  on  Application. 

230  St.  Marguerite  Street 
MONTREAL 


EUGENE  GUAY, 


We  also  make  Union,  Standard  and  Leather  Board  Counters. 
TORONTO  REPRESENTATIVE-638  Shaw  St. 


For  $1.50  per  year  we  will  mail  you  free  the 
journal : — 

THE  SHOE  MANUFACTURERS' 
MONTHLY  (2/-), 

and  the  directory  : — 

THE  SHOEMAN'S  GUIDE  (3/6). 

Both  are  concerned  with  the  British  Wholesale 
trade.  (Exports  of  footwear  1913  over  twenty 
million  dollars.) 

The  "Monthly"  does  not  advertise  boots  and 
shoes,  but  machinery  and  materials  only.  Will 
keep  you  posted  on  what  is  going  on  in  Great 
Britain,  the  World's  open  market. 

The  Guide  tells  you  what  the  thousand  British 
manufacturers  produce.  Also  gives  facts  as  to 
makers  of  leather,  machinery,  inks,  stains,  mer- 
cery, findings,  etc. 

The  Halford  Publishing  Co.,  Ltd. 

26  Corridor  Chambers 
LEICESTER,  ENGLAND 


We  wish  our  friends,  the  Retailers 
of  Canada,  a  very  merry  Christmas. 

HURLBUT  C°,-„„ 

PRESTON  CANADA 
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The  Shoeman 


This  Trade  Mark  represents  the 
cleanest,  handsomest,  most-useful-to- 
the-dealer-and-clerk  shoe  journal  in  the 
United  States. 

Any  Canadian  shoe  dealer,  department 
buyer  or  retail  shoe  salesman  who  asks  us 
for  a  specimen  copy  will  find  at  least  two 
big  useful  features  they  won't  find  else- 
where— send  in  for  a  copy  and  find  out 
what  these  two  things  are. 

A  copy  sent  free  on  your  postal  request 

Published  by 

The  Arthur  L.  Evans  Co. 

183  Essex  St.,  Boston,  Mass.,  U.S.A. 


Fischer's  New  Display  Model 

Bunion  Sufferers  pass  your  ^lore  daily.  Why 
not  get  one  of  these  Models  for  your  window, 
Mr.  Dealer?  It  will  attradt  their  attention,  and 
increase  your  sales  on  the  "  FISCHER." 


Our  New  display  Mode 
as  shown  herewith,  is  an 
exadt  reprodudion  of  a 
regular  size  shoe,  show- 
ing the  Fischer  Bunion 
Protector  properly  placed 
on  the  foot,  inside  of  shoe. 


It  will  get  the 
business. 


Ask  Your 
Jobber 


The  Fischer  Mfg.  Co.,  Milwaukee, Wis. 

Sole  Owners,  Manufacturers  and  Patentees 


Youths'  and  Little  Gents' 
For  Spring 

We  are  producing  an  excellent  line  of 
shoes  at  popular  prices  for  youths  and 
little  gents,  misses  and  children  in 
Patent,  Gun  Metal,  Box  Calf  and  Dongola 
at  popular  prices. 

Make  sure  of  seeing  this  line  before 
placing  your  Spring  order.  Our  represent- 
ative will  soon  call  on  you  with  a  full  range 
of  samples. 

The  Ideal  Shoe  is  Bench-made.  No 
cut  off  tips  used. 

Look  for  the  "Ideal"  brand. 

The  Ideal  Shoe  Co. 

Limited 
ELMIRA,  ONTARIO 
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YAMASKA 

Xmas  Greetings 
To  The  Retailer 


We  wish  our  customers  a  Merry  Christ- 
mas and  increased  prosperity  in  the  New 
Year.  We  also  hope  for  a  larger  share  of 
their  trade. 

The  beauty  of  selling  *'Yamaska"  brand 
of  footwear  is  that  it  never  gets  out  of  fash- 
ion and  obselete.  "  Yamaska  "  is  a  real 
quality  line  of  solid  leather  footwear  designed 
for  comfort  and  wear.  The  best  leather  and 
findings  are  used  in  their  manufacture  and 
the  manner  in  which  they  are  put  together 
is  thorough  and  lasting. 

Ask  us  for  prices. 


La  Compagnie 

J.  A.  &  M.  Cote 

St  HyacinthCy  Que. 

YAMASKA 
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CATS  PAW 

CUSHION 

RUBBBR  HBELS 


Cat's  Paw  Rubber 
Heels  are  known  every- 
where for  their  excel- 
lent wearing  qualities. 
Our  patent  canvas  fric- 
tion plug  positively  pre- 
vents slipping  without 
affecting  the  buoyancy 
of  the  rubber. 

For  tale  by  all  leading 
jobbers  throughout 
Canada 


Walpole  Rubber  Co.,  Limited 

8  McGill  College  Avenue,  MONTREAL 


TOES 

High  grade  box  toes  for  Goodyear 
work 

Also  combination  toes  of  all  kinds 

Men's,  Boys'  and  Women's  Heels 
All  Grades 


Write  for  Prices 


The  Montreal  Box  Toe  Co. 

321  Aird  Ave.,  Montreal 


Dominion  Die  Co. 


MANUFACTURERS  OF 


Cutting^  Dies 

of  Every  Description 


For  Cutting 

Leather,    Rubber,  Paper 
Cloth,  Etc. 

ALL  WORK  WARRANTED 

321  Aird  Ave.,  Montreal 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a   satisfactory   business   you  must  interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 


The  General  Merchants  are  Departmental  Stores — in  miniature — found  in 
every  hamlet,  village,  town,  and  city  in  the  Great  Western  Provinces 
of  Canada.  Every  General  Merchant  sells  boots  and  shoes — there  are  no 
exceptions.  No  exclusive  shoe  paper  can  interest  this  trade,  because  the 
General  Merchant  is  not  an  exclusive  shoe  dealer. 


mt^vatm  riNANOAL-CDuvuiziAi  ti 
Over  ag  years  in  its  field 

"CANADA'S    GREATEST   TRADE  PAPER." 

Issued  every  Saturday  Morning  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean 

Get  a  sample,  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results."— "  THE 
COMMERCIAL' 

Branches  at 

Vancouver.  Toronto,  Mo.ntreal,  Chicago,  New  York,  Lonhon.  Eng. 
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We  Can 
Supply  Anything 
From  a  Tack 
To  a  Full  Factory 
Equipment 


If  there  is  anything 
you  want,  write  us 


United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 
Toronto  Quebec 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Aircl  &  Son   63 

Alircns  Company,  Chas.  A   58 

American  -  British  -  Canadian  Distri- 
buters   23 

Ames-HoIden-McCready   11 

Armstrong,  W.  D   G4 

Blachford  Shoe  Company   3 

Brockton  Heel  Company   50 

Boot  and  Shoe  Workers'  Union  ...  55 

Boston  Last  Company   18 

Canadian  Consolidated  Rubber  Co.  24-52 

Clarke  &  Company,  A.  R   68 

Cook-Fitzgerald  Company   6 

Cote,  J.  A.  &  M   59 

Commercial   l>0 

Champion  Shoe  Machinery  Co   56 

Dominion  Die  Company   60 

Dunlop  Tire  Company  7 

Dupont  &  Frere   57 

Elmira  Felt  Company    22 

Essex  Rubber  Company   16 

Evans  Company,  Arthur  L   58 


Fischer  Mfg  .Company   58 

Fortuna  Machine  Co   64 

Great  West  Felt  Co   14 

Grosch  Felt  Shoe  Co   20 

Guay,  Eugene   57 

Halford  Publishing  Co   57 

Hurlbut  Company   57 

Ideal  Shoe  Company   58 

Independent  Box  Toe  Co   50 

Independent  Rubber  Company  ....  54 

Kaufman  Rubber  Company   12 

Kawneer  Mfg.  Company   17 

Lambert,  Alfred   15 

Lamontagne,  Racine  &  Co   50 

McMartin,  E.  W   23 

Milbradt  Mfg.  Company   64 

Minister  Myles  Shoe  Co   13 

Miner  Rubber  Company   1 

Montreal  Box  Toe  Co   60 


Nugget  Polish  Company   53 

Panther  Rubber  Company    2 

Peters  Mfg.  Company   57 

Progressive  Shoe  Machinery  Co.  ...  9 

Reliance  Shoe  Company   63 

Rice  &  Hutchins   10 

Robinson,  Jas   4-5 

Rolland,  A.  B   64 

Shoeman   58 

Sisman  Shoe  Company,  T   9 

Sultana  Mfg.  Company   66 

Tanners  Leather  Company   50 

Tebbutt  Shoe  &  Leather  Co   8 

Trudeau,  G.  J   51 

United  Shoe  Machinery  Co.  21-61-65-67 

United  States  Hotel   64 

Walpole  Rubber  Company   60 

Whittemore  Bros   62 

Wright  &  Company,  E.  T   19 


Finest 
Quality 


WAittempre^s  ShoB^oUshm 

The  Oldest  and  Largest  Manufacturers  of  Shoe  Dressings  in  the  World. 


Largest 
Variety 


^ITTENO^,, 

DRESSING 

ILACK^HOES^ 


SOFTENS 
PRESERVES  I 
LEATHER! 

-RESTORtS' 
COLOR 

LU'STRE 


"GILT  EDGE" 

The  only  black  dressing 
for  ladies'  and  children's 
shoes  that  positively  con- 
tains OIL.  Softens  and 
preserves.  Imparts  a  beaut- 
iful black  lustre.  LARG- 
EST QUANTITY.  FIN- 
EST QUALITY.  Its  use 
saves  time,  labor  and 
brushes,  as  it  Shines  with- 
out brushing.  Sponge  in 
every  bottle  so  Always 
Ready  for  Use. 

Also  for 
gents'  kid. 
kangaroo, 
etc. 
25c  size. 


ROYAL  GLOSS 

For  Ladies'  and  Child- 
ren's Black  Shoes. 

Restores  the  color  and 
lustre  to  all  faded  or  worn 
black  shoes,  softens  and 
preserves  the  leather.  Ap- 
ply with  sponge  attached 
to  cork.  Always  ready 
for  use.  Shines  without 
brushing. 

10c  size. 


If  You  Have 
Never  Sold 

shoe  polishes  you  should  at 
lea^t  give  them  a  trial. 
You  will  make  no  mi^ake 
in  doing  this  because  it  is 
the  almost  universal  ex- 
perience of  grocers  and 
general  merchants  that  they 
sell  readily  and  quickly.  A 
counter  display  alone  will 
sell  large  quantities. 

Ask  Your  Jobber's 
Salesman  About  This 


"ELITE  BLACK 
COMBINATION" 

The  only  polish  endor- 
sed by  the  manufacturers 
of  Box  Calf  leathers. 

Contains  oil  and  posi- 
tively nourishes  and  pre- 
serves leather  and  makes 
it  wear  longer.  Blacks 
and  polishes.  Cover  re- 
mover attached  to  each 
box. 

10  &  25c.  sizes. 


"OIL  PASTE" 

For  ALL  kinds  of 
Black  Shoes 

Blacks,  Polishes  and 
Preserves.  Contains 
no  acid  to  injure  the 
leather.  Will  polish 
Wet  or  Oily  shoes. 
Boxes  open  with  a  key 
(see  cut). 

Also  tan  oil  paste. 
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Have 


You 


Seen? 


Our  new  "Canadian  Boy"  military  shoe,  adopted  by  Boy  Scouts,  is 
the  popular  rage  and  a  hot  seller,  made  on  regulation  army'lines. 

Or  our  No.  26  Boys  box  calf  Blu,  heavy  viscolised  sole,  neat, 
strong  and  serviceable,  made  as  only  "Canadian  Boy"  shoes  are  made, 
we  call  them  "Belgiums"  on  account  of  their  strong  resistance. 

A  sample  pair  post  paid  to  any  address,  a  post  card  will  bring  full 
particulars. 

Bilt  in  Canada  for  Canadian  BoySf  by 

The  Reliance  Shoe  Co.,  Ltd.,  Toronto 


AIRD  &  SON,  Montreal 


New  Lasts      New  Heels 
New  Styles 

^  Jobbers  are  invited  to  call  and  see  our  new  samples 
when  in  Montreal. 

^  They  include  new  styles,  new  heels  and  new  lasts  in 
McKays  and  Turns  for  men,  boys,  youths  and  women. 

^  They  provide  a  good  margin  of  profit  and  are  Ai 
footwear. 

WRITE  OR  CALL. 
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ENGRAVEROF  FINE  STEEL  STAMPS &DIES 
250-c,A\NES^MONTREAL.m>w^  675 

:R^^^fc-^^        QUE.  o   r^t>^*^  AfAIN 


MY  STAMPS  ARE'UPTO  DATE  INDE.SIGN 
&  ADD  AN  ARTISTIC  FINISH  TO  VOUR  SHOE 
•  WHICHWILL  INCREASE  YOUR  SALES 


It  Pays  to 
Have  an 
Attractive 
Store 


A  System  of  the 
Milbradt  Rolling  Step 
Ladders  will  pay  (or 
themselves  in  a  short 
time  by  enabling  you  to 
wait  on  more  trade,  save 
the  wear  and  tear  on 
your  fixtures  and  goods, 
as  well  as  bring  the 
appearance  of  your  store 
up-to-date.  Write  for 
catalogue  which  shows 
various  styles  of  ladders 
we  manufacture. 


Milbradt  Mfg. 

2410  N.  10th  Street 
ST.  LOUIS,  MO. 


Co. 


Children's  Shoes 

good  turn  sewed  shoes. 


JOBBERS, 

LARGE  DEALERS' 

trade  solicited, samples  made  to 
order,  write  the  manufacturer. 

A.  B.  Rolland 


Montreal 


Fortuna  Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortune   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


The  United  States  Hotel, 

Boston,  Mass.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shopping  di^ridt,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
American  and  European  plans.    Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  HIGKEY,  Manager 
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YOUR 


GUARANTEE 
FOR  QUAUTY 


United  Shoe  Machinery  Company  of  Canada 

Toronto  Montreal,  Que.  Quebec 
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Footwear 
Warehouse 

5  Floors  To  Let 
Adelaide  St.  W. 
Toronto 


This  warehouse  building  is  the 
most  attractive  in  the  city. 

It  is   well    situated   for  foot- 
wear or  finding  stocks. 

Centrally  situated 

Light  on  four  sides 

Passenger  and  freight  elevator 

Vaults 

One  block  from  four  car  lines 

Floor  area, 6,300  sq.  feet,  each 
floor. 

For  further  particulars  ask 

Hugh  C.  Maclean,  Limited 

347  Adelaide  St.  West,  Toronto 


Phone  Adelaide  2700 


Big  Sellers  for  the 
Holidays 

Two  Splendid  Specials 

They  will  help  to  make  your  shoe  department 
busier  than  usual  during  the  holidays. 

Will  also  sell  in  leather  goods,  and  fancy  goods 
sedtions — in  fadt,  anywhere  your  customers  will  see 
them  opened  up. 

The  "Footgluv"  is  for  everybody,  every- 
where— Men,  Women  and  Children 
For  Home  and  Travel 


Of  soft  calf,  bd,  morocco,  satin  and  silk — all  colors ;  for 
men  and  women,  with  carrying  cases  of  the  same  color 
and  material. 

Four  grades,  $12,  $18,  $24,  $27  per  dozen 
Retail  at  $1.50,  $2.50,  $3.50  and  $4.00 


"Mary  Jane  Footgluv" 

made  of  soft  kid,  morocco  and  embossed  leathers,  in  all 
colors,  without  carrying  case,  at  $18  per  dozen — retail 
at  $2.50. 

Footgluvs "  offer  you  distinctive  goods  to  sell 
PROFIT  50%  to  75% 

Write  for  Samples 

The  Sultana  Mfg.  Co. 

313-319  Findlay  St.,  Cincinnati,  Ohio 
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22-Foot  Goodyear  Shoe  Repairing  Outfit 


MODEL  N. 

THIS  Outfit  represents  the  highest  development  in  shoe  repairing  machinery,  and  meets  every 
demand  of  modern  shoe  repairing.  It  embraces  all  the  essential  processes  for  making  new 
shoes  from  old  ones,  giving  the  maximum  of  equipment  and  efficiency  in  the  minimum  space. 
The  Outfit  has  the  Goodyear  Stitching  Machine  with  all  its  improvements,  including  a  new  style 
steam  generator  which  uses  gas  or  gasoline  for  generating  the  steam,  and  operates  automatically, 
thereby  insuring  a  uniform  heat  for  keeping  the  wax  in  proper  condition  and  requiring  little  atten- 
tion from  the  operator.  The  Edge  Trimming  Machine  has  the  new  feature  of  the  two  shafts  being 
operated  by  a  single  belt,  and  the  cutter  grinder  is  attached  directly  to  the  main  shaft.  This  ar- 
rangement gives  better  results  with  less  power. 

The  Buffing  and  Scouring  Machine  has  a  shaft  57  inches  long  and  carries  the  following 
equipment : — 


3  Split  Bottom  Buffing  Rolls 

2  Flat  X-Ray  Heel  Scouring  Wheels 

2  "C"  Shape  XTRay  Heel  Scouring  Wheels 


1  Heel  Breast  Scouring  Wheel 
1  Pin  Wheel  Pad  complete 


A  powerful  Blower  System  removes  the  dust  resulting  from  the  trimming,  buffing  and  scour- 
ing operations,  and  is  designed  to  overcome  certain  objectionable  features  of  other  blowers. 

The  Finishing  Machine  has  a  78  inch  shaft  which  has  all  the  necessary  equipment  for  black 
or  russet  work: — ■ 


2  Corrugated  Rubber  Shank  Finishing  Wheels 
1  Corrugated  Rubber  Heel  Finishing  Wheel 

1  Corrugated  Rubber  Bottom  Finishing  Roll 

2  Shank  and  Bottom  Brushes 


2  Heel  Brushes 

1  Stitch  Cleaning  Brush 

1  Levelling  Roll 

1  Bead  and  Wheel 


At  the  end  of  the  Outfit  is  the  Oscillating  Edge  Setting  Machine  which  is  fitted  with  union 
irons  and  in  its  motions  duplicates  hand  workmen  with  quicker  and  better  results. 

Each  of  the  machines  is  operated  independently  by  a  friction  drive  pulley,  so  that  it  is  neces- 
sary to  use  only  those  machines  which  the  operator  may  require.  This  feature  means  a  saving  of 
power. 

All  the  machines  are  firmly  mounted  on  legs  and  driven  by  a  countershaft  with  carefully  ad- 
justed bearings,  so  that  the  Outfit  runs  with  very  little  vibration,  and  is  in  every  way  most  efficient. 

Full  information  furnished  promptly  on  request. 


United  Shoe  Machinery  Company  of  Canada 

MONTREAL,  QUE. 

122  Adelaide  Street  West,  TORONTO  492  St.  Valier  Street,  QUEBEC 
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1852 


Keep 
the 
Whistles 
Blowing 


1914 


And  the 
Old 
Flag 
Flying 


In  this  great  war  drama  now  being  staged,  every  retailer  has  a  role  to  play — the  role  of  the 
true  patriot,  There  is  nothing  sentimental  about  the  "Made  in  Canada"  movement,  its 
object  is  to  imbue  the  retailer  and  consumer  of  manufactured  goods  with  a  sense  of  their 
duty  to  Canada  and  the  British  Empire. 

By  supporting  home  industries  we  can  eradicate  the  unemployment  cancer  and  obviate  the 
necessity  of  closing  down  Canadian  plants  while  foreign  manufacturers  drain  our  finances. 
Keep  the  whistles  of  Canadian  factories  blowing. 


P  ,  .  fi     ,         OUR  TORONTO  PLANT  , 

Covers  6  Acres  of  land  c-i  „  ncnnA  Over  .VM)  employees 

Floor  space  115,000  sq.  ft.  ^  ■ 

A.  R.  Clarke  &  Co.,  Limited 


Montreal 


"  Makers  for  the  Nation 

TORONTO 


Quebec 


